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Car Sales: July vs. June, 1957 


First Seven Months, 1957-1956 


Pet. of Pet. of 


Regis., 
June 
25.50 
24.71 
10.90 
6.23 
5.58 
5.36 
4.48 
4.33 
2.16 
1.72 
1.66 
1.65 
1.08 


Pct. of 
Regis., 
7 Mos. 
1957 
24.94 
23.74 
10.39 
6.91 
6.31 
5.50 
4.46 
4.67 
2.36 
149 
1.83 
1.82 
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ore Sales Go to Chrysler, 
AMC, S-P and Imports 


ATTER shares of the new-car 

market went to Chrysler Corp., 

American Motors, Studebaker- 

Packard and foreign cars during 

, according to registration fig- 

bs just received by R. L. Polk 
Co 


The market gains were scored 
at the expense of General Motors 
and Ford Motor Co. 

_However, in year-to-date figures 
(first seven months), market gains 
have been staked out by Chrysler 
Corp.. Ford Motor and miscellane- 
ous makes. Counter-balancing losses 
have been charged against General 
Motors, AMC and S-P. 
> > * 
AL new-car registrations in 

July amounted to 543,264, com- 
pared with 517,043 in June and 
534,997 in July a year ago. The July 
total was high enough to rank this 
year’s month as the third-best July 
in history, topped only by 1955 
(647,245) and 1950 (609,926). 

The month’s registration figures 
also showed that: 

1. Chevrolet, in its year-long 
battle with Ford, turned in its 


Top Cars 


| New-car registrations for seven 
months: 

1957 Pos. 
1—901,199 


Make 
Ford 
Chev. 
Plym, 
Buick 
Olds. 
Pontiac 
Mercury 
Dodge 
Cadillac 
DeSoto 
Chrysler 
Rambler 
Stude. 
Lincoln 
Imperial 
Nash 
Met, 
Packard 
Hudson 


1956 Pos. 
791,685— 2 
946,837— 1 
301,539— 4 
339,122— 3 
276,495— 5 
222,931— 6 
168,843— 7 
133,763— 8 

85,490— 9 
62,622—11 
67,768—10 
43,219—13 
50,692—12 
25,923—14 
6,032—18 
16,580—16 
3,557—19 
20,595—15 
4,997—17 


N— 6,473 
18— 3,187 
19— 3,590 
20— 538 Cont’l. 1,051—20 
99,815 Misc. 50,743 
Total All Makes 
3,614,139 3,623,484 
Further details on Page 78. 


best performance, percentage- 
wise, of any month in 1957. 


2. GM continued intact the du- 
bious distinction of claiming a suc- 
cessively smaller share of the 
market with each passing month. 


3. A mild comeback in sales is 
being staged by both AMC and S-P. 


4. Popularity of foreign cars con- 
tinues to zoom, For the first time, 
the share taken by miscellaneous 

(Continued on Page 4, Col. 2) 


Changeover Lull 
Slashes Output; 
More ’58s Roll 


By Martin L. Whitmyer 
Staff Writer 

AltHoucH all Chrysler Corp. 

car divisions are scheduled to 
get under way on assembly of 1958 
models Wednesday (Sept. 18), U. S. 
car production is expected to drop 
below the 50,000 level this week, 
due largely to shutdowns for 
changeovers at General Motors 
divisions. 

Adding to the downward spiral 
in car output will be below-nor- 
mal output at Mercury and sub- 
normal assemblies at Lincoln. 
Packard also is still down for 
changeovers and is not expected 
to begin ’58-model output until 
next Monday (Sept. 23). 

A roundup of GM changeover 
operations showed Buick going 
down last Monday (Sept. 9); Pon- 
tiac on Wednesday (Sept. 11), and 
Chevrolet and Oldsmobile on Fri- 
day (Sept. 13). Buick is expected 
to begin output of ’58 models Oct. 1 
and Pontiac and Chevrolet on Oct. 
7. Oldsmobile has not as yet set a 
date for resumption of output. 

ca * *~ 


yes also is expected to be the 
last week of '57-model assem- 
blies at Cadillac and possibly at 
Mercury. 


Cadillac is expected to go down 
for changeovers next Monday 
(Sept. 23), while Mercury, which 
already has built out on its ’57 
models at Los An will cease 
output at its Wayne (Mich.) plant 
on Thursday (Sept. 19) and St. 

(Continued on Page 93, Col. 3) 
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\Dealers Are Confident 


By Robert M. Lienert 
Associate Editor 

~~ showing moderate de- 

clines for two months in a row, 
stocks of unsold new cars were up 
a bit to 728,595 units on Sept. 1, 
Automotive News’ monthly survey 
disclosed last week. 


Almost all of the new cars in 
inventory were ’57 models. How- 
ever, there was a sprinkling of 
’*58s—Edsel, Rambler, Nash, Hud- 
son and Studebaker. 

While the total is high for this 
period of the year, there is confi- 
dence at all levels of the auto 
industry that dealers will work 
their way out from under in time 
for the ’58 introductions. 

© ” = 
= industry observers say the 
situation reflects belief by the 
makers that the seasonal pattern in 
new-car buying is changing basi- 
cally—adding strength in the fall 
period. 

Obviously, manufacturers ex- 
pect the current inventory—along 
with the thousands of ’57s they 
are still turning out—to be 
whittled down drastically before 
new models come on the scene. 
Dealers around the country are in 

general agreement on two points: 

1. Inventories are heavy. 

2. The cleanup will not be too 
difficult. 

Indications are that stocks will 
be cut sharply this month as more 
makers go down for changeover 
operations. 

> as * 


ae sales are holding rela- 
tively high, according to field 
reports, although dealers say they 
are selling in a no-profit market 
and have had to resort to a certain 
amount of forcing. 


Factory bonus plans and sales 
contests will help dealers in some - 
lines bail out on heavy stocks. 
Other dealers expect to carry 
more cars over into the new- 


model season than they did a 
year ago. 

Dealers are much more calm 
about the outlook than they were 
in 1955, although that year stocks 
on Sept. 1 were not as high as they 
were this year, totalling some 713,- 
000. And in 1955, dealers found hec- 
tic times indeed in cleaning up 
for the new models. 


In 1953, which witnessed what 
was probably the rockiest cleanup 
of all time, stocks on Sept. 1 
amounted to only 589,000. 


> * + 


HAT accounts for the dealers’ 
calmness this year? 
Time is the big factor. Introduc- 


-‘Service Plan Views 


George Romney, American 
Motors president, and Frederick 
Sutter, NADA president, com- 
ment on service-responsibility 
plans at the N. Y. state dealer 
convention, Page 8; James C. 
Moore, NADA general counsel, 
discusses problem at Virginia 
convention, Page 6. 

Small-town dealer hits both se- 
curity plans, Page 8. 


tion of new models is expected 
somewhat later in the season this 
year, with factories in some lines 
shutting down for relatively long 
periods before they crank up on 
"58s. 

No dealer wants to be caught 
running out of 57 models before 
he can put ’58s in his showroom. 
Fortunately, dealers with the 
heaviest stocks are, generally, in 
those lines whose factories are 
expected to be idle for the long- 
est time. 

Entering into the picture, too, is 
the fact that most factory sales 
chiefs figure it takes about 400,- 
000 units “to fill the pipelines.” 
In this light, an inventory topping 
700,000 does not seem so huge. 

> > > 


N COMMENTING on the current 
situation, a dealer in the South- 
west said: “I hope the cleanup will 
go as well this year as it did last 
year. We have twice as many cars, 
but sales have been running twice 
as high.” 

“Inventories are very high for 
this time of year,” said a Moun- 
tain States dealer. “It seems to be 
a greater problem for GM dealers 
than for others, especially when 


(Continued on Page 4, Col. 1) 





Back Us or Stay Neutral, 
ADSA Advises NADA 


By L. H. Houck 

Staff Correspondent 
KLAHOMA CITY.—The Author- 
ized Dealers Survival Assn. has 
called on NADA to pledge its sup- 
port for the ADSA plan or remain 

neutral. 

A letter from ADSA, signed by 
the Board of Directors, requested 
Frederick J. Bell, executive vice- 


Dealers’ Total New-Car Stocks 


(In Field and in Transit to Field) 


MIEN, 029 cx 


VJ Jj 588172 Cars 


3 Oc. 1, 1958 ¥. 314,003 Cars 
FRR F 4 


PREVIOUS 


HIGH 
903,789 Cars——-March 1, 1956 


RECORDS 


Low 
157,607 Cars—Nov. 1, 1954 


—Automotive News compilation 


president of NADA, to pledge 

NADA support of the ADSA plan 
or remain neutral, since ADSA 

has “reliable information that one 
or more manufacturers are seri- 
ously considering the plan. 

The letter called Bell’s attention 
to the fact that no individual has 
been authorized by ADSA to speak 
for its members, intimating that 
any deal Bell might make at bonus 
parleys in Detroit and Dearborn 
would not include ADSA members. 

“We note in the Aug. 26 AuTomo- 
Tive News,” the letter reads, “the 
headline announcement of your 
trip to Detroit and Dearborn to see 
«makers for bonus parleys. As has 
been pointed out by the ADSA so 
many times, there is no individual 
who is, or has been, authorized by 
this association to speak for the 
dealers. 

+ . * 
= E FEEL that the educational 
crusade ADSA is now con- 
ducting, is sufficient and proper 
(Continued on Page 89, Col, 1) 


3 State Groups 
Stick with NADA 


EALER associations in New 
Jersey, North Carolina and Illi- 
nois have decided to cast their lot 
with NADA in seeking some “serv- 
ice responsibility” relief while Kan- 
sas City dealers have decided to 
look into remedy suggested by the 
Authorized Dealers Survival Assn. 
The boards of both the New 
Jersey Automotive Trade Assn., the 
North Carolina Automobile Dealers 
Assn, and Illinois Automotive 
(Continued on Page 89, Col. 4) 
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Oct. 15-Nov. 15 to Be Busy Season... 


Dates Firm Up for ’58 Showings 


By Kenneth C. Kelley Jr. 
Staff Writer 
oe schedule for introduction of 
1958 models was nearly all out 
in the open last week. It confirmed 
earlier reports that most of the 
introduction festivities will be 
crammed into the 30-day period 
from Oct. 15 until Nov. 15. 
Ford spokesmen say they have 
tentatively picked the first week 
of November to put the new 
models on sale. 

Chevrolet declined to discuss dates 
for publication but nothing has 
come up to contradict earlier 
reports that the 1958 will be out in 
late October. 

* > = 

THER General Motors divisions 

have announced dates, Buick 
leads the list with Oct. 25; followed 
by Oldsmobile, Nov. 5; Pontiac, 
Nov. 7, and Cadillac, Nov. 13. 

Lincoln has set Nov. 1 as its 
tentative introduction date while 

Mercury is thinking in terms of 

“sometime in mid-November.” 

Both of these dates are later than 
dates suggested during the summer. 
Lincoln had a tentative date of Oct. 
24 then and Mercury was saying 
late October or early November. 

Chrysler Corp. divisions will not 
say when they will put their new 
cars on sale. Nor will they say 
whether all lines will be introduced 
Cee eee 


58 Olds Radio 
Can Be Used 
As a Portable 


DETROIT.—The 1958 Oldsmobile 
will feature an all-transistor radio 
which can be slipped out of the 
instrument panel and used as a 
portable. 

Known as the Trans-Portable, the 
radio is operated on batteries when 
not in the car. It automatically 
plugs into the car’s electrical sys- 
tem when returned to the instru- 
ment panel. 

A lock on the radio and a catch 
which is accessible from the inside 
of the glove compartment discour- 
age theft of the radio from the 
car. When it is removed from the 
instrument panel, a chrome plate 
flips down to cover the opening. 

The Trans-Portable is covered 
with leather-like plastic and has a 
chrome face and carrying handle. 
Oldsmobile said its dry-cell bat- 
teries give 160 playing hours and 
the radios have been used for more 
than 65,000 miles in cars and have 
remained in good condition. 


Business 
Barometer 


Auto Production — 106,492 cars, 
trucks in week vs. 83,828 the year 
before. 

Business Failures—262 in week 
vs. 237 the year before. 

Department Store Sales—wUp 5 
percent from the yeor before. 

Freight Loadings — 745,183 cars 
in week, a decline of 39,183 cars from 
the year before. 

Gasoline Stocks—171,683,000, a 
decline of 214,000 barrels in week. 

Jobless Claims—190,100 in week 
vs. 174,900 the year before. 

New-Car Registrations — 3,614,- 
130 in 1957 to date vs. 3,623,484 the 
year before. 

Oil Stocks—284,223,000 barrels, a 
decline of 3,455,000 barrels in week. 

Steel Output — 83.1 percent of 
estimated capacity vs. 81 percent the 
week before. 

Used-Car Prices—$862 in Sep- 
tember to date vs. $873 in August. 

Wholesale Prices—118.1 percent 
of 1947-49 index vs. 118 percent the 


week before. 
ee. a 


Common Stocks 


Sept. Sept. 
iB) 4 
7%, 7% 
76%, 75% 
52% 53% 
41% 42% 

5% 5% 


Average 36.63 36.90 


1957 
High Low 
8% 5% 
824%, 64% 
59% 52% 
47a 3B 
8% 5% 


Am. Motors 
Chrysler 
Ford 

GM 

s-P 








on the same day or staggered over 
a number of days. 
7 * * 
OWEVER, each division has 
announced the date on which 


Pontiac Opening 
Zones at Newark 


And Jacksonville 


PONTIAC, Mich.—New zone of- 
fices in Newark, N. J., and Jackson- 
ville, Fla., will be opened Oct, 1 by 
Pontiac. 





William McNair 
The Newark zone will include the 
area of Northern New Jersey and 
Southern New York formerly 
handled by the New York City, 
Philadelphia and Buffalo zones. 


H. N. Long 





W. W. Harris 


M. H. Cole 

William H. Harris will be New- 
ark zone manager and Melvin H. 
Cole assistant manager. 

The Jacksonville zone will be 
headed by H. N. Long jr. and Wil- 
liam McNair jr. will be assistant 
manager. 

William S. Norton jr. succeeds 
Long as assistant manager of the 
Memphis zone, and Philip Western 
replaces Harris as assistant man- 
ager of the Pontiac (Mich.) zone. 


pictures and stories on the new 
models may appear in newspapers. 


It’s a sure bet that introduction| | 


will quickly follow. 

The new Plymouth will appear 
in the newspapers of Oct. 23. 
Chrysler will be next on Oct, 24; 
Dodge car, Oct. 25; Dodge truck 
and Imperial, Oct. 27, and DeSoto, 
Oct. 28. 

All American Motors cars will go 
on sale Oct, 22. 

Studebaker-Packard will get the 
introduction month started by 
showing all Studebaker models but 
one plus the Hawk-type Packard on 
Oct. 15. Other S-P models will be 
shown later in the year but the 
exact dates have not yet been set. 


6,150 to View 
*'58 AMC Models 
At Dealer Shows 


DETROIT.—Approximately 6,150 
Rambler and Nash-Hudson dealers, 
salesmen and their wives will at- 
tend dealer previews of the 1958 
models at three September meet- 
ings. 

“Reservations already received 
indicate 1,000 will attend the Sept. 
17 meeting in Los Angeles,” said 
Roy Abernethy, vice-president in 
charge of automotive distribution 
and marketing, American Motors 
Corp. 

He said 2,500 are expected at the 
New York meeting Sept. 12 and 
2,650 at the Chicago session Sept. 
27. 

AMC officials who will address 
the meetings are: 

George Romney, president; Roy 
D. Chapin jr., executive vice-presi- 
dent and general manager of the 
automotive division; John W. Rais- 
beck, vice-president in charge of 
automotive sales operations; V. E. 
Boyd, automotive field sales man- 
ager; J. W. Watson, Metropolitan 
sales manager; Fred W. Adams 
director of automotive advertising 
and merchandising, and Abernethy. 
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* FOR THESE BIG Prizes 


Dealer Photographs Auto Prospects— 


A unique method of registering prospects was introduced by Downing Edsel Sales, 
Inc., at the initial showing of the Edsel in Atlanta. The firm is using a camera device, 
called the Regiscope, to photograph all prospects and pertinent information on ¢ 
single exposure. One print is given to the prospect, compliments of the dealership, 
and the second print is given to the salesman. The negative is kept for later reference 


by the company. 





Buick Adds Luxury Line: 


6 Million Cars Seen in °58 


By Maynard M. Gordon 
News Editor 
FLINT.—The 1958 market for 
U.S.-made passenger cars will be 
six million units, according to Ed- 
ward T. Ragsdale, general manager 
of Buick. 


Ragsdale made his prediction 
at Buick’s ’58-model press pre- 
view. A new luxury Buick called 
the Limited has been added for 
1958. The new line is eight inches 
longer than any other Buick. 
Other features of the new cars 
include a triple turbine Dynaflow 
transmission called Flight Pitch, 
and air suspension. Prior to 
World War Il, Buick’s top-drawer 
series was called the Limited. The 
designation was dropped in post- 
war production. 


Ragsdale was decidedly guarded 


How Dealership Wage Rates Compare 


By William Ullman 
Washington Correspondent 


week that nonsupervisory employes 
of franchised dealers earned a 
straight-time average of $1.72 an 
hour—including commissions and 
bonuses—in October, 1956. 


Nonsupervisory personnel in- 
clude salesmen, mechanics, parts 
and office clerks, porters and 
janitors. 

The figure for dealership em- 
ployes was turned up as part of 
a comprehensive survey. on wages 
and hours in all retail trades ex- 
cept eating and drinking establish- 
ments. 

The breakdown by lines of trade 
followed an initial report, issued 
earlier this year, indicating that 
straight-time average hourly earn- 
ings for all retail employes sur- 
veyed was $1.41. The period of study 
covered only last October. 


* * * 


CCORDING to the automotive 

report, an estimated 23,000 of 
the 568,000 nonsupervisory people 
employed by dealers last October 
earned less than 75 cents an hour. 
This is 4 percent of the total. 

In addition, 66,000—or 12 per- 
cent—earned under a dollar an 
hour and 155,000—27 percent— 
made less than $1.25. 

However, 78,000 of the employes 
earned at least $2.50 hourly. This is 
14 percent of the total. 

Average hourly earnings of the 
dealership employes varied consid- 
erably by region, ranging from 
$2.09 in the West to $1.44 in the 
South. Middle averages of $1.80 and 
$1.77 were recorded for the North- 


respectively. 
*” 


* * 


|}of $1.72. Ten percent of the non- 
| supervisory employes in that area 
ASHINGTON.—The Bureau of | made less than 75 cents an hour 
Labor Statistics reported last} and 26 percent earned under $1. 


aes 


In the Northeast, only one per- 
cent of the employes earned 
under 75 cents and 3 percent 
under $1. Comparable figures for 
the North Central region were 3 
and 9 percent, and for the West 
one and 4 percent. 

What the picture adds up to is 





this: Although the South had only 
29 percent of the total nonsuper- 
visory employment in dealerships, 
it accounted for 66 percent of all 
workers earning less than $1 and 
70 percent making under 75 cents. 

These statistics undoubtedly will 
add fuel to next year’s controversy 
over extending the Federal Wage 
and Hour Law to workers in retail 
establishments and jacking up the 

(Continued on Page 90, Col. 4) 
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Map Plans for Chicago Auto Show— 


Members of the committee directing the 50th Chicago Automobile Show, sponsored 
east and North Central regions, | by the Chicago Automobile Trade Assn., are, seated, from left, Edward Cleary, shew 
manager and CATA executive vice-president; Don C. Mullery, CATA president, and 
C. J. McCorkle, committee chairman. Standing: Charles O. Gracey, Earl Zweifel, James 

S, only the South was below | F. McManus jr. and Walter Schroeder. The show will be held Jan. 4-12 in Chicage's 
the national dealership average | International Amphitheatre. 


in his appraisal of the new year’s 
auto prospects. 

He defied custom by failing to 
make a flat prediction that Buick 
would regain third place in regis 
trations, lost to Plymouth this year. 

All Ragsdale would say was that 
Buick was in a “helluva competi- 
tive market but would boost its 
share of business in 1958.” 

First of the General Motors 
division chiefs to display his new 
cars, Ragsdale confirmed the 
certainty of °58-model price in- 
creases. 

“Some slight” boosts will be made 
when Buicks go on display in deal- 
erships Oct. 25, he said. Press 
announcements are scheduled 
Oct. 22. 

Thus, GM allied itself with a 
similar price hike forecast by 
Ernest R. Breech, chairman of Ford 
Motor Co. Chrysler Corp. executives 
have declined comment on the 
trend of their new-model prices. 

Ragsdale surprised many veteran 
observers by forecasting that for- 
eign cars would gain 4 percent of 
the American market next yew. 
This would amount to 240,000 cars 
if his prophecy of six million sales 
materializes. 

The GM chief said GM’s Ger- 
man Opel cars would start enter- 
ing this country in October at 
the rate of 1,000 a month. 

This rate will be re-evaluated 
three to four months after public 
introduction, he said, to determine 
whether it is too high or too low in 
terms of consumer demand. 

Buick will offer the Opel fran- 
chise to every exclusive Buick 
dealer and to dual dealers with 
whom it holds the controlling fran- 
chise, Ragsdale said. 

A dual operator whose controlling 
franchise is held by Pontiac will 
get first crack at the Vauxhall 
selling agreement, he said. 

Edward C. Kennard, Buick’s 
mew general sales manager, re- 
ported that Buick dealers “made 
a lot of money this year.” He 
declined to say whether their 
performance would be repeated in 
1958. 

Ragsdale’s cool analysis of the 
’58 market carried over to engineer- 
ing advancements on the new cars 

Asked what Buick is doing about 
fuel economy, the blunt Buick chief 
replied: “Well, we’re helping the 
gas companies.” 

He added, however, that many 
customers lose fuel economy be- 
cause of carburetor maladjust- 
ments which are the dealer's 
responsibility. He promised that fuel 
economy on ’58 Buicks would be 
comparable with the rest of the 
U.S. industry. 

For spotting purposes, the side 
portholes have been 
after eight years in favor of a 
dice-cube front end unlike any 
now in use im the U.S. 

Discard of the long-familiar port- 

(Continued on Page 90, Col, 1) 
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Eprror’s Note: During the ill- 
s of John O. Munn, AvuTomo- 
e News is reprinting outstand- 
“Dealers Tell Me” columns of 


past. 
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E name on your door is a more 
potent sales tool than the name 
on the car you sell. I have 
fepeated that phrase many times 
fa this column. It is certainly more 
me with the price competition of 
y than ever before. How to 
make better use of that tool fre- 
quently is under discussion. 

It is, of course, a question of 
effectively interpreting a dealer’s 
business to the people of his 
community. 

So, I again would like to give 
you my version of a dealer’s contri- 
bution to humanity with the hope 
that you will find it useful, not 
only in making speeches to the 
public and your own organization, 
but that you also will find sen- 
tences and paragraphs that you and 
your salesmen can use on @ per- 
sonal basis as well as ideas for use 
in your own promotional material. 

Certainly a dealer, charged with 
management of such a complicated 
business, seldom has the oppor- 
tunity to sit down and think of 
his business in terms of its effect 
on his community or its value to 
buyers and users of automobiles. 
I feel that I am but putting your 
own thoughts into words. I hope 
you will find it useful as well as 
luminating. 
> 


> > 

The Age of. Mobility 
one upon which rests the 

whole structure of the social 
and economic existence of nations, 
upon which people —through me- 
chanical, mobile units—depend for 
the enjoyment of that priceless 
individual privilege that permits 
man to come and go as he desires 
—quickly, safely, economically — 
is the outstanding phenomenon of 
modern life. This is the Age of 
Mobility. 

Though man possessed for cen- 
turies the means of mobility, he 
did not know how to use it. Modern 
mobility depends upon the wheel. 
In basic design it is today the 
same as the first wheel man made 
ages ago. Economic and _ social 
Progress of the human race is 
written in efforts of countless 
generations of men to “put a 
shoulder to the wheel” by the de- 
velopment and application of mo- 
tive power to it. 

The amazing, wonderful, almost 
magical wheel is inanimate, 









helpless, and utterly useless until 
it is connected to a source of 
power — “horsepower” we still 
call it. 

It does not seem 


likely that 
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Dealers tell me 


By John O. Munn 





AUTOMOTIVE NEWS, SEPTEMBER 












there ever will be a time when any 
form of transportation over the 
surface of the earth will supplant 
the power-driven wheel. “HP” may 
appear in forms not now imagined 
but all of the activities, needs and 
pleasures of men will continue to 
depend upon the mobility that the 
wheel gives to mankind. 
* * aa 

Dealers Will Endure 

S OF NOW, in this latter half 

of the Twentieth Century, the 
man most responsible for keeping 
the wheels of transportation turn- 
ing is the Automobile Dealer. 
Urgent need, plus the incalculable 
value of automotive transportation, 


PAA's Profits Team— 





Drexel Hill, and John N. White (Ford), 


16, 1957 





Dealers who will discuss profits at a series of Pennsylvania meetings sponsored 
by the Pennsylvania Automotive Assn., are, seated, from left, E. A. Sahli (Chevrolet), 
Beaver Falls; David H. Smith (Chevrolet), Washington, Pa.; D. G. Reese (Oldsmobile), 


Philadelphia. Standing: E. W. Parkinson, 


Harrisburg, PAA's assistant. manager; Paul Ruch (Dodge), Clearfield; H. L. Peterson 
(Oldsmobile), Jenkintown; C. A. Dailey (Chevrolet), Erie, and Forest E. Bowles (Buick), 
York. Parkinson will discuss modern trends in service departments and tips on dealer 


has brought the Automobile Dealer | personnel problems at all the meetings. The others will alternate at the sessions, 


into existence in every city and| speaking on management problems and 


hamlet. 


many other practical tips in cutting and 


| controlling expenses in the average automobile dealership. 





He is the inevitable result of 
modern times—not an opportunist 
trading upon a temporary human 
whim or requirement but a land- 
mark as enduring as Gibraltar. 
If every automobile sales and serv- 
ice institution in America should 
be destroyed today, the morrow 
would quickly find every com- 
munity in this land busy re-estab- 
lishing automobile sales and serv- | 
ice organizations. 


| ROCKLAND, Me.—A. U.S. De- 
Modern man cannot move nor | ide hailed 
long BP © etihent en |partment of Labor aide hai 
bile. Nor can he use one safely 





|Maine’s apprentice training pro- 
unless there exists a reliable 


|gram for auto mechanics as & 
neighborly place in which to 
have it serviced. 


This constant stress for motion— 
comfortable, safe and rapid — im- 
poses a heavy burden of community | 
responsibility upon the local auto- 
mobile dealer. Motor car transpor- 
tation properly may be considered | 
as the life blood of the social | 
body we call “the community.” If | 
motor cars were not to move as 
freely as they now do, chaos and 
confusion would cause arterial 
sclerosis as surely as impaired 
circulation of blood through the 
human body produces lethargy and 
death. 


By the very nature of his busi- 
ness the automobile dealer has 
become a true public servant, 
clothed with an obligation to bring 
to his community maximum ad- 
vantages of motor car ownership 
at. minimum cost. The life, vitality 
and growth of his town depends 
in large measure upon how he 
meets this responsibility. 


Good Will Is Priceless 


Most communities are served by 
more than one automobile 
dealer, often by many. One does 
not have to be a franchised rep- 
resentative of a motor car manu- 
facturer to sell used automobiles, 
accessories, make repairs, or 
furnish replacement service. 


Hence, no dealer has a monopoly. 
But properly, and quite universally, 
he is regarded as the most respon- 
sible source of automotive trans- 
portation. The ultimate test of 
his qualifications rests with the 
people of his community. The good 
will of those with whom he deals 
is the priceless ingredient in his 
success. 


To be sure, the auto dealer is 
a merchant, but not merely 
another merchant. His is an oper- 
ation very different from that of 
the storekeeper. The principal 
business of a department or pro- 
vision store, or most any other 
type of retail outlet, is selling 
things to people; products, serv- 
ices, ideas. 

The principal business of the 
automobile dealer is servicing the 
product which initially he sells. No 
more than a vacant lot, a tent or 
showroom is needed to sell an 
automobile, but to be responsible 
to every purchaser for constant 
and permanent satisfaction de- 
mands a heavy investment in 
building, shop equipment and tools, 
ample stocks of replacement parts, 
a staff of trained, experienced, 
skilled and responsible mechanical 

(Continued on Page 94, Col. 1) 


model for the nation. 

“Maine is leading the nation 
again on the adoption and devel- 
opment of a plan the rest of the 
country has been looking for,” 
Randall Nichols told the 13th an- 
nual convention of the Maine 
Automobile Dealers Assn. here 
Sept. 6-7. 

Three-year apprenticeship pro- 
grams, developed by the MADA, 
are being set up in five or six areas, 
the convention was told. 

“A well-trained mechanic,” 
Nichols reminded, “is your best 
service salesman—he can make 
money for a dealer and save money 
for the customer.” 


He said other states are planning 
to copy the Maine program, and 
that North Carolina already has 
taken steps to set up a similar 
program there. 

The training program is con- 
ducted by individual garages. 

“Because of the great technical 
changes made in cars, the day 
of the old screwdriver-type me- 
chanic is rapidly disappearing 
and there is a great need for the 
young man with a vast technical 
knowledge to provide the type of 
care the cars of today require,” 
said Nichols. 

Nichols proposed ways to offset 
four major training problems cited 
by dealers: The three-year training 
period; possibility of losing trainees 
to the draft, competition with 
higher wages paid by local manu- 
facturing firms and training costs. 

He suggested issuance of certi- 
ficates upon completion of the 
course to give the trainee an incen- 
tive, offering of tangible incentives 
such as a trip to a manufacturer’s 
training school,- stressing of the 
distinction between skilled and 
common labor in talking with ap- 
prentices, attractive starting wages 
with increases during the program 
and a careful screening procedure 
to protect the dealer’s investment. 

The first two men to complete 

the program received certificates. 
They are James Elliott, of Norris, 
Inc., Bangor, and Harold Lainey, 
of Silvers Garage, Presque Isle. 

Frederick M. Sutter, president of 
the National Automobile Dealers 
Assn., told the group auto dealers 
have two alternatives: Bring back 
the climate permitting successful 
franchise dealer operations or face 
new systems of selling cars. 

New systems suggested by Sutter 
included multifranchise dealers, 
selling several makes of cars; end 
the franchise system and let manu- 
facturers sell to anyone, or set up 
separate service franchises. 


Sutter said NADA is trying to 





Others May Follow Lead 
Mechanic Training 
In Maine Rated Tops 


develop a new sense of service re- 
sponsibility on the part of manu- 
facturers and dealers and restore 
the personal relationship between 
customer and dealer. 

“It is possible for the dealer to 
develop his territory properly 
without being sabotaged by the 
gimmick operators,” said Sutter. 

“I think that unless we can re- 
store this climate, we are going to 
see a spread of the fast-buck, 
razzle-dazzle operation which will 
mean the eventual end of the fran- 
chise system and a business which 
has less acceptable standards than 
we have been used to,” he said. 

Paul A. MacDonald, deputy sec- 
retary of the State of Maine, said 
the department has decided to let 
police and the courts determine 
whether the so-called Hollywood 
mufflers are too noisy to be used on 
autos. 

W. Hazen Jewett, of Jewett Ford 
Sales, Lewiston, was elected presi- 
dent of the association for the 
coming year. Other new officers 
are: 

Charles H. McIninch, of R. B. 
Harriman Co., Bangor, first vice- 
president; Harold Carmen, of 
Morton Motor Co., Farmington, 

second vice-president; Carl L 
Gowell, of Twin Cities Motor Co., 
Lewiston, treasurer, and William 
V. Hood, of Auburn, manager. 

New directors are Philip Schwind, 
Rumford; Lawrence Miller, Rock- 
land; Amos Rowell, Dover-Foxcroft, 
and Harold Slipp, Fort Fairfield. 



























his opening day 


the dealership .. 





Wemhoft 


shutdown this fall,” says Gorman 


Ge ss 


association member are you? 


On the House .. . 


Something new in registering car prospects: Jim 
Downing, in opening his Edsel dealership in Atlanta 
the other day, used a new camera device heretofore 
used by super markets on checks. Persons attending 





ment on a single exposure as part of a prize contest. 
Both prints are turned over to a salesman, who 
keeps one for a permanent picture of a prospect 
along with pertinent facts on the person, while the 
other photo is given the prospect, compliments of 


Jim Gorman, manager of the Missouri associa- 
tion, has a good suggestion for dealers: Arrange 
for the immunization of all your employes against the Asian flu. 
“The cost would be negligible in contrast to a possible complete 
... Over 750 IUinois dealers, book- 
keepers and office personnel attended the. 13 district meetings held 
in eight days by the state association to discuss new tax rules, 


Asks the North Dakota association bulletin: 
1. Some members are like wheel- 
barrows—no good unless pushed; 2. Some are like canoes—they need 
to be paddled; 3. Some are like footballs—you can’t tell which way 
they are going to bounce; 4. Some are like trailers—no good unless 
pulled; 5. Some are 100 percent members in regular attendance, 
willing to serve in any way to aid the industry.” 












Marketing Needs 
New Models, Too, 
N.H. Dealers Told 


Retailing Revolution 


Is in Progress, 
GM’s Crowley Says 


PIKE, N. H.—Members of the 
New Hampshire Automobile Deal- 
ers Assn. were told here last week 
1958 would be a banner year for 
them if they would “match new-car 
models with new models in retail 
marketing.” 

Patrick J. Crowley, adminis- 
trative assistant to Ivan L. Wiles, 
General Motors. executive vice- 
president in charge of dealer re- 
lations, offered the prediction at 
the annual convention of the New 
Hampshire association. 


More than 200 dealers attended, 
the largest turnout in the organi- 
zation’s history, according to As- 
sociation Secretary Thomas Mc- 
Koan. : 

Crowley urged that more dealers 
adopt new models in retailing when 
the 1958 cars and trucks appear in 
showrooms across the country. 

He told the dealers “we are in the 
midst of a merchandising revolu- 
tion. From the smallest town to the 
largest metropolitan center, pro- 
found changes have occurred in 
every facet of retailing. 

“The franchise system of car and 
truck distribution,” Crowley said, 
“has the vigor, flexibility and the 
vitality to meet the challenge of 
this new trend. 

There are literally thousands of 
auto dealers in business today 
who are demonstrating that it is 
possible to earn a good return on 
their invested capital at current 
sales levels despite all the propa- 
ganda to the contrary,” he said. 

Crowley said the need for per- 
sonal, active leadership and man- 
agement by franchised dealers con- 
tinues regardless of how long they 
have been in business. 

Duane Freese, executive secre- 
tary of the dealer policy board of 
Ford Motor Co., said the auto 
dealer is one of the mast important 
assets of his company and that 
Ford is striving for a positive rela- 
tionship between the dealer and the 
factory along with the rest of the 
industry. 

“In attempting to reach this goal, 
Ford established a policy board as 
an active method of getting better 
cooperation,” Freese said. 

He said organization efforts of 
the policy board are about over and 

(Continued on Page 94, Col. 1) 


Copponex Named Head 


Of Gulf Ceast Dealers 


BILOXI, Miss.—New Car Dealers 
of the Gulf Coast has elected 
Shannon Copponex, manager of 
Shannon Motors (Lincoln-Mercury), 
Gulfport, Miss., as president. 

Pat Sadler, Biloxi DeSoto-Plym- 
outh dealer, was named vice-presi- 
dent; and William L. Braun, Gulf- 
port Ford dealer, secretary. 

The organization was formed in 
1952. 





were photographed with a docu- 


“What kind of an 


—Pete Wemuorr, Editor, 
Automotive News 
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Dealers Confident on Cleanup a 


New-Car Stocks Total 728,595 


(Continued from Page 1) 


and price ads are appearing to 


consideration is given their rate | depress the market further.” 


of sale on this year’s car. 

“Last year we had way too few 
cars,” he continued. “The cleanup 
was completed too soon and left no 
merchandise for salesmen to sell. 
This year the cleanup will be no 
problem as we have enough cars to 
carry us until new-car announce- 
ment time.” 

Added a Midwestern dealer: 
“Dealers claim to be either under- 
stocked or just about right. Last 
year we ran out of cars 60 days too 
soon. This year, maybe it will be 
20 days.” 

“Inventories are about the same 
as last year—not too bad,” said an 
Iowa dealer. “Cleanup will be about 
the same. The bonus is helping.” 


+ + 
A CLEANUP matching that ex- 
perienced last year was pre- 
dicted by other dealers in Minne- 
sota, Connecticut, Colorado, Texas, 
Missouri, California and Pennsyl- 
vania. 

A Pennsylvania dealer qualified 
his judgment that the cleanup 
would be the same as last year by 
saying, “We'll be working for the 
manufacturer again.” 

Relatively few dealers look for 
any difficulties. Among them, how- 
ever, is a volume operator in Chi- 
cago, who said: “There are too 
many new cars for the slow market 
we are in. 

* . > 


E HAVE about the same num- 
ber of cars to sell as last year, 
but a much more difficult job 
selling them. Gimmick advertising 


New-Car Stocks 
In Field, In Transit 


(Compiled by Automotive News) 





Dealers 
Cars Cars In Total 
in Transit Potential 
Period Field to Inventory 
Ending Stocks? Dealers Stoeks 
dan, 1,°S.... 261,704 188,500 440,254 
Apr. 1, 'S@.... 276,136 158,000 44,136 
dune 1, "50.... 247,680 160,200 407,880 
Sept. 1, 60... 238,642 160,400 400,042 
dan, 1, °51.... 305,888 89,900 404,788 
Apr. 1, "61... 406,541 138,500 546,041 
daly 1, 51... 357,606 90,700 448,306 
Sept. 1, "51.... 283,402 86 800 370,202 
dan. 1, "52.... 224,968 31,000 255,968 
Feb. 1, 62.... 198,762 69,000 267,762 
Mar. 1, °62.... 182,577 76,000 258,577 
Apr. 1, "62.... 213,391 83,000 296,391 
May 1, "62... 251,674 88,000 339,674 
dane 1, "52.... 232,036 70,000 302 036 
duly 1, "62... 193,462 84,500 277,962 
Aug. 1, "52... 162,086 12,000 174,086 
Sept. 1, "62... 149,001 77,000 226,091 
Oct. 1, "62... 233,556 89,000 322,556 
Nev. 1, "62... 308,804 90,500 399,394 
Dee. 1, '62.... 287,247 76,000 363,247 
dan. 1, 53... 201,671 374,971 
Feb. 1, '53.... 324,835 86.600 412,035 
Mar. 1, °53.... 389,011 87,200 476,211 
Apr. 1, "53.... 445,882 89,300 535,182 
May 1, '53.... 490,381 97,700 588,081 
June 1, "53... 463,546 73,500 537,046 
daly 1, '63.... 479,698 82,800 562,498 
Aus. *S3.... 517,119 82,200 699,319 
Sept. 1, "53.... 514,569 74,500 589,069 
Oct. 1, °63.... 519,037 60,900 579,937 
Nev. 1, °53.... 538,087 68,300 606 ,387 
Dee, 1, "53... 430,876 29,000 459,376 
Jan. 1, *H4.... 428,125 600 464,725 
Feb. 1, ’S4.... 466,176 60,600 526,776 
Mar, 1, ’S4.... 511,122 62,000 673,122 
Apr. "4... 541,911 64,000 605,911 
May "S4.... 538,775 68,500 607,275 
Jane 1, "S4.... 503,219 62,500 565,719 
duly 1, "S4.... 445,665 62,500 508,165 
Aug. 1, ’54.... 390,854 57,000 447,854 
Sept. 1, "64.... 355,654 50,400 406,054 
Oct. 1, 'S4.... 267,469 29,000 296,469 
Nev. 1, ’54.... 120,107 37,500 157,607 
Dee, 1, ’S4.... 203,463 61,700 265,153 
dan, 1, S65... 362,381 
Feb, 1, °55.... 373,573 88,100 462,673 
Mar. 1, °55.... 467,655 95,000 562,655 
Apr. 1, °56.... 644,038 99,500 643,538 
May 1, 55... 660,341 102,700 763,041 
dune 1, ’56.... 755,496 848,498 
duly 1, °565.... 736,591 77,000 813,591 
Aug. 1, '665.... 735,447 71,500 806,947 
Sept, 1, °55.... 675,964 37,300 713,264 
Oct, 1, °55.... 489,475 48,900 538,375 
Nev. 1, ’56.. 666 37,600 575,266 
Dee, 1, ’65.... 645,707 77,400 723,107 
dan. 1, 'S6.... 756,177 53,300 808,477 
Feb. 1, ’56.... 801,499 68,900 870,399 
Mar. 1, ’56.. 089 63,700 903,789 
Apr. 1, ’S6.... 827,977 68,100 898,669 
May 1, ’56.... 346,285 56,300 902,585 
dune 1, '56.... 746,012 52,890 798,902 
daly 1, '66.... 613,451 50,568 679,596 
Aug. 1, ’56.... 551,081 653,026 588,172 
Sept. 1, °56.... 456,013 48,382 504,395 
Oct, 1, °56.... 288,103 25,900 314,003 
Nev. 1, ’66.... 212,967 65,008 277,975 
Dec, 1, °56.... 318,587 79,656 
Jan. 1, ’57.... 461,350 60,168 612,018 
Feb. 1, °57.... 661,934 68,100 
Mar, 1, 57... 
Apr, 1, °57.... 682,790 63,125 745,915 
May 1, °57.... 677,706 59,500 737,206 
Jaume 1, "57.... 724,329 63,420 787,749 
duly 1, 'S7.... 682,121 63,090 746,211 
Aug. 1, ’57.... 645,445 59,300 *704,745 
Sept. 1, ’57.... 683,543 45,062 7 
? Field stocks include cars actually at 
dealerships, y dealers 


An even stronger position was 
taken by a dealer in the North- 
west, who said: “I have stopped 
all new shipments. Compared with 





Sales Score 
For July 


New-car registrations for July: 


1957 Pos. Make 1956 Pos. 
1—137,529 Ford 125,952— 2 
2—135,452 Chev. 141,737— 1 
3— 59,623 Plym. 44,221— 4 
4— 31,624 Buick 44,928— 3 
5— 28,932 Olds. 38,294— 5 
6— 27,380 Pontiac 30,618— 6 
J— 24991 Dodge 20,176— 8 
8— 24,489 Mercury 25,951— 7 
9— 11,435 Cadillac 11,681— 9 

10— 9,863 Rambler 6,389—12 

1l— 8896 Chrysler 10,235—10 

12— 8437 DeSoto 8,962—11 

13— 6,742 Stude. 6,251—13 

14— 2,827 Imperial 766—19 

15— 2,562 Lincoln 4,025—14 

16— 1,333 Met. 792—18 

17— 738 Nash 1,921—16 

18— 469 Packard 2,814—15 

19— 368 Hudson 851—17 

ooo 41 Cont’L 114—20 

19,533 Misc. 8,311 
Total All Makes 
543,264 534,997 


Further details on Page 78. 








last year, the cleanup will be 
slower and more cars will be left 
on hand at announcement time.” 


Other dealers expecting a tougher 
cleanup this year reported from 
Oklahoma, Tennessee and New 


England. 
Sept. 1 represented the sixth 


stock-census date in a row that 


stocks have topped 700,000. 
* * * 


Truck Convoy Delivers 


100 Fords to Dealer 


WICHITA.—A 25-truck convoy 
delivered 100 new Fords to Wichita 
Motors, Inc., early this month. V. 
W. Helard, dealership manager, 
said they were the first of 300 new 
units his company had ordered for 
September. 

The convoy entered Wichita with 
a police escort and proceeded to a 
lot on E. Central St. which the 
dealership rented as a temporary 
unloading station. 


Standard Buys Clark 


CLEVELAND. — Standard Prod- 
ucts Co., producer of automotive 
window channel and weatherstrip, 
has purchased the inventory and 
equipment of Fred C. Clark Co., 
Detroit, a small producer of custom- 
made steel doors and window sash 
for industrial buildings. It will be 
operated as Clark division of 
Standard, 


More Sales Go to Chrysler, 


AMC, S-P and Imports 


(Continued from Page 1) 
makes exceeded the combined share | AMC’s comeback has been of longer 


of AMC and S-P. 
7 * 7 
ULY turned out to be the worst 
month of the year, on the pene- 
tration basis, for Buick, Oldsmobile, 
Pontiac, Cadillac, Chrysler, DeSoto, 
Nash and Hudson. 

Makes which showed market- 
penetration reductions during the 
month, but which managed to 
hold above previous lows, in- 
cluded Ford and Imperial, Ford’s 
low was March; Imperial’s, Jan- 


uary. 

The year’s best monthly penetra- 
tions were achieved during July by 
Chevrolet, Plymouth, Rambler, 
Studebaker, Metropolitan and mis- 
cellaneous, while Dodge matched its 
previous high. 

> > > 
Cesena in July came within 
0.38 of a percentage point of 
matching Ford’s market penetra- 
tion. This came about when Chev- 
rolet added 0.22 of a point to its 
previous month’s share while Ford 

dropped 0.19 of a point. 

If the performance were to be 
duplicated in the ensuing month’s 
figures, Chevrolet would find itself 
in front for the first time this 


GM, in taking a successively 
smaller market share each month 
this year, slid to 43.22 percent in 
July. GM had claimed 44.04 percent 
in June and a 1957 high of 46.59 
percent in January. 

For the first time this year, GM’s 
middle lines—Buick, Oldsmobile and 
Pontiac—each took less than 5 per- 
cent of the market. In January, 
Buick exceeded 8 percent and Olds- 
mobile topped 7 percent. 


= ” . 
Y again showed evidence of a 
moderate sales resurgence on 
the part of AMC and S-P, although 





Foreign-Car 
Registrations 


All states for seven months: 


1957 Pos. Make 1956 Pos. 
1—36,331 Volkswagen 29,641—-1 
2—10,309 Renault ¢ 
3— 7,959 MG 2,497—3 
4— 7449 English Ford ° 
5— 6,473 Metropolitan 3,557—2 
* Jaguar 2,083—4 


* Austin-Healey 1,879—5 

35,138 All Others 12,357 
Total All Makes 

103,659 52,014 

* Not in Top Five. 


duration. 

AMC, after hitting a year’s low 
of 1.63 percent of the market in 
February, started working upward 
—130, 194, 2.09 and 2.16 before 
spurting to the year’s high of 2.26 
percent of sales in July. 

S-P showed a gain in sales pene- 
tration during July, after chalking 
up an increase in the previous 
month. July’s share of 1.33 percent 
also represented the year’s high- 
point for S-P. Gains for S-P re- 
portedly are due to introduction of 
the Scotsman economy line. 





Foreign-Car 


s 2 
Registrations 
All states for July: 
1957 Pos. Make 1956 Pos. 
1— 5,088 Volkswagen 4,118—1 
2— 2,975 Renault * 
3— 1,657 English Ford s 
4— 134 MG 683—3 
5— 1,333 Metropolitan 792—2 
. Austin-Healey %341—4 
s Jaguar 40-5 
8,018 All Others 2,372 
Total All Makes 
20,415 8,646 


* Not in Top Five. 


Salesmen and Pickups— 
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Winners in Dearborn— 


Don E. Prior, above, Detroit, receives a silver cup from Gibson Girl Nancy Lawrence 
after his 1906 Pope-Toledo won the grand championship in the 1899-1916 division at 
the seventh annual Old Car Festival at Greenfield Village, Dearborn, Prior's accurate 
restoration of this seven-passenger car with its 35-40 horsepower engine cost him well 
over the original $3,500 price. Another trophy is presented to Kenneth Valentine, 
below, Birmingham, Mich., by Harriett Stoner after a 1923 Stutz Bearcat entered by 
his father, C. E. Valentine jr., took top honors in the 1917-25 division. The meet 


attracted 266 antique cars. 


Increases Noted -_- - 


DETROIT.—Continued sales in- 
creases over 1956 were reported 
last week by automobile manufac- 
turers. Here is what some of them 


said: 
Oldsmobile 


Jack F. Wolfram, Oldsmobile 
general manager, reported August 
sales were 36 percent higher than 
in July. 

In the final 10-day period, sales 
soared to the highest level since 
Dec. 10, 1955, he added. 


. * > 

Chrysler Division 

Sale of Chrysler division products 

in the final 10 days of August were 

the highest for any 10-day period 

since September, 1955, according to 

Clare E. Briggs, vice-president in 
charge of sales. 

Chrysler division products deliv- 

ered in the final 10 days of August 





Teague Motor Co. (Ford) shifted its sales efforts from cars to pickup trucks during 
a recent sales campaign in Walla Walla, Wash. In conjunction with the sales drive, 
the firm's salesmen were given pickups, and drove them until they sold them. A 
Teague advertisement declared: “We ordered a lot and we sold a lot—but, frankly 
speaking, we ordered too many 1957 Ford pickups! Now, we pay the penalty!” Don 
Gibons, sales manager, said campaign results were “satisfactory.” Salesmen and their 


pickups are, from left, Les Clark, Brum Dunham, Kenny King and Floyd Miller. 


Old Cars Win Awards 
y We Ri ears ee 
a P4t 


Factories Report on Sales 













































totalled 5,810 units, up 63.6 percent 
over the 3,551 delivered in the pre 
vious 10 days and up 55.8 percent 
over 3,730 in the same period off 
1956. | 
Division deliveries through Aw 
gust totalled 102,827 units, up 167 
percent over 88,139 for the same 
period in 1956, Briggs said, 
. * 


Metropolitan 


American Motors Corp. announced 
that sales of its imported Metre 
politan in August climbed 60.5 pet 
cent over August, 1956. 

J. W. Watson, Metropolitan sale 
manager, reported that sales in the 
month totalled 1,403 units, com 
pared with 874 in August, 1956. 

In the first eight months of this 
year, AMC dealers have sold 8,34 
Metropolitans, a gain of 78.5 per 
cent over the 4,679 deliveries re 
corded in the first eight month 
of last year, he said. 

In addition, Watson said, this 
year’s Metropolitan sales already 
have surpassed the total for all of 
1956, when 7,323 units were sold. 


Edsel Dealers 
Claim 6,649 Sales 
On First Day 


DEARBORN.—Edsel dealers re 
ported that they delivered or tool 
firm orders for one-third of theif 
total stocks on introduction 
according to J. C. Doyle, gene 
sales and marketing manager. 

Total orders and deliveries re 
ported reached 6,649, Doyle said, 
approximately six times the daily 
capacity of Edsel assembly plants 

He added that dealers who sent 
congratulatory telegrams to divisio# 
executives described their intro 
ductions as the biggest in the 
memories. They estimated that 
850,000 persons visited their sho’ 
rooms on announcement day. 

The division reported, withou® 
further comment, that the first-dal 
deliveries included sales to Edsel 
Riley, Sarasota, Fla, and Edséy 
Benson, Gainesville, Ga. 
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..-helped point the way to 
inereased sales” says GEO. P. MALONEY, 


Plymouth dealer, Canton, Ohio 
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helped point the way to increased sales this year 
and last. The CommerctAt Crepit PLAN gives us 
deeper penetration of our market and their skill 
in handling collections keeps customers happy 
and holds repossessions to a minimum, Our 
service department has benefited by the way the 
insurance adjusters work with us. Many of our 
customers have praised the emergency service 
they were able to get from CommerciAL Crepit’s 


nationwide network of offices.” 


Commercial Credit dealers 





a are successtul dealers 

d. 
Write or call our nearest office for complete 
information on the benefits of COMMERCIAL 

S Crepit Pian. Why not do it today? 

: re u 

tod ANE Te A service offered through subsidiaries of the 


Commercial Credit Company, Baltimore . . . Capital 
and Surplus over $200,000,000 . . . offices in principal 


iY 
= cities of the United States and Canada. 
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Sales Begin to Taper Off 


Used-Car Stocks Hold 
Near Year’s Low 


TOCKS of used cars held by 

franchised dealers as of Sept. 1 
were virtually unchanged from the 
previous month and hovered near 
the year’s lowpoint, according to 
Avtomotive News estimates. 

Meanwhile, dealers reported 
from the field that retail activity 

in used cars has begun to taper 
off a bit, although prices are still 
holding steady. In view of re- 
duced selling, however, most 

anticipated price adjustments be- 
fore long. 

Wholesale prices, however, have 
continued strong in connection with 
the steadiness in inventories. Aver- 
age wholesale prices, according to 
Automotive News’ index last week, 
were only $10 lower than they had 
been a month earlier. 

* * * 

SED-CAR inventories held by 

franchised dealers on Sept. 1 
were good for 31.2 days of selling, 
according to Automotive News’ 
compilations. This compares with 
the 31.5 days recorded a month 
earlier. The year’s low was 30.4 
days, computed on June 1. 

The Sept. 1 count represented 

a decline of less than one percent 

from the Aug. 1 figure, whereas 

the previous month’s reduction 
had amounted to 8.7 percent. 


In discussing retail sales, dealers 
at widely scattered points reported 
that although used-car business had 
slowed up a bit, it was still doing 
better than their new-car depart- 
ments. 

A Houston dealer said the used- 
car business is not as good as it has 


Plymouth Lists 
Material Weights 
For a °57 Sedan 


DETROIT .— Chrysler Corp. last 
week supplied a breakdown of what 
materials—and how much of them 
—go into a representative automo- 
bile. 

A 1957 Plymouth Belvedere four- 
door sedan with TorqueFlite trans- 
mission and power steering was 
used as an example. Chrysler said 
such a car weighs 3,569 pounds, of 
which 3,238 pounds is metal. 

The weights are those of a fin- 
ished car—not of the materials re- 
quired to produce the vehicle. 

A metals breakdown showed 
these weights: Plain cast iron, 370 
pounds; alloy cast iron, 195; malle- 
able cast iron, 71; plain carbon 
steel, 2,274; alloy steel, 159; alumi- 
num, 78; zinc, 16; Copper, brass 
and bronze, 45, and lead, 28. 

Other materials were: Glass, 95 
pounds, rubber (including five 
tires), 178; pads and cloth mate- 
rials, 34, and miscellaneous, 25. The 
miscellaneous category included 
various combinations of paper, rub- 
ber, fiber or cloth, glass other than 
safety glass and small amounts of 
other materials. 

‘Chrysler said the weight chart 
does not include wiring harness, 
windshield-wiper motors, coil or 
any liquids such as gasoline, oil, 
water or antifreeze. 


Philadelphia Buys 
118 New Trucks 


PHILADELPHIA. — Purchase of 
118 new trucks by the City of 
Philadelphia has been announced. 

Five contracts have been awarded 
at a net cost of $308,680. Successful 
bids totalled $328,120, but the bid- 
ders allowed $19,440 for 94 old 
vehicles in trade. 

, Foss Hughes Corp. (Ford), re- 
ceived the largest contract—93 
medium duty trucks at gross of 
$212,414, minus $17,405 for trade-in 
on 80 vehicles. 

Truck and Coach division, 
General Motors, will supply three 
panel trucks at net cost of $7,015, 
with $125 on trade-in. Three con- 
tracts went to International Har- 





been all year. “Less buying interest 
in last few weeks,” he said. 
* » + 


NEW ENGLAND dealer com- 

mented: “Extra-clean cars 

bring extra-high prices. Others not 
selling.” 

Dealers’ consensus is that most 
of the used-car trading is now 
being carried on in the ’52-’54 
range. Late models are growing 
increasingly difficult to sell. 

A Chicago dealer complained of 
a “critical shortage of retail (used) 
cars because there are not enough 
cars being traded on new cars.” He 
added that in his area the market 
was strong on clean cars and late 
models with automatic transmis- 
sions. 

* * + 

N REPORTING on used-car in- 

ventories, there was little change 
in the number of dealers claiming 
stocks within the 30-day limit. Some 
61.9 percent put themselves in that 
category as of Sept. 1; a month 
earlier, the percentage was 61.5. 

There was a considerable gain, 
however, among dealers who had 
managed to cut stocks to 15 days’ 
or less, Among reporting dealers, 
19 percent said inventory was 
down to 15 days. A month earlier, 
only 7.7 percent of reporting deal- 
ers fell inside the 15-day bound- 
ary. 

Dealers with stocks good for 
more than 30 days of selling ac- 
counted for 38.1 percent of those 
surveyed, compared with 38.5 per- 
cent a month earlier. 

* * > 


[A= year on Sept. 1, stocks were 
good for an average of 28.7 
days of selling, compared with 25.2 
days a month earlier. 

Reporting stocks within the 30- 
day limit a year ago were 66.7 
percent of the surveyed dealers. 
Included in this group were 14.3 

percent who held stocks good for 
less than 15 days of selling. A total 
of 33.3 percent had used-car stocks 
in excess of a 30-day supply. 


O’Neil Promoted 
On Policy Board 


DEARBORN.—Thomas J. O'Neil 
has been appointed to full member- 
ship on the dealer policy board of 
Ford Motor Co. 

O'Neil had been 
an associate 
member of the 
board since May, 
1956. Prior to 
joining the board, 
O'Neil was direc- 
tor of the office of 
product sales and 
dealer organiza- 
tion, sales and 
advertising staff. 
He has been as- T. J. O'Neil 
sociated with Ford for 42 years. 


Milesmaster Milestone— 


Milesmaster, Inc., Chicago, has an- 
nounced the completion of the millionth 
Milesmaster Fuel Pressure Regulator, four 
years after the device's introduction. The 
firm celebrated the occasion of the first 
million by presenting a gold-plated unit to 
Edward V. Trainor, right, Milesmaster 
president. John R. Dotts, national sales 


vester Co., with total bids of $108,-| manager, makes the presentation at the 


566 and about $2,000 on trade-ins. 





firm's general offices. 

















Used-Car Bulletin from Detroit ... 
Latest Auction Prices 


(Copyright, 1957, by Automotive News) 


(Aptco Auto Auction. Sales every Wednesday and Friday.) 


Sept. 11 
(Sold 169 cars out of 304 con- 
signments.) 

BUICK—’57 Special Hardtop, $2,250*. 
‘56 Century Hardtop, $1,710* (ps), 
$1,640* (ps); Special Hardtop, §$1,- 
675* (ps), $1,580*; Special conv., 
$1,635* (ps); sedan, $1,610*. ‘55 
Super Hardtop, $1,375*, $1,345*, $1,- 
310*, $1,300* (ps); Century Hardtop, 
2 at $1,250* (ps); Special Hardtop, 
$1,235*, $1,150; sedan, $1,135*. ‘54 
Special Hardtop, $905*; sedan, $840*, 
$755*; Super sedan, $875, '53 RM se- 
dan, $655° (ps); sedan, $500* (ps); 
Super Hardtop, $500*, $450*; sedan, 
$505*, $465*. "52 Super sedan, $350. 

CADILLAC — '56 (62) conv., $3,100* 
(ps); coupe, $2,925* (ps); sedan, $2,- 
850* (ps). °55 (62) coupe, $2,140* 
(ps). °54 (62) conv., $2,170* (ps); 
sedan, $1,900* (ps); Hardtop, $935* 
(ps) 


CHEVROLET—’'57 Two-ten (8) station 


wagon, $2,000*; 
(ps); Two-ten (6) 
$1,765; sedan, 


Hardtop, $1,750* 
station wagon, 
$1,750*; Bel Air (8) 
conv., $1,900*; Hardtop, $1,800*; Bel 
Air (6) conv., $1,770; One-fifty (6) 
2-dr., $1,485. '56 Bel Air (8) Hardtop, 
$1,640*, $1,505*; 2-dr., $1,460*; Two- 
ten (8) station wagon, $1, 625°; 2- 
dr., $1,125; Two-ten (6) station wag- 
on, $1,190; sedan, $1,180, $1,175*. '55 
Bel Air (8) Hardtop, $1,130, $1,115; 
, $1,070, $830; Two-ten (6) 2- 
., $800; One-fifty (6) sedan, $710. 
’54 Bel Air 2-dr., $770; sedan, $750*; 
station wagon, $675; Two-ten 2-dr., 
2 at $625. ‘53 Bel Air Hardtop, $600; 
2-dr., $425; Two-ten 2-dr., $500; se- 
dan, $450, $430. 

CHRYSLER—’55 NY sedan, $1,515* 
(ps); Windsor Hardtop, $1,250°; se- 
dan, $1,155*. 

DeSOTO—’'56 Firedome sedan, $1,000* 
‘55 Firedome Hardtop, $1,380* (ps). 

DODGE—’56 Coronet Lancer Hardtop, 
$1,580°; 2-dr., $1,400°. "55 Royal (8) 
Lancer, $1, 100°, $955*; Coronet Hard- 
top, $1,050°, $875. 52 sedan, $130. 

FORD—'57 Country sedan station wag- 


on, $2,190* (ps); 
conv., $2,055*; Hardtop, $1,890*; 
Custom 300 2-dr., $1,585. '56 Country 
sedan station wagon, $1,700*; Fair- 
lane (8) club sedan, $1,425*, $1,335*; 
Main (6) 2-dr., $1,000*; Thunderbird, 
$2,300* (ps). '55 Ranch wagon station 
wagon, $1,255*; Country sedan, $1,- 
175; Fairlane (8) Hardtop, $1,200, 
$1,195*, $1,195, $1,165, $1,155, $1,000; 
Main (8) 2-dr., $650; Main (6) sedan, 
$630. '54 Crest Hardtop, $925; conv., 
$615*; sedan, $700* (ps); Custom (8) 
2-dr., $690; Main (8) 2-dr., $500. '53 
Crest Victoria, $650*; sedan, $530*, 
$525; 2-dr., $360; Custom (8) 2-dr., 
$550, $470. °49 2-dr., $225. 
HUDSON—’56 Hornet sedan, $1,405*. 
MERCURY—’55 Monterey station wag- 
on, $1,375*; sedan, $1,155; Montclair 
Hardtop, $1,295*, $1,260, $1,145* 
(ps). °52 2-dr., $325. 
NASH—’56 Station wagon, 
station wagon, $1,160. 
OLDSMOBILE—’56 (98) Hardtop, $1,- 
950° (ps); (88) Hardtop, 2 at §$1,- 
700*; 2-dr., $1,550*; (88) Super Hard- 
top, $1,575*; 2-dr., $1,575*. °55 (38) 
Hardtop, $1,560* (ps); (88) Super 
Hardtop, $1,500* (ps), $1,435*; (88) 
Hardtop, $1,535* (ps). °54 (88) Super 
Hardtop, $1,065* (ps); 2-dr., $1,010*, 
$1,005, $925, 2 at $875*, $670. °53 
2-dr., $650°, $610, $590° (ps), $510. 
PACKARD—’'52 Hardtop, $305. 
PLYMOUTH—’57 Plaza sedan, $1,370*. 
‘55 Belvedere (8) sedan, $1,045; Sa- 
voy (8) 2-dr., 2 at $925*, Savoy: (6) 
2-dr., $750; Plaza 2-dr., $680. '54 Bel- 
vedere Hardtop, $735, $700; sedan, 
$615, $475; Savoy sedan, $540, $335. 
"53 Hardtop, $540; sedan, $270. 
PONTIAC—’56 Chieftain Hardtop, $1,- 
500°. '55 Star Chief Hardtop, $1,275* 
(ps), conv., $1,150*. °53 Hardtop, 
$645°; 2-dr. $420. ’52 Hardtop, $225. 
"51 sedan, $215. 
STUDEBAKER—’56 Hawk 2-dr., $1,- 
350 (ps). '53 sedan, $250. 
MISCELLANEOUS — '54 Ford F-100 
Pickup, $585. 


Fairlane (8) 500 


$1,535". °55 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auctions on Pages 71, 72, 73 and 74 


Moore Bids for Unity 
In Attack on Dealer Ills 


ROANOKE, Va.—“If members of 
NADA don’t stick together, we 
won't get anything done in Detroit 
or in the halls of Congress,” James 
C. Moore, NADA general counsel, 
told the convention of the Automo- 
tive Trades Assn. of Virginia last 
week. 

Earlier in the three-day meet- 
ing, Moore warned that the 
“cross-trading and bootlegging of 
cars today reminds one of the 
era in the 1930s when such prac- 
tices were commonplace.” 

He presented statistics which he 
said show that bootlegging and 
cross-selling now dominate car 
sales in America. 

Moore said ethical practices were 
put into law in 1939 giving territory 
protection to new-car dealers. But, 
he added, this protection has not 
been available since the Federal 
Government decided in 1949 that 
it was illegal. 

A registration of 535 was reported 
at the organization’s 14th annual 
meeting, the biggest convention of 
the group in five years, said Charles 
B. McFee, executive vice president 
and general manager. 

The association named J. R. 
Chapman, Jones Motor Co., Rich- 
mond, president, He succeeds 
John C, Swanson, Swanson Motor 
Co., Danville. 

Other officers selected for one- 
year terms: Irving Kline, Kline 
Chevrolet, Norfolk, first vice-presi- 
dent; Harold Erwin, Erwin Ford 
Co., Fairfax, second vice-president; 
H. Carter Myers, Petersburg Motor 
Co., Petersburg, third vice-presi- 
dent, and Joe L. Hill, Valley Cadil- 
lac-Oldsmobile, Roanoke, secretary 
treasurer. 

Following Moore’s Monday morn- 
ing talk, John A. Williamson, Birr 
mingham (Ala.) sales promotion 
consultant, told the dealers the 
automotive industry must train its 
available personne] to fit the needs 
of individual dealers. 

Walter A. Deal, Asheville, N. C., 
president of North Carolina Auto- 
mobile Dealers Assn., led an after- 
noon dealers’ forum, Moore was the 
chief speaker at the question and 
answer session. 

At a Tuesday morning business 
session, the association passed a 
resolution endorsing Virginia Gov. 
Thomas B. Stanley’s crackdown on 
reckless and drunken driving. 

Guy B. Arthur jr., Toccoa, Ga., 
a@ personnel consultant, said em- 








ployes are the largest single ex- 
pense in the cost of doing busi- 
ness. Employers should use as 
much care in employe selection 
as in the selection of plant ma- 
chinery and office equipment, 
Arthur said. 

Dr. Harold K. Jack, supervisor 
of health, physical education, safety 
and recreation for the State De- 
partment of Education, thanked the 
dealers for their cooperation in 
high school driver training pro- 
grams. 

He said dealers in Virginia supply 
without cost about 150 new cars 
each year for high schools to use 
in driver education. 

Another speaker, D. L. Johnson, 
a Dallas Chevrolet dealer, outlined 
points for the successful operation 
of an auto dealership. 

Entertainment was provided for 
more than 150 wives of dealers at- 
tending the convention. A fashion 
show, luncheons, a bingo party and 
a talk on table settings and flower 
arrangements were planned for the 
ladies. 






Goodyear Veteran Cited— 


P. W. Litchfield, left, board chairman, Goodyear Tire & Rubber Co., awards a ser 
ice emblem to R. S. Wilson, executive sales vice-president, signifying 45 years of 
continuous service with the firm. E. J. Thomas, right, Goodyear president, beam 


approval. 







Ford, Chevrolet | — 
Join Bonus Ranks|* 


Contest Payments 
Crest at $200 a Car 


HEVROLET and Ford divisig 

have initiated sales contests 4 
help their dealers during 
cleanup. The new programs bri 
to nine the number of auto maken 
who have dealer bonus plans iy 
effect. 

The other manufacturers in. 
volved are Buick, Pontiac, Olds. 
mobile, Mercury, Dodge, DeSot 
and Chrysler. In addition, Cadi. 
lac has a bonus program for 
salesmen. 

The dealer contests provide fora 
bonus for each unit sold after g 
retailer reaches a stated percentage 
of his quota. The bonus increasey 
as a higher percentage of quota is 
attained, with the top payment 
amounting to $200 a car in some 
cases. 





























































* * * 


_ three of the Big Thre 

makes—Plymouth, Edsel and 
Imperial—now are without som 
type of bonus program. Lincoln has 
no contest but is continuing its 
$250 award for each car its dealers 
deliver. 

In addition to the contest bonuses, 
Ford and Mercury will pay dealers} | 
$50 and $75, respectively, for each] | 
57 car remaining in stock at new- 
model introduction. 

Under its sales agreements, 
General Motors pays its dealers 
5 percent of the suggested list 
price on such models. 

Terms of the Dodge, DeSoto, 
Chrysler, Pontiac and Oldsmobile 
contests were outlined in the Sept 
2 edition of Automotive News. The 
Oldsmobile program has been ex 
tended to Sept. 30, and the other 
four run until the end of the model 
year. 


A summary of the new contests 
appears below. 
> > « 

Buick 
[BALERS receive a bonus of $18 

a car for sales from 51 to % 
percent of quota; $175 a car for % 
to 90 percent, and $200 a car for 
Sales in excess of that figure. The 
contest ends Oct. 24. 


Cadillac 

7 Cadillac bonus is for sales 

men only, but the payments 

hinge upon the performance of the 
dealership as a whole. 

Salesmen receive $25 a car for 
sales in excess of individual 
quotas, but the dealership alse 
must reach its quota before the 
salesman is eligible for his bonus. 
The salesman can earn $50 of 

$75 a car for an especially fine 
performance, but the dealership’s 
overall sales must keep pace in 
order for the salesmen to reach the 

(Continued on Page 91, Col. 5) 
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- DESOTO FIRESWEEP 


..it$ just the car we asked for 


says A. D. Pelunis, President, A. D. Pelunis, Inc., Cleveland, Ohio 


“The DeSoto Firesweep is just the car we asked for,” says making this year. By bringing more people into our showrooms, 


A. D. Pelunis, one of the largest volume dealers in the Cleveland 


this has helped to increase Fireflite and Firedome sales, too. On 


area and winner of De Soto’s first Quality Dealer award. “Its top of that, the Firesweep is a perfect car for the highly profitable 


new low price gives us an entirely new market—prospects who 
had previously thought De Soto priced out of their reach. This 
is reflected in the very high number of conquest sales we’re 


“The Firesweep is the result of DeSoto Factory- 
Dealer Council meetings. The Council gives all 
our recommendations serious consideration and 
acts on them when possible . . . another reason 
why we’re happy with our De Soto franchise. 


“Our salesmen are making more money than 
ever before. The Firesweep’s increased volume 
potential helped John Garrity here, for instance, 
win one of the top cash prizes in De Soto’s 
1957 Master Salesmen’s Club sales contest. 


fleet market. Now, for the first time, we can offer a complete 
line of special purpose vehicles in every price range—including 
cabs, police cars, ambulances, hearses and limousines. 


“The overwhelming public acceptance of the 
new Firesweep and the rest of our 1957 line has 
increased the value of used De Sotos. One- or 
two-year-old De Sotos now bring in more money 
than comparable models of competitive makes. 


A.D. PELUNIS knows...tT PAYS TO BE A DESOTO DEALER! 





ee STE hn ain al 
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‘Profit Control’ Called the Answer .. . 





Dealer Rips Territory Security 


Eprror’s Note: Below is the text 
of an open letter written by Lloyd 
L. Grant, Grant’s Oldsmobile, 
Puyallup, Wash., to Fred M. 
Sutter, president of NADA: 


* ok * 
Dear President Sutter: 


In answer to your inquiry as to 
which plan (NADA or ADSA) of 
territory security I prefer, my an- 
swer is that I want no territory 
security whatsoever. 


Believing that it would be in the 
interest of many other small deal- 
ers, many of whom do not belong 
to NADA to hear other opinions, I 
am sending a copy of this letter 
to Automotive News in the hope 
that they will print it. 

During the lush days after the 
war, the large dealers were rak- 
ing in the rich, full-gross profits 
and complaining bitterly about 
Government interference from 
OPA which prevented them from 
getting what the traffic would 
bear (some, but not all, took it 
under the table), while the little 
dealer had to be content with a 
small quota of cars. 

Now, the amazing thing to see is 
the greatest body of intelligent, en- 
ergetic businessmen in the world, 
with the possibility of the strongest 
organization in NADA, being 
crushed between the immovable 
object of factory new-car wholesale 
prices, and the irresistable force of 
public pressure to buy “near whole- 
sale” and, yet, get maximum service 
on their car. 

During this time, the dealer en- 
joys the terrific (?) profit of 1.7 per- 
cent (ist six months '57). GM makes 
16 percent net before taxes; down 
from 18 percent in '56, and 24 per- 
cent in 1955. Some contrast!! 

Screaming for help from Congress 
or the factory for territory security 
is no answer. It will not work if 
enacted, and I don’t believe it is 
desired by the majority of the deal- 
ers. Certainly, the “day-in-court” 
law was a farce and allowed not 
only more bootlegging, but per- 
mitted Government to get their big 
fat feet a little farther in the door. 

Keep these facts in mind. 

It costs a small dealer as much 
to sell a car as it does a large- 
volume metropolitan dealer. 

It costs a used-car dealer nearly 
as much to sell a so-called “bootleg” 
car as it does a new-car dealer, as 
he doesn’t have service and parts 
absorption to toss into the new-car 
kitty. Many new-car dealers would 
be surprised to learn that used-car 
dealers often realize more gross 
profit than they do. 

The use of the “pack” helps the 
used-car dealer as he prices under 
it and through his (usual) better 
knowledge of used-car merchandis- 
ing ends up with the best gross. 

No factory association or Gov- 
ernment agency has the right to 
tell the customer where he shall buy 
or have his car serviced. 

If such a rule is adopted, the 
selling dealer will service the car 
not at all before delivering it if 
sold in “protected” territory. He will 
send the buyer to the dealer who is 
awarded the service “bonus,” (which 
came out of the selling dealer’s 
profit) for his service. 

In our own case, we have spent 
over $100 per car Y. T. D. in 


AC’s Sales Set 
Monthly Record 


FLINT, Mich.— AC Spark Plug 


division last week reported that |: 


August sales of its automotive and 
aircraft products in the replace- 
ment market were the highest for 
any month in its history. 

E. H. Francois, general sales 
manager, said 
AC’s replacement 
product sales last 
month were 2.5 
percent above 
December, 1956, 
its previous high 
month, and 16 
percent above 
August, 1956, the 
second best 
month, 

“The record 

E. H. Francois August sales is 
viewed as the tipoff of a most 
successful outcome for AC’s Fall 
sales campaign,” Francois said. 


preparation for delivery and after- 
sale service. 

How did we get in this position 
in the first place? 

First, we had the factory pres- 
sures for more and more volume, 
starting with blitz sales in 53 and 
54, and 10 day-supply “out-the- 
door” policies at the same time. 
Dealers were told that volume was 
the answer—“just cover your vari- 
able and you'll make money.” It 


Dealership Control 
Goes to Factory 


MILWAUKEE. — Dealer’ Enter- 
prise, Chrysler Corp. dealer-financ- 
ing department, has taken over 
operation of Arndorfer, Inc. (De- 
Soto-Plymouth), one of the oldest 
names in the auto business here. 

The corporate name will be 
changed and the dealership moved 
to a new location, said Quintin W. 
Boullie, who has been named sec- 
retary-treasurer and business man- 
ager. The new general manager is 
Don R. Trunk, former sales man- 
ager of Gordon Ford. 

Russell Arndorfer, who had been 
president, declined comment on the 
reorganization. He and his brother, 
Francis A, Arndorfer, former sales 
manager, no longer are with the 
firm. 


Romn 





KIAMESHA LAKE, N. Y.— 
George Romney, president of 
American Motors, has endorsed the 
thinking behind the NADA service 
responsibility plan but said he will 
work through AMC dealer councils, 
rather than NADA, in formulating 
any plan of relief to dealers. 

Speaking at the 34th annual 
meeting of the New York State 
Automobile Dealers Assn., Romney 
said: 

“We have not expressed our 
opinion on the NADA plan. I 
think there is a way to reward 
dealers for rendering service, but 
I think that should be worked 
out between factories and the 
dealer councils. 

“I intend to use our dealer coun- 
cils to work out some of these 
problems in the competitive areas. 
I think that, in the main, the 
NADA approach is good.” 

Frederick M. Sutter, NADA 
president, made an appeal for sup- 
port of the NADA plan and cau- 
tioned dealers not to adopt in haste 
an unworkable plan while by- 
passing a more workable solution. 
Dealers intensely discussed serv- 
ice responsibility at line meetings 
and the full association adopted a 
resolution backing NADA as “the 
proper and best-qualified organiza- 
tion” to represent dealers in the 
matter. 

Other resolutions adopted by 
the association included a request 
to factories to stop selling cars 
at less than dealer cost to gov- 
ernmental units and a recom- 
mendation that NADA take more 
effective action to get dealers 
local advertising rates in news- 

rs. 

At another point in his talk, 

Romney hit on his favorite topic— 
small cars. 
He said that more than half of 
the new cars sold 10 to 15 years 
hence would be more compact than 
current Ford, Chevrolet and Plym- 
outh models. He said this would be 
due to rising prices which he 
blamed on increased labor costs. 

Another topic of discussion at the 
meeting, which was attended by 
855 dealers, a record attendance, 
was New York State’s new vehicle 
inspection program. The dealers 
praised the program. 

The association elected Andre 
Bigsbee, Saratoga Springs, presi- 
dent. 

John G. Dorschel, Rochester, 
was named first vice-president; 
Walter E. Heingartner, Brooklyn, 
second vice-president; James J. 
Clarkeson, Schenectady, third 
vice-president; Samuel S. Giles, 
Port Jefferson, secretary; R. 
Harold Craig, Albany, treasurer; 


Sutter at N.Y. Par 


Service Plans Aired 


seemed to work for awhile, but in 
trying to maintain the dizzy pace, 
expenses were pushed up and gross 


profits down, and starting in '56 the| ' 


volume faded. 

What can we do to stay in busi- 
ness and make a profit? 

You have the answer in your 
wonderful NADA booklet entitled 
“Profit Control.” 

Figure what it costs to sell each 
new car, leaving out service ab- 
sorption, and never sell a new car 
without covering invoice, plus full 
selling cost, plus profit. 

Don’t believe the customer when 
he tells you about the better offer. | 
He may not be lying, only was “hi-| 
balled” by another salesman. Your 
competitor can’t take those deals| 
for long, if he takes them at all. 

Check your selling cost per car 
against the average in your area 

(usually available through your 
factory). If yours is too high, cut 
expenses within your company 
income, and do it ruthlessly. 

Let us have the intestinal ee | 
to stand on our own, be master of 
our own destiny; buy only the num- 
ber of cars from the factory we can | 
profitably merchandise, and don't | 
forget this—exercise the ability, the | 
imagination and the work it takes 
to sell our cars (not give them 
away) in our area in sufficient num-| 
bers to make a profit—Laoyp L. 
GRANT. 


Wesley Van Benschoten, Pough- 

keepsie, assistant treasurer, and 
John J. Evers jr., Albany, execu- 
tive vice-president. 

Named to the board of directors 
were Paul Hillebee, Saratoga 
Springs; George M. Shivery, Kings- 
ton; Leo L. Linehan, New Rochelle; 
Harvey M. Stewart, Syracuse; Wal- 
ter A. Shelp, Albion, and Edward 
Tunmore, Buffalo. 


Cooper Named 
Sales Chief of 


. 7 . 
Ford Division 

DEARBORN.— Appointment of 
Walter J. Cooper as Ford division 
general sales manager was an- 
nounced last week 
by James O. 
Wright, Ford gen- 
eral manager. 

He succeeds 
Charles R. Bea- 
cham, who has 
been named as- 
sistant general 
manager of the 
Ford division. 

Cooper, who has 
been associated 
with Ford for 21 W. J. Cooper 
years in various sales capacities, 
has been Western regional sales 
manager with headquarters in San 
Jose, Calif. 








How T Fared ... 


Continental Kit for Edsel— 


Keeping pace with the introduction of new cars, Bonzer Mfg. Co., 








Los Angeles, has 


unveiled its Continental Wheel Kit for the Edsel. The kit includes bumper tips, a stain. 
less steel tire ring, stainless steel eye-brow trim on gravel deflectors, a newly-designed 


spinner. 


| carrier with 180-degree tilt back and an indented face plate with chrome trim and 








Truck Registrations Climb; 
'13-Month Trend Reversed 


Ly aaatk aa registration re-| 
versed a 13-month downward 


July. 

Registrations for the month 
totalled 79,117, according to data 
from R. L. Polk & Co. The figure 
Was 0.91 percent above the 78,404 
registrations for July, 1956, and 
10.91 percent above the 71,335 
sales in June of this year. 

It was the first time since May, 
1956, that registrations were above 

those for the similar month a year 
earlier. Not since last May had 
sales shown an increase over the 
previous month. 
” > > 


= truck producer had more 
sales in July than in June and 
four—Chevrolet, Ford, White and 
the miscellaneous g rou p—showed 
increases in July over the like 
month of 1956. 

Here is how manufacturers fared 
in July, compared with June and 
July, 1956: 


July June July 

1957 1967 1956 
Chevrolet 27,725 24,735 25,738 
Ford 25,600 2529 23,640 
International 9,281 7015 9354 
GMC 5,292 4651 7,244 
Dodge 4015 3,349 5,91 
Willys 1806 1,741 1,874 
Mack 1257 1084 1,165 
White 1,165 1,078 1,388 
Studebaker 540 492 7155 
Diamond T 308 267 402 
Reo 190 175 244 
Brockway 57 44 77 
Miscellaneous 1381 1,675 932 
TOTAL 79,117 71,335 78,404 


Sales for the first seven months 
of 1957, however, continued to run 
behind those for the like period of 
last year. Total sales so far this 
year amount to 501,929 units, 5.9 
percent below the 533,411 units sold 
in the first seven months of 1956. 

Chevrolet continued to lead the 
sales race in July and has the 
highest total for this year to date. 
Chevrolet has been in the lead for 
each month this year with the ex- 
ception of April and May when 
Ford had highest truck sales. 

For the first seven months of this 


Commercial Car Registrations 


By Makes 


First Seven Months, 1957-56 


First 





First 
7 Months, 
1956 


178,995 
158,047 
64,535 
50,570 
34,522 
12,460 
9,477 
7,743 
5,776 
2,432 
1,789 


6,452 
533,411 


Percent 
Share of 
1956 


33.56 
29.63 
12.10 
9.48 
6.47 
2.34 
1.78 
1.45 
1.08 
46 
-33 
ll 
1.21 
100.00 


Percent 
Share of 
1957 


34.58 
32.11 
10.83 
744 
5.63 
2.49 
1.58 
1.56 
36 
40 
28 
-08 
2.16 
100.00 


613 


* White includes Autocar, Freightliner and Sterling. 


** Miscellaneous includes Corbitt, Divco, 
Marmon-Herrington, Peterbilt, etc. 


Federal, Four Wheel Drive, Kenworth, 


—Compiled from R. L. Polk & Co. data. 





year, Chevrolet registrations total 


| 173,565 units, good for 34.58 percent 
|}trend and showed an increase in| of the market and a gain of 1 


percentage points over its share of 
sales in the first seven months of 
1956. 
= = « 
ORD had been able to capture 
2.48 percentage points more of 
the market so far this year. Its 
sales stand at 161,151 units or 32.11 
percent of the market. 

Willys, Mack and the miscellan- 
eous producers also have captured 
a bigger slice of the market so far 
this year. Willys’ sales total 12,513 
units to capture 2.49 percent of the 
market. Willys’ gain this year has 
amounted to .15 percentage points. 

Mack has taken 0.11 percentage 
points more of the market with 
7,824 sales in the first seven months. 
The company is getting 1.56 percent 
of total registrations. 

Sales of the miscellaneous group 
are up to 10,865 units so far this 
year, good for 2.16 percent of the 
market and a gain of 0.95 percent- 
age points. 

In terms of share of the market, 
GMC and International continue 
to head the list of losers. GMC 
sales are off to 37,339 units or 
744 percent of the total. The per- 
centage-point loss is 2.04. 

International is getting 1.27 per- 
centage points less of the market 
with 54,336 units sold. Its sales 
amount to 10.83 percent of the 
total. 

Six other makers obtained smaller 
shares of the smaller market in the 
first seven months of this year. 
Their registrations, percent of 
market and percentage-point loss 
were: 

Dodge, 28,246 sales, 5.63 percent 
of market, down 0.84 percentage 
points; White, 7,940, 1.58 percent, 
0.20 points; Studebaker, 4,329, 0.86 
percent, 0.22 points; Diamond T, 2, 
027, 0.40 percent, 0.06 points; Reo, 
1,386, 0.28 percent, 0.05 points, and 
Brockway, 408, 0.08 percent, 0.03 
points. 

> 7 = 
(CALAPORIIA continued to lead 
the way among the states in 
number of trucks registered in 
July and showed a healthy increase 
over the same month of last year. 

The top 10 states in registrations 
and their totals for July this year 
and last were: 


1957 1956 
1. California 8,909 7,807 
2. Texas 6,233 4,417 
3. New York 4,347 4,525 
4. Pennsylvania 3,896 3,72 
5. Illinois 3,115 3,158 
6. Ohio 2,875 2 
1. Florida 2,603 2,391 
8. Michigan 2,297 2,400 
9. Indiana 2,232 2,325 
10. Missouri 1,908 = 1,821 


Reflecting the national gain in 
truck sales, registrations in July 
showed increases in 30 states. There 
were declines in 18 states and the 
District of Columbia. 


Fire Sweeps Ford Deal 


STOCKTON, Tex.—The sales and 
service building of Fielder Motor 
Co. (Ford), was destroyed by fire 
Aug. 28. Loss was estimated in 
excess of $25,000. 





Planning for tomorrow - Producing for today! 


Since the earliest days of the industry, Bendix foresight 
in product design and development has contributed 
materially to automotive progress. 


For example, Bendix* power braking and power steer- 
ing, two of the industry's most popular new car features, 
are the results of years of research and engineering by 
Bendix specialists in these important fields. 


Today Bendix engineers are likewise busy planning 


TYPICAL 
EXAMPLES 


Bendix Pewer Brakes 


! 


and developing new and better products to meet the 
needs of the years ahead. 

It is because of this foresight the automotive industry 
looks to Bendix for components that continue to lead 


in public acceptance and dependable performance. 
*REG. U.S. PAT. OFF. 


BENDIX 58°55 SOUTH BEND morana 


Export Sales: Bendix International Division, 205 East 42nd Street, New York 17, N. Y. 


AVIATION CORPORATION 


Bendix Power Steering 
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AUTOMOTIVE NEWS PLATFORM 
Fair and equitable contracts between manufacturers and dealers in 
vehicles, parts and accessories; 
¥ 2. Every dollar of ine and oil taxes, collected by states and federal 
® governments, applied to the building and maintenance of at zs 
. Guard precepts individual freedom, which made , & 
S 4 tees que We ciftsces more of the better things of life then anywhere 
news else in the world. 


Millions of Unsafe Vehicles 
Now on Highways 


= RECENT years, automotive safety has been much in 
the public consciousness. This certainly is a good thing, 
although sometimes we are a bit fearful of the so-called 
safety proposals. 
There is danger that demigogues may grasp at the 
safety movement and do more harm than good. 


We refer to proposals to put politics into auto design, to 
enact laws requiring speed governors and similar proposals. 


The more obvious remedies are often overlooked. For 
example, the Inter-Industry Highway Safety Committee 
revealed the other day that 46 million vehicles on U. S. 
roads never have to be inspected. 


This should be considered along with the results of 
state inspection programs, which show that 71 percent of 
vehicles tested are unsafe. Only 14 states and the District 
of Columbia require periodic safety inspections. 


In the furor over safety, many wild proposals have been 
made, and have received thoughtful attention. In fact, were 
it not for the efforts of real safety experts, the wild pro- 
posals might easily have been adopted. 


, At the same time, the large majority of the states still 
have not faced up to the need of inspection of such vital 
safety equipment as adequate brakes needed to stop cars 
on the highways. 


Millions of cars are on the road in unsafe operating con- 
dition. Let us take steps to see that something is done about 
this obvious source of accidents before we go into the 
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‘wild-eyed proposals. 
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Coming 
Events 


Dealer Conventions 


Sept. 15-16—Kentucky Automobile Dealers 
a Sheraton Seelbach Hotel, Louis- 
ville. 

Sept. 15-17—Colorado Automobile Dealers 
Assn., Colorado Hotel, Glenwood 
Springs, Colo. 

Sept. 16-17 — Minnesota Automobile 
ealers Assn., Nicollet Hotel, Minne- 
apolis. 

Sept. 16-17—Wisconsin Automotive Trades 
Assn., Milwaukee, 

Sept. 19-21—Arkansas Automobile Dealers 
Assn., Marion Hotel, Little Rock, 

Sept. 22-24—Automobile Dealers Assn. of 
Alabama, Buena Vista, Biloxi, Miss. 

Oct. 1-3—New Jersey Automotive Trade 
cn Chalfonte-Haddon Hall, Atlantic 

ity. 

Oct. 2-4 — Texas Automotive Dealers 
Assn., Baker Hotel, Dallas. 

Oct. 20-2i—Oklahoma Auto Dealers Assn., 


ulsa. 

Oct. 20-22—Florida Automobile Dealers 
Assn., Balmoral Hotel, (Bal Harbour), 
Miami Beach, 

Nov. 3-5—Mississippi Automobile Dealers 


Assn., Buena Vista Hotel, Biloxi. 
Nov. 7—Connecticut Automotive Trades 
Assn., Hotel Statler, Hartford, 


Nov. 10-12 — Ohio Automobile Dealers 
Assn., The Neil House, Columbus. 

Nov. 24-26—National Independent Auto- 
mobile Dealers Assn., Washington, D. C. 

Dec. 3—Utah Automobile Dealers Assn., 
Hotel Utah, Salt Lake City. 

Jan. 11-15—National Automobile Dealers 
Assn., Miami Beach. 


Apr. 10-I!—Illinois Automotive Trade 
Assn., Springfield, iil. 
May 11-14—3éth annual convention, Auto- 


motive Engine Rebuilders Assn., Shera- 
ton-Park Hotel, Washington, D. C. 
May 12-13—Pennsylvania Automotive Assn., 
Hadden Hal! Hotel, Atlantic City, N. J. 
> * 


Auto Shows 
Oct, 3-13—Paris Auto Show, Grand Palais, 


Paris. 

Oct. 5-2i—4Ist Southwestern Auto Show, 
State Fair of Texas, Dallas. 

Oct. 16-26—42nd International Motor Show, 
Earls Court, London. 

Oct. 30-Nov. 10—International Automobile 
Show, Turin, Italy. 

Nov. 14-24—Los Angeles International Au- 
tomobile Show, Pan Pacific Auditorium, 
Los Angeles. 

Nov. 16-23 — Philadelphia Auto Show, 
Convention Hall, Philadelphia. 

Nov. 22-Dec. I—St. Louis Auto Show, The 
Arena, St. Louis, 

Nov. 27-Dec. I—St. Paul Automobile Show, 
Auditorium, St. Paul. 

Nov. 29-Dec. 8—San Francisco Auto Show, 
Cow Palace, San Francisco. 

Nov. 30-Dec. 8—Boston Auto Show, Bos- 


ton. 

Dec. 1419 — Miami Automobile Show, 
Dinner Key Auditorium, Miami, 

Jan. 3-11 — Upper Midwest Auto Show, 
Municipal Auditorium, Minneapolis. 

. #11—Buffalo Auto Show, Masten 
Avenue Armory, Buffalo. 

Jan. 412 — Chicago Auto Show, Inter- 
national Amphitheatre, Chicago. 

Jan. 11-19—National Capita, Area Auto 
Show, D. C. National Guard Armory, 
Washington. 

Jan. 17- San Antonio Auto Show, Bexar 
County Coliseum, San Antonio. 

Jan. 17-25 — Indianapolis Automobile 
Show, Manufacturers Bldg. State Fair 
Grounds, Indianapolis. 

Jan. 18-25—Pittsburgh Automobile Show, 
Hunt National Guard Armory, Pitts- 
burgh, Pa 


Jan. 18-26—Cincinnati Auto Show, North 
and South Wings, Music Hall, Cincin- 


nati. 

Jan. 18-26—Detroit Auto Show, Artillery 
Armory, Detroit. 

Jan. 23-26—Tampa Auto Show, Fort Hes- 
terly Armory, Tampa. 

Jan. 25-Feb. | — Rochester Auto Show, 
ay Memorial Exhibit Hall, Rochester, 

Jan. 25-Feb. 2—Houston Automobile Show, 
Houston. 

Feb. 1-8 — Louisville Automobile Show, 
State Fair Exposition Center, Louisville. 

re. U6-S3-—Syrecese Auto Show, Syracuse, 


Apr. 5-13—International Auto Show, New 
York Coliseum, New York. 
= > 


General 
Sept. 16-19—Thirteenth annual meeting, 
National Truck Leasing System, Palmer 
House, Chicago. 


» Oct. 6&11—Annual convention, American 


Trucking Assns., Conrad Hilton Hotel, 
Chicago. 

Oct. 8—I8th Anniversary Dinner, Automo- 
ae Old Timers, Waldorf-Astoria, New 


‘ork. 
Oct. 14-16—Truck Body and Equipment 


Assn, !0th annual convention and ex- 
hibit, Atlanta Biltmore Hotel, Atlanta. 


30 Years Ago... 


"I can't help but feel I've seen those lines before.” 






Letterbox 


Lagging Productivity? 

I've just finished reading your 
editorial on Walter Reuther’s 
proposal of $100 car price reduction 
to the auto makers. And believe 
me, I'm burning! 

What you say about Reuther’s 
plan and propaganda may be true, 
but you and the industry are grossly 
unfair in blaming “lagging produc- 
tivity” for inflation. Seems very 
ridiculous to me in light of the fact 
that car dealers are working so 
hard to reduce overstocks of brand 
new cars. And what about 1955? 
Was that lagging productivity too? 

You can fool some of the public, 
but not all of us. 

It will take more than just words 
to stop inflation. Maybe the UAW’s 
plan is a little far-fetched and 
propaganda inspired. But if every- 
one is really sincere on this infla- 
tion, why don’t the auto industry 
and the unions sit down and put 
their heads together. Sometimes a 
little fur-flying can cause some real 
results—Puuir E. Burpicx, Aurora, 
Til. 


Another Speed Control 


I read with interest about the 
speed-control device in your Aug. 
26 issue. 

I am a graduate of the Rahe 
Curto Mechanical School of Kansas 
City, Mo., and, to control the build- 
up speed in cars on a straight road 
and to eliminate the overspeed in 
speed zones, I devised a control to 
be attached to the dash or steering 
column which would allow the 
driver to drive at any speed up to 
the one selected. 

This feature, I think, is better 
than the speed control as it keeps 
the driver on the job and he can 
slow down when needed, like on a 
curve or for children. To pass, he 


The Big Stories 


Total production by members of the National Automobile Chamber 
of Commerce for August totalled 310,075 units. This compares with 
287,524 in August last year and with 271,157 in July, 1927. 

The Newark (N. J.) Safety Council has decided to have a course in 
automobile driving for women. Every angle of handling a car and 


ways to make repairs will be covered in the course. 

In the first six months of this year, the sale of General Motors 
cars to overseas dealers were the largest in any half year in history, 
according to Alfred P. Sloan jr., General Motors president. The total 
in the six months ended in June was 92,452 cars and trucks, compared 
with 63,797 in the first half of 1926, an increase of approximately 44.9 


percent. 


Retooling the Ford manufacturing facilities for production of the 
new cars will cost more than $50 million, according to Charles E. 
Sorenson, general manager, Ford Motor Co. 





—From the files of Automotive News. 


Automotive Cartoon 


Of the Week 


‘A Little Fur-Flying. ... . 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 
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only moves the control up. But 
when the car reaches the speed 
selected, it automatically brakes 
the car to the selected speed. 


It would only cost about one- 
fourth as much as the speed con- 
trol. 


The only reason it hasn’t been 
out is I don’t have the cash or 
know how to patent and produce it 
I would welcome a partner.— R. 0. 
Martin, Watertown, Wis. 


> > . 
He Calls It ‘Out Buying’ 
Eprrors Nore: The following 
letter, a copy of which was sent 
to Automotive News, was ad- 
dressed to Frederick J. Bell, ez- 
ecutive vice-president of NADA: 
> > - 


As of this writing, I am neither 
an automobile factory man nor am 
I a franchised dealer. Therefore, I 
think that I can advance to you 
some unbiased personal opinions 
which may be of some help to you 
and the Honorable Senator Ma- 
honey’s investigating committee. 


From 1932 to 1946, I had the op- 
portunity of working for Ford 
Motor Co. in Wisconsin, Iowa 
Northern California and Nevada. 


From 1949 to Feb. 1, 1956, I 
was a Buick dealer at Wicken- 
burg, Ariz. a Ford dealer at 
Chandler, Ariz. and a Pontiac 
Cadillac dealer at Barstow, Calif, 
in that order; my mother told me 
“a rolling stone gathers no moss.” 
She is right. 

I noticed an article in AUToMoTIVE 
News written by the correspondent 
William Ullman, where he infers 
that your meeting with Mr. Wiles, 
Mr. Williams, Mr. Jacobson, and 
Mr. McGauhey refers to cross sell- 
ing and bootlegging as being the 
present problems in the spotlight 
Nowhere has it come to my at 
tention in the press that there is 
any such thing as outbuying. I will 
go along with you on bootlegging 
if you mean a car is sold by & 
franchised dealer to a used-cat 
dealer. 

As a dealer I have sold Cadillacs, 
Pontiacs, Buicks and Fords from 
coast to coast but only when they 
(the customers) have called me at 
their expense and in many cases 
the customer has picked the car up 
at the factory. I do not call this 
“cross selling.” It is outbuying. 

In all probability, many dealers 
have travelled across this great 
country of ours and in so doing 
have bought a suit or their wives 
have bought a dress, coat or fur of 
their liking and I most certainly 
wouldn’t call this “cross selling.” 

First, I would like to take you 


back to the factory side. A factory 
(Continued on Page 83, Col, 1) 
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COG ele 
HE TREND TO RAMBLER 


CONTINUES 


More and More Experienced Automobile Dealers— 
Dealers with Top Facilities and Sound Financial Structure 
are Switching to RAMBLER! 





LOOK AT THE RECORD 















NEW RAMBLER DEALERS 
SEPTEMBER 


Why Don’t You Join 
the Growing Ranks 
of Rambler Dealers 
this Month? 








“«| Here’s why the big swing is to RAMBLER 


e Rambler Sales Are At An All-Time High—35% above last year ¢ Rambler dealers can deliver a car for as little as $52 per month* 
1dent e Rambler dealer profits are above the industry average @ Rambler actually has no competition . . . is the only car to combine big 
Viles, car room and comfort with European car economy and handling ease @ More than 3000 car buyers per week switch to Rambler 


sell- @ The Upcoming 1958 Rambler line is the broadest and most advanced in Rambler history 


4 the *it's true! You can sell a Rambler Deluxe 4-Door Sedan at the Sidewall Tires—including finance charges at 6% on a 30-month 
light full suggested factory delivered price, equipped with Direc- contract, one-third down, for $52.00 a month. This, of course, 
y at tional Signals, Reclining Seats, Twin Travel Beds and White does not include freight, insurance or state and local taxes. 


on Now... More Than Ever... It Pays MAIL COUPON TODAY! 


to be a R. AMBLER DE ALER! | DIRECTOR OF DEALER DEVELOPMENT 


AMERICAN MOTORS CORPORATION 
DETROIT 32, MICHIGAN 











Gentlemen: Will you please provide me with more complete information about 
the Rambler franchise. | understand that | am under no obligation and my 
inquiry will be held in strictest confidence. 


WE HAVE THE MARKET... 
WE HAVE THE PRODUCT... 


NAME__ - * = ‘igiihegpincimminadile 


YOU HAVE THE OPPORTUNITY! 


ADDRESS ie a a asahilieceeniatd 7 cee 
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AUTOMOTIVE WASHINGTON 


Politicians Seek Credit 
For Phantom T'ax Cuts 


By William Ullman: 

; Washington Correspondent 
cere and Democrats both are hogging the 
camera these days to take credit for tax cuts that 
haven’t been made yet. This jockeying for position provides 
the politicians with a good deal of healthful exercise, but 
next Apr. 15 it will leave the taxpayer right where he was— 
tired, discouraged and broke? 7s onea about $65 billion from 


The phantom tax cuts, in 
case anyone is confused, are 
going to come out of a mysterious 
budget surplus of $6 billion. 

It is mysterious because the 
Democrats insist that it exists, and 
the Republicans insist with equal 
vigor that it does not. 

It all began when Senator Harry 
F. Byrd, Virginia Democrat and 
chairman of the powerful Senate 
Finance Committee, said that the 


Congress just adjourned had 


If satisfied 
customers 
are yourfo 


SOCONY MOBIL OIL qG 





President Eisen- 
hower’s requests 
for appropria- 
tions. 

If the Adminis- 
tration can live 
within this 
budget, Byrd said, 
there should be a 
$6 billion budget 
surplus at the end 
of fiscal 1958. 

Then the Vir- 


William Uliman 





ginian proceeded to spend the $6 
billion. About $2 billion of it, he 
said, should be applied to the 
national debt. This would leave a 
nice, round $4 billion for tax re- 
lief for both individuals and busi- 
ness. 

This cheerful announcement — 
cheerful to everyone but Republi- 
can leaders—sounded as sweet as 
the music of a golden harp to 
weary taxpayers. But President 
Eisenhower struck a dissonant 
chord. In a press conference, he 
abrutly dismissed claims of $6 bil- 
lion in budget cuts as “political.” 

Promptly, the Budget Bureau is- 
sued detailed figures to back up the 
President, indicating that Congress 
had cut no more than $900 million 
or so from appropriation requests. 

To compound the confusion, vari- 
ous congressional leaders were 
quoted as claiming they had cut 
“more than $5 billion” and “4.8 bil- 
lion” from appropriations. Hus- 
bands who complain about the way 
their wives keep the family check- 
book might take a good look at 
Washington. Somebody has really 
fouled up the check stubs in the 
capital. 


= + = 
Obvious Implications 
— political implications of the 
squabble are obvious. 


The 


sub-zero cold. 


of gasoline. 


Outsells all other 
year-round oils by far! 


Mobiloil Special can help you make new 
car customers permanent customers. 

It’s the year-’round oil that’s right for all 
cars ...a “must” for new cars! 


® Can double engine life . 


Democrats are saying, “We made 
the budget cuts. If the Administra- 
tion lives within the budget, we'll 
take credit for any tax cuts.” 

The Administration replies in ef- 
fect, “Congressional Democrats cut 
very little from appropriation re- 
quests, If there is a budget surplus 
at the end of the year, it is because 
agency heads do a good job of 
managing their money.” 

Both parties, of course, hope 
there will be a substantial surplus 
and will apply plenty of pressure to 
make the money stretch as far as 

ssible. Secretary of the Treasury 

bert B. Anderson has urged all 
Federal agencies to make increased 
efforts to curb spending this fiscal 
year. 

According to the Treasury De- 
partment, the need for curtailed 
spending has been made greater by 
the Administration’s decision to try 
to live within the $275 billion debt 
ceiling. 

As far as taxpayers are con- 
cerned, nothing but good can 
come from this emphasis on 
economy in government, no mat- 
ter which political party takes 
the credit. As any school child 
knows, it is going to take both 
the executive and legislative 
branches to pull spending down. 

Perhaps both Democrats and Re- 
publicans finally are frightened 





















. .-in summer heat, 
@ In effect, increase the octane rating 
© Help control engine knock, pre-ignition 


ping, spark plug fouling. 


Increase gas mileage, engine power. 





MPANY, INC., and Affiliates: MAGNOLIA PETROLEUM CO., GENERAL PETROLEUM CORP. 
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enough of taxpayer dissatisfaction 
to take action. 

Meanwhile, the first reports on 
actual Federal spending so far this 
year were anything but encourrag. 
ing. The civilian payroll of the 
U.S. Government reached an aj]. 
time high during fiscal 1957 of more 
than $11 billion, and during the 
first month of this fiscal year, 6,27%4 
employes were added to the rolls 


* + * 
A Pair of Suggestions 


Ore way to start tax cuts has 

been suggested by Philip M™ 
Talbott, president of the Ug 
Chamber of Commerce. Talbott 
calls for elimination of all Federaj 
income-tax rates in excess of @ 
percent. This, he believes, should 
be the first step toward cutting 
the rate to just 50 percent. At 
present, Federal tax rates range up 
to 91 percent. 


But the biggest tax cut proposal 
of the year has come from a Wash. 
ington group which calls itself For 
America. It is headed by J, 
Bracken Lee, former governor of 
Utah, and Dean Clarence Manion 
It has a plan for saving, not $% 
billion, but $25 to $30 billion a year, 

The first $14 billion in savings, 
claims For America, would come 
from adding $7.5 billion in recom. 
mended * Hoover Commission say- 
ings to the $6.5 billion surplus 
claimed by Byrd. 

Further savings, says the 
group, can come from getting the 
Government out of competition 
with private enterprise and 
selling most of the public lands. 
Then cut out foreign aid. For 
America says “it is immoral to 
use American taxpayers’ dollars 
to support Socialist and Com- 
munist governments abroad.” (It 
doesn’t make clear which govern- 
ments those are.) 


Finally, the group would bring a 
million servicemen home, stop con- 
scription and place “principal re 
liance on American air supremacy.” 

These savings would permit elim- 
ination of the Federal income tax, 
which is what For America is 
really opposing. The group calls 
income tax “a communistic device 
which is making freemen slaves.” 


* > * 


‘Slaves’ Are Carloose 


F AMERICANS are to become 

slaves, as For America suggests, 
they are the most footloose .. . or 
carloose ... nation of slaves in the 
history of the world. 


The Bureau of the Census has 
revealed the first results of its 1957 
Survey of Travel, proving that we 
are anything but a nation sitting 
home by the television set. 


During the first 15 weeks of 1957, 
Census reports, the American pub- 
lic took about 48 million round 
trips of 100 miles or more each 
way. While on the road, people 
spent a total of 207 million trip 
days away from home, and 
average trip took four days to com- 
plete. 


Only 14 million of these trips 
were for business. About 21 mil- 
lion involved trips to visit friends 
and relatives; 13 million were for 
“pleasure and personal travel.” It 
is interesting that Census made a 
distinction between trips for 

” and trips to visit “rel- 
atives.” 

This astonishing report on 
American restlessness, it should be 
noted, covers only January, Febru- 
ary, March and part of April—not 
the best months for travel in most 
of the country. The survey, which 
will continue throughout 1957, is 
being’ conducted at the request of 
the National Assn. of Travel Or- 
ganizations, which is underwriting 
the cost of the poll. 

It is believed to be the first 
systematic measurement of the vol- 
ume of civilian one-day travel in 
this country. 





* * * 


Wholesale Volume Up 


OLESALERS’ sales in July 
totalled $11.4 billion, about two 
percent above July, 1956, reports 
the Department of Commerce. 
Sales by durable goods wholesalers 
were $4.3 billion, about the same as 
in June. 

Reductions by dealers in automo- 
tive products, machinery and 
metals were offset by gains among 
eléctrical goods and home furnish- 
ings establishments. 












puts your showroom in 12,000,000 homes. 





“ LIFE is your showroom in print. LIFE LEADS IN WEEKLY CIRCULATION 
2 An average issue of LIFE is read in 39% of all new-car 
- buying households. And, in 13 issues, LIFE builds up a 
ch cumulative audience of 73% of all new-car buying house- 
: holds. More people buy LIFE 
ng Your best prospects read LIFE and they see your auto- 
rst mobiles with showroom impact, because they stop, look each week than any 
‘n and linger over dramatic color illustrations . . . compelling ° 
words. other magazine 
LIFE pre-sells your cars, because people respond to LIFE 
7 . . . respond to its vivid picture-stories and to advertise- 
- ments that make a deep and lasting impression. Audience Source: A Study of the Household Accumulative Audience of LIFE. 
rs 
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DeSoto ‘'Salesmen'— 


Four new “salesmen” have been added to the sales staff at Hulton Motor Sales 
(DeSoto-Plymouth), Oakmont, Pa., for the summer months. The four children, often 
seen in that city wearing their all-alike DeSoto T-shirts, are members of the Domenic 
Vallosio family of nearby Springdale. Vallosio is a salesman at Hulton. From left are 


Susan, Donna, David and Debra. The dealership address is printed on the back of 


each shirt. 
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By H. Bowden Fletcher 

Special Correspondent 
YDNEY, Australia,— Motor- 
vehicle sales for the year ended 
June 30, 1957, were 10 percent below 
those of the preceding year, but the 
big drop took place during the first 

half of the fiscal period. 

Sales totalled 205,229 for the 1956- 
57 period, compared with 229,218 a 
year earlier. 

Much of the sales slump in the 
first half of fiscal 1957 is at- 
tributed to the hefty sales tax 
increase which took effect in 
March, 1956. 

At that time, the tax on private 
vehicles rose from 16.67 percent to 
30 percent, and the tax on commer- 
cial vehicles went up from 12.5 per- 
cent to 16.67 percent. 

There was a gradual pickup in 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are You? 


Auto News from Australia 


Tax Hike Cuts Fiscal ’57 Car Sales 10% 
But Market Is Recovering 





sales during the latter part of the 

year, and the current rate is al- 

most back to the pre-tax-hike 

period, automotive sources report. 
+ 7 * 


Holden Output Hits 416 a Day 


— has boosted production 
to 416 units a day since July 1 
in an effort to reach its goal of 


Ford Pays $5,200,000 
For Employe Suggestions 


DEARBORN.—Ford Motor Co. 
men and women have earned $5,- 
200,000 for ideas submitted under 
the employe suggestion plan dur- 
ing the 10 years the plan has 
been in operation. 

John S. Bugas, industrial rela- 
tions vice-president, said the 
average amount of the more than 
91,000 cash awards paid wag $57. 
The $3,000 maximum payment 
was awarded on 85 occasions, 




















know the Company 
behind the product! 


CITROEN, the World’s largest 
Manufacturers of Front-Wheel 
Drive Cars and Trucks, and 
PANHARD, one of the oldest 
names in the automotive industry, 
offer you the opportunity to be- 
come a CITROEN-PANHARD Fran- 
chised Dealer in the United States. 


As a CITROEN-PANHARD 
Dealer you are backed by all of 
CITROEN’S vast resources and 
will benefit from ultra-modern 
production facilities ... paying 
off in assured volume delivery. 






















New ENGLAND CITROEN 


Before deciding on a 
Foreign Car Franchise 



































THE CITROEN DS 19 — world’s first car with Air-Oil 
Suspension ... economically European — automatically 
American — featuring Performance, Safety and Com- 
fort unparalleled in automotive history. 


As a CITROEN-PANHARD Dealer you will receive the full support of: 


e NATIONAL ADVERTISING ...PUBLICITY .. 
SALES PROMOTIONAL PORTFOLIO containing banners, posters, 
and all the material you need to advertise locally. 


e TECHNICAL ASSISTANCE from factory-trained engineers, to help 
you set up your parts and service department. “Service” is a CITROEN- 
PANHARD tradition everywhere! 


Remember ... CITROEN has the cars designed with Dealer-Profit in mind! 
For your application, and additional information, call or write the CITROEN 
Direct Factory Branch, or Distributor nearest you today! 


CITROEN CARS CORPORATION 


(sole importer and distributor of S.A. Andre Citroen, Paris, France) 


DIRECT FACTORY BRANCHES: 


East of the Rockies—300 Park Avenue, New York 22, N. Y., ELdorado 5-2872 
West of the Rockies—8423 Wilshire Blvd., Beverly Hills, California, OLive 3-4745 


REGIONAL DISTRIBUTORS: 


AUTOLAND, INc., 1081 MAIN STREET, BUFFALO, NEW YORK, LINCOLN 7000 
Crrrozn CARS Mipwest DistTrisutors, 1640 w. OGDEN AVE., CHICAGO 12, ILL., TAYLOR 9-2727 
Importep Motors or FLormA, 2609-11 S. FEDERAL HWY., FORT LAUDERDALE, FLA., JACKSON 38-8525 
Paut 8S. Battey INC., 613 WEST MOREHEAD ST., CHARLOTTE, NORTH CAROLINA, EDISON 2-2141 

UTORS INC., 549 RESERVOIR AVE., CRANSTON, 8.1, PAWTUCKET 2-1960 


Bea CITROEN 
Franchised Dealer! A 


CITROEN WORLD HEADQUARTERS, 
Main Factory, 129 Quai de Javel, Paris, France. 









-and a complete 











‘Dallas Firm Tops 
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100,000 units for the fiscal yea 
which began on that date. The com. 
pany set the 100,000 goal after com. 
pleting its expansion program. 

It also was reported that Holden's 
overseas sales from November, 1 
to May 31, 1957, totalled $6 milliog 
in overseas currency, and that 2,193 
units were exported in the 2 
months ended May 31. 


* * * 


International Flavor 


7 Mobilgas “Round Australia’ 
trial has attracted a large field 
which includes some international 
personalities. 

Prince Bira, of Thailand, will 
enter a team of three Fiats, and 
Ray Crawford, of California, is 
expected to drive either a Ford or 
a Chrysler. Crawford won the 
1954 Mexican Road Race. 
George Heap, of England, will 
pilot a Standard, and a Citroen also 
has been entered. There are two 
entries from New Zealand, and 
Japan is sending a team of four 
cars. 

The route of the trial will cover 
between 10,000 and 11,000 miles, it 
is reported. 










































Volkswagens Place 1-2 


ye 6,000-mile auto reliability 
trial round conducted by Ampol 
Petroleum attracted 80 entrants 
and aroused very keen interest 
right along the route. The winner 
drove a Volkswagen with a loss of 
three points, second car also wasa 
Volkswagen with a loss of five 
points and third was a Holden with 
a loss of 21 points. 

The winner of the more than 
3,000 c.c. class was a Rolls Royce 
which was second last year and 
has 220,000 miles on the speed- 
ometer. 

Only 42 of the 80 cars finished. 





Finance Officials 
To Discuss Role 
Of Auto Industry 


WASHINGTON .—The relation of 
the auto industry to the nation’s 
economy and important special seg- 
ments of it will be discussed at the 
24th annual convention of the 
American Finance Conference here 
Nov. 4-6. 

Addressing the association of in- 
dependent sales finance companies 
on the overall economy and Gov- 
ernment’s role will be William Me- 
Chesney Martin, chairman of the 
Federal Reserve Board; Gabrid 
Hauge, President Eisenhower's spe- 
cial assistant for economic affairs; 
and Senator Homer Capehart, Indi- 
ana Republican and member of the 
Senate Banking and Currency Com- 
mittee. 

Mutual interests of the auto sales 
finance industry and auto manw- 
facturers, auto dealers and banks 
will be discussed by Byron T. Nich- 
ols, general manager, group mar- 
keting, Chrysler Corp.; Fred M 
Sutter, NADA president, and Elmer 
E. Schmus, cashier, First National 
Bank of Chicago. 

The conference also will devote 
convention sessions to forum dis- 
cussions of operational problems 
and will elect officers. 

The 385 AFC member companies 
handle an annual auto financing 
volume of $2% billion retail and $2 
billion wholesale. 





In DeSoto Sales 


DETROIT.—Fourteen dealers, 
headed by Ranes Motors, Inc., Dal- 
las, were included in DeSoto’s list 
of “top ten” sales leaders for July. 
Murray Motors, Inc., Chelsea, Mass. 
was second. 

Ties accounted for the extra four 
dealerships making the list, Others 
were: 

Glenn Walker, Inc., Detroit, third; 
Harold B. Robinson Auto Sales Co. 
Inc., Philadelphia, fourth; Armory 
Garage, Inc., Albany, and Reedman 
Corp., Fairless Hills, Pa, tied for 
fifth; Automobile Sales Co., Inc, 
Memphis, Tenn. and Leo Adler, 
Inc., Detroit, tied for sixth; Kirksey 
Motors, Inc., Birmingham, Ala, 
seventh. 

Leo Adler New Center, Detroit, 
eighth; Fine Motors, Inc., Jersey 
City, N. J.; Sites Bros. Motor Co. 
Kansas City, and West Caldwell 
Auto Mart, Inc., West Caldwell, N. 
J., tied for ninth, and Conart’s Five- 
Points DeSoto, Inc., Akron, tenth. 













Before you buy any engine testing “scope,” be 


sure you know exactly what you are getting. As the 


leading designer and manufacturer of oscilloscopes, Du Mont 


recommends that you insist on a side-by-side comparison 
of any scope with the Du Mont EnginScope.. 


ENGINE HOOK-UP... 
OO 


If the test requires disconnecting 
and reconnecting ignition 
wires it’s not an absolutely 

accurate test... 


EASE AND ACCURACY OF READING... 


If all cylinders appear in a single 
horizontal line, or if only a single 
cylinder can be pulled out 
and compared to a second cylinder 
it is not an accurate test.. 


USEFULNESS... 


An ignition tester is not a complete 
engine analyzer. If you can’t check 
vibration, flame, and many other 
sources of engine troubles... 


OPERATIONAL EASE... 


If the pattern shrinks as the 
RPM’s go up and instrument 
requires re-adjustment... 


<i Seah aoe eee: 
Vie) 10a ols ee 
" OSCILLOSCOPES 4 


axe 
ed 


$06 
DUMOM LnginScope’ wii suc 


that snap over ignition 
wires, permitting a complete 
analysis without disturbing 
a single wire of the engine. 


* 
features SuperScan 
that permits all cylinders to 
be displayed simultaneously 
as single, individual lines. 
This pattern instantly indicates 
faulty cylinder and distributor 
mechanical troubles. 


* 
is the heart 


of a complete engine analysis system, 
Accessories are available for 


checking practically any function 
of the engine. 


pUMOm EnginScope 


BUMOm EnginScope’ y.ovises 


a stable, definite test pattern 
at all engine speeds without 
readjustment. Exclusive 
Du Mont circuitry makes operation 
easier, faster. 
*Trade mark 


AUTOMOTIVE EQUIPMENT SALES 

ALLEN B DU MONT LABORATORIES, INC. 
CLIFTON, N. J. 

(10 Please arrange demonstration in my shop 
1 Send complete details 
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Merchandising 


Memos to Dealers 





LOSED - CIRCUIT television is 
heading toward a greater role 

in automotive merchandising, ac- 
cording to Frank Noble, former as- 
sistant general sales manager for 
Studebaker-Packard and now De- 
troit manager for TelePrompTer 
Corp. 
Before long, according to Noble, 
auto makers will schedule TV 
meetings with dealers as a regu- 
lar thing, and provide for periodic 
meetings in the sales budget. 

Such a meeting, said Noble, played 
an important role in the model 
cleanup for one maker. 

2 


* * 
TV Talent 
OOKS like sales folk will have to 


add another talent to their list 
—that of television acting. Or per- 


By Bob Finlay 


haps just a good sincere “sell” will 
do. 

As an old hand at wholesale auto 
selling, Noble believes the new me- 
dium of communication offers sev- 
eral advantages to factory sales 
departments. 

For one thing, he said, it offers 
the element of freshness, Noble 
says that when a factory starts 
its customary sales tours, the sales 
message is fresh for only one city. 

As soon as the first meeting is 
over, dealers and zone men from 
other cities are on the phone calling 
friends in the first city to find out 
what “the word” is this time. 

* 7 


WU Tie-Up 
_— people think of Tele- 
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the prompting device, but in 1956 
the firm acquired Sheraton Closed 
Circuit Television. 

The firm is also associated with 
Western Union (a substantial 
stockholder in TelePrompTer) and 
through that tie-up is able to offer 
“on location” technical and pro- 
duction services to closed-circuit 
clients. 

William P. Rosensohn, in charge 
of group communications at Tele- 
PrompTer, says that auto firms 
have used the medium for manage- 
ment meetings, to announce in- 
centive programs, to improve dealer 
relations and to stress the impor- 
tance of third-quarter sales. 

+ * * 


Is Agreement Good? 





3-59 Price Hike on ’58s 
Seen by Ford Executive 


TORONTO —Rhys M. Sale, 
president of Ford of Canada, 
said prices suggested to Canadian 
dealers for Edsels indicated prices 
on competing 1958 models will be 
increased 3 to 5 percent. 

He said the boost would be ap- 
plied by all makers with the 
possible exception of one smaller 
producer. 





genuity no longer should be inter- 
preted as freedom to deceive and 


cheat the customer. 
+. + ~ 


T’S GOING to be one long time|Bury’s Technique 


before dealers agree on any one 
method of selling cars. 

Most folks in the business agree 
that it would be a sad day if all 
dealers did sell in the same manner. 

One of the great assets of the 
industry is the individual inge- 
nuity expressed by 40,000 auto 
dealers. 

And there is a “north” vs. “south” 
thinking among dealers, with the 
accent being on sales vs. service. 
And this may never be resolved. 

On the other hand, most in the 


PrompTer in connection with| industry agree that freedom of in- 


ARTIN BURY, head of Wilkie 

Buick in Philadelphia, handles 
this well in a news-type ad that 
starts off like this: 

“Until there is a pronounced im- 
provement, we will continue our 
crusade to expose unethical activi- 
ties of the minority of auto dealers 
who give all dealers a bad reputa- 
were 

Bury then lists some specific de- 
ceptive practices, and concludes: 

“The unscrupulous and dishonest 

practices that are employed by 
some dealers to offer those ‘fan- 





PONTIAC PICKS 


















































TEMPERATURES 


HARRISON HEAT CONTROLS! 











RADIATOR DIVISION, GENERAL MOTORS CORP., LOCKPORT, N.Y. 





NEW HARRISON POPPET PELLET THERMOSTAT 
Pontiac puts the pinch on héat with the new poppet pellet. 
Specifically desigred for today’s high-pressure cooling 
systems, this Harrison advance assures peak temperature 
efficiency —extra-rugged, extra-dependable service. 


NEW HARRISON RADIATOR—Harrison radiators 
handle the heat on Pontiac’s high-compression power plants 
to assure dependable, economical operation. With over 

46 years’ experience, Harrison is first choice for heat controls 
with leading car and truck manufacturers. 


NEW HARRISON TRANSMISSION OIL COOLER 
Harrison oil coolers control the temperature on 

millions of the best-known, most dependable automatic 
transmissions on the road today. If you have 

a cooling problem, look to Harrison for the answer. 
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tastic automobile dealers’ aro ajj 
exposed in a booklet which we 
have just published. Title: ‘Tt, 
Your Money” 

“And, believe me, if you read jf 
before buying any car, you m 
save yourself a lot of money. 

“If you would like a copy, tele 
phone, write (1724 N. Broad St.) o 
stop in for it. There is no charge 
no obligation. The booklet wa, 
published purely in the interest of 
honest automobile merchandising” 


















Auto Inspections 
In New Hampshire 
Called ‘Big Joke’ 


MANCHESTER, N. H.—New 
Hampshire’s semiannual auto ip. 
spection system is a “big joke” and 
should be scrapped, it has 
charged in a letter to Motor Vehicle 
Commissioner Frederick N. Clarke 
by Zoel Mathieu, Manchester brake 
and wheel alignment specialist. 

Mathieu called for a full-time 
State-conducted program under 
which competent mechanics would 
make safety checks thorough 
enough to detect all serious hidden 
defects. 


He told Clarke: “Cars are not 
really inspected. They are looked at. 
Some of the men don’t know their 
job. Serious defects often are not 
discovered.” 

Mathieu, a civilian auto inspector 
at Fort Devens, Mass. during 
World War II, offered to inspect 
100 cars free to prove his point that 
he could find one of five cars defec- 
tive. 






































Buick Promotes 


Hudgens, Leigh 


FLINT.—James S. Hudgens, 43, 
Buick’s Pacific regional manager, 
has been named assistant general 
sales manager in charge of the 
home office force, and Frank M. 





4. 8. Hudgens 


Leigh, 40, currently Jacksonville 
zone manager, was chosen to re 
place Hudgens on the West Coast 

Hudgens succeeds Edward C. 
Kennard to the Flint post. Ken- 
nard recently was named general 
sales manager of Buick. 

Hudgens has been with Buick 
since 1939 except for nearly five 
years in the military service. Leigh 
entered Buick service in Novem- 
ber, 1946, as a district manager in 
the Memphis zone. 


F. M. Leigh 





DeSoto Doubles Prizes 


For Master Salesman Club 

DETROIT.—The success of its 
new Master Salesman Club has 
prompted DeSoto to increase the 
club’s cash-prize structure for an-! 
nual awards. 

J. L. Wichert, director of adver- 
tising and sales promotion, said 
DeSoto has boosted prize money 
from $27,000 to $43,200. Heretofore, 
only the top men in each of three 
dealer classifications in each sales 
region received 500 silver dollars. 
Prizes now will be awarded to first, 
second and third-place winners in 
each region. Second-place winners 
will get $200 and third-place, $100. 


Empire Devices Moves 


To Amsterdam Plant 

AMSTERDAM, N. Y.— Empire 
Devices, maker of field communi- 
cation receivers, electronic test 
equipment, radar accessories and 
special power supplies, has moved 
from Bayside, N. Y. to Amsterdam, 
N. Y., where it has purchased it 
own plant. 

Empire’s key personnel, includ- 
ing engineers and technicians, 
— with the company to Amster 

am. 
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In Philadelphia, buying begins at home 
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The Bulletin goes home...delivers more copies to more families 


every seven days in Greater Philadelphia than any other newspaper 


For automobiles, accessories, gasoline and oil, the families 
of Greater Philadelphia spend $1,252,573,000 annually! You 
really reach these people when you advertise in their home news- 
paper—The Evening and Sunday Bulletin. And in this newspaper 
you can give your sales messages the added impact and greater 
realism of R.O.P. spot and full COLOR—evening and Sunday 


—seven days a week! 


In Philadelphia nearly everybody reads The Bulletin 


The Bulletin exerts a powerful influence on the buying habits 
of its readers. Philadelphians like The Bulletin. They buy it, 
read it, trust it and respond to the advertising in it. The Bulletin 
is Philadelphia’s home newspaper. 

Advertising Offices: Philadelphia, 30th and Market Streets * New York, 


342 Madison Ave. * Chicago, 520 N. Michigan Ave. Representatives: Sawyer 
Ferguson Walker Co., Detroit * Atlanta * Los Angeles * San Francisco * Seattle 
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TURNINGS 


by 


Joseph M. Callahan 


Olds Has New Presses, Engine Assembly Section 
a. Oldsmobile division begins producing ’58 cars in 
the next few days, it will place in operation a set of 
new $5 million front fender and bumper presses and a com- 
pletely new engine assembly-line section in Lansing. 
The new set of 26 giant presses are particularly impor- 
tant because they will. elim-?—4.--__ 
inate a major bottleneck and 


will almost reduce to zero if 
necessary the changeover interval 
from old to new-model production. 

Both new facilities are part of 
General Motor’s capital improve- 
ment program announced some 


battery of presses in another 
building which also were used 
for the annual die tryouts and 
for producing replacement fend- 
ers. The die tryouts formerly re- 
quired a shutdown of three-to- 
four weeks between models. 


e ago. 
The fender presses replace a 





replacement fenders. They also will 
be valuable as standby equipment 
in case the regular presses are 
wrecked. All postwar fenders still 
are made by Oldsmobile. 

Another advantage of the new 
presses will be the minimization of 
the handling and storing of large 
stampings which formerly were 
made previous to the tryout of 
new-model dies. 

Included in the new battery of 
fender presses are two giant Danly 
toggle draw presses (costing $300,- 
000 each), 10 Danly straight side 
presses ($180,000 each) and four 
Verson gap fringe presses ($75,000 
each). Prices were supplied by a 
manufacturer’s agent. 

Bob Ginther, Oldsmobile’s pro- 
duction engineer for large 
presses, said the new press sys- 
tem was semiautomated in that 
the fenders were automatically 
kicked off the dies, they were 
automatically conveyed from 
press to press and the scrap was 
automatically removed. 

However, Ginther said, “these 
presses aren’t completely automatic 
—they require one or two men to 


Henceforth, the old presses will| remove the fenders and the bump- 
be used only for die tryouts, and!ers from the presses—because we' The new bumper press section 
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Aerocar Tested 
CAA Must OK Each Unit, 
Designer Says 

LONGVIEW, W ash. — The first 
production model of the Aerocar, 
a flying automobile that has been 
under development here for nine 
years, has been tested by James 
Reegan, Civil Aeronautics Adminis- 
tration test pilot. 

A prototype model was approved 
by the CAA after tests last year 
and two more units are in produc- 
tion, according to Moulton Taylor, 
designer of the vehicle. 

Taylor said each new Aerocar 
must be tested by the CAA for 
flight characteristics. The produc- 
tion model and the prototype 
differed by only two pounds in 
weight, Taylor said, adding that 
CAA representatives termed this 
“remarkable.” 


haven’t yet figured out where it 
would pay us.” 

He said the main bottleneck is 
that the fenders change from year 
to year, requiring almost completely 
new handling equipment annually. 
He said the presses are expected to 
last 20 years. 
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And that isn’t all! Look at the 
Extra Sales Help you get with every case you buy! 


©@ Compact “Sampler” carton display 
to “tell and sell” on sight! 


@ 3-in-1 container display shows all 
three Alemite chemicals together — out 
front where customers can see them! 


© Consistent, hard-hitting national ad- 
vertising—plus coordinated promotions 
in your market —via newspapers, radio 
and television! 


© Traffic-stopping stand-up sign to 
create more fall tune-up sales! 


© Copies of Alemite’s “3-in-1” sales 
story to help you sell all three at extra 
profits! 





than normal profits 
with 


ALEMITE’S 
3-CAN, 3-WAY 
FALL TUNE-UP! 






1 Engine-protecting ALEMITE CD-2 


Money-back 2 Corburetor-cleaning ALEMITE KLEEN TREET 
guarantee on 3 Radiator-cleaning ALEMITE COOLING 
all three! SYSTEM CONDITIONER 
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NO.. Just Ohe Cece of Alemite Auto Aide.. 
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REG. U.S. PAT OFF 


Division of STEWART-WARNER CORPORATION 
1850 Diversey Parkway, Chicago 14, Illinois 
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will consist of one Danly toggle 
draw dual-speed press (costing 
about $300,000), two Bliss gap fringe 
presses ($75,000 each) and seven 
Bliss straight side presses ($180,. 
000 each). They will be capable of 
producing 312 right and left bump. 
ers an hour. 

Until a year ago the area occu. 
pied by the new presses was occu. 
pied by huge lathes, some of them 
48 feet long, which turned out and 
finished the tubes for the 90 milli. 
meter cannon on the Army’s me. 
dium tank. 

In addition to the heavy presses, 
a new 60-foot steel slitter will be 
put into production in the areg 
soon. 

Oldsmobile’s new engine sec- 
tion, part of the division’s prepa- 
ration for a bigger market even- 
tually, is 460 feet long and incor- 
porates a number of new ideas in 
engine - assembly procedure 
worked out by Oldsmobile engi- 
neers. 

The section also embodies the 
most extensive use of power-roller 
flight conveyor equipment in the 
division’s main plant. 

R. T. Rolls, general manufactur- 
ing manager, said the new line will 
make possible the production of 150 
Rocket engines an hour, compared 
with a previous capacity of 140, 
This new rate was achieved by re- 
vising and spacing out several me- 
chanical innovations. 

+ = 
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How Low Can Cars Get? 
yy. even the most successful 

of auto designers and engi- 
neers admit that they can only 
guess what the majority of Ameri- 
cans will want in the near future 
in their automobiles, most agree 
that one quality — lowness — is the 
only surefire characteristic. 

But how low can cars get? 

Victor G. Raviolo, special as- 
sistant to the engineering and 
research vice-president of Ford 
Motor Co., says they can’t get 
lower than 51 inches high. 

He explains it this way: 

“There is no doubt that most 
everyone wants a lower car—and 
this is fundamentally correct since 
the lower .car will have less frontal 
area and less wind resistance. It is 
faster and looks faster. 

“Today's cars are in the range 
of 56 to 61 inches high—tomorrow’s 
will be lower. Immediately we want 
to know what the minimum is. 
There are different minimums for 
different conditions; for example, a 
sports car always will be lower 
than a sedan because of the buyer’s 
willingness to compromise with 
comfort to some degree. 

“However, for a comfortable car, 
allowing say seven inches for 
ground clearance, assuming a bare 
floor pan with no allowance for 
structure or machinery, five inches 
rise from the heels to the ‘A’ point, 
36 inches torso height and three 
inches (roof) clearance, we add up 
to 51 inches.” 

He predicted that within 10 years 
there will be 52-inch sedans—the 
height of the current Thunderbird 
—but several problems must be 
solved first. 

Raviolo continued: “There are 
two basic problems — entrance 
and visibility—that are of major 
importance. We have accepted 
the classic door and entrance 
through the side of the car. With 
these lower heights, we can’t get 
into the side too well, and we 
must develop access at least par- 
tially through the top. 

“You have noticed on our ‘dream’ 
cars, small doors opening into the 
roof area, sliding roofs, tilting can- 

opies and many other attempts to 
develop entrance. The most per- 
sistent solution is the auxiliary 
roof door. 

“In a lower car, visibility is re- 
stricted primarily because of the 
limited height of the eye above 
ground. A small irregularity or an 
obstruction ahead in the road can 
blank out vision for some distance. 
Since this is a function of some- 
thing the designer cannot change, 
visibility will be somewhat im- 
paired.” 

He said the lower car also will 
produce problems relating to the 
drive-line and the exhaust system, 
and that there are several pro- 
posed solutions. 

Taking a different tack, an Olds- 
mobile engineer said recently: 

“Sure, we’re going to have to go 
lower. But a lot of people want to 
go lower just because they can’t 
think of anything else to do to the 
car. 
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Fascinating? 


Makes you want to slide behind the wheel just to look at it... and why 
not? It’s the elegant new Edsel — the car that’s making the most fascinat- 
ing automotive news since Henry Ford started to outsell old Dobbin. 

But what about the buildings? Fascinating? Over 500 car dealers from 
coast to coast (and their customers) think so...and why not? These 
buildings are special. They are designed with things in mind like ample 
aisle width, adequate service stalls, proper lighting and ventilation — all 
the things that lower the cost of displaying and speed up the servicing of 
your new car. 

So, although we don’t make or sell cars, providing buildings for car 
dealerships is part of our business. Consequently we have a vital interest 
in the new Edsel. We and our Butler Builders have been planning and 
working with many local Edsel dealers to provide distinctive modern 
buildings for your convenience. And, if you are interested in other Butler 
System Buildings for commerce or industry, your Butler Builder is listed 
in the Yellow Pages under “Buildings” or “Steel Buildings.” Or write us direct. 





Dept. E, 7432 East 13th Street, Kansas City 26, Missouri 


| E BUTLER BUTLER MANUFACTURING COMPANY 


Manufacturers of Buildings - Oil Equipment - Farm Equipment - Dry Cleaners Equipment 
Outdoor Advertising Equipment - Custom Fabrication 
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How They're Pushing Sales .. . 


Dealer Ad Ideas 


Inspection for Buicks 


A FREE inspection was offered 

all Buick owners by Kenn 
Buick, Pittsburgh, during a one- 
week period. 

Owners were promised a bumper- 
to-bumper inspection and a written 
report on the condition of all parts 
with “no attempt whatsoever” to 
sell any repair work or replace- 
ment parts. 


* * + 


Free Air Conditioner 


OSTER’S DODGE offered a free 
air conditioner with the pur- 
chase of any 1957 Plymouth in its 
stock. The ad said it was a $475 
genuine Chrysler air conditioner. 
The two-color ad also offered a 
“fully equipped” Savoy V-8 four- 
door sedan for $2,698 with $195 in 
cash or tradein as the down pay- 
ment. 


deals are on.” 


* Ad * 


Buyer’s Choice of Coolers 


A FREE air conditioner, the buy- 
er’s choice from five brands of- 
fered, with the purchase of a De- 
Soto or Plymouth was the induce- 
ment offered by Ranes Motors, Inc., 
Dallas. 

The dealership said it had more 
than 100 cars ready to go and the 
customer could select from A.R.A., 
Frigi-King, MoPar, Climatic Air 
and Mark IV air conditioners. 

> - > 


Twin Ads Tell 
Of New Owner, 
Plans of Old One 


ve full-page ads—one by the 
seller, and one by the buyer— 
announced the sale of the Chevro- 
let dealership in Mansfield, O. Pat 
Doliohan Chevrolet, Inc., bought 
the new-car part of the business 
from Brandenburg, Inc. 


_— 
' 

. 
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Used cars can be returned within 
three days for the full purchase 
price plus sales tax, if they prove 
unsatisfactory, the company said. 

Dollohan’s ad said he had left 
New Castle, Pa., for Mansfield and 
added, “It’s a happy circumstance 
that offers a man a business as 
solidly established and as well re- 
garded as Brandenburg Chevrolet, 
in a community as forward think- 
ing, as friendly and as acceptable 
as the community of Mansfield.” 

> > > 


Dealer Backs Swimmer 


MORAN, president of Cour- 
tesy Motors (Ford), Chicago, 
sponsored an attempt to swim Lake 
Michigan by Joe Griffith but high 
Waves and heavy winds forced the 
swimmer to give up after swim- 
ming more than 17 miles of his 
planned 36-mile route. 

Griffith said he would like to try 
it again, and Moran said he would 
back the second attempt next year. 

> * 


Gembo 44 Drane 


GROUP of automobile dealers 

in A Ga., received ex- 

cellent results from a combination 

advertisement in the local news- 
Paper. The ad read: 

“If you’re one of those families 

that needs a second car, but never 


Dealer Fights ‘Gimmick’ 
And Doubles His Sales 


[(4a4Ee this year Bienvenue 


(Ben) Trahan, president of 
Trahan Motors, Inc. (Dodge- 


Plymouth), Morgan City, 
found himself and his 
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thought you could afford one, then! moted traffic and business by offer- ‘ ” 
this is for you! Read carefully the| ing “$1,000 for best cae — the| * Bilgere. 


ads on these pages, then GO! Get| question: “Why it pays to do busi- 
that second car NOW while the oa with a cual "Eider _. , ”| tures representatives of various oc- 


Companies participating in the} words or less, and only one person| €lectrician (or plumber, salesman,| sales during a five-day period at 
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Holly Motor Co. Harison-Gulley| tached, in any way, to the current| over the kitchen stove, Grandpa 
Chevrolet, Inc, and Holloway-| prices of cars, or would be deducted | already knew he could count on 
Adkins Auto Center. from tradein allowances. extra savings with a Bilgere super 
male Peacoat * * * trade . . . Remember, for three 
Quality-Dealer Contest ‘Steer to Bilgere’ generations, it has paid to Steer to 
EINRICH MOTORS, INC. Pr ST. LOUIS, Bilgere Chevrolet | Bilgere.” 
(Chevrolet), Rochester, pro- Co. is urging buyers to “Steer + * #* 
Vacation Spurs Sales 
A series of advertisements fea- A PROMOTION in which Dodge 
buyers received a week’s va- 
The answers were limited to 25| Cupations who declare: “I’m an|cation in Sarasota, Fla. doubled 


— 





















ad, which was headed “extra good| could submit an entry for each car|Shoemaker) . . . and my advice is} Wurts Motor Sales (Dodge-Plym- Fe 
deals on 2nd-car buys,” were:|or truck purchased during the| to ‘Steer to Bilgere. outh), Ashland, Ky., according to | auto 
Walker Motor Co., Starr Smith| contest. The firm also capitalizes on its| 0. V. Callihan, president. spok 
Motor Co., Richmond Motor Sales,| Heinrich guaranteed that no part/41 years in business. An ad reads: The offer applied only to cars in | tribi 
Inc.. Dewey Cave Motor Sales,|of the $1,000 prize would be at- “Way back when Grandma hung (Continued on Page 21, Col. 3) eve 
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y ly News 
37 years and is a steady Dai 
stonaias because News ads bring sales. 


HICAGO Th! 


The Independenfev 
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Mr. Litsinger, prominent Chicago 
businessman, has been @ Ford dealer 









TOP-DOWN WEATHER 
It’s sunny skies ahead—real top-down 
weather for the auto dealers who take 
advantage of the big “able-to-buy” market 
reached by the Daily News. Latest ABC 
circulation: A whopping 614,098 daily. 








600,000 Families .. - Largest Evening 


Busy Plant Fis 





AMONG LARGEST DEALERS IN U.S. 


Litsinger Started 
37 Years Ago; Now 


Heads 4. Companies 


In 1920, when the Model T offered buyers any os 
color as long as it was black, Fred G. ow para 
Ford dealer in Chicago. His employes ear ‘ Pitas: de: 
employs 180 men and women, is president of ong a _ 
director of two banks and is on the board © a 
And he is one of the ten largest Ford deale 













panies. 
the country. 
Here are a fe 
Company; preside 
Mercury dealers; pr 






is titles: President of Litsinger Motor 
hing a be Motor Company, Lincoln- 
esident of Litsinger Edsel ae be 
Edsel dealers; president of Litsinger = = or we a 
Company, operating nationally; vice-presi ond a aed 
Se me Savings © eon of Culenge: treasurer 
i F can 
or oe Employers’ Association of Chicago. a 
And, despite his crowded business day, he — a S 
serve as president and director of Business Opportu 


the Blind, which he helped to organize in 1941. 





























, services more 
The giant Litsinger plant in Chicago to give test 
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50 MPG Seen 
For British Cars 


‘In Few Years’ 


NEW YORK. — British cars 
“within the next few years will be 
able to deliver in the neighborhood 
of 50 miles per gallon,” according 
to Dr. Albert Fogg, director of the 
British Motor Industry Research 
Assn. 

Fogg is in the U. S. on a tour of 
automotive research facilities. He 
spoke to a group of British-car dis- 
tributors here. 

Fogg said that the “great bulk” 


of automotive research and devel- 
opment in Britain is directed to- 
ward producing more efficient and 
economical vehicles. 

Said Fogg: “It would probably 
be safe to say that present research 
in the field of fuel conservation, 
particularly with respect to auto- 
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Dealer Ad Ideas 





(Continued from Page 20) 


matic transmission, will result in ay stock and the vacations were for, ern California to promote a demon- 


reduction of up to 30 percent in the| two adults plus children. 


fuel consumption of British auto- 
mobiles in the near future.” 


Parker Takes Plymouth 
Curtis Parker Plymouth, Dallas’ 


only exclusive Plymouth dealer- models on one side and the newest 
ship, has opened at 2628 Live Oak.) models on the other was offered as 
Curti 


s Parker is president. 


)RD DEALER 


stration-ride program. 

The promotion was suggested by 
Hazel-Atlas Glass division of Con- 
tinental Can Co., manufacturer of 
the tumblers. 


* * * 


Tumblers for Test Rides 


FOUR-PIECE glass tumbler set 
decorated with vintage Ford 


a gift by the Ford Dealers of South-|in 1896 is opposite a retractable 
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cars and trucks a day. It is open 24 hours a day 
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the News. 
singer said, 
fast, it costs us 
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‘Must Move Cars, Litsinger Says, 
‘And News Ads Bring Sales? 


Fred G. Litsinger of 
ten largest dealers in t 


passenger cars 
biggest and mos 


He is enthusiastic about the results 
“In an organization as large as ours, 


“we have to keep cars movin 
money. That’s why you'll 
Motor Company advertising 
These ads have been tested 
traced directly to them.” 


News because the News reaches 
able to satisfy their needs with qu 









Chicago, one of the 
he country in Ford 
and trucks, is one of the 
t consistent advertisers of 
News. 


from ads placed in 
’ Mr. Lit- 


g. If they don’t move 
find the Litsinger 
regularly in the Daily News. 
and proved, with sales being 
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hardtop, a Model A against a 
Ranchero and a 1908 Ford opposite 
a Fairlane 500 hardtop. 

* +. * 


Lumber jacks See Macks 
Bee BROS, INC., Burling- 
ton, Vt., sponsored a display of 
1957 Mack Trucks at the Lumber- 
jacks’ Roundup at Lake Dunmore. 
* * * 
Dodge Campaign in Color 


AN AD campaign aimed at bring- 
ing more prospects into neigh- 


The 12-ounce glasses show eight | b°rhood Dodge dealer showrooms 
Fords. A Model T is shown opposite | Opened last week in the Chicago 
a Thunderbird, the first Ford built | 77une’s TV Week magazine. 


The first of a series of full-color 
page ads appeared in the television 
supplement Aug. 3. Headline of the 
striking red and black ad invited 
readers to investigate “red hot” 
savings offered by Dodge dealers. 

The campaign is being conducted 
through the cooperation of a group 
of 48 Chicago and suburban auto 
dealers. Other newspapers will 
carry black and white ads support- 
ing the campaign. 


* > + 
Furs, Fish and Vacations 


Roa MOTORS (Nash-Rambler), 

Salt Lake City, is offering a 
vacation for two at a Colorado dude 
ranch, a complete fishing outfit and 
a fur stole to purchasers of new 
Rambler station wagons. 

The firm recently moved from 
Boise, Id.. where it kept Rambler 
in third place in sales for the first 
six months of 1957. 


Hoot, Mon, It’s Murdoch 


pista upon the natural desire 

of the buyer to save a dollar, 
Murdoch Chevrolet incorporated 
into its advertisements a large, 
Scotch-plaid “M” (for Murdoch) 
and a kilted-character who de- 
clared, “Since 1924, the THRIFTY 


mon goes to Murdoch.” 
= = > 


Fish Story 
282-POUND blue marlin is at- 
tracting attention in the show- 
room of Jones-Lyne Motor Co., Inc. 
(Mercury), Bridgeville, Pa. 

The fish was caught off Cape 
Hatteras, N. C., by Dr. Benjamin 
L. Jones, brother of the dealer 
George Jones. It was too big for 
the doctor’s game room, so it be- 
came a showroom showpiece. 


*‘One-Cent Sale’ 


DIFFERENT sort of “one-cent 

sale” was advertised by Huma- 
son Automobiles (English Ford), 
Warren, O. 

“Yes, we are selling motoring 
economy for the low, low price of 
lc per mile,” said the ad. It then 
listed the various models of English 
Fords available and claimed certain 
ones would deliver up to 40 miles 
per gallon. 

In its signature, Humason identi- 
fied itself as “exclusive dealer for 
those English Fords you see run- 
ning around town.” 

- > > 


Wanted: Some Liars 


vance gets a chance to fib 
about his auto at the used car 
sales conducted by Ben Stepman 
Motor Co., St. Louis. 

Announcing “Uncle Ben’s 12th 
Annual Liar’s Sale,” the dealership 
quipped in a newspaper ad: “We'll 
tell lies about cars, then you can 
lie to us about how good your car 
is.” 


a” * 7 
‘No Storage, Must Sell ’Em’ 
GAPING hole in the earth and 
several pieces of construction 
equipment helped announce a new- 
car sale at Bale Chevrolet Co., 
Little Rock, Ark. 

Copy explained, “We are expand- 
ing our facilities to serve you bet- 
ter. Due to this construction, we 
have lost part of our storage space. 

“We are temporarily overstocked 
with new cars. Our loss—your gain. 
Over 200 to choose from. Come 
early and pick your color and 
model.” 


At Oden’s Oasis 


HEN the Western Shrine Assn. 

convened in Albuquerque, N. 
M., Oden Chevrolet, Inc., welcomed 
the nobles with an advertisement 
that featured a mustachioed shriner 
in a howdah on the broad back of 
an elephant. 

In addition to the greeting, Oden 
reminded the delegates, “We're 
giving high tradeins for clean, low- 
mileage used camels, so visit our 
oasis and say ‘hello.’” 








America’s 


finest cars offer 
wool upholstery 


‘leday’s customers—especially the women—are 
paying more and more attention to car interiors. 
They are looking for extra quality, extra com- 
fort, extra value. That explains why more and 
more of America’s finest cars are being trimmed 
and sold in wool upholstery. 


Here are the reasons: 


@ Wool upholstery is more luxurious, more 
richly colorful. It gives the interior a more 
smartly tailored appearance. 


e@ Wool upholstery is softer to the touch, 
more comfortable to ride on. It has a natural 
springiness. 

@ Wool upholstery is cooler in summer. It 
absorbs perspiration, allows air to circulate, 
never becomes untouchably hot in the sun. 


@ Wool upholstery is kinder to clothes, 
doesn’t cause shine or excessive wear. 


@ Wool upholstery is safer. It never catches 


fire, and it helps the driver keep in position 
on sharp turns or sudden stops. 


@ Woolupholstery stays neat-looking longer, 
has greater resale value. It defies wear— 
will not ravel, sag or wrinkle. Dirt and spots 
come out more easily, 


If you aren’t ordering every car you can 
from the factory in wool upholstery, you’re 
missing one of the greatest sales advantages 
available to you in today’s highly competi- 
tive market. Better check your factory or 
zone office for information as to which 1958 
models will be upholstered in wool. 
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‘ WAS the last day of the 
year in 1955.” Jeff Buttress, 
vice-president of Gary Walsh, 
Inc. (Chrysler-Imperial), St. Pet- 
ersburg, Fla. was recalling his 
most unusual sale. 

The dealership 


Sales ant Pee 
Case for an hour, but 
Histories Buttress had 


stayed around to 
finish a few chores 
before going home to prepare to 
welcome the new year. Here is 
his story: 

Without any preliminaries, this 
prospect told me bluntly he was 
out to buy a new car, but he was 
interested in only one thing. He 
wanted the best deal he could 





et. 

* He didn’t care what kind of a 
ear he bought, since all were 
good. He just asked me to quote 
him the longest price I could 
offer for his trade which was 
parked outside. 

* 


Open House at Goodyear Plant— 


A portion of the more than 5,000 Southwest Washington residents who toured 
Goodyear Tire & Rubber Co.'s new tread-rubber plant at Chehalis, Wash., observe the 
facility's semi-automatic production equipment in operation. A six-hour open house 
featured the official opening of the first factory to be erected in the new 137-acre 
Chehalis industrial park. The Goodyear plant, which serves sales outlets in the Pacific 
Northwest, produces 30,000 pounds of tread rubber daily. 


DIDN’T even look at his car. 
I was just as blunt as he had 





AUTOMOTIVE NEWS, SEPTEMBER 16, 1957 
_ |How Nation's Salesmen Meet... 


Practical Problems of Selling 





been. I told him I wasn’t inter- 
ested, and that I wouldn’t give 
him the best deal in town. 
If he wanted that, I advised 
him to go down the street about 
five blocks to a dealer handling 
a@ competitive make, because he 
was giving the longest deals to 
. be had in our area. 

The fellow’s jaw dropped. He 
looked shocked. 

Taking advantage of his be- 
wilderment, I softened my tone 


Car Salesman Convicted 


Of Buying Stolen Auto 


BUFFALO. — A County Court 
jury convicted a Buffalo used-car 
salesman on a charge of criminally 
receiving stolen property. Frank J. 
Cosmano, 52, was accused of buying 
a 1951 auto which he knew had been 
stolen from Gillogly Chevrolet, Inc. 

The auto disappeared March 16, 
the day Cosmano was fired as a 
Gillogly salesman. Judge Anthony 
Manguso will sentence Cosmano on 
the felony charge after a probation 
investigation. 
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customers! 


CT 


Ask your CASTROL distributor or write for 
the name of distributor nearest you: 


business for you! 


CASTROL 


The Masterpiece in Oils 


CASTROL OILS, Incorporated 
75 WEST STREET, NEW YORK 6, N. Y. 


...A Division of the Wakefield Group... 


CASTROL 


attracts the sweetest 


ASK FOR 


They're a pleasure to have around— 
not only because they pay you a few cents 


more profit per quart for superior grade 
Castrol Motor Oil. You’ll love the way 
they appreciate you when you give them 
what they want. Top quality service, 
that is. They spend more TBA money, too. 







When they ask for Castrol—the only motor oil 
made specifically for passenger cars—you’re in! 
Castrol business is sweet business, all the way. 


We’re telling them ASK FOR CASTROL 
in signs, posters, mailing pieces, radio advertising 
—to build high-quality, high-profit 








and told him, “You’re not going 
about this in the right manner if 
you want a car that will give you 
the most satisfaction. You and 
your wife jump in that Chrysler 
—we’re going for a ride.” 

a - * 


E OBEYED almost mechani- 

cally. Two hours later we 
were back. He was enthusiastic 
about the car, but he still wanted 
to know what kind of a deal I 
could give him. 


I figured it out and named a 
price. “That doesn’t look too 
good,” he said. “I have a neigh- 
bor who’s interested in buying a 
ear, If he did, could I get a bet- 
ter price?” 

We hopped in a car and 
called on the neighbor. The deal 
was made. I upped my offer and 
he drove away in a four-door 
Chrysler Windsor. 


I not only made a deal by 
shocking this man, but I made a 
good friend. I often drop by his 
house for a bottle of beer, and 
now he’s about ready to buy 
again. 

Best of all, he tells me that for 
the rest of his life he’s buying 
all his cars from me. 


Missouri Truckers 
Charge Violation 
Of Reciprocity 


SPRINGFIELD, Ill. — Two Mis- 
souri trucking firms have chal- 
lenged Illinois attempts to collect 
1952 truck license fees and taxes, 
contending that Ilinois-Missouri 
reciprocity agreements exempt 
them from payment. 

Arthur Morgan Trucking Co. and 
Daniel Hamm Drayage Co., both of 
St. Louis, filed suit in Circuit Court 
against members of the [Illinois 
Commerce Commission, directors of 
the State Department of Public 
Safety, the Highway Police and 
Secretary of State Charles Carpen- 
tier. 

The firms seek a writ of manda- 
mus compelling the Commerce 
Commission to issue franchise 
plates for 1958, and an injunction 
to restrain State officials from in- 
terfering with their operations in 
Illinois. 

The firms said they had been in- 
formed that they would be denied 
new franchise plates unless they 
pay the 1952 fees and taxes. 

Meanwhile, the State started ac- 


|} tion in Circuit Court to force 132 


Illinois truck operators to pay $40,- 
600.16 in unpaid 1952 license fees 
and privilege taxes. It increases to 
$6 million the total sought in such 
suits. 


Wis. Truckers Get 


Special Licenses 


MADISON, Wis.—Professional 
motor vehicle drivers of Wisconsin 
are going to have a special kind of 
driving license to cover them dur- 
ing their occupational hours on the 
road. 

Gov. Vernon W. Thomson has 
signed into law a so-called “chauf- 
feur’s license” bill, sponsored by the 
Teamsters Union and adopted by 
the 1957 Legislature. The legisla- 
tion was a major project this year 
of the Teamsters’ legislative lobby- 
ist, Secretary- Treasurer Frank 
Ranney of Joint Council 39. 

Under the new law the motor 
vehicle department will be required 
to issue some 170,000 truck, bus, cab 
and other professional vehicle op- 
erators a special license supple 
menting the ordinary “civilian” 
driver license. 

Suspension or revocation of the 
regular driver permit will not re 
quire suspension or revocation of 
the chauffer license, except for 
major offense, such as driving 
under the influence of liquor. 


Rogers Adds Pontiac 

Rogers Buick Co., Douglas, Ga., 
has added Pontiac, and the firm 
will henceforth operate under the 
new name of Rogers Buick-Pon- 
tiac Co. Lehman Rogers is owner 
of the firm, which is located at 
Peterson and Sellers Sts. 


i an an 





OME TEIN G Most of the Dodge dealers across the nation have been too busy winning 
&, new friends to realize what’s going on in thousands of communities. Of 
7" O course, ever since the 1957 Dodge hit their showrooms, they’ve known 

that this car is way out in front of its field. It didn’t take long also to 

learn that a growing segment of the public agreed with them. Fresh 

CROW Swept-Wing styling and exclusive advances like Torsion-Aire Ride, 

’ Push-Button TorqueFlite and Total-Contact Brakes have proved to 

AB OUT * be a winning combination. And so, back here in Detroit, we feel that a 


21% sales increase over last year is really something to crow about! 


ae | 
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Swept-Wing is Sweeping the Country! 


DODGE DIVISION OF CHRYSLER CORPORATION 
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For 8th Month in Row 


made in the face of heavier traf- 
fic. Travel was up 5 percent in 
the first five months of this year, 
the latest figure available. Deaths 
were down 3 percent in that same 
period. 
This produced a mileage death 
|rate of 5.5—down from 5.9 for the 
| same period in 1956 and the lowest 
in the history of the nation for 
|those months. The mileage death 
| rate (number of deaths per 100 mil- 
saving of 250 lives. |lion miles of travel) for the entire 
For the first seven months of | year of 1956 was 6.4. 
1957, the traffic death toll was Ned H. Dearborn, council presi- 
down 3 percent—20,940 deaths this| dent, said, “The improvement has 
year against 21,590 for the same! been too consistent to be dismissed 
period last year. This was a saving| as a flash in the pan. The nation 
of 650 lives. |has every reason to believe the 
If the same rate of improvement | downward trend of the toll is here 
can be maintained the rest of the | to stay. 
year, the 1957 toll will be a little} “We can make sure it stays if 
more than 39,000, the Council said.| each of us does his part. We con- 


The cut in the toll has been | gratulate the drivers, pedestrians 


The drivers and pedestrians did 
it again in July, the National Safety 
Council reported. Traffic deaths 
came down by 7 percent. 

This was the eighth straight 
month, and the ninth in the last 
10, that deaths were down or un- 
changed from the same month of 
the year before. 

The July death total was 3,320, as 
against 3,570 for July last year—a 
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Los Angeles Police Select Oldsmobile— 


Michael Kohn, left, Los Angeles police commissioner, accepts the keys to six 1957 
Oldsmobile 88 four-door sedans from Irvin Kaiser, head of Kaiser Bros., while James 
Kresi, Oldsmobile Los Angeles zone official, looks on. The stock models with special 
police marking and equipment were purchased for general patrol work. Each car is 
equipped with Hydra-Matic drive, siren, double red lights, two-way radio and safety 
belts. 





CHRYSLER CORPORATION DEALERS : 
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“You and I both know that Chrysler Corporation cars 
and trucks have gained the best consumer acceptance 
of any vehicles on the road today. These products are 
years ahead of their competition—and we’re going to 
keep them that way. 


“Now, your customers are the most important people 
in the country. They have purchased outstanding prod- 
ucts; they deserve the very best parts and service. That 
means MoPar parts—the parts which conform to the 
Corporation’s high-quality standards. 


“The new MoPar sales programs make it easier for 
you to use MoPar parts than ever before. MoPar 
wholesalers can expedite the delivery of any part you 
need. These wholesale outlets can substantially reduce 
your ordering and inventory costs. The enlarged 
MoPar field force provides you with additional ex- 
perienced help. These men are ready to help you in 
all phases of your parts and accessories operation, from 
stock control to the latest merchandising sales aids. 


“You’re a Chrysler Corporation dealer who sells only 
the highest quality, well-engineered products. Why 
not extend that advantage by offering the parts which 
are Chrysler engineered for the cars and trucks that 
you service? 


“Both you and your customer will share the benefits.” 


MOPAR. 





MOPAR DIVISION “Ss CHRYSLER MOTORS CORPORATION 
DETROIT 31, MICHIGAN 


Traffic Deaths Decline 


— 


and law enforcement agencies for 
what is happening.” 

Of the 45 states reporting for 
duly, 27 had fewer deaths than 
last July and 18 had increases. 

At the end of seven months, 27 
states had better records than last 
year, 17 showed increases, and one 





reported no change. said, 
ee grade 

AAA Poster Contest the 2 
Opens in High Schools oe 
The American Automobile Assn, ] of 50 
is sponsoring its school traffic “Tt 
safety poster contest for the 14th cause 
year. and | 
Students in high school may sub. give 
mit entries in the 1958 contest, with J gignt 
March 1 the deadline. way.’ 


Troopers Are Actors 
Members of the Idaho State 
Police are actors in a 26-minute, 
color-sound film made on Idaho 
highways. The movie depicts a 


Pu 








death brought about by the care- In 
lessness of a drunken driver, and Mi: 
will be used in the state’s safety gone 
education program. now 

> * + 
° ° divid 
License by Mail time, 
Milton Carpenter, director of | high 
revenue for Missouri, is stream- } nigh! 
lining the state driver’s license pro- Vic 
cedure. Every license holder will be | g ma 
sent a notice 30 days before ex- | and 
piration and a blank form which } jp tc 
can be filled out at home and mailed | j, 45 
lin with $1 for the new license. Mi 

| *. aa * 
to th 

o . 
Skid Machine i, 19 
Used to Test a 
| © catio 
Slippery Roads a 
A skid machine designed to speed — 
|}up research toward eliminating Th 
slippery highways has been devel- | mot¢ 
oped by the University of Tennes- ses 
see. men 
| Consisting of a motor-powered | to bh 
|single automobile tire that spins | pull 
|mile after mile without getting | 4rre 


| anywhere, the unit was designed 
| and constructed by B. J. Long, a 
| machinist at the university’s engi- 
| neering experiment station. It will 


| be put to work for the Tennessee 





| State Highway Research Program, Cx 
|now being conducted at the school. mile 

E. A. Whitehurst, program direc- ters' 
tor, said the unusual machine will time 
give highway engineers a short-cut wert 
answer as to which concrete and ing 
asphalt pavements will stay skid- trati 
resistant the longest. At 
| To provide this information, the $52 
tire will skid night and day on a duri 
water-soaked pavement sample, $19 
wearing the pavement smooth. limi 

Engineers will observe special tion 
motors, electrical circuits and me- TI 
ters to see how soon this particular ‘ 
pavement loses its rough surface 08 
and becomes polished and slippery. th 
Samples of other pavements will $21 
|then be tested and the answers Con 
compared. 

The skid machine, now under- built 
going extensive adjustment tests 19 


|and checks, is expected to have the 


| 
| 


| June, officials said. Then asphalt 


answers on the various types of 
concrete mixes, possibly by next 


mixes will be investigated. 


Utah May Test 





. . 
Drivers’ Emotions | ,” 
The State of Utah is considering 4 app 
a plan to test all drivers for emo- spe 
tional stability. wo 
Gov. George Dewey Clyde met $31. 
with a group of state psycholocists Aut 
and an elaborate program to test E 
drivers psychology was endorsed. AA 
The governor suggested that driv- mil 
er’s license fees in the state be in- dri 
creased from the present $2 for & wa: 
five-year period to $10 for two ave 
years. The extra money would be to 
used to underwrite an elaborate tur 
program to test potential drivers adc 
for emotional and phychological line 
quirks. } 
a oe. rar 
7 

Stretch That Line | * 
Lower Cars Mean Longer Pic 
No-Passing Zones Hi 

John C. Mackie, Michigan High- I 
way commissioner, has ordered his s 
traffic engineers to lengthen the ’ 
yellow no-passing lines on hills to Ju 
reduce accident hazards. Ve 
He explained that the lowness of be 
many late-model cars has reduced | Jc 
sight distances for drivers on in- ort 


clines. d 
“Present Michigan standards,” he 
(Continued on Page 27, Col. 1) 
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(Continued from Page 26) 


said, “call for a sight distance on 
grades from a point 4% feet above 
the ground to a similar point 1,000 
feet away. This would provide for 
safe passing at an average speed 
of 50 miles an hour. 

“This standard is outmoded be- 
cause today’s speeds are higher, 
and many late-model cars do not 
give the driver the advantage of 
sight from 4% feet above the road- 
way.” 


70-MPH Limit 
Put into Effect 
In Missouri 


Missouri’s new speed-limit has 
gone into effect and top speeds are 
now 70 m.p.h, day or night on 
divided Federal highways; 70 day- 
time, 65 night on undivided Federal 
highways, and 65 day and 60 at 
night on all other highways. 

Violation is a misdemeanor with 
a maximum penalty of a $1,000 fine 
and a year in jail. Speed limits 
in towns where no limit is posted 
is 45 m.p.h. 

Missouri had no speed limit prior 
to the new law, which expires Sept. 
1, 1961. 

Col. Hugh H. Waggoner, super- 
intendent of the Missouri highway 
patrol, said a 30-day period of edu- 
cational warnings will precede 
crackdowns, except in instances of 
serious or flagrant violations. 

The new law also forbids a 
motorist to travel at such a slow 
speed as to hinder normal move- 
ment of traffic and should he fail 
to heed the request of an officer to 
pull out on the shoulder, may be 
arrested and fined. 


$122 Million OK’d 
For U.S. Roads 


Contracts for construction on 232 
miles of the National System of In- 
terstate and Defense Highways, es- 
timated to cost nearly $122 million, 
were awarded during July, accord- 
ing to Federal Highway Adminis- 
trator Bertram D. Tallamy. 

Additional construction work for 
$52 million was advertised for bids 
during the month, and more than 
$19 million was authorized for pre- 
liminary engineering and acquisi- 
tion of right-of-way. 

The Bureau of Public Roads re- 
ported that as of July 31, almost 
$26 billion was programmed for 
the interstate system, of which 
$21 billion was Federal funds. 
Construction contracts under way 
or soon to begin accounted for $1 
billion of the total and covered 
1,929 miles. 


Turnpikes Cost 
Drive 21 Cents a 
Gallon, AAA Says 


To drive all the major turnpikes 
in the U. S. today would rack up 
approximately 2,190 miles on your 
speedometer, while the tolls paid 
would flatten your pocketbook by 
$31.68, according to the American 
Automobile Assn. 

Harry I. Kirk, president of the 
AAA, said that the average per 
mile cost in toll charges alone of 
driving on these major express- 
ways is about 1% cents. “Since the 
average car usually gets 14.6 miles 
to the gallon,” Kirk said, “this 
turnpike toll is equivalent to an 
additional 21 cents per gallon gaso- 
line tax.” 

He said that rates for cars 
ranged from 1.08 cents per mile on 
the Pennsylvania Turnpike to 2.22 
cents per mile on the Miami-Fort 
Pierce Turnpike in Florida. 

- a * 


Highway Safety Coordinator 


Is Appointed in Vermont 


William L. McKee, who retired 
July 1 as executive secretary of 
Vermont Petroleum Industries, has 
been appointed by Gov. Joseph 
Johnson as highway safety co- 
ordinator in Vermont. 

A joint request by Motor Vehicle 
Commissioner H. Elmer Marsh and 
State Police Chief William H. Bau- 


mann resulted in creation of the 
new post and the choice of McKee, 
it was stated. McKee has been 
identified with several of this state’s 
highway safety programs. 


Vermont Wins Citation 
For Efficiency on Licenses 


A special award of achievement 
for “outstanding performance in 
driver licensing” has been presented 
to the Vermont Motor Vehicle De- 
partment by the American Assn. of 
Motor Vehicle Administrators. 

The award, based on a percentage 
system in relation to licensing pro- 
cedures, is given to states which 
have achieved a performance of 85 
percent or better in driver licensing 
activities. 

& * * 
Illinois Editors to Discuss 


Traffic Accident Causes 


Experts in several fields will ad- 
dress Illinois editors and publishers 


on “Basic Causes of Traffic Acci- 
dents” when the newsmen meet 
Jan, 9-11 at the Pere Marquette 
Hotel, Peoria. 

The Chicago Motor Club, which 
is drafting the program, hopes for 
an attendance of 300 newspaper 
executives. Nine meetings were held 
in various sections of the state to 
ascertain what the editors would 
want at their January parley. 

* * * 


Police Chiefs Schedule 


Honolulu Conference 


The International Assn. of Chiefs 
of Police will hold its 64th annual 
conference at Honolulu, Hawaii, 
Sept. 29,-Oct. 3. Police executives 
from all parts of the free world are 
expected to attend. 

Presiding will be IACP President 
George A. Otlewis, chief of the 
Chicago Park District Police. Under 
the group’s succession policy, Chief 
John D. Holstrom, Berkeley, Calif., 
will become IACP head on the final 
day of the parley. He now is first 
vice-president. 

+ * + 


Loan Arrangement Set Up 


For Utah Driver Training 


The Utah Automobile Dealers 
Assn. and a State government unit 


FIRST 





Chicago Drivers Learn 
For Whom the Toll Bells 


When the Calumet Skyway toll 
road is opened next spring in 
Chicago, some of the motorists 
using it may hear a ringing in 
their ears. If they do, it’s because 
they’ve short-changed the auto- 
matic collection hoppers. 

Motorists who have the exact 
change will enter the road via 
lanes with the automatic collec- 
tors. If the driver puts a quarter, 
or a combination equalling a 
quarter, into the hopper, a green 
light will show ahead of him. 
However, in the event he puts in 
a slug, or not enough money, 
bells will begin ringing and a red 
light will flash. If the driver dis- 
regards the commotion, an at- 
tendant will take his license num- 
ber and a traffic policeman ahead 
will arrest him for going through 
a red light. 





have signed a loan agreement under 
which local boards of education will 
furnish cars for driver training 
this year. 


The Legislature has made $350,000 


27 


available to high schools for this 
purpose. It is anticipated that the 
schools now will be able to absorb 
some of the costs that previously 
had been assumed by dealers. About 
90 cars will be required and some 
12,000 students will be trained this 
year. 

+ * + 
Fatalities on Highways 
Decline 11% in Canada 


Motor vehicle traffic accidents in 
Canada, excluding Quebec, took 195 
lives in June, 11 percent fewer than 
last year, when 220 were killed, the 
Government reports, 

Persons injured numbered 4,872 
this June, compared with 4,859 last 
year. Property damage dropped to 
$3,181,926 from $4,970,828. 


National Safety Council 


Hails Chicago Achievements 


The National Safety Council 
honored the Chicago City Govern- 
ment for its work in traffic safety. 

Ned H. Dearborn, NSC president, 
awarded four certificates of achieve- 
ment for accomplishments in main- 
tenance and proper use of good 
accident records, the City’s safety 
education program, its safety 
organization and traffic engineering. 


IN YOUR NEIGHBORHOOD WITH: 
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Now you can completely check engines in a few min- 
utes. You can write a work order immediately and 
only remove parts that need service. Dyna-Vision 
saves hours every day, increases your profits and 
pleases customers who like this new fast method that 
pinpoints troubles instantly while they wait. 


TO 








814” Dyna-Vision Projector 
on floor stand with space for 
2 extra Tune-up units if de- 
sired later. 


PRICE $535.00 
$53.50 down, 54c per day 


EYE 


MODEL 538 
ONE OF 7 MODELS 


CHOOSE FROM 
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at once 


T7474] BIG SCREEN 
I. 


This modern TV type 
Instant Engine Analyzer 
y _ Attracts New Customers 
and Increases Sales of 
Parts and Service. Act 


and beat your 


Competitors to the Punch. 


Dyna-Vision will draw customers to you like a mag- 
net. Don’t delay, every day you continue using your 


conventional Tune-up equipment 
hours—and dollars. Frankly you 
without Dyna-Vision. Why not 


you are wasting 
can’t afford to be 
be first in your 


neighborhood? (Prices start as low as $450.00, or 


46¢ per day.) 


MODERNIZE YOUR PRESENT 


MOTOR TUNER... 


MODEL 335K 
Allen, King or earlier Heyer 


PRICE $475.00 
$47.50 down, 48¢ per day 


DOADAB ow cc ccccccccscccce O04 On eeercenccoscccnens ee 
ADDRESS......... Coccccccce aececcee pecccece tees 
DE atbsses c0essesdbe obaeadeesangecees STATE. 
Dl ciedien@idececess 0enshenasaaseeans DATE..... 


in 30 minutes with the completely 
self-contained Conversion Kit. 


Complete with adapters for mounting on all Sun, 


Motor Tuners. 


To HEYER INDUSTRIES, INC., BELLEVILLE 9, NEW JERSEY 


| would like a DYNA-VISION demonstration. No obligation, of course. 
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Auto News from Britain 


Industry Grows More Cheerful as Exports 
And Production Continue to Climb 


By F. C, Livingstone 
Special Correspondent 

ONDON.—(UTPS)—Up ... up 
... up... That is the produc- 
tion and export story coming from 
Britain’s auto factories. The fore- 
cast a month ago that the prospect 
wore a brighter glow than for a 

long time past has been justified. 

In May, British auto plants 
produced cars at the rate of 19,000 
a week—a rate of output never 
before achieved. Total motor ve- 
hicle production for that month 
amounted to almost 100,000 units. 

Over the five months ended in 
May, British production of autos 
and trucks amounted to over 405,- 
800, of which more than half were 
exported. 

In May, too, British manufac- 
turers shipped more autos abroad 
than ever before in any single 
month—more than 41,500, including 
a peak consignment of 8,000 to the 
U. S., now the industry’s leading 
customer. 

Exports of trucks from Great 
Britain — 51,650 up to the end of 
May—are running at a rate almost 
equal to the combined exports of all 
other manufacturers in Western 
Europe. 

The monthly figures show how the 
British auto industry has smartly 
recovered from the doldrums of the 


past year. The May total of 76,378) 


autos compares with 60,771 in April 
this year, and with 55,594 for May 
and 58,947 in April last year. 
The reports from individual com- 
panies show that they are practi- 
cally all sharing in the boom. 
* * * 


Bouyant U. C. Market 


IHE used-car dealer in Britain 
has good reason for optimism 
today. His business is booming. And 
while wages remain high, the used- 
car business will continue to thrive. 

When the installment plan de- 

posit was raised by Government 
order from a fifth to a third a few 
weeks ago prices dropped a little, 
but dealers report that business is 
down no more than 10 percent. 

“It rules out only the really hard- 
up people” they explain. 

But it is installment plan regula- 
tions, not interludes like petrol ra- 
tioning, to which the trade is really 
sensitive. 

The most popular used car of all 
is the Morris Minor 1000; with a 
few thousand miles wear it will still 
fetch list price or a trifle over. A 
second-hand Vauxhall Victor can 
secure list price too. 

There is, though, a bargain field 
in the big-car market. A 1955 Super 
Snipe, which cost $3,640 new in 
1955, is going now for $2,000. Big- 
car owners have to expect a heavy 
drop in the first two years. 

Sports cars have to be in im- 
maculate condition because the 
sporting driver is particular: but a 
1954 Jaguar XK120 will fetch $2,100. 

One of the most encouraging 
factors for all used-car dealers is 
the bottleneck in new-car deliveries. 
With more than 50 percent of new 
autos going to export, most of the 


big makes are quoting three to five 
sv —_ 





GMC Distributor Entertains Arizona Officials-— 


Bogard GMC Co., Tucson, entertains some 60 supervisors and clerks from all sections 
of Arizona during the official's annual convention. The luncheon and tour of the 
plant was one of a series designed to give a wide range of people in Arizona a 
picture of the trucking industry in the area and a close look at the Bogard facility. 





months’ delay on their popular 
models. 


+ + 

Build It Yourself 

BUILD-IT-YOURSELF sports 

version of the fastest light rac- 
ing car in the world will soon be 
available at around $1,400. It will 
be a smart two-seater, giving nearly 
60 miles per gallon. 

The car is the Lotus and this 
popular version will be known as 
the Mark VII. 

It will have the same stability 
and road-holding as the car which 
won the index of performance at 
Le Mans last month—Britain’s first 
outright win for 22 years. 

It will have a Ford 1172-c.c. 
engine, like the Anglia and Pre- 
fect, and a Ford gearbox. Top 
speed should exceed 90 m.p.h. 

Optional extras will include disk 
brakes and the Coventry engine 
used in the LeMans model. That 
would give a top speed of 120 m.p.h. 
“We want to provide a fast, safe, 
comfortable car for the man who 
can’t afford the expensive sports- 
racing models,” said Colin Chap- 
man who designs, builds, and races 


108-Vehicle Auction Nets 
$70,000 for Seattle 


SEATTLE.—The Seattle pur- 
chasing department sold 108 City 
vehicles at public auction for 
upwards of $70,000. 

Some 600 persons attended the 
auction. Half of the vehicles sold 
were 1956 models, and their sales 
prices ranged from $1,190 to $1,- 
375. 








the Lotus. “The parts will be inter- 
changeable with the LeMans model. 
Even a clumsy man would be able 
to assemble the car in 100 hours. 
A handyman could do it in less. 
Ordinary hand tools will be 
enough.” 

At present there is no factory- 
built Lotus car costing less than 
$5,600. 

There is no purchase tax on a car 
built by an amateur. 

> 


* * 


New African Company 
TANDARD MOTOR CO. has 
formed Standard- Triumph 
Motor Co. (Rhodesia) (Pty.) Ltd., 
with headquarters in Salisbury, 
Southern Rhodesia. By this develop- 
ment, Standard will obtain a strong 
position in this fast-developing 


market. 
* *” 


Brookland’s Jubilee 


LTHOUGH the Brooklands Auto 

Race Track has not been in use 
Since 1939, when it was taken over 
by the Government at the outbreak 
of World War II, and is now largely 
beyond repair and is part of the 
vast Vickers aircraft organization, 
it will always have a place in the 
heart of British and other racing 
drivers. 

To celebrate the 50th anniversary 
of its opening, a large stone monu- 
ment has been erected on one of 
the few remaining pieces of track 
still intact. 

The unveiling of the monument 
was made by Lord Brabazon, the 
Grand Old Man of the British 
auto and flying worlds. He drove 

in the first race at Brooklands 
in July, 1907, and is also the 
holder of the first pilot’s license 
granted in Britain. 

Part of the ceremony was a 
parade of many of the most famous 

autos ever to race at Brooklands, 
led by Lord “Brab” in a 1908 Austin 
in which he competed in many 
races before World War IL. 


GMC Distributor Begins 
‘Get-Acqainted’ Program 


TUCSON, Ariz. — Bogard GMC 
Co., Pima County distributor, has 
embarked on a program of getting 
acquainted with its neighbors. 

Small groups of Southern Ari- 
zona business and professional 
men are invited to the plant for 
luncheons and guided tours. The 
company hopes to give them an 
idea of the scope of the trucking 

industry in the area as well as a 

look at the Bogard facility. 

One series of parties is designed 
for service clubs and special busi- 
ness and professional groups and a 
second for insurance adjustors. 

The first service club entertained 
was the North Tucson Lions Club. 
After the luncheon, Gene Bogard 
briefly described the size and scope 
of his firm in relation to business 
and industry in Southern Arizona. 

The club members were then 
divided into small groups and con- 
ducted on a tour of the rambling, 
six-acre facility by company de- 
partment heads. Said one visitor 
after the tour: “I never knew 
Tucson had anything like this.” 

Bogard played host to some 60 
supervisors and clerks from all 

= * 





sections of the state during their 
annual convention. 

More intimate luncheons for 
smaller groups have been insti- 
tuted to acquaint insurance ad- 
justors with the Bogard facility. 
These are scheduled bi-weekly 
and will continue until the entire 
Tucson group of adjustors have 
had an opportunity to attend. 

While their interests are more 

specifically pin-pointed to the body, 
service and parts divisions, their 
tour also includes the entire fa- 
cility. Results are reported to be 
very satisfactory from both a 
standpoint of relations and direct 
business. 

In addition to Mr. Bogard, most 
department heads attend each 
event, though it is impractical for 
everyone to attend every luncheon. 
At least five department heads are 
in attendance at each event. De- 
partment heads include: Dale 
Meyer, sales manager; George Wil- 
liams, service division manager; 
Floyd Wilson, parts division man- 
ager; Clint Lowe, used-car and 
truck division manager; “Bud” 
Hartman, body shop division super- 
intendent; Ben Batey, comptroller, 
and John Brueger, credit manager. 

Luncheons are held in the show- 
room, with food provided and 
served by a local catering firm. 
Table and chairs are furnished by 
a rental firm which delivers and 
picks up the day of the luncheon, 
and each event is conducted with 
a minimum of interference with the 
normal day’s business. 

It is not necessary to move the 
new GMC units as these are dis- 
played outdoors. 

In commenting on the experi- 
ment, Bogard said: “We are well 
pleased with the response and the 
results of our plant luncheons. 
We have made many new friends, 
some of whom will become cus- 
tomers, and these new friends are 
doing a good community relations 
job for us by telling their friends 
about our plant and our facilities. 
We believe these plant luncheons 
to be one of the best investments 
we’ve made and we plan to con- 
tinue them indefinitely.” 

Planning is handled by the Wal- 
ter Kimmell Advertising Agency, 
which handles the Bogard adver- 


tising and public relations pro- 


grams. 


Dealers in the News 








Doan-Rose Opens New Headquarters— 


Doan-Rose Auto Sales has entered its ninth year in the used-car business in 
Lincoln, Neb., with the opening of this new building. Facilities include the two-office 
building, wash rack and cleanup stall, and carport display area. The sales lot is 
arranged for display of 45 units. The firm is owned by fon Doan and Ted Rose, 

* 





Ruth Holds Grand Opening— 


Jimmie Ruth Motor Co. (Studebaker-Packard and Mercedes-Benz), 3304 N. May Ave., 
Oklahoma City, staged a three-day opening festival. Ruth, an S-P dealer in Henrietta, 
Okla., for 10 years, built the new Oklahoma City facilities and added a franchise to 


seli the Mercedes-Benz line of imported sports cars and sedans. 
. 2 = 
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Olson's New Headquarters— 


Continued growth of Olson Buick, Altoona, Pa., since its origin in 1948, has 
necessitated the opening of this new $400,000 building, according to owner C. A. 
Olson. The 30,000-square-foot building contains a showroom, a complete service de- 
partment, a body shop, a parts center, a used-car lot on the premises and customer 
parking. The service department is equipped with a control tower and communications 


system to coordinate functions of its 32 working stalls. 
* ” = 
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Pristow Opens New Building— 


Pristow's Motor Sales (Oldsmobile-Willys), Windber, Pa., has opened a new building 
for foreign and used cars. The building, located on a 44-acre site, contains 20425 
square feet and displays 70 cars. Overhead doors on part of the building gives it 


an “open lot” effect in the summer. 
— 2 2 





Bramblet Moves Into New Building— 


Russ Bramblet Ford has moved into this new 14,000-square-foot reinforced concrete 
and jumbo brick building at 3767 Buford Highway in Atlanta. There is an additional 
160,000 square feet of parking area. Russ Brambliet is the owner. 
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Youll chalk up more profits, with the Quaker State Grading Plan! 


Two grades of oil, Light for winter, Medium for summer— 
that’s the streamlined Quaker State Grading Plan! It’s a 
simple, practical system that adds up to faster service, lower 
inventories, faster turnover, less storage space, simplified 
ordering, assured customer satisfaction. And it’s all top-quality, 
years-ahead Quaker State, super-refined from pure Penn- 
sylvania Crude. Check your supply of Quaker State today. 





QUAKER STATE OIL REFINING CORPORATION. OIL CITY, PA. 


QUAKER STATE MOTOR OIL CLASSIFICATION 


Light—SAE 10W, 20W and 20... for cold-weather 
service. 
Medium—SAE 20W-30...for warm-weather service. 





MEMBER PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION 
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instrument dials, hood ornament, 


horn button, and decorative medallions 








re Chemicals for Industry 
ROHM & HAAS 
———— COM PANY 
See WASHINGTON SQUARE, PHILADELPHIA 5, PA. 


Representatives in principal foreign countries 















PLEXIGLAS is a trademark, Reg. U. S. Pat. Off. and in 
other principal countries in the Western Hemisphere. 


Canadian Distributor: Crystal Glass & Plastics, Ltd., 130 
Queen's Quay East, Toronto, Ontario, Canada. 










Detroit Representative: R. C. Oglesby, Nor-Way Building, 
20211 Greenfield Road, BRoadway 3-0674. 
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N. Y. Salesman Recalls a Deal .. . 


‘You Can’t Beat Persistence’ 


By Ed Brown 
Staff Correspondent 
NEW YORK.— “Gee, I don’t 
know,” a DeSoto salesman said re- 
cently in answer to a question 
about what sales technique worked 
best for him. “I find nothing works 
quite as well as persistence.” 
He paused and thought a 
moment. Then he smiled and be- 
gan relating a story that proved 


the value of his persistence | 


theory. 


“I had a customer about three | 
weeks ago who just didn’t want to} 


budge,” he recalled. “But little by 
little he came around. I found out 
that none of the other salesmen he 
visited ever called him back, so I 
had a wide open field. 

“‘Tll never forget the first day 
he walked into the showroom, It 
was hot and muggy. Midafternoon, 
and the guy's shirt had wilted from 
heat and perspiration. 


medium height with his tie askew 


I were a fast qualifier, I’m certain 
I'd never have selected this par- 
ticular middle-aged guy as a buyer. 

“Offhand it looked as if he was 
wandering in off the street in order 
to escape the heat. But he carried 
a few competitive brochures under 
his arm and I took that as a cue. 

“He was extremely honest with 
me and warned that he wouldn’t 
actually be in the market for an 


but he wanted to spend that time 
looking around to decide what 
make he was going to buy. 
“T’ve seen a lot of guys, particu- 
|larly along Broadway here, push a 
| guy like this around, But we started 
|to chat, and I soon found out he 
was interested in a station wagon. 
“He turned out to be a bachelor 





automobile for about two months, | 





with a summer place in the coun-| 


try. Had an elderly mother to take| he was 


relation to other products and it 
was soon evident that none of the 
other salesmen he had visited had 
spent any time giving him a sales 
pitch. 

“As a matter of fact, after he 
opened up a little more I found 
out that he was having difficulty 
getting any information out of any- 
one when he told them he wasn’t 
in the market immediately. 

“I got him into a four-door 
hardtop and gave him the whole 
pitch. He listened very carefully 
and asked a lot of intelligent 


questions. He said that since he | 


was going to invest something in 
the neighborhood of $4,000 he 
wanted to know what he was 
buying. 

“After awhile it was obvious that 
interested in a DeSoto. 


| care of, plus a big family of sisters,| Then it occurred to me that he 
| brothers, nieces and nephews that| might be willing to reach for the 
“He was a heavily built man of|he keeps around him most of the| boss’ wife’s white station wagon, 


| time. 


with a new guarantee. We were 


and his shirt stuck to his skin. If| “We talked about the DeSoto in| expecting it at the end of the week, 
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Chicago Building Firm 
Offers Free Cars 


CHICAGO.—Instead of a dealer 
offering “no money down” and a 
“huge give-away,” another busi- 
ness is offering “no money down” 
and is giving away automobiles. 


In a full-page ad in Chicago | 


newspapers, community builders, 
home builders and remodelers, 
offered a free car with any of 
the remodeling jobs pictured in 
the advertisement. Under a head- 
line proclaiming, “Two cars in 
your family ... and the most 
modern home in the block,” the 
copy said “Select your car from a 
special group of like-new 1949- 
50-51-52 models, inspected and 
conditioned by Mancusco Chev- 
rolet, 8130 Lincoln, Skokie.” 





and I thought it might be a natural 
for him. 

“I found him resisting my sug- 
gestion a little. He thought his 70- 
year-old mother would object to the 
| wagon because of its color, which 
|he thought would be a little too 
flashy for her years. I didn’t press 
| him too much. 

“But before he left I took his 











“This Anthony Trailer carries two extra tons 
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every time it leaves the quarry 


and outhauls any six-wheeler I’m familiar with.” 


A. J. Jalovec, Sr. 
A & J CARTAGE 
5953 Archer Road, Argo, Ill. 
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The Teleramic “V” Seal Hoist 
Is A Major Factor In 


Frameless Trailer 


Proven ““V” seal packing is only one of 


many quality features in t 


Hoist design. Because the dry operating 


“V”" seal is self-adjusting, 
manual adjustment 


Extra long bronze bearin 
overlap of the cylinders he 
perfectly aligned. 





of the Teleramic 
cylinder is very rarely needed. 
rings” encircle and reinforce the ends of 
each cylinder tube to prevent “flaring’”’. 
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ANTHONY COMPANY - 


Like you, Mr. Jalovec likes to see fixed job costs go down. Every two 
tons of extra legal payload he hauls with his Anthony Trailers means 
less time per job. Because this frameless dump body is lighter for its 
load capacity, gas and oil costs are also cut. Mr. Jalovec says mainte- 
nance on this dump body is “nil” . 
“wonderful”. 


. - Anthony distributor service is 


A & J Cartage generally uses this Frameless Trailer to haul 30,000 


pounds of payload from the quarries to ready-mix batch plants. There, 
his drivers dump right into the hoppers. 


The hoist is in an extreme forward position with much of its weight 


up front. That’s why Mr. Jalovec can haul more legal payload on the 
important rear axle. 


To cut costs on your jobs, check into the long list of Anthony 


Teleramic Hoist and Dump Body models. One is tailored to suit your 
particular operation. 


Buy The Dump Body That Has The Service 


Over 100 Anthony Distributors are located nationwide. At least 


one is convenient ot you . .. ready to 


give immediate service 


on all Anthony equipment. Complete descriptive literature is 
now available on Anthony Frameless Dump Trailers and Tele- 
ramic Hoists. No obligation, of course! Just write to: 


1751 Baker Street. 


Streator, Illinois 








name, business telephone and ad- 
dress, which was just a couple of 
blocks from here. I tried to instil] 
the idea that a fashionable color 
like white often has a good effect 
on people just a little bit older, 
Very often flattering them and 
making them feel considerably 
younger. 

“I told him that white is a 
good all-around color, actually a 
lot.more neutral than some of the 
cerise and persimmons running 
around the street today. He didn’t 
react one way or another to that, 
though. 

“About a week later I called 
him and told him Id like to show 
him something. I asked him to 
meet me in front of his office 
building at a designated hour, 
and I parked there with the white 
station wagon. 

“His eyes went wide as he came 
out of the building and saw the 
car, and I really felt the first surge 
of hope. I coaxed him into the car, 
got him behind the wheel and let 
him spin it around for a good half 
hour on the West Side Highway. 

“Actually, I found a long time 
ago, if you can get a guy into a 
car, behind the wheel, nine times 
out of 10 he begins to see himself 
as the owner, and that’s when the 
urge to buy really takes hold. 
“But this guy still didn’t think 
his mother would like it. I was 
taking a long chance, but I asked 
him if he wouldn’t like to take it 
home that night and let her look 
it over. He seemed tempted, but 
finally said no. 

“I made quite a few calls to him 
after that, and each time he looked 
like a better prospect. He began 
talking in terms of a near-future 
purchase, and he wasn’t talking 
strictly price, which was music to 
my ears. 

“About four days after I let him 
drive the car, he stopped in and 
told me his mother would probably 
come by and look at the car some- 
time during the day. 

“The day passed and she never 
arrived, although I did notice an 
elderly lady looking shyly in 
the window late in the afternoon. 
She cocked her head from side 
to side, and looked at it from 
every angle she could assume 
the showroom. 

“That same evening, they both 
came in. Sure enough, it was the 


|little old lady who had made her 


own private appraisal of the car 
from outside the window. 

“We chatted again for a little 
while, and she got in and out of 
the car a few times, almost as if 
she were afraid the car would 
crumiple if she treated it roughly. 
But I could see a real look of 
pleasure and desire in her eyes. 

“Anyhow, by a real soft sell, 
and approaching the old lady 
gently, she was finally convinced 
that the car was right for her. 
Actually, this guy was a very care- 
ful planner and didn’t think he 
could afford a new car for at least 
two months more. But this car fit 
his pocketbook just right, and they 
bought it that night. 

“I think I remember this par- 
ticular sale so well because this 
fellow complimented me on the 
way I treated him, after it was 
all over. He said I made him 
feel important as a customer, No- 
body else in any dealership had 
bothered to do that apparently, 
because they just couldn’t believe 
he could fork over that much 
cash. 

‘I especially appreciated his 
words because it turned out he was 

a salesman himself. Kind of like 
one doctor complimenting another, 
you know?” 


Seiberling Extends 
Choice on Nylon 


AKRON.—Seiberling Rubber Co. 
has added nylon to its “Super Serv- 
ice” passenger tire, 

All but one model of passenger 
tire made by the company now is 
manufactured with a choice of ny- 
lon cord construction, officials said. 
Exception is a “mud and snow” 
tire, 

Other changes in the Super Serv- 
ice tire include addition of “stop 
slots” to improve traction. The 
white sidewall has been narrowed 
and sidewall bars relocated. 
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A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


3026 NORTH BURDICK aif. KALAMAZOO, MICHIGAN 






MAin 1175 


MANUFACTURING COMPANY 


amp Plants and other Subsidiaries: (American Metal Products Co.—Detroit, Michigan—Union City, Tennessee) (AllianceWare, Inc.—Alliance, Ohio— 
Kilgore, Texas—Colton, California) (General Spring Products, Ltd.—Kitchener, Ontario, Canada) (Tube Reducing Corp.—Wallington, New Jersey) 


Manufacturers of quality products for automobiles, trucks, aircraft, offices, factories, warehouses, and homes. 
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777 Now Reported oe 


137 Edsel Dealers Listed 


An additional 137 dealers for the 
Edsel were listed last week by the 
division. The new names bring the 
number reported so far to 777. 

Latest named dealers are: 


ARKANSAS 


Ranco Motors, Inc., Fort Smith, 
Clyde B. Randall jr., and Highway 
Motors, Jonesboro, M. E. Turner, 


Mrs. C, M. Turner and Agnes Gip- 
son Turner. 
CALIFORNIA 

Home Edsel Sales, Inc., Susan- 
ville, P. B. Holmes; L. & M Motors, 
Inc., Hanford, Ben G. Proudfit; 
Tulare Motor Center, Inc., Tulare, 
Floyd M. Gibson, and Lucas Mo- 
tors, Walnut Creek, Tony Lucas. 

Kehoe Edsel Sales, Berkeley, 


Bright reflection shows excellent color 
holdout of “‘Duco’’ Primer Surfacer. 


James P. Kehoe; Murray Vout Ed- 
sel, Monterey, Murray Vout; Har- 
vey Edsel, Oakland, John W. Har- 
vey, and Town Edsel Sales, Red- 
wood City, Ben Kopf jr. 


COLORADO 

Hunter’s, Pueblo, Jess F. and 
Esther M. Hunter, W. A. Sarconi 
and W. W. Ridler, and Corn and 
Cruise Motors, Greeley, Charles C. 
Corn and Warren D. Cruise. 

Hermanson Motors, Boulder, T. 
A. Hermanson; Faricy Motors, Col- 
orado Springs, Owen, Ceciliamae 
and Roland Faricy, and Al Stro- 
man, Inc., Monte Vista, Alfred L. 
Stroman jr. 


FLORIDA 


Johnson Edsel Sales, Inc., Fort 
Pierce, Theodore A. Johnson, and 
Sun Coast Edsel Sales, Inc., St. 
Petersburg, Theodore R, Schluter. 

Orange County Motors, Inc., Or- 
lando, B. C. Kuenz; Padgett-Wom- 
ble Edsel Sales, Inc., Panama City, 
W. W. Padgett, and Nichols Mo- 
tors, Inc., Daytona Beach, J. M. 


Nichols. 
ILLINOIS 

Rad-Mor Motor Co., Inc., Cen- 
tralia, Herman E. Morton; Carrott- 
Young Edsel Sales, Inc., Quincy, 
Montgomery B. Carrott and Ralph 
M. Young; Ashford-Harper Edsel, 
Harrisburg, J. Fred Harper and 


“Hungry” reflection shows poor color 
holdout, requires extra compounding. 





Reflections test primer-surfacers— 
show how you can save on compounding 









e To cut down on compounding time test your primer surfacer for color hold- 
out. Notice how color over ‘‘Duco”’ Primer-Surfacer has a uniformly high gloss 
—no sinking in, no “hungry” spots. This beautiful color holdout is one of your 
greatest economies with “Duco” Primer-Surfacer. You get a high gloss with 
less rubbing. And you save four other ways, too. “Duco” Primer-Surfacer goes 
on fast, fills fast, dries fast, sands fast. It gives you the finest: balance of money- 
saving features in any primer-surfacer. Yet, because it reduces 2 to 1, it 
actually costs less than many so-called “bargain” primers. Ask for “Duco” 


Lacquer High Speed Primer-Surfacer. 


“DUCO”’ LACQUER HIGH SPEED PRIMER-SURFACER 


DU 


PONT 


REFINISHING 
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BETTER THINGS FOR BETTER LIVIN 
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Russell Ashford, and L. & H Motor 
Sales, Inc., Canton, L. W. Lockard, 
Thompson Edsel Sales, Mattoon, 
Robert L. Thompson; North Cate 
Motor Co., Inc., Evanston, Joveph 
C. Saporito, and Ralph Natrass. 
Edsel, Berwyn, Ralph Natrass. 

EDCO Motor Sales, Paris, Rich- 
ard C. O’Hair; Serny Motor Sales, 
Cairo, R. L. Serny, and Puckett- 
McKnight Edsel, Carmi, John §£. 
Puckett and Chancey L. McKnizht,. 

INDIANA 

E & M Motor Sales, Auburn, R. 
L. Morton; Ladd Mathiason Co, 
Crawfordsville, Ladd Mathiason, 
and Bud Gates East Side, Inc., In- 
dianapolis, Bud Gates jr. 

May-Harris Edsel Sales, Rens- 
selaer, Jack Harris; Shilling Auto 
Sales, Logansport, William D. Shill. 
ing, and B & J Edsel Sales, Inc, 
Fort Wayne, Richard Bowlin and 
Glenn J. Johnson. 

Jim Pechin Edsel, Inc., Lafayette, 
Raymond J. Pechin; Schaffner. 
O’Neal Edsel, Inc. Columbus, 
James O’Neal and Marv Schaffner: 
Rayl Motor Co., Kokomo, Charles 
F.. Rayl, and Russ Regenold Motors, 
Anderson, Russell Regenold. 

IOWA 

Peterson Sales and Service, De- 
corah, Ervin A. Peterson, Gen. 
Mgr.; Lee’s Edsel Sales, Oskaloosa, 
Lee Green. 

KANSAS 

Moss Motor Co., Parsons, Walter 
Moss; A. D. Rayl Edsel Sales, Inc. 
Hutchinson, A. D. Rayl, and Barg 
Motor Sales, Salina, Harold L. and 
Richard H. Barg. 

McCann Motor Co., Inc., Coffey- 
ville, Riley F. McCann, and Milt 
Skaggs Motors, Dodge City, H. M. 
Skaggs jr. 

KENTUCKY 

Rhorer Edsel, Frankfort, John R. 
Rhorer; Main Street Garage, Inc. 
Danville, Fred Collins, and Holder 
Edsel, Owensboro, Harry Holder sr. 

LOUISIANA 
Bayou Edsel, Inc., New Iberia, 


(Continued on Page 70, Col. 2) 
Higher Fee U rged 
For I nspections 


In New Orleans 


NEW ORLEANS.—A survey of 
the New Orleans vehicle inspection 
program has resulted in a recom- 
mendation that the inspection fee 
be raised from 75 cents to $1 and 
that 12 persons be cut from the 
inspection force. 

The survey was made by the city 
budget analysis and research staff. 
Two councilmen immediately at- 
tacked the plan to increase the fee. 

Other recommendations included 
a request for improved designing of 
future inspection stations. 





Simoniz Names 
Four Executives 


CHICAGO.—Four executive pro- 
motions at Simoniz Co. have been 
announced by Elmer Rich jr., presi- 
dent. . 

Herbert W. Carr and Robert C. 
Shropshire were elected executive 
vice-presidents. Shropshire will di- 





H. W. Carr 


rect the marketing and foreign 
operations departments, and Carr 
will head finance and manufactur- 
ing. 

Dr. Paul Wenaas was elected 
technical research vice-president 
and Charles Kindelberger was 
elected manufacturing vice- 
president. 

Carr joined the company in 1952 
as controller, served as treasurer 
and then as finance vice-president 
before his present appointment. 
Shropshire came with Simoniz in 
1951 as sales manager of Simoniz 
Co., Ltd., Toronto. He rose to vice- 
president of the Canadian opera- 
tion, and last year came to Chicago 
as foreign-operations vice - presi- 
dent. 

Dr. Wenaas formerly was direc- 
tor of technical research, and Kin- 
delberger was assistant to the pres- 
ident. 


R. C. Shropshire 
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“Like you advertising people say, I'm one of the half million 
who read only one newspaper, the DetroitgFrines 


@ “Jim gets home about five-thirty. I like to look at the paper for 
a half hour before he gets here. Peggy, our daughter will be along 
soon. She’s downtown shopping for a new dress. Jim will pout. 
Always does. Says we spend too much for clothes. But he’s proud 
of his women. Likes us to have good things. One of the good things 
we all like, you should know about. 


“We read only one newspaper, the DETROIT TIMES. 


“Know why? One sure thing we like is all the news we read. We 
don’t miss a thing with the TIMES. It’s the only Detroit paper that 
prints news with that important (INS) on it. Jim told me what it 
means. And we wouldn’t think of seeing a show or a movie without 
reading what Harvey Taylor or Walter Stevenson says about it. 

“We both read Bob Considine. He’s one of our favorites of the 
big name writers in the TIMES. And we're all Vera Brown fans. 


Vera Brown writes OUR TIMES, a sort of big city, local goings-on 
column. 


“Me, I like to read the women’s pages in the TIMES and the 
stories about our own social affairs written by Jean Whitehead and 
Vera Nolan and Frances Givens. Peggy’s favorite is the Friday 
TEEN PAGE. Frances D’Honte writes it. 

“We like the whole paper. The TIMES writes about things just 
the way we think. , 

“If you want to reach families like mine in Detroit (we read the 
advertising, too) remember, you can reach us through no other 
newspaper but the DETROIT TIMES.” 

One million families live in the Detroit retail trading area and their 
retail purchases amount to fe billion dollars annually. 


By advertising in the DETROIT TIMES you reach about half the 
families in the Detroit Trading Area, the heart of the Michigan market. 





One of America’s Great Home Delivered Newspapers ¢ Represented Nationally by HEARST ADVERTISING SERVICE INC ¢ Offices in 15 Principal Cities 


















News to Note... 


Auto World in Brief 





CINCINNATI. — Minnesota 
Mining & Mfg. Co. has opened a 
new branch office at 4835 Para 
Drive here. The branch formerly 
was 49 Central Ave. 

The new building has more than 
47,000 square feet of floor space 
and includes offices, warehouse 
facilities, a demonstration room 
and employe lunchroom, R. H. 
Vieth is branch manager. 


> s ” 
Alloy Precision Expands 
Casting Facilities 

CLEVELAND. — Alloy Precision 
Castings Co. is enlarging its plant 
at 3855 W. 150th St. which will 
make it possible to double existing 
facilities before the end of this 
year, according to Frank W. Glaser, 
general manager. 

Alloy Precision, subsidiary of 
Mercast Corp. of New York and an 
affiliate of Atlas Corp. produces 
mercury investment castings based 
on the Mercast Process. 


Travel Show Scheduled 


For New York in March 


NEW YORK. — World-Wide 
Travel Fair, Inc. has been formed 
to sponsor a travel show in New 
York’s Coliseum next March 8-16, 
according to Ernest R. Underwood, 
executive vice-president. 

Underwood said the exhibit will 
include fashion shows, motion pic- 
tures and operating scale models 
of all types of transportation. Free 
vacation trips will be awarded each 
day. 


Auto Wadding Purchases 


National Fibres Plant 
ALBANY, N. Y.—Auto Wadding 
Co., Inc. Washington, has pur- 
chased the Northside plant of Na- 
tional Automotive Fibers, Inc. in 
a, a Y¥., and has begun 


The eee which produces pad- 
ding for the automobile industry, is 
expected to retain its 75 employes 
and continue its operations largely 
as under the previous ownership. 

> > . 


Borroughs Breaks Ground 


For Plant Addition 

KALAMAZOO, Mich.—Borroughs 
Mfg. Co. has broken ground for an 
addition to its plant here. 

George Bennett, president, said 
manufacturing space would be in- 
creased by 20 to 25 percent. Com- 
pletion is scheduled for November. 

. > > 


Pontiac Sales Trophies 


Co to Toledo Pair 
TOLEDO.—Two Toledo Pontiac 
salesmen have been awarded tro- 
phies for outstanding performances 
in a two-month national sales cam- 


paign. 

They are Willis Brown jr. of 
Brown Motor Sales Co., and Ernest 
W. Worman, of Laurel C. Wor- 
man, Inc. 


* 
Census Bureau Analyzes 








come to a safe, slow stop,” Tomlin- 
son said. 


* > * 
Greyhound Rent-A-Car 
Buys 2 L. A. Properties 


HOLLYWOOD, Calif.—Grey- 
hound Rent-A-Car, a subsidiary of 
Greyhound Corp., has recently ac- 
quired two locations which were 
formerly owned and operated by 
Hartford U-Drive, Inc. 

One is in Hollywood, opposite the 
Hollywood Knickerbocker Hotel; 
the other is opposite the Beverly 
Wilshire Hotel. The purchase and 
monthly rentals exceed $700,000. 


. > > 
Pringle to Head Hercules; 


Timken Elected Chairman 
CANTON, O.—William L. Pringle 
has been elected president of Her- 
cules Motors Corp. to succeed John 
C. Keplinger, who is retiring from 
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the top executive post but who will 
remain as a director and consultant. 

Pringle hag been serving as di- 
rector of engineering for Long Mfg. 
division of Borg-Warner Corp, 

Henry H. Timken jr., board chair- 
man of Timken Roller Bearing Co., 
was elected chairman of the Her- 
cules board to succeed Charles 
Balough, who resigned. Also elected 
to the board was Walter F. Rock- 
well, finance committee chairman 
of Rockwell Mfg. Ge. 


Thief Raids Dealership, 


Pulls Job for Peanuts 

MEREDITH, N. H.—A thief 
who broke into Meredith Motor 
Co. here literally pulled the job 
for peanuts. 

The intruder broke the glass in 
@ nut machine, grabbed a hand- 
ful of peanuts and left the ma- 
chine and its cash contents on 
the floor. 

> * = 

Wilshire Oil Opens 
Retail Outlets on Coast 

LOS ANGELES. — Wilshire Oil 
Co. of California has entered the 
California retail petroleum market 
as the largest independent refiner 


and marketer on the coast. 
Robert O. Anderson, president, 


said the firm opened with 350 retail 

outlets in Southern California and 

will add 130 outlets in Northern 

and Central California by year’s 
* * * 


Thornton Rejoins Rucker 

COLUMBUS, Ga—R. 8S. Thorn- 
ton has returned here as new-car 
sales manager for Rucker Oldsmo- 
bile Co., a position he held in 1954 
when F.. A. Rucker purchased the 
dealership, Thornton has been as- 
sociated with a dealership in Miami 
the last two years. 

+ * * 
Goodrich Builds Depot 

MINNEAPOLIS. — Construction 
will begin this month on an 80,000- 
square-foot warehouse for three 
divisions of B. F. Goodrich Co. The 
structure will cost $500,000. 


+ = + 
Giant Nylon-Treating Unit 
Installed by Firestone 


AKRON.—What is said to be 
the largest nylon heat treating 
unit in the world has been in- 
stalled at the headquarters plant 
of Firestone Tire & Rubber Co. 
here. 

The unit is designed to give ny- 
lon cord special characteristics 
for tire production. Standard 55- 


—_ 


inch widths of fabric pass through 
the unit at the rate of 60 yards 
a minute. As the cords travel 
through the machine they are im- 
pregnated with a chemical “gum- 
dipping” solution, then stretched 
and tempered in a bank of power- 
ful water-cooled tension rolls «nd 
high temperature, gas-fired ovens, 
* = = 


Vermont Registrations 


Show Gain Over 1956 

MONTPELIER, Vt.—Figures for 
the first four months of Vermont's 
registration year, which started 
Apr. 1, show 119,522 passenger vehi- 
cles listed, an increase of 3,475 over 
the same period of the year pre- 
vious. 

There were 9,950 truck registra- 
tions, a gain of 97 over 1956. Farm- 
truck registrations stood at 4,341, 
a decline of eight from the previ- 
ous year’s period. 


* * 


Kay Gets 205-Car Order 


CLEVELAND. — Walter Kay, 
salesman for Downtown Chevrolet, 
chalked up one of the record sales 
of the year in Cleveland when he 
sold 205 new cars to Hertz U-Drive- 
It. 
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Gasoline Savings 


Computer. With a flick of 

the dial, your customer 

sets in his annual mileage, 
the local price of gasoline 
ond immediately the 
Computer gives him the 


dollars and cents 
answer .. 
new set of ACs will 
reduce his annual 
gasoline costs. 


Your Weatherproof AC 


Computer installs 


anywhere—pole, counter, 
wall or window and is 
shipped to you completely 


assembled. 
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Smaller Deal Earns $26,000 ... 


Volume Dealer’s Profit Escapes 


JOPLIN, Mo. — This report will 
be some satisfaction to the dealer 
who tries to make money in his 
own backyard and who looks some- 
times with envy on the neighboring 
dealer—the one who is selling cars 
from Maine to California as well 
as in the home dealer’s backyard. 


A typical volume dealer, lo- 
cated on a transcontinental high- 
way about 100 miles from Joplin, 
said he had recourse contracts in 
operation in 10 states. 


He is a franchised dealer for one 
of the Big Three. He specializes in 
selling his new cars in territory 
from 75 to 2,000 miles away. In 
fact, he said he sold few cars at 
home. 

He claimed sales of 300 new 
units in a territory that would do 
well to support the sale of 50 per 
year. He said that his factory and 
his finance company knew of his 
widespread operation and not only 
made no objection but encouraged 
him. 

One of his favorite methods of 





making a sale was in the case of 
an out-of-state car two or three 
years old coming into his service 
department for repairs. On many 
of these jobs he is able to trade 
for the disabled car by presenting 
the advantages of putting the 





Bear Services U. S. Team 
In 500-Mile Monza Race 


ROCK ISLAND, Ill—Bear Mfg. 
Co.’s participation in the “500 Miles 
of Monza” race at Monza, Italy, 
this summer was revealed by Vic- 
tor B. Day, president, on his return 
from Italy. 

The decision to provide the align- 
ment and balancing service for the 
American team at Monza came as 
a result of race car owners’ and 
drivers’ requests during Bear’s ac- 
tivities at the Indianapolis Speed- 
way this year 

Day said Bear “encountered some 
new problems at Monza and 
learned some valuable lessons.” 





owner on the road fast in a new 
car. 


The dealer depends on being able 
to get enough cash and a car in 
trade to make one-third or better 
of the list price, pitches the balance 
to the finance company, and so far, 
he said, he has come out all right, 
particularly if the buyers in far- 
away places keep on making their 
payments. 


According to this dealer, he 
has built a reputation for selling 
cars cheaper and as a result that 
prospective buyers often travel 
hundreds of miles to try to buy 
from him. 

In addition, he said he regularly 
visits large cities where he con- 
tacts prospects and completes deals 
hundreds of miles from his home 
base. He calls this salesmanship, 
enterprise and aggressiveness. 

This dealer, according to his own 
story, has been in the retail auto- 
mobile business for 25 years or 
more and during that time he has 
been a franchised dealer for almost 


OF THE MONTH! 


ANSWER” 


to Increased Sales of AC Spark Plugs! 


A TOTALLY NEW and DIFFERENT 
PROGRAM FOR YOUR FALL SALES DRIVE 


This fall, AC dealers will be armed with a 
revolutionary new selling approach... 
the "BIG ANSWER" Campaign. 


The "BIG ANSWER” to increased sales is 
provided by the unique AC GASOLINE 
SAVINGS COMPUTER. . 
performer . . . combining a working Com- 
puter—a real sales clincher—an attractive, 
versatile display in full color. 


Plus. ** 
Your Fall AC 


Campaign package 
includes two working 
hand-size computers 
for selling directly 
to the customer 


while he's in his car. 


. @ triple-threat 


And. se 

This easy-to-read 
"BIG ANSWER" 
Plan Book that 
outlines the economy 
story and suggests 

a number of 


easy-to-use sales 


events featuring the 


Computer. 


aU aie a eee ee 


Network Television —AC will sponsor . . . ZORRO . . . produced with the magic touch of 


Walt Disney Studios . . 


. on ABC-TV. A. vast national audience will view new AC Spark 


Plug selling messages every week of the year. Be sure to install your big ZORRO Announce- 
ment Banner included with each "'BIG ANSWER" Campaign package. 


Netienal Megasines—Fchersial customers—Your customers will be influenced by full color 
AC Spark Plug advertisements in LIFE, SATURDAY EVENING POST and other leading 


consumer magazines. 


Loewy’'s Latest Idea Car— 


7.2 seconds. The V-8 engine delivers 150 


Raymond Loewy, shown with his personal sports car, built according to his design 
by Bernard Pichon and Andre Parat, of Sens, France, using a BMW 507 chassis. The 
design marks what Loewy predicts will be a trend toward greater simplification of 
| form. A strengthened frame has integral, 
cushioning at salient points. Bumpers provide safety features not usually found in 
sports car types. Side windows operate electrically, and the compound curved wind- 
shield is the first manufactured in France. 


not accessory, roll-over bars and interior 


The car can go from zero to 60 m.p.h. in 
horsepower. _ 





half a dozen different cars. He has 
held his present franchise about 
three years. 

When not in the retail automo- 
bile business, he said he had been 





CALL YOUR REGULAR 


Outdoor Billboards—Coast to Coast this fall, carrying the AC message . . . your message 
« + «to 29 million motorists daily. 


AC SPARK PLUG <fSb THE ELECTRONICS DIVISION OF GENERAL MOTORS i) 


AC SUPPLIER TODAY! 


engaged in other merchandising 
activities such as a variety store 
and truck line. 


With about 300 units sold this 
year, he is able to report a nice 
business, except for one thing— 
profit. 


He said he thought he should 
have made some profit but he 
couldn’t find it. He said his cost 
of selling a car was less than 
$150. The national average is now 
about $220. 


This is then a case of volume— 
and volume only. 

A rival dealer in a town some 50 
miles away was also checked, 

This dealer said he had locked 
horns with the volume dealer on 
numerous occasions and always lost 
the sale. In fact, when he dis- 
covers that the volume dealer is 
in there pitching for a sale now, 
he just lets him have it. 

The second dealer sold only 94 
units this year. He placed 99 per- 
cent of them in his own territory 
and he worked hartl on every 
deal, he said. 

For his trouble how did he make 
out? He pulled out his books. He 
made a net profit of $26,000, or 
about 11 percent. 


Teen-Agers Cited 
As Car Buyers 
Of Importance 


NEW YORK.—Teen-agers have 
become a major factor in the auto- 
mobile market and are 
more important every day, accord- 
ing to Alan G. Rude, president of 
Universal CIT Credit Corp. 

“Spot checks of high schools 
throughout the country indicate 
that far more students are car 
owners than most persons realize,” 
Rude said. “Most of those who do 
not have ready access to a car are 
setting their sights on buying a 
used car of their own or of being 
the principal user of the family’s 
contemplated second car.” 

There are more than 10 million 
16-to-19-year-olds in the U. S. now, 
Rude said, and the figure will grow 
to more than 14 million by 1965. 

“In one public high school sur- 
veyed in the Midwest,” Rude said, 
“about 120 seniors of the 213 
queried said they drove to school 
every day. Three-fourths of the 
senior boys surveyed reported they 
owned their own cars, These may 
not be typical figures but they indi- 
cate that the market is there.” 


Hamilton Realigns 
Production Units 


LANCASTER, Pa.—Diversification 
has made necessary a realignment 
of Hamilton Watch Co’s manu- 
facturing group and appointment of 
several officers, according to Arthur 
B. Sinkler, president and chairman, 

Eugene P. Barber, former pro- 
duction planning manager, has 
been named production manager of 
the clock division, C. P. Brown has 
been placed in charge of the newly 
formed military products division. 

New product manager of the 
metals processing department is 
Leon A. Hurwitz. 


Thomas-Hyer Expands 
Thomas-Hyer Motor Co, (Dodge- 
Plymouth), Denver, has opened its 
second plant at 4700 E. Colfax Ave. 














Roundup from State Capitals... 
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the vetoed measure, the fees would 
have ranged from $25 to $150. 
+ * * 


Local Taxes Lifted 
NEW Connecticut law exempts 


— 


excise taxes. Rejected in Maine, 
however, was a bill which would 
have refunded to local bus com- 
panies 6 cents of the 7-cent state 
gasoline tax. 
* 





ore | 





* * 


Legislation Affecting Auto Industry 


By Bethune Jones 

Legislative Correspondent 
ne laws providing tax relief to urban bus companies 
were enacted this year by the legislatures of at least 
11 states in a trend appearing likely to spread in the future 
and create new highway-fund diversion and other issues of 
growing concern to highway users and the automotive in- 


dustry. 

States in which such meas- 
ures were enacted included 
Connecticut, Iowa, Maine, Minne- 
sota, North Carolina, Ohio, Okla- 
homa, Rhode Island, Vermont, 
Washington and West Virginia. 
Similar bills were vetoed in Illinois, 
Michigan and Pennsylvania. 

In vetoing an Illinois bill which 
would have exempted downstate 
bus companies from the 5-cent 
state tax on motor fuel, Gov. Wil- 
liam Stratton pointed to the broad 
issues involved in such legislation. 

“The motor fuel tax,” Stratton de- 
clared, “is imposed upon the privi- 
lege of using the highways of this 
state. Any privately-owned trans- 
portation com- 
pany is certainly 
a beneficiary of a 
tax which is 
levied and ex- 
pended for the 


their mainte- 
nance. 

“This bill would 
exclude a class of 
highway users 
from the tax, and 
I am informed that there is some 
question as to its constitutionality. 

“In addition, I am of the opin- 
ion that it would be undesirable 
to allow further exclusions.” 

When the bill was before the 
Illinois Legislature it was esti- 
mated that exempting the bus com- 
panies from the tax would cost the 
state about $340,000 a year in 
motor-fuel tax revenue. 

Stratton signed other Illinois leg- 
islative bills giving minor financial 
relief to the Chicago Transit Au- 
thority. Also signed was a measure 
providing for the creation of a 
mass transportation commission to 





study the problem in Chicago and | 


its suburbs. 


* > * 


Tax Refund Vetoed 


OV. G. MENNEN WILLIAMS 
vetoed a Michigan bill which 
would have provided that when 
profits of local bus companies drop 
below 6.5 percent of operating rev- 
enues, the State may refund part 
of the gasoline and weight taxes 
paid by the companies. It would 
have been limited to a two-year 
trial period. 
Williams based his veto on an 
opinion by State Attorney General 
Thomas M. Kavanagh that the 


measure violated a state consti-| 


tutional requirement that taxes 
“shall be uniform upon the classes 
upon which they operate.” 

Also cited by Williams were the 
attorney general’s objections that 
“the procedures outlined by the 
bill are subject to abuse without 
effective control.” 


Expressing sympathy, however, 
for the plight of the urban bus 
firms, Williams declared: 


“That the mass transportation in- 
dustry is desperately in need of 
help is beyond dispute. In Michigan, 
and throughout the nation, people 
have turned more and more to al- 
ternative forms of transportation. 
The result: The bus industry, while 
offering a vitally needed public 
service, is for the most part being 
driven to the financial wall. 

“In face of the admitted need for 

rving mass transportation fa- 

ties in those areas now serv- 

iced only by privately-owned bus 

companies, it is most unfortunate 

that the mechanics incorporated 

in the Goulette bill cannot be ap- 
proved. 

“I have no doubt that the at- 
torney general is ready to work 
‘with representatives of the indus- 
try in an attempt to find a consti- 
tutional and acceptable method for 
furthering the objectives in the 


construction) 
of highways and| 





SSS ee OO 
minds of the sponsors of the bill, 


namely, the preservation of a public 
utility upon which our low-income 
groups must depend for their mo- 
bility. 

“If such a method can be found, 
you may be sure it will have my 
earnest consideration.” 

* * + 


Fee Cut Killed 


ya in Pennsylvania by Gov. 
George M. Leader was a bill 
which would have sharply reduced 
bus registration fees. He objected 
that it would cost the state more 


















than $500,000 a year in revenues 
needed for highway construction. 

“We cannot maintain the sol- 
vency of the motor vehicle fund 
if we persist in increasing de- 
mands upon it while simultane- 
ously reducing the revenues which 
sustain the fund,” the governor 
warned. 

“I recognize,” he added, “that a 
number of the companies operat- 
ing municipal bus lines have ex- 
perienced diminished earning power 
as a result of the reduced demand 
for bus service. This bill, however, 
would result in revenue losses ex- 
ceeding $1 million over the next 
two years at a time when such 
revenues are urgently needed to 
finance an expanded highway pro- 
gram.” 

Pennsylvania’s annual bus regis- 
tration fees now range from $25 
for small buses to $300 for buses 
with a 44-passenger capacity. Under 


@ SELLING 


A all bus companies from real 
and personal property taxes levied 
by local governments, and also cuts 
off State grants paid to municipali- 
ties in lieu of excise taxes based 
on gross receipts and mileage of 
the bus company within a city. 

Enacted by the Iowa Legislature 
over a veto by Gov. Herschel Love- 
less was a bill granting tax relief 
to urban bus companies along lines 
recommended by an interim study 
group. 

The new Iowa law eliminates 

State registration fees, which 

varied from $25 to $265 for each 
bus, and compensation taxes, 
which varied from $75 to $250 for 
each bus, These are replaced by 
a fiat annual fee for each bus. 

The new act also exempts transit 
firms from the state gasoline tax 
on fuel used by buses within cities, 
and eliminates local gross receipts 
or franchise taxes on transit firms 
in Iowa. 

Maine lawmakers enacted bills 
reducing bus registration fees and 
permitting municipalities to exempt 
urban bus companies from local 


YOU'RE A SULTAN OF SALES and 
A HERO AT HOME with... 





Here's a truly outstanding 
premium, one your family will 
really enjoy. Designed by the 
world-famous craftsmen of Oneida 
- . . each of these beautiful and 
practical pieces—16 in all—has 
the modern Profile pattern, rugged 
strength and high-lustre finish. 
They'll easily last a lifetime. 


Annual Fees Adjusted 


BILL enacted in Minnesota re. 

duced the annual registration 
fee for urban buses to $25 per 
vehicle. Minnesota urban bus regis. 
tration fees have ranged from $25 
on a bus weighing 6,000 pounds to 
$170 on a bus weighing 28,000 
pounds, subject to a reduction after 
the fourth year of 20 percent of the 
tax; a reduction of 40 percent after 
the seventh year, and 60 percent 
after the tenth year. 

North Carolina lawmakers en- 
acted a bill giving biennial tax re. 
lief of $100,000 to city bus lines and 
$182,000 to inter-city bus lines. 

An Ohio legislative enactment 
reduced the license fees for tran- 
sit buses to $10 from an average 
of $300 per bus. Bills enacted in 
Oklahoma included a measure re- 
ducing bus license fees for intra- 
city transportation systems. 
Rhode Island’s Legislature en- 

acted a bill relieving the United 

Transit Co., Providence, of an an- 

nual state tax imposed for opera- 
(Continued on Page 39, Col. 3) 
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At Service Manager's Conclave— 


Cost control, service stimulator plans and customer complaints were some of the 
subjects discussed at a service managers’ conference for Dodge dealerships in the 
Boston area, held at Cambridge, Mass. Those attending above were, from left, seated, 
R. H. Kline, Dodge field manager; T. S. Tree, regional service manager; C. W. Lowell, 
regional service representative; Phil Manzi, Lawrence; Tom Manzi, Lowell; Ray Potter, 
Southbridge; Leo Viera, Quincy. Second row: Ed Classen, Wakefield; Al Evans, Stone- 
hom; Joe Baxter, Somerville; Dick Huggam, Hyde Park; Ernest Gagnon, Salem; Joe 
Bothen, Waltham; Wilbur Hawkins, Randolph. Third row: Charley Bennett, Wakefield; 
Ed Moon, Medford; Ed DeSimone, Revere; Ray Everett, Newton; Dick Hawkins, Ran- 
doiph; Gerry Rich, Roxbury. 


OF THE MONT 





Legislative Roundup 





(Continued from Page 38) 


tion of a street railway. The new 
law amends the language of the 
company’s charter by specifying 
that the UTC is not now or ever 
will be in the business of operating 
a street railway. The measure will 
save the company nearly $100,000 
in taxes. 

A new Vermont law reduces reg- 
istration fees for buses used in 
local transit service to $30 a year 
for the next two years. The reduc- 
tion will apply to all local buses 
travelling not more than 10 miles 
beyond the boundaries of a city or 
town. 

Washington’s Legislature enacted 
a bill exempting public and private 
urban bus systems from payment 
of state gasoline and other motor 
vehicle fuel taxes during the 1957-59 
fiscal biennium, 

West Virginia lawmakers pro- 
vided some tax relief to bus com- 
panies through the enactment of 
a bill abolishing a seat-mile tax. 


Although bus registration fees were 
raised by the same act, the increase 
is an estimated $135,000 short of 
offsetting the tax repeal. The new 
law applies to buses operated under 





°57 Cadillac Ordered 
By Mayor of Buffalo 


BUFFALO. — Mayor Steven 
Pankow, an automobile dealer, 
will ride out the remaining four 
months of his term in the latest 
model Cadillac. A 1957, four-door 
sedan, will be delivered to the 
mayor soon, replacing the 1956 
model which has been traded in. 

City Purchase Director Joseph 
Stigimeier received only one bid 
on the new car. Tinney Cadillac- 
Pontiac Corp. will deliver the 
sedan for $2,500 and the old car. 
The cost of the car was listed as 
$8,236.65, less $5,736.65 trade-in. 











A-S-K Plans Book 






This colorfully illustrated 8-pager is loaded with 
display ideas and new, easy-to-use sales events. 
Use them and you'll sell more and more Premium 
Oil and AC Oil Filters, not only during the cam- 
paign period, but in the months ahead. 


ASK Your AC Supplier for the Profitable 
A-S-K Promotion that Costs You Nothing 
It costs you nothing because, included in the A-S-K 
Promotion Package are three popular-type AC Oil 
Filter Elements, worth $7.25. You'll quickly convert 
them into sales... and recover your total promotion 
investment. 


AC GIVES YOU FIRST-RATE PROMOTIONAL BACKING... 


poster contained in your A-S-K campaign package to promote the show for 


Thousands of billboards across the country. Every day 
they'll ASK millions of motorists to change 
their oil and filter . . . now. 





New Network TV Show—Walt Disney Studios’ new ZORRO show will offer 
mystery, romance and adventure to millions of American viewers—potential 
customers for you. AC will sponsor this exciting new film on ABC-TV, and present 
powerful commercials to help you sell AC Oil Filters. Use the colorful ZORRO 


added sales. National Magazines—Millions of readers of LIFE, THE SATURDAY 


EVENING POST and other leading consumer magazines, will read colorful AC ads 
. .. and be sold on the idea of changing their oil and filter. Outdoor Billboards —~ 


AC SPARK PLUG Sop THE 


5 Premium Promotion 


A-S-K Window Banner 








This eye-catcher directs your customers’ attention to 
AC's new A-S-K theme. It reminds your customers 
to ASK for the automotive service changes for 


troublefree motoring. 





CALL YOUR REGULAR 
AC SUPPLIER TODAY! 


G\ 


ELECTRONICS DIVISION OF GENERAL MOTORS [Ssvsst] 


39 


State Public Service Commission 
regulation. 





* * 


Ownership Proposals 


| CONSIDERING other phases 
of the urban transit problem, 
which is of course directly related 
to the extent of usage of private 
passenger cars in midcity areas 
and is otherwise of concern to the 
automotive industry generally, 
transit public ownership proposals 
were considered this year in a num- 
ber of state legislatures. 


California’s Legislature enacted 
a new law providing for the crea- 
tion of a Los Angeles Metropoli- 
tan Transit Authority empowered 
to issue revenue bonds for the 
purchase of existing transporta- 
tion facilities and to develop new 
ones. 


The new agency proposes to issue 
$45 million in revenue bonds to 
purchase the Metropolitan Coach 
Lines and the Los Angeles Transit 
Lines and to set up operating 
capital. 

Indiana lawmakers approved a 
bill to permit third-class cities to 
acquire, own and operate transpor- 
tation systems within the city and 
within a six-mile radius of the 
city. 

Turned down in Maryland was 
proposed state enabling legislation 
for a $25 million city bond issue for 
municipal acquisition and opera- 
tion of facilities of Baltimore Tran- 
sit Co. 

A bill enacted in Montana in- 
creased from three-quarters of a 
mill to 1% mills the levy which 
cities may impose to take over the 
bus lines operating within eight 
miles of their limits. 

Nebraska’s Legislature enacted a 
bill to permit Omaha voters to cre- 
ate a Metropolitan Transit Author- 
ity, which could buy the privately 
owned Omaha Transit Co. either 
by negotiation or condemnation. 
The authority would be empowered 
to levy a property tax not to ex- 
ceed $1 on each $1,000 of assessed 
valuation. Under the measure, the 
proposal for the creation of such 
an authority could be submitted to 
the voters by the Omaha City 
Council or by petitions. 

A bill was enacted in Texas to 
permit all home-rule cities to issue 
revenue bonds to acquire and oper- 
ate urban bus systems. 


90 New Models, 
5 Dream Cars 


In Miami Show 


MIAMI. — Automobile manufac- 
turers plan to send at least 90 of 
their 1958 models and five “dream 
cars” to the Miami Automobile 
Dealers Assn. show at Dinner Key 
Auditorium Dec. 14-19, according to 
Jerry Berger, show manager. 

The key exhibits which are to be 
featured at the Chicago show in 
January also are to be sent here, 
Berger reported. The Miami show 
is being accorded equal ranking 
with New York and Chicago, 
Berger said. 

Frankie Watts, show committee 
chairman and a large foreign-car 
dealer, will go to Europe in Octo- 
ber to visit the international shows 
in London and Turin, Italy, seek- 
ing ideas for the Miami exposition. 
Foreign cars will be displayed here. 

In addition to the parade of new 
models and vintage cars down Bis- 
cayne Bivd., some thought is being 
given to a sports-car race as an 
added attraction. 

Two cars will be given away at 
the close of the show. One car was 
given away last year. 


Pacific Chiefs Hail 
Response to Show 


LOS ANGELES. — Sponsors of 
the Pacific Automotive Show said 
they received “immediate and en- 
thusiastic responses” to initial 
mailings soliciting the participation 
and attendance of wholesalers in 
the show which is scheduled Feb. 
20-23 in the Pan Pacific Auditorium 
here. 

P. Ted Johnston, show president, 
said mailings also have been made 
to manufacturers inviting them to 
display their products at the expo- 
sition. 

The Pacific event will be the Na- 
tional Automotive Show of 1958. 
National association convention 
sessions are scheduled for Feb. 18- 
19, 








SUDBURY, Ont .— Since moving 
into its new building in 1954, Sud- 
bury Motors, Ltd. (General Mo- 
tors), has been able to operate its 
service department 95 percent of 
the time without artificial lighting. 

“We've been able to do this,” 
Harold Workman, service man- 
ager, said, “because the archi- 
tects designed into the building 
complete walls of glass blocks 
rather than either the custom- 
ary windows or the small glass 
blocks substituting as windows.” 

In addition to definite electricity 
savings, the firm eliminated the 
need for supplementary lighting 
fixtures in the ground floor body 
shop, reduced wall cleaning, and 
eliminated a $400 annual wall 
cleaning bill. 

When working up designs for the 
building the architects decided to 
use glass blocks as a “curtain wall” 





Sudbury's ‘Glass’ Building— 


An overall view of the Sudbury Motors, Lid., building: in Sudbury, Ont. Wall of 
service area, at right, is curtain wall of light-controlling glass blocks. 


L. A. DeSoto Dealers Form | 4¢: M- B. Mackaig, Los Angeles; 


Bob Clapp, West Los Angeles; 
Monte Peters, Santa Ana, H. R. 
McNeil, East Los Angeles. Bob 
McClure, Long Beach, and Joe 
Phillips, Burbank, were selected as 


Special Ad Fund 
LOS ANGELES.—The 40 DeSoto 
dealers of Los Angeles and Orange 
counties have formed a special 
dealer advertising fund and elected | alternate committeemen. 
an advertising committee. The Los Angeles office of Batten, 
Tom Dalbey, Huntington Park, is; Barton, Durstine & Osborn is the 
chairman. Members are George|fund’s agency, with C. B. Sugar 


More than 150,000 persons read AUTO- 
Karl, Pasadena; Henry Frost, Glen-| account executive. 


MOTIVE NEWS every week! 
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Keeping the Backshop Pleasant ... 


Glass Instead of Brick 





—a technique now finding increas- 
ing use in the building field. 

The north wall is said to be the 
service department’s main source 
of light. The wall is 30 feet high 


3 in 4 Choose 
Dual Headlights 


DETROIT.— Three out of four 
new-car buyers have ordered the 
new dual system on those lines 
where it is optional—the ’57 Impe- 
rial, Chrysler New Yorker, Sara- 
toga and Windsor, and DeSoto 
Firedome, Fireflite and Adven- 
turer. 

The dual headlights are also of- 
fered as standard equipment on 
the Imperial LeBaron and Crown. 

“The dual headlights have proved 
an all-time first-year sales cham- 
pion,” Byron J. Nichols, general 
manager of the company’s group 
marketing organization, said. 
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HERE’S HOW THE 
BAY-LIFT° P4YS FOR ITSELF 


IN 1 oR 2 MONTHS IN Your SHOP 


Two working advantages that help make Bay-Lift the world’s most widely used 
air lift are (1) its speed and (2) its convenience for the mechanic. It gets cars and 
trucks up in the air for service and repair in 10 seconds. Its ability to put the car or 
truck at just the right angle and height—letting the mechanic work AT the job instead 
of straining UP to it—means that each job goes out of the shop faster. Still more 
speed is gained by elimination of bottlenecks, waiting to get cars on stationary 
lifts. You take the Bay-Lift to the car ... put it up on the spot .. . save traffic and 
work jams. It adds up to this—the average shop turns out 3 to 5 extra jobs a day 
with one Bay-Lift. Figuring a five-day week and an average of 414 weeks per 
month, this is at least 65 extra jobs completed each month. Multiply even half 
this number of extra jobs per month by your average profit per job, and you can’t 
help but have your Bay-Lift paid for in a single month. 


With this kind of returns, even the smallest shops find Bay-Lift one of 
their wisest, most profitable investments. Why not write for name of your 
nearest Bay Jobber .. . and for new brochure showing Bay-Lift in operation 
under current car models, on complete range of servicing jobs. 


PUT MECHANICS IN BETTER WORKING POSITIONS, 
BOOST PROFITS ... WITH BAY, 


tHe POSITION -FOR-PROFI] wer 
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and made up of 4,856 12-inch 
square glass blocks. 

The blocks, a product of Pitts. 
burgh Corning Corp., Pittsburgh, 
are two types: Light-diffusing, used 
below eye level; and light-direct- 
ing, used above level. The latter 
incorporates special prisms and 
lenses which direct the light to the 
ceiling where it is reflected further 
back into the room. Individual] 
clear glass ventilator windows are 
set at two levels in the 150-foot- 
long wall. 

“Our former building had stcel 
sash set in brick wall,” Workman 
said. “In the winter months, we 
almost always worked in a cold, 
damp atmosphere regardless of 
how much heat we used. 


“It was almost impossible to 
clean the brick walls since the oil, 
grease and exhaust gases seemed 
to work right into the pores of the 
brick. They went black, reducing 
the reflection of our lighting sys- 
tem, and had to be painted an- 
nually,” Workman said. 


Because of the controlled light- 
ing received through the glass wall, 
the dealership was able to elimi- 
nate seven light stands, each hold- 
ing three 200-watt bulbs, formerly 
used in the body shop. The only 
time a mechanic uses supplemen- 
tary light is when he is deep under 
the hood or body of a car. 

Sudbury Motors, a_ franchised 
dealer for Cadillac, Buick, Pontiac, 
GMC trucks and the General Mo- 
tors import, Vauxhall, has been in 
the automotive business for 30 
years. Sales approximate 1,000 new 
cars a year. Between 80 and 100 
cars and trucks a day move through 
the service department. 


* * x 





Wall of Glass— 


Curtain wall of glass blocks allows Sud- 
bury Motors to operate 95 percent of 
the time without artificial light. The light- 
controlling blocks, a product of the Pitts- 
burgh Corning Corp., form the complete 
two-story wall of 150-foot service section. 
They have eliminated the need for sup- 
plementary lighting fixtures. 


Gar Wood Plans 
Truck-Body Plant 


Near Scranton 


WAYNE, Mich. — E. F. Fisher, 
president of Gar Wood Industries, 
Inc., has announced plans for anew 
plant for the production of Gar 
Wood—St. Paul dump truck bodies 
in Exeter, Pa, in the Scranton, 
Wilkes-Barre area. 

Fisher said the plant will im- 
prove distribution to the firm’s 
Eastern distributor network. 

“The dump-body business today 
is becoming more and more of 4 
custom business,” said Fisher, 
“with each contractor or customer 
ordering special modifications of 
standard dump bodies. In order to 
provide each customer with exactly 
the type of body he requires, and 
fill the order quickly, we are plan- 
ning the new plant in Exeter.” 

Gar Wood produces dump-truck 
hoists and bodies, truck winches, 
Load-Packer refuse collection 
bodies and power elevating tail 
gates. 

In the construction machinery 
field, it manufactures the Gar 
Wood-Buckeye ditchers, Gar Wood 
power excavators and’ cranes and 
tractor equipment, The company 
also has plants in Wayne and 
Ypsilanti, Mich.; Findlay, O.; Mat- 
toon, Ill., and Richmond, Calif. 
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Backshop 






GOT the shock of my life a 

couple of weeks ago. 

I took my car into a strange 
dealer’s service shop and got the 





sed kind of treatment that I had come 
ac, to believe was gone forever. 
= I wanted three things done to my 
2 car. They sent me down to my of- 
fice and within 30 minutes after I 
ine arrived the service manager of this 
gh shop called me up. He said he had 
pulled a front wheel on my go-cart 
and had found the lining worn 
down, not to the rivets, he ex- 
“a plained, but dangerously close. He 


added he had checked my rear 
springs and found that I had lost 
the inserts from between the 
springs. 

I was so surprised—and taken 
aback because it was so much 
like a long-wished-for dream 
coming true—that I told him to 
go ahead and fix those things, 
too. 

I was so surprised that I even 
forgot to ask him what brand and 
quality of lining he sold. 'm fussy 
about that as it is my neck that I 
risk when I shove down hard on 
that brake pedal in a tight spot. 
Then the very best is none too good 
for me. 

I usually specify the make and 
quality I want put on any car my 
wife or I drive—but I'm now driv- 
ing what he put in and still don’t 
know what brand it is. 

I wasn’t surprised to have this 
alert service manager tell me I 
needed new lining. My car was just 
about to turn 25,000 miles-and I 
had been driving for the last month 
with my ear cocked toward those 
brakes every time I clamped down 
on the pedal. 

But I hadn’t recognized that 
rattle that had crept into the rear 
end as being missing spring inserts. 

= . 7 


Just as Good as New 


I HAVEN'T received my bill as 
yet so I don’t know what else 
they did to the car. I do know that 
on this one experience I won’t hesi- 
tate any more about where to send 
an “innocent” to have his car taken 
care of properly—at least as long 
as “Mike” is at that dealership. 

I drove the buggy last night over 
the bumpiest, worn-out gravel road 
around my country place and it 
drove, sans rattles and squeaks, 
just like it did after I had had 
every bolt and nut drawn down 
tight about 3,000 miles. 

You say “Mike” might have 
known who I was and put a little 
extra effort into making this job 
right. That may be true but so 
have six or seven other dealers’ 
service managers who have worked 
on my cars during the last two 
years—for the last time. 

I don’t drive my wife’s car nearly 
50 miles to a certain shop because 
I like the service manager or be- 
cause I get a better price. My bills 
don’t indicate that I am favored in 
any way. But, if I don’t get what I 
want done and done properly at 
that shop, the service manager al- 
ways tells me he had to skip this 
or that because he didn’t have time 
to catch it that trip. 

The car has only been back to 
that shop once to have them re- 
peat work they mishandled the 
first time—and it has never been 
back for that particular job since. 

(Continued on Page 44, Col, 3) 
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Dealers Appear Apathetic to Profits in Repairs ... 


Service, Facilities Still Lag 


ACTORIES are in the second 
year of paying 100 percent of 
labor cost on warranty and policy 
work, but customers still are com- 
plaining of poor service, and it ap- 


pears that dealers have made no} 


great strides to meet the need for 
increased facilities to take care of 
the greater number of cars on the 
road 


This conclusion may be drawn 
from a study of the NADA operat- 
ing averages and the John E. Wolf 
figures which contain a breakdown 
of more than 1% million repair 





orders. 
NADA figures, comparing the 


Monthly 


JAN. 
RebetemeR cccccccccccccecee 28.06 
GH CRERGES occccccccccccese 22.50 
WaethPaltth cccccccccccccses 7.66 
Minor Motor Work ........... 46.83 
Major Motor Work ........... 9.61 
BES ccccccccececcoegecsee 12.44 
GD. cc ccecccscéoscccenes 20.88 
BOM cecoccvccceccocscesoes 12.00 
Miscellaneous ..........5++55 10.94 


Average Operation 





Dealer Service 


first six months of 1956 and 1957, 
show that the $42 increase in 
total service sales per new unit 
retailed in 1957 was less than the 
$45 boost in parts sales per new 
unit retailed, which could well 
represent the increased cost of 
the parts retailed from one period 
to the other. 

NADA figures show a small loss 
in percentage of gross profit to 
sales, from 30 percent in 1956 to 
29.5 in 1957. Dealers, however, did 
reduce their inventory from one 
period to the other, showing a 4.8- 





in 1957 as against 5.2 months the 
previous year. 

Customer labor per new unit re- 
tailed, however, did go up slightly 
from $220 in 1956 to $246 in 1957, 
which was reflected in the percent- 
age of gross profit to sales of from 
42 percent to 43.9. 

+ 


* + 


Total Service Sales Up 


Toes service sales per new unit 
retailed rose from $735 to $777 
and this was reflected in an in- 
crease of from 32.6 to 34 percent in 
percentage of gross profit to sales 
and also in service absorption. 


month supply of parts in inventory Of course, as every dealer knows, 


6Mos. 6MOS. 

Fes. MARCH APRIL MAY JUNE 1957 1956 
27.94 30.05 29.54 31.00 30.36 29.49 30.41 
22.33 23.27 23.27 24.72 24.54 23.44 23.63 
7.22 8.38 6.82 7.00 6.18 7.21 8.07 
47.38 47.38 44.09 43.81 42.54 45.34 44.11 
9.11 9.27 9.09 8.90 9.18 9.19 8.94 
11.55 13.05 14.63 15.45 15.45 13.76 15.36 
19.72 22.83 24.90 26.90 28.54 23.96 22.08 
11.77 12.44 12.63 12.45 12.90 12.36 13.05 
10.66 9.72 10.09 11.72 10.27 10.57 11.61 


1.68 1.70 





Departmental Averages 
Kind of service beaght, percentagewise, te repair orders written in first half. 


1.73 


* * > 





























1.75 1.69 1.69 
—Compiled by John E. Wolf Co. 









Keeping Up to Date in Shop 


of the jobbers who sell automotive 
shop tools and is subscribed to by 
more than 115 of the principle 
makers of tools and shop equip- 
ment, 


ANY service experts believe 

that one of the prime reasons 
for both lack of dealer profit in the 
service department and customer 
disatisfaction is that many dealers 
have not kept pace in their shop 
equipment and tools with the ad- 
vances in automotive engineering. 


Perhaps many of them do not 
realize that the time-consuming 





Auto Mechanics 
Critically Short 
In Toledo Area 


LEDO.—A critical shortage of 

auto mechanics exists in this 
area, according to a survey by the 
Toledo Blade. 

David D. Smith, president of the 
Toledo Auto Dealers Assn., called 
the current shortage “just about 
the biggest problem facing the au- 
tomobile industry today.” 

Paul O. Wilson, national presi- 
dent of the Independent Garage 
Owners of America, said the short- 
age now is acute and is getting 


worse. 
E. Garfield Weathers, assistant 
manager of employer services for 
the state bureau of unemployment 
compensation, reported that the 
Toledo office is getting far more 
requests for auto mechanics than 
it can fill. 
And 


(Continued on Page 42, Col. 1) 


methods caused by outdated tools 
and equipment hinder the shop’s 
ability to show the profit it should. 
Perhaps some dealers do not 
bring their shops up to current 
standards because they do not wish 
to take money from their reserve 
account for this investment. 
Realizing this condition, some 
equipment distributors are experi- 
menting with leasing shop equip- 


Payments and Tax Status 
ER this plan, almost any 
dealer who needs such tools or 
equipment can practically pay for 
them out of the profits they bring 


ment to established dealers so the/| in. 


dealer can pay for the equipment 
practically out of earnings. 
> 


Depreciation Is Important 
Ore drawback to leasing how- 
ever is seen in the fact that 
most of the expensive shop equip- 
ment and heavy tools are depreci- 
ated on a 10-year basis. For the 
dealer to get the fullest value out 
of a lease deal the terms would 
have to take this into consideration. 

As most every knows, 
the leasing of cars and trucks 
has grown steadily during the 
past few years primarily because 

it gives the lessee two advan- 
tages. It allows him to free capi- 
tal that is tied up in nonproduc- 
tive machinery, and it allows him 

to charge the complete cost of 
up as an expense. 

Unfortunately no one has come 
up with a shop-equipment lease 
deal that is known to cover both 
phases of such a transaction com- 
pletely. 

However dealers can buy such 
tools and equipment on the same 
kind of a time-payment plan that 
he uses to sell vehicles to his cus- 
tomers. 

One national finance company 
offers a plan that is designed to 
answer the dealer’s need for such 
shop equipment. This plan is avail- 
able to any dealer through most 


NEW PRODUCTS 
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This plan allows any jobber 
te sell any number of items made 
by different manufacturers to a 

(Continued on Page 46, Col. 1) 
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Service Management 





the increase of from 54.1 percent to 
57.3 in absorption, with officers’ sal- 
aries added, and 62.8 percent to 67 
without, is only relative. 


The ratio of total service and 
parts profit increase from 15.2 
percent to 15.7, however, indicated 
that the relatively small in- 
creased sale of parts and labor 
did show up in bankable extra 
profits. 

Lack of greater effort by most 
dealers to increase their share of 
the service market is shown in the 
Wolfe report that the 1.69 items per 
repair ticket remained constant for 
the two periods. 

If there had been any concerted 
effort to profit more from service 
operation, this figure would have 
increased materially. 

It would have indicated that at 
least a reasonable number of deal- 
ers had tried to sell more needed 


service work to customers. 
> cm > 


‘Lube’ Slump Points to Laxity 


F, THERE had been any attempt 
to increase service profits and 
improve care, lubrication, for in- 
stance, would certainly have in- 
creased on the repair orders in- 
stead of slipping from 30.41 percent 
to 29.49. Any alert dealer knows 
his lubrication hoist is the 
service sales point in his shop. 

It is about the only place 


shop without the 
writer or other customer-contact 
man knowing about them and call- 


Minor motor work, which in- 
(Continued on Page 45, Col. 1) 





Teamwork in the Dealer Shops. . . 


Ideas for Service Managers 


Eprror’s Norse: Herewith is an- 
other in a series of letters to help 
service managers inspire team- 
work. The letter can be used 
orally at staff meetings, for send- 
ing as letters to employes’ homes 
or to post on a bulletin board. 


By John O. Munn 
Dear Fellow Worker: 


“Courtesy begins at 
home,” is a phrase we have 
all heard many times. 

The first requirement of 
success in any organization 
is friendliness, considera- 
tion and loyalty among 
those who manage and 
work in the organization. 

The boss and the em- 
ploye must equally recog- 
nize the fact that their 
earnings and future job 
security depend. upon get- 
ting along together. If they 


can’t get along with each 
other, they can’t get along 
with the public. 

Today the automobile 
sales and service business 
is in the most competitive 
period in the history of the 
industry. At this, the start 
of the new model year, we 
simply must make more 
friends and please more 
people if we are going to 
get more business. 

To make a poor impres- 
sion on a customer is just 
as bad as to deliver an in- 
competent piece of work. 
And not getting along with 
each other is where the 
skid begins which puts a 
business in the ditch. 

Cordially yours, 
SERVICE MANAGER 
Car Dealer & Company 
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Situation Getting Worse . 
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Dearth of Mechanics 


Critical in 


Toledo 


(Continued from Page 41) 


Toledo area is about 49, with little 
“new blood” going into the field. 
There seems to be a variety of 
reasons for the shortage. 
All agreed that the most ob- 
vious is simply that factory work 
is more attractive to young men. 


Libbey reported that the journey- 
man rate for a mechanic is $2.37 
an hour on straight time, or $2.32 
an hour on a flat rate basis—that 
is, if a particular job is rated at 
four hours, and the mechanic com- 
pletes it in three, he gets paid for 
four hours. 

Some garage owners split 50-50 
with their mechanics on the $5 an 
hour rate, with a guaranteed mini- 
mum of $80 a week or so. 

* +. +. 
OMPARED to other trades in 
the area, the rate is low. There 
are mechanics who make as much 
as $6 an hour for highly specialized 
jobs—but these are rare. 

The comparatively low wage is 
not the whole story. Mechanics 
must also invest from $400 up in 
tools. The apprenticeship period 
runs from two to four years, with 
pay running from 55 to 95 percent 
of a journeyman’s rate. 

There is also the prestige fac- 
tor. Experienced mechanics, who 
teday must be real craftsmen, 
still are thought of as “grease 
monkeys.” It’s not much for a 
young man to aspire to. 

The National Labor Relations 
Board has yet to term an auto me- 
chanic a “skilled craftsman.” 


Libbey said the machinists union 
is trying to get this designation for 
the mechanic, “which means he 
could then get a better rate of 
pay,” as well as add prestige to the 
trade 


> > > 
eo blames the low wage 
scale on “unethical competi- 
tion.” 

He says: 

“We garage owners can’t charge 
the motorist more and thus raise 
mechanics’ pay, because the motor- 
ist will go to a mechanic who's 
probably working part-time in an 
alley next to his house, and who 
isn’t properly equipped to do the 
job 


“But he charges less and the mo- 
torist thinks he is getting a bar- 
gain. With today’s complex cars, 
there are no bargains in repair 
jobs. 

“People don’t realize that a 
garage owner has to invest $15,- 
000 or more in specialized equip- 
ment, and that’s only the begin- 
ning,” he said. “A garageman 
setting up in business today has 
to invest twice as much as a den- 
tist,” he noted. 

Bearing out the assertion that 
few young men are going into the 


DeVilbiss to Offer 
Training Schools 
On Regional Plan 


* TOLEDO.—DeVilbiss Co. in the 
next few months will take its train- 
ing school for spray equipment into 
the field for the benefit of the com- 
pany’s contract automotive jobbers. 

Plans are now being worked out 
for regional field schools extending 
through the next year. Conducted 
by the regular Toledo instructors, 
every effort will be made to dupli- 
cate the course of instruction fol- 
lowed at the factory school. 

In compact, three-day sessions, 
the theory, operation, maintenance 
and servicing of DeVilbiss equip- 
ment will be presented to area 
automotive jobber personnel en- 
gaged in the sale or servicing of 
the ‘company’s spray painting 
equipment. 

The tentative schedule calls for 
field schools in the period between 
October and next summer in each 
of the following sales divisions: 
Cleveland, Atlanta, West Coast, 
Dallas, St. Louis, Chicago, Newark, 
N. J., and Detroit. Cities in which 
the schools will be held will be 

| decided later. 


field, Harry J. Baumker, acting 
principal of Macomber Vocational 
High School, said that last year the 
school graduated only 20 boys 
trained as auto mechanics, 15 in 
auto electrical work, and 10 as body 
repair men. 

Are any steps being taken to cor- 
rect the situation? 

The answer is yes, according to 
Albert Joseph, advertising man- 
ager of the AP Parts Corp., which 
is concerned because its products 
are used by garagemen. 

> 2 * 

FOr one thing, he said, the auto 

industry is working with the 
American Vocational Educators 
Assn. in attempting to contact stu- 
dents in vocational schools in their 
freshman years to show them the 
advantages of becoming mechanics. 

Wilson said the independent ga- 


rage owners also are working on 
the problem, with more complete 
organization of the owners head- 
ing the agenda. 

He feels that garages and me- 
chanics should be licensed to help 
control cut-rate competition. A bill 
to that effect was introduced in the 
Ohio General Assembly this year. 
Althought it brought a lot of com- 
ment, it got nowhere. 


Libbey said the machinists union 
plans to revitalize its apprentice- 
ship program that was started in 
1948 but soon died for want of ap- 
plicants. 


“Whether or not it’s successful 
this time,” he said, “depends on 
how interested the employers are. 
An apprentice has to have a 
journeyman supervising his work 
much of the time. This costs the 
garage owner money.” 

Smith pointed out that auto 
manufacturers are attempting to 
expand their training schools, faced 
with the estimate that there is now 
a shortage of about 100,000 skilled 
mechanics throughout the country 
and the figure is rising. 

However, he noted, at the present 
time the schools primarily are for 
acquainting mechanics with the 
new developments in the industry. 
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A Fiat for Tilden— 

Permafuse Corp., Westbury, L. 1., N. Y., is supplying special brake bonding ad- 
hesive and bonding equipment to European automobile manufacturers. Sydney G. 
Tilden, Permafuse Corporation president, is pictured with a Fiat Multipla 600 which 
utilizes Permafuse brake bonding system. Tilden purchased the car following a trip to 
the Fiat plant in Turin, Healy. 
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Small Dealership 


Builds Business 
With Service 


ST, LOUIS, Mich.—According to 
Paul Cameron, owner of Paul 
Cameron (Dodge-Plymouth) in this 
rural community, there’s more to 
the service business than meets the 
eye. 

“Service has been the key to our 
guccess,” Cameron explained. In 
just over eight years at his central 
Michigan location, Cameron has 
carved out a creditable 20 percent 
of the local market. 


With his sales staff totalling just | & 


one, the dealer still averages more 
than 200 Dodge and Plymouth 
deliveries yearly—not by “beating 
the bushes,” but through the recom- 
mendations of satisfied service 
customers. 

Service absorption at Cameron’s 
averages well over 90 percent, with 
the figure topping 100 percent 
during the busy April-September 
vacation season in Michigan. An 
average month sees the department 
gross more than $10,000. 


Ra 


"Backbone of Business’ — 

That's what Paul Cameron, right, calls 
the service department of his Dodge- 
Plymouth dealership. Cameron averages 
over 100 percent service absorption six 
months of the year in St. Lovis, Mich. 
Here Cameron helps service manager Vern 
Oswald, center, and mechanic Mike Zelin- 
ski on a motor tuneup. 
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News to Note :.. 


Service Briefs 


CHICAGO.—The Motor & Equip- 
ment Wholesalers Assn. has ac- 
quired rights to the handbook, 
“Fundamentals for Success in the 
Garage and Service Station Busi- 
ness. ” 


The booklet is the text for the 
Auto Mechanics Institute’s business 
course. It will not generally be sold 
commercially by MEWA, but will 
be available to association members 
who may wish to distribute it to 
their trade. 


* aa 

Safety Reminders Offered 
For Handling Electrolyte 

ANDERSON, Ind.—Battery deal- 
ers are being reminded by Delco- 
Remy that observance of a few 
precautions in handling electrolyte 
for dry-charge batteries gives pro- 
tection against serious acid burns 
and damaged clothing. 

Flushing acid with cold water and 





application of wet baking soda is 
recommended when acid splashes 
on skin. Use of diluted ammonia or 
baking soda will minimize damage 
to clothing. “3 


AAR Honors Asch 
BOSTON.—Ben M., Asch, founder 
and board chairman of Automotive 
Affiliated Representatives, was hon- 
ored by the New England AAR 
group at a breakfast in the Ken- 
more Hotel. Asch received a testi- 
monial commemorating his 80th 
birthday which he observed Aug. 
6, 1956. 
+ + = 
Chicago Rawhide Offers 
Bonus Oil Seal Program 
CHICAGO.—To introduce a new 


merchandising stocking display 
cabinet, Chicago Rawhide Mfg. Co. 





DELCO-REMY LEADS THE FIELD WITH 
NEW ONE-PIECE, PREADJUSTED IGNITION 


CONTACT SET FOR THE REVOLUTIONARY 
EXTERNAL ADJUSTMENT DISTRIBUTOR 


Never before such convenience, accuracy, quality, and sales appeal in 
ignition contact sets. This new, completely assembled, factory-adjusted 
unit specially developed for Delco-Remy external adjustment distributors 
offers these important advantages: 


of leads. 


ga WN 


One-piece construction for easier, quicker installation. 

Fully adjusted, including spring tension and contact alignment. 
Convenient primary terminal for easy attachment and detachment 
Revolutionary new adjusting screw permits easy, accurate adjust- 
ment of cam angle while the engine is running. 


New moisture-proof, heat-sealed foil package protects contacts from 
dirt and oxidation—is easy to stock, identify, and sell. 


Each set is enclosed in the new Delco-Remy moisture-proof metal foil 
package. These colorful, distinctive packages stack neatly in your parts 
cabinet, are easily identified, and assure your customer factory-fresh, 
original equipment merchandise. 


DELCO-REMY e 


DIVISION OF GENERAL MOTORS oe 


ANDERSON, 


INDIANA 
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has announced a special bonus oil 
seal program. 

The new wall cabinet is made of 
sheet steel with double sliding 
doors, and stocks front and rear 
oil seals and Chicago Rawhide’s 
front wheel installation tools and 
mallet. 

a + * 

Avis Opens Service Base 

NEW YORK—A third main- 
tenance base to service the 24 New 
York City car and truck rental 
locations of the Avis Rent-a-Car 
System has been opened in Flush- 
ing, L. IL. 

. * + 


Parker Names Forbis 
HOUSTON. — Tom Forbis, who 
has had 16 years of automobile ex- 
perience in the Southwest, has been 
appointed service manager for Al 
Parker Buick Co. 


Holland Heads Service 


VICKSBURG, Miss.—R. E. Hol- 
land has been named service man- 
ager for Blackburn Motor Co. (De- 
Soto-Plymouth). 


Ozmun Joins Davis 
HOUSTON.—Irwin Ozmun, a vet- 
eran of 20 years in the automotive 
field and a former Dodge district 
sales manager, has been appointed 
parts and service manager for 


Davis Plymouth,‘ Inc., here. 
* + + 


Miller Joins Spencer 

SAN FRANCISCO. — Donald F. 
Miller has been appointed general 
sales manager of Spencer Buick. 
He recently resigned as Buicks’ San 
Francisco zone manager to enter 
the retail field. 

> * . 
Southwestern Sales Agent 
Named for EnginScope 

CLIFTON, N. J.—Spencer K. Fry, 
501 N. Ashland, Mesa, Ariz. has 
been appointed territorial selling 
agent for Du Mont’s TV-Type 
EnginScope. He will serve Arizona, 
New Mexico, southeastern Califor- 
nia, southwestern Nevada and 
southwestern Texas. 

New dealers named by selling 
agents in their particular areas are 
Standard Parts Co. 320 N. Main 
St, Ocala, Fla, and Fox’s Auto 
Electric Service, Rear 266 S. Wash- 
ington St., — So 


Chek-Chart "Publishes 


Lubrication Booklet 


CHICAGO. — Publication of the 
1957 edition of the Motor Oil and 
Gear Lubrication Recommendations 
Booklet has been announced by 
Chek-Chart Corp. 

The booklet contains complete 
motor oil and gear lubricant 
recommendations, plus crankcase, 
transmission, differential, tractor 
final drive and cooling system 
capacities for cars, trucks and farm 
tractors. 

> a +e 
Utah Dealer Gives Engine 
For Prison Mechanics’ Class 


SALT LAKE CITY.Courtesy 
Motors Co. (Dodge) has donated an 
automobile engine and other shop 
equipment to Utah State Prison to 
start a mechanics’ course. 

Plans are under way for other 
Utah auto dealers to donate ad- 
ditional oes for the newly- 

organized sch . 


Canada-Wide Distributor 
Named for Bay-Lift 


TORONTO.—Van Der Hout 
Associates Ltd. 1480 Lake Shore 
Rd., Toronto, has been named 
Canada wide distributor of the Bay- 

Lift—portable, pneumatic auto lift. 

Previously, the Van Der Hout 
firm distributed the Bay-Lift only 
in the eastern provinces. 

7 * * 


Allen Electric Publishes 
S i fu ti M. ] J 

KALAMAZOO, Mich.—Allen Elec- 
tric & Equipment Co. has published 
@ manual listing electrical, tuneup 
and coil test specifications for cars, 
trucks and tractors from 1950 
through 1957. 

The manual is priced at $1.50 and 
is available from the company, 2101 
N. Pitcher St., Kalamazoo. 

7 fe +. 


Parker Adds Distributor 


CLEVELAND. — Industrial Bear- 
ings Co., 137 E. Olney Rd., Norfolk, 
Va., has been appointed as distribu- 
tor of Parker synthetic rubber o- 
rings for sealing applications. 











Auto-Lite Graduates— 


Members of the Auto-Lite Service Technicians Training Class No. 102 are pictured 
during graduating exercises at the Penn Athletic Club in Philadelphia. Framed 
diplomas were presented by Robert J. Thompson, Auto-Lite eastern regional service 
manager; Russell W. Bischof, eastern service engineer, Carter carburetor division, 
ACF Industries, Inc., and John A. McCuen Ill, secretary, Auto Equipment and Service 
Co. Class members include, standing, from left, Fred A. Koble, Mike Scholi, John 
Rosboschil, John Lincoln, Peter Ciramello, Harry Fryckberg and Anthony Carona. 
Seated: Joseph Kernicky, Walter Zamulinsky, A. P. Costella of Auto Equipment and 
Service Co., instructor; William Baumann and Fred G. Koble. 





itso BEAR FACT 


. that nothing sells alinement service as 
dramatically as the fascinating Telaliner 
¢ screen. Actually duplicates front- 

end readings for operator and customer to 
see... unrivalled for accuracy! 
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ifs a BEAR FACT 


. that thousands of “trainees” in front- 
end work have become big- aline- 
ment experts at the Bear School — yo 
can too! 6 


over 35 years of 






end other comfort features, plus the fact 
that there are more cars on road 


mes to 
than ever—these factors are creating the profitable, sim 









they make more money with Bear. With 
specialized 
correction equipment expe 


Backshop . . . . tat Weed 
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(Continued from Page 41) 


One repeat in about 12 or 15 
trips to the shop for various 
kinds of service, including major 
repairs after two different guys 
tried to drive through the rear 
end, is something I can easily 
stomach without a grumble. 

I am convinced that if two out of 
every three dealers provided that 
kind of service—and the kind I got 
from “Mike” — dealers wouldn’t 
have to complain and get all ex- 
cited over “cross-selling” and many 
of the other current ills. 

When dealers worry more about 
the treatment they are giving their 
customers and less about building 
an “iron curtain” around their fan- 
cied domain, 95 percent of their 
worries will be over and their cash 
register will ring again with a 
merry profit tingle every time the 
button is pushed. I believe that sin- 
cerely. 

And to strengthen that belief I 
have only to look in my own mir- 


front-end and frame service. 


frontend 


itto BEAR FACT 


. that more shops have started in the 
alinement business with this Bear 195-84 
Service than with any other! It's the basic 
equipment for expansion to complete 


itso BEAR FACT 


. that with this Bear Floor Level Front- 
End Service, a complete front-end dept. 
for all cars and light 
12° x 13° space! 





tdemand for wheelalinement and 80ned frontend man and he'll iyo 
in history Of course you'll BEAR Always does the job right 
<aih teens tne aitasenend caret ice right in every respect! 
Bis sedencunorrareeie tues In fact, designing and building alinement 
Ifyou’realreadyinthefront- equipment that goes way beyond ordi- 
= thane of tae aoe. nary expectation is second nature to 
oe share of this grow- Bear. This is true, not only in terms of 
to youralinement _ ease of operation and precision 
 Whateser your situation, but aleo in connection with helping 
sala th the BEAR FACTS Semncummniocaniosionten lien 
and COMPARE! and sinmuaseadioelteeem 
Y¥ understand why more servicemen after year, na advertising 
aor Equipment any in the post other merchandising 
. They’re buying more Bear because programs. 


ror. I can—and do—squeal like a 


stuck hog when I think that I am 
not getting what I pay for. I'm one 
of those guys who even start to 
squeal when I think I might not 
get what I am paying for—or when 
I fancy I might be hurt. 


* + 


At Their Own Back Door 
I FULLY believe that, if nine out 
of 10 of the dealers who are 
complaining the loudest and most 
vehemently would only be candidly 
honest with themselves when they 
review the causes for most of their 
customers’ complaints, they not 
only would not blame most of their 
customers but would find the an- 
swer to most of their woes right at 
their own back door. 

But first they would have to take 
the time to dig into those com- 
plaints themselves and dig until 
they found the true answer. They 
could not make snap judgments nor 








trucks will fit in a 








could they take someone else’s 
word for what caused the com- 
plaint. 

I can’t rightfully say that many 
would find that they were acting 
like the very customers they com- 
plain about as that would be doing 
an injustice to the customers. 

I have talked to too many dealers 
who sincerely believe they are in 
the greatest business in the world, 
who are making money right along, 
who are building customers from 
the dissatisfied customers of their 
neighbor dealers and who haven't 
a complaint in the world, to think 
otherwise. 

The AAA Bulletin just out talks 
to the contract garages and serv- 
ice stations that make up its road 
service front line about the 
profits to be derived from pre- 
ventive service now that winter 
approaches. 

It warns its stations that this 
winter could be a “corker” and that 
a possible 34% million vehicles may 
need road service, but that their 
largest potential is the enormous 
preventive maintenance field. 

The same applies to dealer serv- 
ice stations. Millions of dollars can 
be sold in spark plugs, ignition 
parts, batteries, mufflers and tail- 
pipe, antifreeze, oil filters and cart- 
ridges, fan belts and other rubber 
items, chemicals, brake parts and 
fluids, gaskets and oil seals, grease, 
oil, lamps and sealed-beam units. 

Within the next 30 days will be 
none too soon to send out your sug- 
gestion that your customers set a 
date to bring their car in and have 
it thoroughly gone over for winter 
driving. 

Don’t forget that in addition to 
the above items such preventive 
maintenance also opens the oppor- 
tunity to sell snow tires and a real 
good polish job to protect the finish. 

- cz > 


Owner Will Be Pleased 


= ASO to o geek Gms & ok 
the car for missing lubrication 
nipples and tire caps, These items 
are small and every owner is 
pleased to have someone suggest 
that he go over the car to replace 
those that are missing. 


It’s a good time too to sell an extra 
box of tire-valve caps. Air pressure 
gauges are another item that will 
usually sell by just mentioning 
them, especially to the owner with 
tubeless tires. 


The sale of a set of tire-valve 
caps and a few fittings, a fan belt 
or many of these little “suggestion” 
items could well cover the cost of 
writing the service order and allow 
the other work to show a full profit. 


Purolator brought out a booklet 
titled “Air Filter Facts” that should 
be read by every mechanic and em- 
ploye in the shop who comes in 
contact with the car owner. The 
booklet goes into detail about the 
importance of always having a 
clean filter in the vehicle. 

Two of the statements made 
should be impressive to the average 
car owner and set the stage for 
filter service on a regular basis. 


The book states that a light 


216 cubic feet of air. 


A 10-ton truck with a heavy load 
rolling along the highway at 50 
miles per hour needs 12,500 gallons 
of air for every gallon of fuel. If 
the engine is to operate properly, 
this tremendous amount of air 
must be supplied constantly, re- 
gardless of atmospheric conditions 
through which the vehicle travels. 

A dirty air filter cuts down the 
amount of air taken in and ad- 
versely affects engine operation 
and economy. Dirty air also allows 
abrasives to get into the engine and 
wear upper cylinder walls. 


Tax Receipt Needed 


To Buy 58 Kansas Tag 


TOPEKA, Kans.—Most Kansas 
drivers will have to show proof of 
payment of their personal property 
taxes before they will be permitted 
to buy their 1958 license plates. 

The 1957 Legislature passed such 
a law to be effective Jan. 1, but did 
not require county clerks’ to pre- 
pare lists of motor vehicles until 
next year. However, most clerks 
have volunteered to prepare the 
lists this fall, the state property 
valuation department said. 
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Dealers Apathetic to Profit? ... 


Service Still Lags, 
Shop Figures Show 


(Continued from Page 41) 


cludes tuneups, increased from 
44.11 percent in 1956 to 45.34 per- 
cent in 1957. Chassis work, which 
includes front-end aligning, ap- 
peared on 22.08 of the repair orders 
in 1956 and on 23.96 in 1957. 

Brake work, despite the heaviest 
barrage of safety warnings in 
many years, dropped from 15.36 
percent in 1956 to 13.76 in 1957. 

Certainly this does not reflect the 
use of better material or a de- 
crease in the number of automatic- 
transmission cars on the road. To 
most observers it indicates a woe- 
ful lack of interest by the average 
dealer's servicemen in customer 
welfare and an alarming disinterest 
in profitable service work. 

am * = 


Brake Surveys Cited 


EVERAL firms, the makers of 
the Barrett Brake Doctor in 
particular, repeatedly have pub- 
lished surveys showing that when 
a front shoe is pulled on any car 
that has been in service over six 


MEWA Sponsors 
Management Study 
At Three Colleges 


CHICAGO.S ales management 
institutes for employes of automo- 
tive wholesalers have been con- 
ducted at Los Angeles State College 
and New York University. 

A course for top management in 
the field was held at the University 
of Illinois. All of the programs were 
sponsored by Motor and Equipment 
Wholesalers Assn. 

The association set up the courses 
of study and suggested industry 
speakers to supplement the aca- 
demic instructors. Similar programs 
are now being considered by 
MEWA. 


Graduates of the New York Uni- 
versity course are: Aaron Sachs, 
Springfield, O.; O. J. LeFrancois, 
Rutland, Vt.; J. W. Rook jr., Spar- 
tanburg, S. C.; William Hutchin- 
game, New Haven, Conn.; Sol 
Goosay, Scranton, Penn. 

A. A Pierre, Chester, Penn.; S. 
Bates Coy, New Bedford, Mass.; 
James D. White, Jackson, Miss. ; 
Robert G. McGarry, Jersey City; G. 
Elliot Saunders, Cambridge, Mass.; 
Donald Daly, New York; Walter 
Thoma, Cleveland. 

Charles J. Boland, Cleveland; 
Donald W. Killeen, Springfield, 
Mass.; Edward Gross and William 
Prebler, Pelham Manor, N. Y.; 
Robert ‘Gould, River Rouge, Mich.; 
Dan H. Cramer, Akron; James W. 
Odell and Art Graves, El Paso, 
Tex. 


Joseph Nathan, New York; John 
Creamer, Clifton, N. J.; Gerald 
Goldberg, St. Johnsbury, Vt.; Frank 
W. Kunkel, Bel Air, Md.; Richard 
L. Rea, Asheville, N. Cc; Alfred 
Peskoe, Long Branch, N. J. 

William Vare, Germantown, 
Penn.; Charles H. Redmond, Can- 
ton, O.; Frank A, Loew, Reading, 
Penn.; Francis D. Kidd, ‘Allentown, 
Penn.: William Siegel, Albany; 
Daniel E. Ost, Pottsville, Penn. 

Allen Wurzman, Cleveland; A, J. 
Fuller, Fairmont, W. Va; Joseph 
F. Prince, Boston; Paul Erhardt 
ir, Salem, N. J.; Jack Koenck, 
Bronx, _ > * and Richard A. 
Melvin, Motor and Equipment 
Wholesalers Assn. 


Pendleton Marks 
50th Anniversary 


LOS ANGELES.—Pendleton Tool 
Industries, Inc., a large manufac- 
turer of hand service tools, has just 
celebrated its 50th anniversary. 

The firm held its first interna- 
tional marketing conference, with 
more than 90 sales representatives 
attending, as a part of the celebra- 
tion. 

The company now operates plants 
here and in Jamestown, N. Y., and 
six wholly owned subsidiaries, pro- 
ducing tools for the hardware, 
automotive, plumbing, heating and 
aircraft maintenance fields. 


months, at least one of every six 
needs profitable brake work and 
one of every 10 is either near or at 
the point where it needs new lin- 
ings. 

A slight increase was regis- 
tered in major motor work, 
which normally indicates ring or 
valve work. This may indicate 
that a small percentage of own- 
ers who normally would buy a 
new car decided to put the old 
car in top shape and drive it an- 
other year. 

Or it might indicate that some 
of the 1955 buyers on “long and 
thin” terms still are not in posi- 
tion to trade. 


lack of any great change in both 





Win Service Awards— 
George Vaughan, Vaughan Buick Co., Los Angeles, proudly boasts that his entire 
Some service experts think that| service department has been presented service award pins after qualifying at the 


General Motors Technical Training Center. Each serviceman has to take six examina- 


of these service barometers might | tions every year and receive a mark of 80 or over to qualify for the award. From left, 


be due to a lack of sufficient me- 
chanics to do the work, 


back row, are L. L. Williams, Buick service representative, |. 
ager and James Cash, service adviser. 


L. Sorensen, service man- 





Dry Filter Hikes 
Profit, Cuts Mess, 


Purolator Says 


RAHWAY, N. J.—Purolator’s new 
dry-type Micronic Air Filter means 
extra profits for dealers and also 
puts an end to what once was a 
messy job, according to Howard J. 
Hopkins, merchandising manager, 


‘| Purolator Products, Inc. 


Hopkins said the new disposable 
unit is more efficient than the oil- 
bath type and was designed to con- 
form with the hood lines of 1957 
cars. 

“There is no oil in the dry-type 
filter,” he said, “and no goo to mess 
up the lube floor when changing 
it. The only grime you will find is 
the dirt pulled from the air.” 

Hopkins said the unit should be 
changed every 10,000 miles and 
cleaned every 2,500 miles. 

“Cleaning is easy,” he added. 
“Just take it off the engine, tap 
out the dirt and put it back in 
place. The oil-bath filter lasts the 
life of the car, The dry type means 
extra profit with every replace- 
ment.” 


Get six pullers in one interchangeable set 








INDIVIDUAL PULLERS 





emi 


(A) 1 CJ-86 Pinion Gear Puller $22.85 
(B) 1 CJ-81C Side Carrier Bearing Puller 13.75 
(C) 1 CJ-82B Pitman Arm Puller 11.95 
(D) 1 CJ-87 Timing Gear Puller 12.50 
(E) 1 CJ-66-16A Oil Seal Puller 6.15 
(F) 1, CJ-66-24 Oil Seal Puller 7.50 
(G) 1 KR-280C Metal Case 8.25 





Snap-on pullers stand out 


and stand 


These Snap-on pullers are made from the finest 
Jaws are forged and heat-treated 
for extra strength and are shaped to match the 


parts they pull. 
to fit together smoothly, work easily and speed 


alloy steels. 


on easy payments 
$6.50 down 


$2.25 per week 


Prices subject to change without notice, 


—SAVE OVER 
1/3 THE COST 


INTERCHANGEABLE PULLER SET 





Now you can get a single Snap-on combination puller set that han- 
dles the work of six individual ‘pullers — for a third less cost. 


Save now on the set that handles almost all of those special, fre- 
quent pulling jobs —a set that pays for itself over and over again. 


up 


All parts are precision-made 


your pulling jobs. 





Ss @ TRADEMARK OF 


Cc © rR PP Oo a i. 
8082-I 28th Avenue ° 


Kenosha, en 


Yours on easy payments 


Take advantage of this six-in-one offer now. 
Equivalent separate pullers, 
make, would cost you much more. And this 
set is yours for just a little down, a little each 
week. Ask your Snap-on man about the CJ- 
281 puller set the next time he calls. 


regardless of 
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*Thin-Dime’ Tools Outmoded ... 


Keeping Up to Date in the Shop 


(Continued from Page 41) 
purchaser on a single contract 
and for the buyer to pay for them 
with but a single check each 
month. 

There is a minimum downpay- 
ment requirement of 10 percent of 
the selling price and maximum 
terms of up to three years can be 
arranged as long as a minimum 
payment of $10 per month is com- 
plied with. 

The Internal Revenue Service 
will not permit a dealer to write 
off the monthly payments covering 
the purchase of such equipment, 
but it is understood that an install- 
ment purchaser can charge off six 
percent of the average cash em- 


ployed in the financing of his 
contract. 
For instance, if the dealer fi- 


nances an unpaid balance of $1,000, 
the average cash employed on that 
transaction is $541.66 for 12 months 
according to the formula used. 
Therefore the dealer could charge 
off $32.50 on this transaction—16 
percent of $541.66. 

In any event, the payment of 
interest or finance charges is a 
part of a dealer’s operating ex- 
pense and he gets some relief on 
his tax return by showing it as 
such, 

For some reason, equipment and 
tool men say dealers apparently 
do not consider the advantages of 
time-payment buying as a means of 
modernizing their service depart- 
ments, although they normally sell 

a large percentage of their auto- 
motive vehicles by this method of 
financing. 
Many Ways to Buy 

IHEY also feel that the average 

dealer doesn’t realize or never 


99% of °57 DeSotos 
Have Push-Buttons 


dent J. B. Wagstaff, reports that 
when the 1957 model run is com- 
pleted, 99.3 percent of all DeSotos 
will have been equipped with push- 
button transmissions. 

“Fleet owners are rapidly accept- 


Soto taxicabs built this year, only 
12 were ordered with the “stick 


In a survey on features owners 
like best, one of three reported they 
m ally liked push-button driv- 
ing,” Wagstaff said. 


Sensational NEW 


tel 8 a 


NEW “IR-7” 


Here's a fast action infra- 
red dryer on a stable 











Control Knobs and Handles for 
quick adjustments. Heavily wired 
for 115/130 Volts. 

Call Your Jobber TODAY 
or Write us NOW! 













PPE MFG. COMPANY, Dept.C-4 


| 3) son St 


Gel 


has been told how easy it is to 
purchase necessary equipment from 
jobbers or manufacturers on a 
monthly payment basis and in most 
cases out of the actual earnings of 
the equipment they purchase. 

Many dealers can buy equipment 
on an open account basis from 
their jobbers but do not realize the 
burden that such sales place on 
their supliers. This is not a good 


Heinrich Sells to City, 
Gets °18 Truck in Trade 


ROCHESTER, N. Y.—Giving the 
city a $17,960 discount for “fleet 
purchase,” Heinrich Motors, Inc. 
(Chevrolet), was awarded a con- 
tract to sell the city 75 vehicles. 

A 1918 Reo truck, which the city 
is retiring, brought a tradein al- 
lowance of only $35, according to 
Purchasing Agent Frederick W. 
Ereth. However, about 10 vintage- 
car enthusiasts have telephoned 
Ereth’s office since a news story 
described the pending sale. 


thing for the jobber as surveys have 
shown that approximately 43 per- 
cent of all time sales of equipment 
are financed by the jobber himself. 
Of course the jobbers capital 
structure limits the amount of such 
sales he can make. 

Many dealers therefore do not 
do as thorough a job of reequip- 
ping their shop as profit and time- 
saving dictate because they are 
unable to get enough credit at 
one time to do so. 

Because of the great need for 
better quality service, the increased 
cost of labor and the need to save 
as much of the better mechanic's 
time as possible so more customers 
can be taken care of and the men 
can make more money, many deal- 
ers, it is felt could t profits 
by purchasing new tools and equip- 
ment on a time-payment basis. 

And dealers noted for their profit- 
able shop operation claim that both 
the better workmen and customers 
gravitate to the shop that is best 
equipped. . 


Sign of Service— 
In Clavde Short's service shop in 
Santa Monica, Calif., the motto that 


started the service hangs conspicuously 
overhead. General Manager Kenneth Parr 
(left) and Service Manager R. V. Rudolph 
discuss a job with Cal Eppenback, a 
lube man. 





16,000 Mechanics 
Complete Special 


Chevrolet Courses 


DETROIT. — In the first six 
month of this year, Chevrolet gave 
special training to enough dealer- 
ship mechanics to populate cities 
the size of Marietta, O., Laramie, 
Wyo., or Keokuk, Ia., the company 
said. 

More than 16,000 dealership tech. 
nicians completed advanced courses 
in automotive servicing and main. 
tenance at 30 Genera] Motors Train- 
ing Centers throughout the nation, 
according to E, L. Harrig, Chevrolet 
national service and mechanical 
manager. 

In the six-month period the 
mechanics aggregated more than 
209,000 hours of instruction under 
Chevrolet experts, Harrig added. 

The courses covered latest meth- 
ods, material and equipment for 
servicing and maintaining Turbo- 
glide transmission, fuel injection 
and other new mechanical features 
of the 1957 Chevrolet cars and 
trucks. 





Here's the trading edge you need 





JArviIn 


RIES “20” 


Universal Recirculating Hot Water Car Heaters 
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A trading edge on “‘close” deals — A profit edge on ‘‘solid’’ deals 
A selling edge on ALL deals 


For proved reliability, for value, Arvin heaters are 
easiest-to-sell by far. And in this keenly competitive 
car-selling year your market is big! With 6 and 12 
volt models, Arvin fits 3 out of 4 cars and trucks, new 


or old (see list, opposite page) . . . Compact as it is 
efficient, the Arvin Series ‘‘20” is proportioned for 
easy installation in small or odd-shaped spaces in 
passenger cars and truck cabs. 


Awwim-orst IN CAR HEATERS SINCE 1921 
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Grease Job with Class— 


WASHINGTON.—New York and 
California may be in close competi- 
tion for first rank in total state 
population by 1970, according to 





Ford Uses GE Mica 


In New Parts Process 
SCHENECTADY, N. Y. — Mica 

mat insulation is employed in a 

new manufacturing process re- 


The new process is expected to save 
the company thousands of dollars 
annually. 

Mica mat, produced by General 
Electric Co.’s insulating materials 
operation, is being used by Ford to 
insulate copper segments in com- 
mutators used in automobile gen- 
erators and starters. In the new 
process, the commutator can now 
be assembled automatically — as 


Newly remodeled lubrication department of Muller Brothers, Los Angeles avtomo-| contrasted with an operation that 
tive firm, is an example of the modernization program provided to dealers by Penn-| formerly involved a high degree of 
zoil Corp. The service features use of Zolatone, rugged new coating that withstands; hand work and a copper-wasting 


cently developed by Ford Motor Co. | 
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Here Comes California! 


Census Estimates Show Golden State Pressing 
For First Place by 1970 
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New Jersey, up from 4.8 million 
to 69 million; Massachusetts, up 
from 4.7 million to 5.5 million, 
and North Carolina, up from 4.1 
million to 5.2 million. 

The bureau estimated that total 
U. S. population as of July 1, 1957, 


projections of the Bureau of the| was 171.2 million, This was an in- 


Census. 

The projections imply a total 
population of 18.5 to 20 million for 
each state by that date. 

The 1950 census reported a popu- 
lation of 14.8 million in New York 
and 10.6 million in California, a 
difference of about 4.2 million in 
New York’s favor. 

The 1955 population estimates 
|showed 16 million for New York 
and 13 million for California, with 
a difference of three million, or 
about 1.2 million less than their 
1950 difference. 

Other projections for the most 
populous states show Pennsyl- 
vania up from 10.5 million in 1950 
to 12.5 million in 1970; Mllinois, 
up from 8.7 million to 11.4 million; 
Ohio, up from 7.9 million to 12.3 
million; Texas, up from 7.7 mil- 
lion to 11.8 million; Michigan, up 





from 64 million to 10.5 million; 


oil and grease stains. segment configuration. 




















Out-performs many costlier heaters— 


Easy, fast installation 
99 
“BIG-HEARTED 
for generous heat! 
The “heart” of this heater is 
a huge-capacity honeycomb 
copper core with 2800 square 
inches of radiating surface. It 
provides a complete change of 
water every 2 seconds at 
normal driving speeds, for 
super-speed heat distribution. 


SUPER-SIZE 
FAN 


for fast air-flow! 


The king-size, 8-blade, 7- 
inch fan moves 150 cubic 
feet of warm air per 
minute. Circulates all the 
air in an average-size 
sedan or truck cab every 
2 minutes for maximum 
comfort. 























6 and 12 volt sizes 


fit all these lowest-priced, largest-selling 1957 cars: 
FORD, CHEVROLET, PLYMOUTH, PONTIAC, DODGE, DE SOTO 


Plus 1957 Chevrolet, Dodge and GMC trucks 
and all these prior models: 


Att alae 


orn bared 


Liberal dealer discount 


Chevrolet cars and trucks, 1954 thru 1956. 

DeSoto, 1950-54-55-56. 

Dodge cars, 1950-53-54-55-56; trucks, 1950 thru 1956. 
Ford cars and trucks, 1950 thru 1956. 

Mercury, 1950 thru 1956. 

Plymouth, 1950 thru 1956. 

Reo trucks, 1951 thru 1954. 

Studebaker cars, 1951 thru 1954; trucks, 1951 thru 1956. 


See your Arvin oie taal. heols 


s Division AAP'VIN INDUSTRIES, Inc. Columbus, Indiana 


Arvin also manufactures: Portable Electric Heaters, Home Radios, Fans, 


‘ook, All-Metal Ironing Tables, Leisure Furniture y’’ Outdoor Grills 


crease of three million over the 
July 1, 1956, estimate of 168.2 million 
and 20 million over the 1950 Census 
figure of 151.1 million. 


Pennzoil Pushes 
Plan for Dealer 


Modernization 


LOS ANGELES. — A goodwill 
program undertaken by Pennzoil 
Corp. is fostering closer coopera- 
tion between the company and its 
automotive dealers in the Califor- 
nia area. 

The program takes the form of 
a modernization service in, which 
the lubricant - manufacturing: firm 
provides a complete interior re- 
modeling operation on a nonprofit 
basis as an accommodation to 
dealers. 

Planned, designed and installed 
by Pennzoil, the modernization 
program is adaptable to the deal- 
ers’ facilities, ranging from ad- 
ministrative offices and show- 
rooms to parts departments and 
automotive service areas. 

To carry out this program, Pennz- 
oil has established a special mod- 
ernization department in Los An- 
geles. Headed by Bill Wiley, the 
department is turning out a series 
of interiors and handling the spe- 
cialized remodeling work that 
many dealers desire. 

Les Raeth, director with the ad- 
vertising department of Pennzoil’s 
Los Angeles office, is responsible 
for the program’s many interior 
designs. 

One of the key factors in the 
success of the Pennzoil service, 
both from a cost as well as a beauty 
standpoint, is the use of a new 
coating that is rugged enough to 
withstand the stains of lubricant 


oils and grease, yet easy to apply 
and maintain. 


Known as Zolatone, this multi- 
color wall finish was selected not 
only for its durability but for the 
wide range of decorative effects 
achieved. 


BLH Names Kinney 

Robert M. Kinney has been ap- 
pointed Southeastern district sales 
|engineer for Electronics and In- 
strumentation division, Baldwin- 
Lima-Hamilton Corp. 


available with 
(2 CYCLE 2 H.P. GAS MOTOR 

















Now — you have a choice of electric 
or gasoline power in these 2 famous 
little cars — for sure-fire big car 
retail sales promotion. 

Write today 
for specifications and liberal car 
dealer discounts, 


PoweR CAR Co. wise tom” 
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FORD FAMILY OF FINE CARS 


| CLEARINGHOUSE 


A weekly roundup of news and 
views for our dealers—and 
one more reason why it’s 
great for you to be a dealer in 
the Ford Family of Fine Cars 
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UPPER—Any boy or girl in grades 7 through 
12, enrolled in shop, drawing or graphic arts 
courses in a public, private or parochial school 
in the United States, its territories, and 
Canada is eligible to enter the Industrial Arts 
Awards competition. All projects must be made 
in school, and under the supervision of an 
industrial arts or trade instructor. 


Students may enter ey in any of 14 
different divisions, including: 


Architectural Drawing 
Ceramics 

Electrical 

Graphic Arts 

Jewelry 

Leathercraft 

Machine Shop 

Mechanical Drawing 
Models 

Patternmaking & Molding 
Plastics 

Woodworking 

Wrought Metal 
Open—for textiles, photography, 
upholstered furniture, etc. 


RIGHT—Ten of the 1958 Achievement 
Award-winning projects. Entries are first dis- 
layed and judged at local, state and regional 
Student Craftsman’s Fairs, held in Ford 
Motor Company dealerships, department 
stores, or schools. The best are then sent to 
Dearborn, Michigan for final judging by quali- 
fied representatives from education and indus- 
try. Winning projects are exhibited at press 
shows in all sections of the country. In addi- 
tion to projects shown here, this year’s 
winners included an intricate electronic clock, 
a remote-control lawn mower, a fully operat- 
ing sports car and a farm tractor. 


HAMMERED COPPER AND BRASS 
COFFEE SERVER 


PATTERN FOR A DOUBLE 
ELEMENT MAIN FUEL PUMP 


MODEL OF ANTIQUE CANNON ADJUSTABLE PRECISION 
REAMER SET 
WALNUT AND MAPLE SPINNING 
WHEEL LAMP 


TYPE HAND-SET AND PRINTED 


THREE DIMENSIONAL MODEL OF 
ON HAND-MADE PAPER 


A CONTEMPORARY HOUSE 





For 4500 Student 


Craftsmen 


...€ncouragement 


and recognition! 


Pee eee ce ee 


The need for skilled craftsmen and technicians increases every 
year. That is why Ford Motor Company has sponsored the 
Industrial Arts Awards since 1950. This outstanding inter- 
national program .. . created, endorsed and supervised by 
educators . . . is designed to stimulate and encourage creative 
talent and fine craftsmanship among teen-age students in the 
field of industrial arts and industrial vocational education. 


More than 1,500 individual awards totaling $50,000 are offered 
each year. In addition, there are 62 expense-paid, three-day trips 
to Detroit for the outstanding students and their teachers. 

We're especially proud of our dealers who actively participate 
in the IAA . . . either by sponsoring Student Craftsman’s Fairs 
in their own dealership—by working on a Fair with the nation’s 
leading department stores—or, by contributing their time and 
energy to a local award program committee. It’s a fine job of 
community relations. — 

We're proud, too, that the IAA is accomplishing its purpose. 
The nationwide interest, attention and press coverage indicates 
a growing awareness of the real importance of industrial arts to 


the present and future of our country! 


FORD MOTOR COMPANY 


THE AMERICAN ROAD, DEARBORN, MICHIGAN 


FORD 

THUNDERBIRD 

MERCURY 

LINCOLN 

CONTINENTAL 

EXPLODED & ASSEMBLEO HAND-TOOLED SADDLE, BRIDLE The Ford Family of Fine Cars oe erate ine eine 


PICTORIAL OF FUEL PUMP AND MARTINGALE 


ELECTRONIC ORGAN 


FORD TRUCKS 
TRACTORS 

FARM IMPLEMENTS 
INDUSTRIAL ENGINES 


. 


ray e BO : 3 > 


” 













DETROIT.—Here is the schedule 
of field service schools for the next 
month—a regular feature of AuTo- 
motive News. 


For Make Servicemen 


AMERICAN MOTORS CORP.— 
Zone parts and service representa- 
tives will be holding schools with 
their dealers on the 1958 product. 
These schools will be conducted at 
dealer level and a complete review 
of the 1958 product will be given 
to the dealer personnel. 

FORD DIVISION —From Sept. 
23 to Oct. 25 the 35 Ford district 
service schools will be finishing 
their 1957 training program, which 
at this time, is flexible to conform 
to local circumstances. Among the 
various courses are the automatic 
truck transmission, retractable 
hardtop, air conditioning, carbure- 
tion, etc. 

GMC TRUCK & COACH DIVI- 
SION—Gas Engine Overhaul — At- 
lanta, Sept. 30, Oct. 7, Oct. 14; 
Houston, Sept. 23; El Paso, Tex., 
Sept. 30, Oct. 7. Engine tuneup and 
brakes—Charlotte, N. C., Sept. 23- 
26, Sept. 30-Oct. 3, Oct. 7-10, Oct. 
14-17, Oct. 21-24. Hydra-Matic, New 
process transmission, Spicer trans., 
V-8 tuneup, Carburetion—El Paso, 
Tex., Oct. 14. Carburetion—Detroit, 
Sept. 24, 25. Hydra-Matic—Detroit, 
Sept. 30. Service management — 
Golden Valley, Minn., Sept. 23-25. 
Brakes—Golden Valley, Minn., Sept. 
26 27. 

STUDEBAKER - PACKARD 
CORP., South Bend—aA series of 
special training schools will be held 
for Mercedes-Benz dealers’ me- 
chanics. Three new, permanent 
schools have been established in 
New York, Chicago, and Los Ange- 
les for the training of Mercedes- 
Benz dealers’ mechanics in those 
areas. Equipped mobile units to be 
used for training Mercedes-Benz 
dealers’ mechanics in the South- 
west and Florida areas. Factory 
service schools at South Bend will 
conduct a series of mechanic-train- 
ing classes on Mercedes-Benz prod- 
ucts for members of field technical 
service men. It is contemplated 
that this program will be a con- 
tinuing one, which will be expanded 
as necessary to provide training 
facilities for all Mercedes - Benz 
dealers’ mechanics. 


For All Servicemen 

ALLEN ELECTRIC AND 
EQUIPMENT OCO., Kalamazoo, 
Mich. — The Allen Power-Tune 
course and a new tuneup school, 
the Allen PM Tuneup School, de- 
signed especially for people who 
are interested in learning the fun- 
damentals of the tuneup business, 
is being conducted throughout the 
U. S. and Canada by Allen whole- 
salers and authorized field service 
stations and instructed by the Allen 
representatives. Additional infor- 
mation can be obtained by writing 
directly to Allen Electric, 2101 N. 
Pitcher St., Kalamazoo, Mich. 

AMMCO TOOLS, INC. North 
Chicago—Instruction on engine re- 
pair and brake service. No set 
schedule but three to five-day 
classes started when needed. No 
instruction charge. Contact Richard 
D. Stevenson, Ammco Tools, Inc., 
2128 Commonwealth Ave., North 
Chicago, Ill. 

BEAR MFG. CO., Rock Island, 
MiL—School offers training in align- 
ment, balancing and frame straight- 
ening and is located at 2103 Fifth 
Ave., Rock Island, Ill. Address all 
inquiries to Mildred T. Clark, regis- 
trar. Classes begin Sept. 30 and 
Oct. 14. 

BENDIX PRODUCTS DIVISION, 
South Bend — Courses are offered 
covering service and sales training 
on Bendix power brakes, Strom- 
berg carburetors, basic brake and 
power steering. The length of the 
course covering an individual prod- 
uct is normally one week and no 
tuition fee is charged. Additional 
information may be obtained by 
contacting the nearest Bendix dis- 


MOTOR oy 
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Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 





tributor or writing to the Bendix 
training director. 

BINKS MFG. CO., Chicago — 
Classes are held for a period of one 
week once a month. Anyone inter- 
ested in spray painting and spray 
painting equipment may attend. 
Next class will be held Nov. 7-11. 
Contact W. R. Brooks, instructor. 

CARTER CARBURETOR CORP., 
St. Louis—Classes of 12 men in car- 
buretion for a two-week duration 
will begin on.Nov. 14. Contact near- 
est Carter distributor. 

DEVILBISS CO., Tole do—One 
week classes of limited size cover- 
ing theory, maintenance and serv- 
icing of spray painting equipment. 
The subject of spray painting is 
broken down into four categories: 
Industrial, auto refinishing automo- 
tive, jobber, and portable equip- 
ment jobber. No instruction charge. 
Applications may be obtained by 
writing DeVilbiss Co., 300 Phillips 
Ave., Toledo, O. 

INLAND MFG. CO., Omaha— 





Classes start each Monday morn- 
ing. Time required to complete 
course varies from one to two 
weeks. No tuition if equipment is 
purchased—$200 otherwise. Course 
teaches: All aspects radiator clean- 
ing, repairing and recoring; use 
and maintenance of equipment; 
fundamentals of merchandising, ad- 
vertising and pricing. Write, J. V. 
Grasso, 1108 Jackson St., Omaha, 
for reservations or further infor- 
mation. 


RAYBESTOS DIVISION, Bridge- 
port, Conn.—A complete brake- 
service course will be held at the 
Raybestos brake-service school and 
work shop located in Stratford, 
Conn. This course will consist of 
five consecutive daily sessions, each 
session going from 8:00 to 4:30. All 
phases of brake service work such 
as major and minor adjustments 
and complete brake overhauls of 
all types of both new and old brake 
systems will be covered. Personal 
instruction is augmented by a tech- 
nical, 78-minute, color, sound, mo- 
tion picture showing adjustment 
procedure as well as changes made 
in 1957 brakes. Individuals who 
successfully complete the course 
will receive a certificate showing 
that they are qualified to work on 

(Continued on Page 51, Col. 3) 


MONROE LOAD-LEVELERS 





Mobile Training Unit— 


Two vans containing nearly $50,000 worth of tractor assemblies and components 
are bringing a “factory” service training school directly to J. |. Case Co. dealers. 
An experienced staff of Case servicemen accompanying each unit will present three- 
day courses in maintenance and service of Case wheel and crawler tractors and 
equipment in various dealer shops. One unit is now operating in the Midwest and 
West, while the other visits dealers in the East and South. 


PREVENT THESE TROUBLES 
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Heavy loads change caster of front wheels, . With headlights angled upward, visibility 
cause excessive tire wear as well as poor is reduced and lights glare into eyes of 
steering. ° oncoming motorists. 
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* 
Rear passengers are awkwardly seated and s Heavily loaded car sways and — as it 
ride uncomfortably. From this position they rounds curves, throws passengers from side 
find it difficult to get out of the car. © to side. Car stability is seriously impaired. 


























































Mustang Alters 
Replacement 
Engine Policy 


GARLAND, Tex. — Premium 
quality Ford and Mercury replace- 
ment engines at no additional cost 
is how Mustang Engines describes 
its new sales policy. 

Cc. A. Dunmore, executive vice- 
president, says that under the 

licy every Mustang Ford and 
atures replacement engine is 
now engineered with 100 percent 
gound, solid block which means no 
yalve port cracks, welds, plugs or 
repairs. 

“Up until now,” says Dunmore, 
“it was the accepted practice 
among engine builders to supply 
two grades of Ford and Mercury 
engines .. . one premium at rela- 
tively high prices and one regular 
at competitive prices.” Now, he 
says, “Mustang provides only one 
top-quality engine at low com- 
petitive prices.” 

Other advantages claimed for 
Mustang under the policy are un- 
and conditional trade-in privileges and 
and brand new camshafts in all OHV 
Fords and Mercurys. 


for use 





Look at the design of today’s cars and 
you'll immediately see the need for the 
new Monroe Load-Levelers. Cars are 
longer, lower, roomier. They have 
plenty of space, but they’re not de- 
signed to safely and comfortably carry 
the heavy load of rear seat passengers 
and a trunk full of luggage. Scraping 
and bumping on inclined driveways 
are the annoying results. 

The entirely new Monroe Load- 
Levelers absorb the stress of heavy 
loading . . . prevent sag, sway and dip. 


‘Monroe Auto Equipment Company 
Monroe, Michigan 





Parts for Pupils— 


Engines and education go together at 
the Central Vocational High School in Cin- 
cinnati, which received the parts shown 
above from Dodge's service department 
in its trade studies. 
the material are, from left, Frank Bech- 
told, coordinator of the school’s automo- 
tive section; William Heil, of Heil Motors, 
representing Cincinnati Dodge dealers; 
Phillip Andrews, supervisor of trades and 
industry for the state board of education; 
J. F. Fox, Cincinnati Dodge regional serv- 
ice representative, and Cecil Tower, school 





t of this 


NEW MONROE 
| LOAD - LEVE 


CALIBRATED RIDE CONTROL WITH ANY LOAD 
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Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicles, Equipment Makers 
(Continued from Page 50) 


all types of automotive brakes. The| sentatives during the coming 
course will be conducted by A.| months. For specific information 
D’Andrea, chief service instructor|as to locations and dates, contact 
for Raybestos Div. Write to J.|the local Sun representative or 
Kane for further information. write Sun Electric Corp., 6337 Avon- 


STEWART - WARNER CORP.,| dale Ave., Chicago 31, Il. Similar 


mplete instruction by 
Turin Auto Show 


Chicago—Co 
trained factory personnel will con- 
To Open Oct. 30 


sist of actual bench repair, as- 

sembly and disassembly of control 
valves, meters, swivels, pumps, 
reels, electric power guns and 

TURIN, Italy—The 39th Turin 

specialized lubrication equipment. Setemnatthent Aas shite Show has 

been scheduled for Oct. 30 to Nov. 

10. ‘Sponsors announced that the 

Italian Ministry of Foreign Com- 


All living expenses during the 
student’s five-day stay in Chicago 

merce offers special privileges to 
foreign manufacturers of autos and 


are paid by the Alemite factory in 
addition to 50 percent of the round- 
trip transportation. Tuition is paid 
b i hi 
by the Alemite factory distributor. shea @hn Gtth to bit. 
A drawing for a new car will be 
held each day of the show, with 
names for the drawing being taken 


SUN ELECTRIC CORP., Chicago 
—Field courses in automotive test 

from the daily visitors’ registration 
list. 





Inspecting 


equipment operation, principles of 
electrical testing, use of the oscillo- 
scope and engine tuneup, will be 
conducted by field service repre- 





TSG 


LERS 


They increase road clearance. They 
give a smooth, level ride with head- 
lamps always beamed safely on the 
road. When the car is unloaded, they 
automatically compensate for the light- 
ened load. 

Anyone who owns a trailer, station 
wagon or panel truck . . . salesmen who 
load their cars with sales literature and 
equipment . . . sportsmen . . . vacation- 
ers...they all need Monroe Load- 
Levelers—and there isn’t another prod- 
uct like them! Get full details today! 





STE Hirde i 
Leveler 






































courses are offered by Sun instruc- 
tors in cooperation with Sun dis- 
tributors throughout Canada. For 
specific location and dates of 
courses in Canada, contact the 
local Sun distributor or write Sun 
Electric Corp. 

THERMOID CO., Trenton, N. J. 
—No definite school schedule. 
Classes are held whenever there is 
a demand from students for brake 
service information, and are held 
by J. A. McLaine in the Thermoid 
engineering department test garage. 
There is no tuition, but students 
are expected to pay their own living 
expenses. Session takes approxi- 
mately five days. Text books fur- 
nished to students at no charge. 

UNITED MOTORS SERVICE— 
Instruction in factory approved 
service methods, using the latest 
equipment, is available in (1) auto- 
motive electricity (Delco- Remy), 
starting, lighting and ignition sys- 
tems, (2) carburetion (Rochester), 
(3) electronics (Delco auto radio 
and Guide autronic-eye), (4) auto- 
matic transmission (Hydra-Matic), 
(5) New Departure bearings. United 
Motors Service classrooms operate 
in these cities: Detroit, Cleveland, 
Boston, New York (two centers), 
Chicago, Washington, Jacksonville, 
Fla.; El Paso, Tex.; Portland, Ore.; 
Dallas, Los Angeles, Memphis, At- 
lanta, Philadelphia, Charlotte, 
N. C.; Denver, San Francisco, St. 
Louis, New Orleans, Houston, Buf- 
falo, Minneapolis, Oklahoma City, 
Milwaukee, Kansas City, Salt Lake 
City, Omaha, Pittsburgh and Cin- 
cinnati. 


Mobile Unit — 


Provides Service 
To Industries 


AKRON.—An unusual mobile 
service for industrial accounts is 
making friends for Marina Tire & 
Equipment Co., Goodyear Tire & 
Rubber Co. dealer in Venice, Calif. 

The roving center of this indus- 
trial tire service is a $25,000 truck- 
and-trailer combination that pro- 
on-the-job solid tire press 
service and general automotive 
maintenance. 


Mounted on the truck is a Dake 
Solid tire press capable of 125-ton 
normal pressure—well above the 
average 80 to 100 tons required for 
most solid tires. 

Auxiliary equipment includes an 
electric hoist on a beam trolley, 
storage tanks for grease and oils, 
a battery of hose lines for the lub- 
ricants and for air, and a trailer 
for transporting equipment that 
requires shop service. Needed air 
pressure for press and other 
equipment is provided by a Worth- 

compressor motor. 

While this mobile unit can serv- 
ice farm and construction equip- 
ment, it is most frequently called 


ment with solid rubber tires. 


Many of these firms are aircraft 
companies and since their material 
handling equipment must be lubri- 
cated every 50 hours, the mobile 
unit finds steady employment in 
this field alone. 

In addition, its solid tire press 
service assures the customer of 
tremendous savings, both in actual 
labor costs of servicing and in re- 
duction of layoff time for the ve- 
hicles involved. 


Must Pay 2 New Taxes, 


Chicago Dealers Told 


CHICAGO.—Forms to be used by 
dealers as receipts for payment of 
use tax have been made available. 

The Chicago Automobile Trade 
Assn. cautioned dealers that in ad- 
dition to the 2% percent use tax on 
the “actual sale price of the vehi- 
cle” for which they are required 
to give the purchaser a receipt, the 
dealer still is liable for a one-half 
percent municipal retailers occupa- 
tion tax on the cash difference and 
should collect that amount from 
the purchaser as O.E. (occupation 
expense). 

































































TOLEDO.—More than 5,000 auto- 
motive servicemen in all parts of 
the U. S. have graduated from Elec- 
tric Auto-Lite Co.’s technical spe- 
cialist field training program within 
the last six months. 

In addition, 3380 instructors 
have been graduated from the 
Auto-Lite instructors field train- 


} The technical specialist field pro- 
} gram is operated in cooperation 
with Auto-Lite central distributors 
and service distributors and covers 
: the fundamentals of automotive 
} ignition in an eight-session evening 
i course. The instructors field train- 
ing course is handled by personnel 
from Auto-Lite’s service headquar- 
ters here. 
Introduced by Auto-Lite in late 
: 1956 as one approach to solving the 
} critical shortage of skilled automo- 
} tive servicemen, the two field pro- 
grams, according to Auto-Lite Na- 
tional Service Manager F. S. Stead, 





From Schools in the Field... 


Auto-Lite Graduates 5,000 





have exceeded the company’s high- 
est enrollment estimates. 

Stead attributes the success of 
the program to two factors: A 
growing demand for even more 
trained servicemen in a field that 
is already seriously undermanned, 
and the elimination of the expense 
and time lost in attending a fixed- 
base type of school. 

For years, Auto-Lite main- 


Canadian Car Exports 
Rise Sharply in Ist Half 

OTTAWA.—There has been a 
sharp rise in exports of Canadian 
passenger cars this year, climbing 
to $13,551,000 in the first-half of 
1957 from $9,351,000 in 1956, the 
Government reports. 

However, exports of trucks de- 


clined in this period to $2,733,000 
from $3,049,000 last year and auto- 
mobile parts fell to $7,249,000 from 
$12,077,000. 







TESTS PROVE SUPERIORITY 


for ball joint, chassis, wheel bearing, water pump, 
universal joint and other applications 
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tained a factory school 
in Toledo that was rated as one 
of the highest, technically, of its 
type. However, Stead said, a com- 
pany survey in 1955 showed that 
if the Auto-Lite school could be 
brought to the serviceman in his 
own home town, a far more effec- 
tive contribution to solving the 
shortage of trained men could be 
made. 


The survey also revealed, he said, 
that there were two major obstacles 


to be overcome if a field training 


program was to be successful. 


The first of these was the need to : 


present plenty of worthwhile infor- 


dreds of competent instructors. 


To build a course that would be}! ew 
Curb Service 


valuable enough to hold students 
for the entire eight evening ses- 
sions, Auto-Lite’s national service 
department called in the company’s 
engineering and research depart- 
ment and the communications 
department to assist them in pre- 
paring an information-packed, at- 
tention-holding course on the c 
fundamentals of automotive igni- 
tion. 

The completed course material 
prepared by Auto-Lite includes 54 
color charts of various parts of the 

























































mation in an interesting manner. a 
The other was the need for hun-|7 











Life on wheels gets another lift as Illi- 
nois Bell Telephone Co. installs drivein 
phones in Chicago. Model Darline Braun 
demonstrates weatherproof phone at Con- 
gress St. and Columbus Circle. Other ex- 
perimental phones have been installed in 
Mobile, Ala. 


ignition system; a movie and slide 
film; full-color manuals with plenty 
of how-to-do-it pictures; an instruc- 


vou can SILENCE 
BALL JOINT «saquawkiINc” 


WITH KENLUBE B-521 




























Close tolerances and narrow passages make the ball joint suspension a critical lubrication 
point. Ordinary greases just won't do the proper job. The result — ball joint squawking, 
customer complaints. End both by using Kendall's amazing multi-purpose grease — 
Kenlube B-521. It silences noise, reduces wear, and provides smoother, easier steering that's 
immediately obvious to the car owner. Just one application and you—and your cus- 
tomers — will be convinced! 





WZ 
4X 


RESISTANT TO WATER 
AND CORROSION 
Mix Kenlube B-521 with water. 
It absorbs water up to 25% of 
its weight and will not break 
down. String out the water-sat- 
vrated grease between your 
fingers. It retains its body and 

texture; doesn't slump back. 


SPLATTER AND 

SHOCK-PROOF 
Hit with a hammer, 8-521 
adheres to the head; doesn't 
splatter and remains in place at 
the point of contact. Even water- 
saturated Kenlube B-521 won't 
splatter. 


UNUSUALLY HIGH 
MELTING POINT 


Kenlube B-521 withstands tem- 
peratures of 500 degrees with- 
out melting. Under severe serv- 
ice conditions which cause tem- 
perature extremes, B-521 won't 
run ovt, assures proper lubrica- 
tion. 





KENDALL REFINING COMPAN Y 


BRADFORD, PENNA. 


LUBRICATION SPECIALISTS SINCE 1881 








tor’s manual and break-away mod. 
els of the various parts. 

In addition, plenty of time was 
provided for individual instruc- 
tion while working on actual 
parts and testing equipment, 
Each such course scheduled 


and staged by an Auto-Lite cen. | “~~ 
tral distributor or service dig. §°" 
tributor for the servicemen in the Sot 
garages, service stations and spe- old 
cialized repair shops in their § 
areas. des 


To meet the need for instructors 
in these classes across the country, 
Auto-Lite has put the instructorg 
from its own Toledo school—under 
the direction of Bill Selb, who is in 
direct charge of the educational 
program—on the road to conduct 
the instructors field training pro. 
gram. 

Servicemen with five years of 
practical experience are eligible for 
the instructor’s course that is con. 
centrated into one week. 


It is designed to brush up the 
students in the theories of ignition, 
bring them up to date on latest 
developments and to help them 
pass on their hard-won experience 
in an interesting and effective man- 
ner. 


Oil Executive Asks 
Market Freedom 
On New Highways 


NEW YORK. — How effectively 
motorists will be serviced al 
tomorrow’s network of limited. 
access expressways will depend on 
whether fuel and other products 
are marketed competitively or un- 
der state control, according to C. 
Z. Hardwick, executive vice- 
president, Ohio Oil Co. 


He said that exclusive franchises 
awarded by the state along such 
toll roads as the Pennsylvania 
Turnpike have resulted in unfavor- 
able conditions for the oil industry 
and the motoring public alike. 


All too often, Hardwick asserted, 
the motorist found that he “lost 
his choice of brands on the new 
highway, that his credit card was 
frequently useless and that — be- 
cause of excessive royalties paid to 
the state—he had to pay more for 
his gasoline, oil and other sup- 
plies.” 

Urging freedom of competition 
along superhighways, Hardwick 
said that the only way this can 
be achieved is to keep all commer- 
cial enterprise on private property 
and off state-controlled rights-of- 
way. 

Although commercial enterprises 
now are excluded by law from the 
state-controlled rights-of-way on 
the interstate system, Hardwick 
declared that a “provision 
which one Congress can write into 
law can be written out by another 
—and there already have been de- 
mands for repeal of the free 
enterprise amendment.” 


Dayton Offers 
Packaging Help 


DAYTON, O. — Dayton Rubber 
Co. reported it is ready to make 
available to electronics equipment 
manufacturers the liquid com- 
ponents, technical advice and foam- 
ing equipment needed to comply 
with a U. S. Navy authorization 
providing for the use of resilient, 
rigid and semirigid Urethane foams 
as a packaging material for ship- 
ment of fragile electronic parts and 
instruments. 

The Navy authorization permits 
electronics equipment makers to 
use Dayton Rubbers Poly- 
Koolfoam materials in a variety of 
ways, including foaming-in-place, 
pre-foamed around models or by 
molding in forms. 

Howard Noyes, aeronautical divi- 
sion manager, called the Navy’s ac- 
tion “a real break-through that will 
enable Urethane foam materials to 
establish their outstanding ability 
to provide support and shock- 
absorbency protection in the ship- 
ment of delicate and expensive 
products of all types.” 


Atomic Plant Planned 


PITTSBURGH. — Westinghouse 
Electric Corp. and Carolinas-Vir- 
ginia Nuclear Power Associates, 
Inc., a group of four Southern utili- 
ties, plan to develop an atomic 
power plant for the generation of 
electricity. 


Albany Dealer Finds .. . 
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Service Brings ’km Back Alive 


ALBANY.—Nearly 70 percent of 
ear sales by Armory Garage (De- 
Soto-Plymouth) here are made to 
old customers and the dealer, An- 
thony Metzner, says good service 
deserves a lot of the credit. 

“We take no competitive makes 
in our service garage,” says Metz- 
ner, “because we want to serve 
as best we can the loyal custom- 
ers we’ve developed over the 
years.” 

He cited one customer who 
drives here from Kingston, 75 miles 
away, to have his car serviced. One 
of the services offered at Armory 


12,000 miles on a new car—and we 
stand behind every car we sell.” 

Armory’s policies have paid off in 
sales. The dealership delivers about 
50 new DeSotos a month in this 
city of 135,000. While DeSoto sales 
nationally account for about 2 per- 
cent of the market, the line gets 
about 5 percent of sales here. 

During 1956, Armory was among 
DeSoto’s top 10 dealers every 
month. 

The dealership depends on mov- 
ing its used cars in a hurry to 
maintain a healthy business. Of the 


is a “loaner” with free gas and oil| Norton Begins Work 


for customers whose cars are being On 


repaired. 

Metzner and the dealership’s vice- 
president, James Clark, are active 
members of the sales force. They 
ean be seen daily making sales in 
the firm’s huge salesroom, Recently 


Grinding-W heel Plant 
WORCESTER, Mass. — Norton 
Co. has begun work on a new $6.5 
million plant for the manufacture 
of grinding wheels. 
The plant is scheduled for com- 


20 salesmen on the force, eight 
work exclusively on used cars. 


In reality, every one of Ar- 
mory’s 100 employes is a sales- 
man, many acting as birddogs in 
securing prospects. They take 
pride in their work and their 
dealership where many of them 
have worked for more than 25 
years. 

Summing up, Metzner said, “Td 
like to be able to tell other dealers 
how I run my business, but it’s 
impossible to list everything Ive 
had to learn in these 39 years.” 

He did have one tip on selling— 
talk facts in the showroom. “Let 
the customer convince himself be- 
fore he drives the car and keep the 
demonstration drive brief, if used 
at all.” 

Armory is looking at the future 
with confidence. Albany’s newest 
suburban shopping center is near- 


Dealership with Ample Space— 

The huge building of Armory Garage, Albany DeSoto-Plymouth dealership, proudly 
bears the title, “World's Largest Showroom.” The showroom can accommodate 75 new 
cars with a large used-car lot just outside the doors. 


pletion in mid-1959. It is designed 
for straight-line production of 
wheels up to 30 inches in diame- 
ter. 


ing completion across the street. 
“We are hoping it will attract 
many new friends to our dealer- 
ship,” Metzner said. 


Clark sold three new cars in a two— 
day period to customers whom he 
has known for many years. 


The dealership, which Metzner 
founded 39 years ago, has just 
opened a 45,000-square-foot build- 
ing which it claims is “the world’s 
largest showroom.” 

The showroom accommodates 75 
new cars—every DeSoto and Plym- 
outh model now made, sedans, 
hardtops, convertibles and station 
wagons. 

There is always a salesman in 
the showroom to help new-car 
buyers. “After wandering over 


our display, a majority sell them- 
selves on a higher-priced model 
just because they have a chance 
to look over the lot,” Clark ex- 
plained. 


The dealership’s warranty pro- 
gram also gets credit for many of 
the repeat sales. Metzner said, “We 
give our customers one year or 
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Still Active in Sales— 


James Clark (left), vice-president, and 
Anthony Metzner, founder and president, 
remain active members of the selling force 
at Armory Garage, Albany DeSoto-Plym- 
ovth dealership. Both make several sales 
@ week to customers of long standing. 
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AUTOMOTIVE BINS 


for FASTER 
CHANGE-OVERS 


] SLIDING SHELVES 
slip into position in a matter of 
seconds. Lock in place automatically. 
Adjustable on 14” centers. 


DIVIDERS 


are instantly adjustable—no nuts, 
no bolts, no springs. 


STRENGTH 


exclusive side flange reinforcement 
on shelf adds unusual strength to 
shelf and rigidity to bin. 


LYON METAL PRODUCTS, INC. 
General Offices: 9909 Monroe Ave., Aurora, lil. 
Factories in Aurora, Ill. and York, Pa. 
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Antifreeze Tip: 
Don’t Sell Them, 
Just Tell Them 


MIDLAND, Mich.—“Customers 
have grown up and no longer can 
be scared into a purchase” of anti- 
freeze, according to T. Caldwell jr., 
antifreeze sales manager for Dow 
Chemical Co. 

In fact, he believes the “scare 
approach” may do more harm than 
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“Don’t talk about freeze-up, just 
remind the customer how easy it 
will be to drive all winter without 
Worrying about efficient cooling 
Operation,” Caldwell is telling 
dealers. 

The cooling system is one of the 
least understood systems on the 
modern car, Dow surveys have 
shown. When motorists find out 
about its importance, they are 
willing to have it properly serviced, 
according to Caldwell. 


OVER 1500 ITEMS 
for Business, 


Industry, 
Institutions 











Easier Credit Called 


CO CITY.—Credit, at rea-| The association voted to ask the 


sonable rates of interest, and in 
“an agile and elastic form,” was 
urged as an imperative necessity 
for the Mexican auto-transportation 
industry in particular and Mexican 
in general, by the Mexican 
of General Motors Conces- 
sionaires at its second annual con- 
vention here. The statement was 
made by Jose L. Canales, president. 


i 


economy. 
He cited statistics showing that 
urban bus lines in the Federal Dis- 


while in the provinces, buses carry 
55 percent of all passengers in Mex- 
As for freight, 38 percent is 


” . > 
Shaky Financing 
a tant poovtte credit 
for most automobile and truck 
dealers, but that financing is ex- 


8 


BATTERY CHARGERS 
Are Money Makers For Any Shop 


Auto News from Mexico 


By GM Concessionaires 
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ask for the constitution of a fund 
to finance the auto-transportation 
industry, patterned after the fund —<—< Se 
that exists for the financing of me- 
dium and small-scale miners. 

The GM men want Nacional Fian- 








Imperative Necessity 





purpose because of restrictions 
imposed by banking laws. 


Ministry of Finance and other 
dealer associations, to provide a 
fund sufficiently large to rediscount| verted into pesos, the current rate 
financing paper in complete series| of which is 12.5 per dollar. 

of installment sales of buses and > -— © 

trucks. Should that request not be Ford to Expand 


gran the associati decided to 
SSS Se Se See | eeANON of Deeds easenity 


Squirt Bottle Offered ew a a. Mexico ee soon ot 
; unde en, announ Gene 
With du Pont Cleaner Manager Fraine B. Rhuberry. The 
WILMINGTON, Del. — The du} plant is the pioneer establishment 
Pont specialties sales section is of-|of its kind in Mexico, having been 
fering an eight-ounce polyethylene opened in 1925. 





“There's an extra two-bits in it 





squirt-type applicator free with It is currently building Ford, for you if you talk Pop into a 
every quart of No. “7” Multi-Service| Mercury, Thunderbird, Lincoln, . 
Cleaner. Two applicators are given| Taunus, Anglia and Ver- 


enlarge and modernize assembly, 
storage and general office buildings. 
A service school is to be established 
for the instruction of dealers. 

Ford is to invest $800,000 erecting} All material and equipment of and 
a building to store spare parts, and| for the new buildings will be 100 


with every gallon of cleaner. 


Designed for windshields, gas 
pumps, soft drink coolers, windows, 
walls, woodwork and vinyl uphol- 
stery, No. “7” Multi-Service Cleaner 
is mixed with water 20 to one. 


eury trucks. The plant also dis- 
tributes Fordson tractors and 
Ford industrial motors. 


— 


percent produced in Mexico, Rhy. 
berry said. 


* 

News Notes eee 
a imports dropped to 16,289 in 

1956 from 17,627 in 1955, the 
Government reported. Truck and 
bus imports went up to 29,250 from 
the 26,724 imported in 1955. Domes. 
tic vehicle production totalled 41,509 
units, an increase of 9,760 units 
over 1955 output. 

A number of Mexican used-car 
dealers report that the return of 
the old Mexican custom of haggling 
over price has come back and their 
customers like it. Some dealers 
abandoned advertising car prices 
with the price being set in a little 
game between customer and dealer, 

Volkswagen distributors are 
singing the praises of their prod- 


ported in the first seven months 
of 1957. 

Adrian Mercado has been named 
general sales manager of Ford 
Motor Co. de Mexico. He entered 
the auto industry in 1926 as a parts 
salesman and joined Ford in 1949 
as manager of the spare parts de- 
partment. 





well worth a second look... 












Firestone Adds New Tire Presses— 


s de- gram, which includes construction of four new plants. 
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“For 30 months the steel indus- 
try has enjoyed unusual stability 
of operations, save for the inter- 
ruption caused by the general 
strike in 1956,” says the Value Line 
Investment Survey, published by 
Arnold Bernhard & Co. 


“A further period of reasonably 
well-sustained demand is believed 
to lie ahead for at least 12 to 18 
months.” 

The steel industry, the Value 
Line Survey continues, after the 
ups and downs of the post-war 
years, appears to be in a period of 
“normalcy.” 

There is a pretty general ab- 
sence of urgent, unfillable back- 
logs, but a healthy level of current 
usage that keeps the steel mills 
busy, the publication says. 

= = 


Fruehauf Sales, Profit 


Production begins on a new curing line of Bag-O-Matic presses at the Firestone ° ° : 
Tire & Rubber Co.'s plant in Memphis. The machines automatically shape tires right Dive in First Half 

in the mold while the lid is closing, and can cure tires up to size 11.00-20. The ma- Fruehauf Trailer sales for the 
chines were installed as a part of the company’s expansion and modernization pro-| Six-month period ended June 30 


totalled $120,836,314 and net earn- 


now... nearly 5,000 bearing part numbers 
are available for all your car, truck, bus, 
tractor, heavy-duty equipment requirements 


Moraine-400 Bearing 


toughest automotive engine 
bearing ever known. Developed 
by General Motors and 
Moraine Products research 
from a special aluminum 
alloy and cladding process 
—a Moraine exclusive! 


Moraine Bi-Metal Bearings 


precision-built to original equip- 
ment specifications for longer, more 
dependable service in moderately 
loaded engines. Conventional 
steel-backed babbitt type. 






On the Financial Front 


ings amounted to $2,206,877. 

For the similar first six-month 
period in 1956, Fruehauf sales 
totalled $153,565,859 and net earn- 
ings were $5,287,066. 

The report stated, “The major 
factors accounting for the decline 
in earnings were a combination of 
reduced volume and intense compe- 
tition for the available business. 
These factors, combined with Frue- 
hauf’s inventory reduction pro- 
gram, resulted in below normal 
production schedules which af- 
fected profit margins.” 


* * * 


Gardner-Denver Co. 


Gardner-Denver Co., Quincy, IIL, 
first-half report, 1957 vs. 1956: 
Sales, $35,287,395 and $30,518,265; 
earnings, $4,001,979 and $3,401,271. 

= +. * 


General Acceptance Sets 


Income, Volume Records 
General Acceptance Corp. re- 

ported that its volume and net in- 

come set first-half records in the 


NEW COMPLETE LINE OF 
MORAINE ENGINE BEARINGS! 


M-100 Bearing 








ctnsinirdahia nents einen ante canner alee nD 


eight ways better with exclu- 

sive Moraine matrix between 
babbitt and steel. Permits highly 
desirable thin babbitt overlay 
without limiting embedability. A 
leading original equipment bearing 
and a Moraine exclusive! 


Moraine Connecting Rod and 
Main Bearings 


come in standard, .001, .002, 
.010, .020, .030 undersize and 
semi-finished. Camshaft bear- 

ings in standard sizes. All 
numbers available in sleeved 
or overpacked sets accord- 
ing to application. 


Moraine engine bearings are the original equipment bearings in millions of cars, trucks, and buses 
now on the road. These Moraine service bearings are made to original equipment specifications. See 
your United Motors System distributor for the whole story of your big new presold opportunity 


with Moraine. Get the facts today! 


Another General Motors Value 
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six months ended June 30. Income 
was 16 percent above the 1956 
period, and volume climbed 9 per- 
cent. 

The company said income was $1,- 
128,873, compared with $974,336 in 
the year-ago period, and volume 
was $96,164,065, compared wth $88,- 
182,336 in the first six months of 
1956. 

> * > 
General Finance Earnings 


Set First-Half Record 

Earnings of General Finance 
Corp. reached a record high in the 
first half of 1957, amounting to $1,- 
549,000. This was 18 percent above 
the previous record-high earnings 
of $1,311,000, reported in the first 
half of 1956. 

Retail auto-financing receivables 
amounted to $105,987,000 on June 30, 
1957, an increase of 10 percent over 
receivables of $96,376,000 a year 
earlier. 

= = = 
Industrial Acceptance 

Industrial Acceptance Corp., Ltd., 
Ottawa, first-half report, 1957 vs. 
1956: Earned income, $28,400,000 and 
$24,100,000; net profit increased by 
about 8 percent. 

aa . > 
Commercial Credit Reports 
Profit Hike in First Half 

Commercial Credit Co. reported 
its net income for the first half of 
1957 amounted to $13,419,032, up 
from the $13,119,827 reported for 
the first half of 1956. 

Gross receivables acquired in the 
first half of this year were put at 
$1,959,933,001, compared with $1,- 
683,551,017 for the like period of 
last year. Net sales of manufactur- 
ing subsidiaries were $66,931,761, up 
from the $57,036,269 reported for the 
first six months of 1956. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contains the WANT AD 
SECTION. Others are profiting from 
AUTOMOTIVE NEWS WANT ADS! Are 
you? 
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3 EASY WAYS TO BUY 
© CASH @ EASY TERMS © LEASE PLAN 


Now there's no excuse for continuing 
to tie up valuable space slowly air dry- 
ing jobs. It’s actually cheaper to bake 
them quickly and get them out of the 
way so twice as much work can come 
into the shop. This new driQuik oven 
economically and quickly bakes fend- 
ers, hoods, after decks, complete panels. 
Ic teams up with our Model 16 to cut 
overall baking times in half. Each sec- 
tion of the oven is controlled by an 
individual switch. It rolls on free 
wheeling casters. 


WRITE OR WIRE TOBAY FOR A 
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LAMP CORP 





Dry Clime Lamp Corp.. Dept. D, Greensburg, ind. 
CO | world tthe © domonstotion on (dete) 
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OMEBODY said, “God bless our 

women”—and let us more fully 
appreciate them economically as 
well as ornamentally. 

A young woman whose pay 
check is in the top 4 percent—and 
who regularly gets whistled at— 
told me that 10 years ago, when 
she had to earn a living to put 
her children through school, a 
friend lent her a book entitled, 
“Jobs for Women Over Forty.” 

She got this far in it: “There 
are jobs running mimeograph 
machines where older women 
can’t be seen .. .” and she threw 
the book away. 

“It made me so made,” she said, 
“that I stopped being scared.” 

You know, men aren’t fooling 
when they say their secretaries run 
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their businesses. There’s more 
truth than wisecrack in the coun- 
sel, “Pick a busy man to do some- 
thing extra and important, because 
he’ll ask his secretary to do it, and 
you'll get a swell job.” 

Today there is a shortage of good 
secretaries. The status of women, 
as paid workers, will bear looking 


at. 
* * + 


Women’s Position 


bese height of a civilization has 

usually been marked by the | 
position of its women. In America’s | 
pioneering days, women were} 
scarce — so men put them on 
pedestals. Yet in those days, most 
men outlived several wives, be-| 
cause those wives put their ® in| 
ders to the- plow, fought off In- 
dians, and bore a dozen children 





because help was needed on the | Lively Opens New Building— 


land. 
Today women have a doubtful 


their husbands. Along with that, 
we read figures on thousands of 
divorces a year, even more separa- 
tions, and on the many women who 
must support not only themselves, 
unmarried, but often a parent or 
a sister, etc. 

Even when married, three out 
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@ DEAN LIVELY moton co, 
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Dean Lively Motor Co., American Motors dealer in Salinas, Kans., has just opened 
vce - this new building. The firm has been an AMC dealership since April. The new facility 
statistical advantage of outliving| combines an enclosed showroom and an adjoining open-air showroom. 





of 10 women are working. Two 
out of every five mothers with 
school-age children work, In two 
out of every five families with 
incomes between $6,000 and $10,- 
000 a year, the wives work. 


Whether they work or not, wo- 


men today control 80 percent of 
this country’s wealth. Even if one 
believes a woman’s place is in the 
home, the facts show that married 
women with children who work, 
even when they don’t have to, do a 
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lot to increase our purchasing 
power. 

Of our 28 million working 
women, more than half of them 
either support themselves or are 
primarily responsible for support- 
ing a family. Only half of our 
working women have husbands 
who bring in a bigger pay check 
than they do. 

* 


* * 


Sex Not A Factor 


a GET back to the young. 
looking woman executive who 
got burned up about the mimeo. 
graphing opportunities behind 
doors, the largest single source of 
workers for expanding our labor 
force is women in their middle and 
later years. 

Early marriage, longer life ex- 
pectancy, restrictions on immigra- 
tion and fewer children have been 
largely responsible for this. Other 
reasons are that employers are get- 
ting away from the old idea that 
sex has anything to do with po- 
tential ability, and that older wo- 
men, though possibly not so deli- 
cious to gaze upon—often they’re 
more so—have been proved to stick 
to a job just as dependably as a 
man. 

And any man who would make 
his mark in the business world 
would do well to confine his 
contemplation of female charms 
to after-hours—preferably to his 
own attractive wife. 

In 1890, the 4 million women 
holding jobs accounted for one- 
sixth of our civilian labor force. 
Today one-third of all our women 
over 14 are working. That means 
that in 1957, approximately 28 mil- 
lion women, about one-third of our 
entire civilian labor force, work. 

Speaking automotivewise, when 
Henry Ford lit the fuse under 
mass production only two out of 
100 car-builders were women. Now 
there is about 10 times as much 
woman power. 
* > > 


Rocks Our Budget 


S. Never underestimate 

* womanpower! And remember 

that aged wine is mellower and 
stronger—and more sought after 
by connoisseurs. Too, the average 
working woman is better educated 
than the average working man— 
and the mellower, more experi- 
enced she becomes, the more 
sought after by employer connois- 
seurs. 

We all know about the power 
in the hand that rocks the cradle. 
We've been aware of the soft 
hand that rocks the budget in 
buying cars. The smart business- 
man knows that women are be- 
coming increasingly — 5 million 
more women workers by 1965— 
not only the buyer but the payer 
as well. 

Don’t underestimate the hand 

that rock’s the nation’s budget. 


Greyhound Pushes 
Car-Rental Drive 
In 48 States 


CHICAGO. — Greyhound Rent-A- 
Car, Inc., a division of Greyhound 
Corp., has embarked on a program 
of franchising licensees for its car 
rental and car leasing service 
throughout the 48 states. 

Approximately 100 company- 
owned stations will be opened in 
major cities, while stations in all 
other cities will be operated by 
franchised licensees, according to 
Richard J. Fencl, Greyhound Rent- 
A-Car president. 

Greyhound Rent-A-Car is offer- 
ing licensees special inducements 
that include: Generally lower daily 
and per mile rates in more mar- 
kets, a greater selection of deluxe 
hardtops, prestige cars, sports cars 
and trucks, an extensive advertis- 
ing campaign for general and busi- 
ness magazines. 

Greyhound Rent-A-Car also is 
leasing motor vehicles to both in- 
dividuals and business firms. Leased 
autos of practically all makes will 
Ag » sppasocee to any address in the 

Greyhound also offers a fieet- 
leasing service to business and in- 
dustry, including both passenger 
cars and trucks. 


Sewells Buy Outlet 
Carl Sewell and Woody Sewell 
have purchased Village Cadillac, 
Dallas, from N. J. DeSanders jr. 
The firm has been renamed Sewell 
Village Cadillac. 
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DIFFERENTIAL—The Hi-Tork differential 
is described as an “unlocking” differential 
that provides the desirable characteristics 
of preventing a runaway wheel, yet differ- 
entiates when necessary without any ad- 
verse steering effects. The Hi-Tork is said 
to utilize all available traction at both 
rear wheels whereas the conventional 
differential limits the driving effort of a 
vehicle to the wheel with the least trac- 
tion. The unit automatically compensates 
for low or lost traction at one rear wheel 
and minimizes the problem of getting 
stuck due to one wheel's spinning on a 
low traction surface while the other re- 
mains motionless. Lyeth Engineering Co., 
Box 3841, Park Grove Station, Detroit 5, 
Mich. 

e @= fs 
Roofing Compound 

A new cold process asphalt roof- 
ing compound perfected by Panther 
Co., 840 N. Main, Fort Worth, Tex., 
is said to end the problem of cover- 
ing concrete tilt-up buildings with 


raw slab roofs. 
. * = 


Car Wash Suds 


A liquid car wash said to have 
high and lasting suds qualities, has 
been developed by Penetone Co., 
Tenafly, N. J. This product can be 
used in such low concentration 
that no streaking results and no 
detergent film is left on the sur- 
face, the firm said. 

> os = 
Tire Repair Kit 

Automatic Vulcanizers Corp., 16 
Hudson St., New York 13, N. Y., 
announces a tubeless tire repair kit 
containing a cadmium plated hand- 
operated extruding gun, sufficient 
quantities of the cold self-vulcaniz- 
ing rubber compound to make 25 
repairs, and simple instructions. 

* * * 


Inspection Instrument 


An internal inspection instrument, 
called type S.3, that enables valves, 
bores, pistons, gearboxes, rear axles 
and clutches to be inspected 
through plug holes, has been mar- 
keted by R. F. Produx, 14 Marl- 
borough Rd. Woking, Surrey, 
Engiand. 





MERCHANDISER—The Shure-Built Mer- 
chandiser, model 9200, designed for use 
in service stalls, is lighted by its own 
flvorescent fixture. Tool and part storage 
is said to be flexible because of ad- 
justable and removable shelves. Each unit 
is equipped with a Nat-Flex bench work 
surface. The unit is available to meet 
individual requirements in choice of 48 
to 60-inch heights 54 or 60-inch bench 
sections. Built entirely of steel and finished 
in baked white enamel, the merchandiser 
is produced by Shure Mfg. Corp., 1601 S. 
Hanley Rd., St. Louis, Mo. 

ee us 


Sta-Clean Fabric Spray 

Kay Chemical Co., North Holly- 
wood, Calif. has introduced Sta- 
Clean, a silicone fabric spray, which 
is said to coat every fiber with an 
“invisible slip cover’ to prevent 
stains and soiling of auto interiors, 
furniture, draperies and clothing. 


+. * * 
Station Wagon Tent Offered 
For Chevrolets, Pontiacs 
Gordon B. Miller & Co., 809 
Walnut St., Cincinnati 2, O., sales 
agent for the Conver’-Tour Tent, 


has introduced Model No. 100, de- 
signed to fit on Chevrolet and 


Pontiac station wagons, 1955 
through 1957 models. 

The company is also marketing a 
“Stretchit-Ketchit” grease catcher 
to be attached under new cars and 
small trucks to keep grease off the 
showroom floor. 


Valvoline Calendar 


Valvoline Oil Co., Freedom, Pa., 
is distributing its new combined 
calendar and automotive lubrica- 
tion chart. All domestic models are 
included with a section for foreign 
cars distributed in the U. S. 


* * * 
Kimble Says New Skylight 


Rejects Sun’s Hot Rays 


“Toplite,” a prefabricated sky- 
light which is said to “select only 
the most desirable rays of sunlight,” 
has been developed by Kimble Glass 
Co., Toledo, a subsidiary of Owens- 
Illinois Glass Co. ; 

Kimble said the device is based 
on the use of solar-selecting prisms 
which “open” and “close” to admit 
only cool, even light while rejecting 
the sun’s hot rays. 

* + + 
New Viking Containers 

Viking Mfg. Co., 68-70 Middlesex, 
Natlick, Mass., has announced that 
Viking waterless hand cleaner now 
is available in colorful plastic con- 
tainers. The product is a formula- 
tion of 15 ingredients designed to 


protect as well as clean the hands. 
a x * 


Three Pre-Molded Kits 
Offered for Customizing 

Three new pre-molded customiz- 
ing kits have been introduced by 
Fibre Glass-Evercoat Co., Inc., 7220 
Vine St. Cincinnati 16, O. Air 
scoops, fins and continental tire 
kits are now available for those 
who desire to give older-model cars 
styling comparable to latest-model 
cars. 

Each kit is designed to fit most 
any car. The fins are particularly 
adaptable to Fords from 1952 to 
1956 and are available for two-door 
and four-door cars, the company 
said. 


* 


‘Car Litter Bag’ 


The newest traveling waste 
basket is the “Car Litter Bag.” It 
is U-shaped and measures 12 by 12 
inches. It is manufactured by Peer- 
less Maid Plastics, Inc., Farming- 
ton, Minn. 

* « * 


Auto Lamp Rack 


A two-color, metal rack designed 
to help service stations, garages, car 
dealers and automotive jobbers re- 
duce the amount of space taken up 
by automotive lamp packages, has 
been announced by General 
Electric’s Miniature Lamp Depart- 
ment, Nela Park, Cleveland 12, O. 

The rack is 11 inches wide, six 
and one quarter inches high and 
eight inches deep. 

* 7. = 
Stop That Squeak 

Permatex Co., Inc., has developed 
a water pump lubricator and radia- 
tor anti-rust which, according to 
the company, will eliminate the 
Squeaks emanating from water 


pumps on some 1957 cars. 
” = . 


Tuc-Cup Safety Goggle 
Tuc-Cup, a safety goggle with a 
spectacle-type frame that fits over 
prescription glasses, has been de- 
veloped by Watchemoket Optical 
Co., Inc., 232 W. Exchange, Provi- 
dence 3, R. I. The goggle has a 

visor and full-cup side shields. 


Wagner Paint Remover 
Wagner Bros., Inc., Detroit, has 
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NEW PRODUCTS 





BATTERY CHARGER—The E-Z battery 
charger and warmer will serve either six 
or 12-volt batteries. Connected to a bat- 
tery overnight, the unit is said to provide 
a fully charged, warm battery that will 
turn over the heaviest motor even in sub- 
zero weather. Hardly bigger than a couple 
of packs of cigarets, the unit boasts a red 
trouble light that flashes a warning if it 
is improperly connected. The unit is said 
to draw less than one amp. Barfield & Co., 
6552 N. Glenwood Ave., Chicago 26, Ill. 

ee 6 @ 


‘Winchester’ Batteries 
The electrical division of Olin 
Mathieson Chemical Corp., 460 Park 
Ave. New York 22, N. Y., is 
marketing a new line of dry cell 
batteries under the trade name 
“Winchester.” The division’s flash- 
lights will be marketed under the 
same name. 
+ * * 
Self-Spray Penetrating Oil 
Is Marketed by Ruscoe 
W. J. Ruscoe Co., Akron 1, O., is 
offering its “Dependable” penetrat- 
ing oil in a self-spraying can with 
molybdenum disulfide additive. 
The oil is packaged in a 16-ounce 
can which is said to be easy to han- 
dle. The company says the self- 
spraying action makes the oil more 
economical to use. 
- 7” * 
Tape Line Expanded 
Devon Tape Corp., 519 S. Fifth 
Ave. Mount Vernon, N. Y., has 
broadened its Devoseal line of 
vinyl plastic tape to include trans- 


parent and nine colors. 
- aa : 


Grotelite Color Card 


Grote Mfg. Co., Bellevue, Ky., is 
offering a new color card which 
displays samples of the five colors 
available to buyers of Grotelite re- 
flective sheeting. There is no 
charge for the display card. 

* 7 7 


Falcon Signalling Horn 


The Falcon signalling horn, 
which operates on its own power 
(compressed Freon gas in an aero- 
sol-type container) has been an- 
nounced by Falcon Alarm Co., Inc., 
Summit, N. J. It can be mounted 
under the hood of a car or can be 
carried about for signalling aboard 
boats or cheering at athletic events. 

= * 


developed a tank-type accelerated| _ 


alkaline paint remover which, the 
company says, cuts costs of pro- 
duction stripping operations up to 
10 percent by reducing immersion 
times and subsequent stripping 
operation man-hours. 

* ” 


Collared Screw Heads 


Collared screw heads are now 
available on the entire line of Sure- 
Tite stainless steel hose clamps, 
made by Wittek Manufacturing Co., 
_— W. 24th Place, Chicago 23, 





CAR MAT—Made of heavy-duty, non- 
skid rubber in choice of six colors, the 
Hocar ‘Personalize-it-Yourself" Auto Mat 
is said to fit all cars. The larger portion 
of the mat is 19% by 15 inches, while 
the apron, which serves to protect the 
slope of the car, even fitting under pedals, 
is 16 by 8 inches. The kit includes ma- 
terial in contrasting color for cutting and 
permanently vulcanizing (without heat) up 
to 13 characters, arranged in any com- 
bination. Hocar Mfg. Co., 2507 N. Clark 
St., Chicago 14, Ill. 





Chrome Names Available 
For Cars, Trucks, Trailers 


Chrome names cast in one-piece 
script are available from Chrome 
Names, 426 W. Fifth St., Kansas 
City. 

The names may be ordered in 
bronze polished and lacquered or 
chrome plated. Capital letters are 
three inches high and lower-case 
letters are 1% inches. The manu- 
facturer lists trucks, cars and house 
trailers among the uses for the 


names. 
* * + 


Polish Recommended 


For All Auto Finishes 


A new auto polish, Hi-Shine Auto 
Beauty Creme, has been placed on 
the market by R. M. Hollingshead 
Corp., Camden 2, N. J. 

The product is said to provide a 
protective armor over the finish 
which withstands ultraviolet rays 
and salt spray. It is recommended 
for polishing acrylic finishes, as 
well as the older enamels and lac-| 
quers. / 

+. * = 


Tin Base Solder 


A new self-annealing tin base) 
solder which offers high creep 
strength, yet can be applied at 
lower temperatures than silver sold- 
ers and brazing alloys—428 to 435) 
degrees Fahrenheit—has been an- 
nounced by Alpha Metals, Inc.,| 
Jersey City, N. J. It is called No.| 
38 alloy. 





> > > 
Penetone Solvent 


Penetone Co., Tenafly, N. J., has 
developed a new solvent for clean- 
ing metal parts, machinery and 
equipment. It is said to do a thor- 
ough degreasing job and also de- 
posit a protective coating against 
corrosion and rust. It is called 
Anitox-Type-R, 

>. + > 


Scratch Remover 


Duro Auto Body Scratch Re- 
mover, said to wipe away surface 
scratches and paint blemishes as 
long as primer surface or bare 
metal is not exposed, has been in- 
troduced by Woodhill Chemical Mfg. | 
Co., 1391 E. Thirty-third St., Cleve-| 
land 14, Ohio. 

> 


Glass Roof Protector 


A liquid glass protective roof 
coating, that is said to be guaran- 
teed to keep a roof watertight 
for at least 12 years, is offered by 
Mallard Mfg. Co., Fourth St. and 
Girard Ave., Philadelphia 23, Pa. 

> = > 


Polishing Cloth Display 
A floor display unit designed to 
create impulse sales of polishing 
cloths has been announced by Rit- 
tenbaum Brothers, 705 Houston St., 
N. E., Atlanta, Ga. 
. 





New Permacel Tape 


A new black cotton cloth elec- 
trical tape has been developed by 
Permacel Tape Corp. for use where 
taping is exposed to view. It is 
called “Permacel 201 Black.” 

. ” 


Skid Adapter for Truck 


A skid adapter has been designed 
by Raymond Corp., 332-153 Madison 
Ave., Greene, N. Y., for its 24-volt 


| electric Walkie truck, which is said 


to allow it to handle both skids and 
pallets with loads up to 4,000 
pounds. 


Rust Master Packaging 

Rust Master Chemical Corp., 
Cambridge, Mass., has announced it 
is packaging its carburetor and fuel 
line conditioner in an easy-pour 
type of tin. The amount of the con- 
tents, 16 ounces, has not been 
changed. Previously this product 
had been packaged in a square- 
cornered can, it was said. 

. > 


os 
Write-on Labels 

Selt-sticking labels which take 
pen, pencil, ball point or typewrit- 
ten information are being manufac- 
tured by W. H. Brady Co., 727 Glen- 
dale Ave., Milwaukee 9, Wis. The 
“write-on” labels are said to have 
an aggressive adhesive that sticks 
and stays stuck to any clean dry 
surface and come off clean when 

purposely removed. 






















RUBBER DUCT—A noiseless rubber duct, 
called Electriduct, designed to eliminate 
accidents caused by tripping on electric 
wiring, small hose and metal tubings has 
been marketed by Ideas, Inc., 615 South 
Second, Laramie, Wyo. Said to be stumble- 
proof and unobstructive, heavy equipment 
on casters can easily roll over it. it is 
noiseless to foot and caster traffic. The duct 
is available in two forms: One is an 
electrical extension cord, with a wall plug 
and cord on one end and a duplex outlet 
on the other. In the other form, ducts, 
outlets and fittings are available separately 
for special outlet arrangements, as well as 
for a covering. oe ae 


Tar Remover 


A tar remover for Lucite-Acrylic 
paints has been marketed by Cur- 


|ran Corp., 100 S. Canal St. Law- 


rence, Mass. No harmful effects, it 
is said, result to the new finishes 
when the product, called Tarlene, 
is applied as recommended. 
> > * 
Plastic Film Covering 

A sheet protector — plastic film 

protective covering for displays, re- 


| ports, albums, and other papers and 


documents—that is said to be thin- 
ner, lighter and stronger is now 
available at leading stationery and 
department stores throughout the 
country. It is made of duPont’s 
polyester film and manufactured by 
Joshua Meier Co., 601 West Twenty- 
sixth St., New York. 


> > os 

Antistatic Buffing Compound 

A buffing compound for cutting 
and coloring all types of plastics, 
containing an ingredient which is 
said to dissipate static electricity 
from the finished product, is offered 
by Hanson-Van Winkle-Munning 
Co., 100 Church St., Matawan, N. J. 


24-Hour Tape Recorder 


SoundScriber Corp., New Haven, 
Conn., has marketed a compact, 
magnetic tape recorder/reproducer 
said to be capable of recording con- 
tinuously without tape change, for 
24 hours, SoundScriber claims its 
new unit, called the “24”, is reliable 
and operates with the accuracy of 
an electric clock. 





POWER DRILL—A two-speed, %-inch 
power drill, featuring a 115-volt Universal 
AC/DC two-ampere motor, has been mar- 
keted by Wen Products, Inc., 5808 North- 
west Highway, Chicago 31, Ill. The unit 
can be used for drilling through steel 
to 5/32 of an inch, wood to % of an 
inch, and aluminum, brass and copper to 
Y% of an inch. It also can be used for 
rotary sanding, sawing, grinding and 
buffing. The 12% by 4% by 24-inch 
drill weighs 4% pounds. 

a ae 


Trouble Light Flashes 


Warning from Back, Sides 

Auto Lamp Mfg. Co., 2909 In- 
diana Ave. Chicago 16, Ill, has 
developed a new portable, plug-in 
spotlight with simultaneous lighting 
and warning action. 

Called Luxury King Duo-Lite, the 
trouble light operates from a 
cigaret lighter or lamp bulb socket. 
It throws a 1,200-foot beam from 
the front lens and signals “danger” 
from its fluted red plastic sides and 
back. The lamp is available for six- 
volt or 12-volt electrical systems. 
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Some Approve Rate Boosts... 





States Amend Truck Regulations 


NEW YORK. — New develop- 
ments in regulation of trucks and 
related matters, as reported from 
state capitals, include the follow- 
ing: 

Alabama: An order by the Ala- 
bama Public Service Commission 
authorized truckers to raise their 
less-than-truckload minimum 
rate for transportation within the 
state from $2 to $2.50. 

Cauirornu: The State Public 
Utilities Commission has stepped 
up its truck safety inspection pro- 
gram, according to Commission 
President Peter E. Mitchell. 


He said four safety experts au- 
thorized by the 1957 State Legisla- 
ture have started work. With the 
added inspectors, Mitchell said, it 
will be possible to make complete 
inspections of 6,500 vehicles per 
year instead of the present 2,000. 

Cotorapo: State Public Utilities 
Commission announced that next 
Dec. 31 will be the closing date for 
motor carriers in home-rule cities 
to file applications for licenses 
under the so-called “grandfather 
right.” 

Commissioner Joe Nigro ex-| 
plained that a “grandfather right” 
is the right of a motor carrier to 
apply for a PUC permit without es- 
tablishing need or public conveni- 
ence. 

He said the motor carrier in a 
home rule city need only prove he 
was in operation before Nov. 2, 
1954, when the PUC was made 
regulatory body over such carriers 
by constitutional amendment. Be-| 
cause of the seniority principle it is 
called a “grandfather” right. 

Ipano: A 5 percent increase in 
rates for hauling household goods 
in Southern Idaho was approved by | 
the State Public Utilities Commis- 
sion. 

Illinois: A grace period prior to 
strict enforcement of new laws 
governing trucks enacted by the | 
1957 Illinois Legislature was an- | 
nounced by the State Commerce | 
Commission. 

The commission’s motor carrier 
of property division said that 
operators would be granted a rea- 
sonable time to acquaint them- 
selves with new regulations result- 
ing from the legislation. 

Iowa: John Ropes, chairman of 
the Iowa Truck Tax Reciprocity 
Board announced that the board 
Was preparing a questionnaire to be 
sent to all interstate trucking 
firms operating in or through Iowa. 

They will be requested to list 
total intercity fleet mileage and a 
breakdown by states; serial number 
and type of each piece of equip- 
ment used in such travel, and the 
states in which each is licensed, 
and a computation of license fees 
they would pay in each state if all 
equipment was licensed in that 
state. 

Ropes said firms would then be 
checked to determine whether they 
are paying Iowa a percentage of 
license fees equal to the percent- 
age of travel they do on Iowa high- 
ways. 

If such pro-rating of road-use 
taxes is not done, Iowa law re-| 
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Send for our free literature illustrating 
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your place stand out like a sore thumb. 
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quires firms to pay a compensation 
tax ranging up to $250 a vehicle. 


Missouri: An increase in Mis- 
souri intrastate truck rates ex- 
pected to amount to more than 
$1 million a year was authorized 
by the State Public ‘Service Com- 
mission, effective Oct. 15. 


The order means an overall in- 
crease of about 13 percent in rates 
charged by 210 common carriers 
hauling general commodities within 
the state. It does not apply to con- 
tract haulers, movers of household 
goods or trick lines handling one 
specific commodity. 


New Jersey: Bills enacted by the 
New Jersey Legislature and signed 
into law include a measure increas- 
ing the maximum permissable 
length of tractor semi-trailer truck 
combinations from 45 to 50 feet. 

Two other amendments are con- 
tained in the same measure. Under 
one, the driver is permitted to take 
a vehicle to and from the scale to 
check its weight without fear of a 





violation if there is any overweight. 


Under the other, load shifting is 
allowed if when examined by a law 
enforcement officer, it is deter- 
mined a vehicle is legal on the 
gross, but overweight on an axle. 

NortH Daxora: State Public Serv- 
ice Commission granted a general 
increase of 10 percent and a 20 per- 
cent increase in minimum charges 
to Class A motor carriers opera- 
ting in North Dakota. The 10 per- 
cent boost applies to all rates and 
charges except “all-freight” rates 
on shipments of 20,000 pounds. 

Oregon: Automatic intrastate 
rate increases to match Interstate 
Commerce Commission action 
will no longer be granted in 

Oregon under a ruling by the 

State Public Utilities Commission. 

The commission’s new policy 
calls for separate data to show the 
need for an increase on freight 
moving from one point to another 
point inside Oregon. 

Commissioner Howard Morgan 





25% of Trucks, Buses 
Defective, ICC Says 


ST. LOUIS. — Twenty-five per- 
cent of the trucks and buses 
moving on the highways have 
one or more safety hazards, ac- 
cording to W. Y. Blanning, di- 
rector of ICC’s bureau of motor 
carriers, speaking before the 
meeting of the Movers’ Confer- 
ence of America here. 

Blanning said that the ICC’s 
“Out of Service” sticker was not 
placed on a vehicle except for 
serious defects, usually concern- 
ing brakes or steering. 





outlined a new policy in a letter to 
the Union Pacific Railroad concern- 
ing a petition asking a 5 percent 
ICC raise be extended to cover in- 
trastate freight. Morgan asked that 
Specific data showing costs of in- 
trastate operations be provided by 
the company. 

South Dakota: A 10 percent in- 
trastate increase for Class A motor 
carriers in South Dakota, effective 
Aug. 15, was granted by the State 
Public Utilities Commission. It was 


—— 


estimated the increase would cost 
shippers about $100,000 a year. 

Texas: State Attorney General 
Will Wilson ruled that a bill passeq 
by the 1957 Texas Legislature to 
give a special load limit increase 
for oil field service equipmen: ig 
ineffective. 

It was noted that the Federal 
Highway Act prohibits aid to any 
state in which truck weights may 
exceed 18,000 pounds per axle. 

The Texas bill would have in- 

creased the limit for oil ficld 
equipment trucks from 48,000 to 

58,000 pounds and eliminated a 
requirement that they comply 
with the axle load limit if they 
traveled not more than 50 miles 
on the highways from loading 
point to the drilling site. 

Because of the axle-load-limit ex- 
ception, the attorney general held, 
the bill was of no effect. 

Wisconsin: A bill to increase 
truck weight limits on Wisconsin 
Class A highways from 68,000 to 
73,000 pounds was vetoed. 

Wyromine: An application for an 
intrastate rate increase for trans- 
portation of oilfield equipment was 
taken under advisement by the 
Wyoming Public Service Commis- 
sion. 














Air 


were 
Den 
chie 
Den 
Dr. 
the 








IT'S WOVEN 


TO BREATHE! 


that smart new-model look 


BRING OLDER MODELS UP TO THE MINUTE 


volume, bigger-profit sales] 


Your customers can make their older cars look bright and new with seat 
covers woven of saran. All the fresh new-model fabric colors and pattern 
designs are available now. saran seat covers add a distinctive note to any 
car interior. And, what’s more, sARAN will take all the punishment you can 
give it without scuffing or showing signs of wear. The rugged durability 
and wide range of available colors and designs give saARAN seat covers the 
sales appeal your customers demand. Stock up early and be ready for higher 
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sin s : 
to Airplane Test for Auto Tire— 

New car tire developed by United States Rubber Co. gets close scrutiny after two 
an were used on nose wheels fo land a Continental Air Lines Convair at 100 m.p.h. at 
ns- Denver's Stapleton Airfield. Making the inspection are, from left, Col. G. R. Carrel, 
dacs chief of the Colorado State Highway Patrol; Art Malnati, a U. S. tire distributor in 
~ Denver; Lt. Leonard |. Johnson, safety education director, Denver Police Dept., and 


Dr. Arthur W. Bull, tire development director for the rubber company. They found 
the new tire, called the U. S. Royal Master, undamaged. 


Du Mont Signs 62 Dealers... 


EnginScope Adds 2 Agents 


CLIFTON, N. J.—Two selling 
agents for Du Mont’s nationwide 
chain of territorial representatives 
for the TV-type EnginScope have 
been named by E. Eugene Ecklund, 
manager of automotive test equip- 
ment, Allen B. Du Mont Labora- 
tories, Inc. 

R. J. Pinneker, 3834 S. Brust 
Ave., Milwaukee, is the new ter- 
ritorial selling agent for Michi- 
gan’s Upper Peninsula and middle 
and eastern Wisconsin. 

Liew Keller Co., 2609 Carlton 
Way, Oklahoma City, has been 
named to represent Du Mont in 
Oklahoma, eastern Texas, Arkan- 
sas and Louisiana. 

Sixty-two franchised dealers have 
been added to Du Mont’s roster of 
EnginScope dealers in the U. S, and 

Canada, bringing the total to 222. 
They are: 

In Alabama: Alabama Auto Parts 
Co., Birmingham; Brewton Auto 
Parts, Brewton. California: Boggs 


& McBurney Auto Parts, Los An- 
geles; Pioneer Merchantile Co., 
Bakersfield; Sturtevant Motor 
Parts, Inc., Van Nuys; Westerlund 
& Lange, San Diego. Delaware: 
Motor Parts and Service, Inc., Wil- 
mington. 

Florida: Court Square Auto Parts, 
Clearwater; Genuine Auto Parts 
Co., Tallahassee; Roy’s Auto Parts, 
Inc.. Key West; Taylor Parts & 
Supply Co. Panama City; Taylor 
Parts & Supply Co., Fort Walton 
Beach, Georgia: Auto Machine & 


Parts Co., Savannah; Brunswick | 
Auto Parts Co., Brunswick. Idaho: | 


Automotive Wholesalers, Inc., Poca- 
tello; Simpson’s, Inc., Idaho Falls. 

Illinois: Automotive Wholesale 
Co., Macomb; P & M Accessory 
Co., Galesburg; Thomas Auto 
Supply, Springfield. Iowa: Elec- 
trical Service & Sales Co., Des 
Moines; R. F. & W. B. Pitch, 
Inc., Oskaloosa. Kentucky: Wom- 
well Automotive Parts Co., Lex- 





2...sell seat covers of 


BRING PROFITS UP TO A NEW HIGH 


Just watch your profits soar when you stock saRAN seat covers. They sell 
faster because they have all the features your customers want. SARAN seat 


cover fabric is woven to allow free air passage, which means comfortable 
rag quickly wipes up stains and spills 
without spotting, to keep them looking bright and clean. Yes, for bigger 
profits and more satisfied customers, specialize this fall in seat covers woven 
of sARAN. For full information, write THE DOW CHEMICAL COMPANY, Midland, 


driving the year ‘round. A dam 


Michigan, Plastics Sales Department 1577E. 





YOU CAN DEPEND ON 





FEATURE THIS LABEL... 
CLINCH THE SALE! 








ington. Massachusetts: Tarbell- 
Watters Co., Springfield. Michi- 

gan: Automotive Replacement 
parts, Holland; Russell Electric 

Co., Saginaw. Montana: Auto 
Electric Service, Missoula; Glen- 
dive Carburetor & Electric, Inc., 
Glendive, and Speed Accessory 
Shop, Great Falls. 

Nebraska: Sidles Co. Omaha. 
New Jersey: Fleet Tire & Supply 
Co., Inc., Teaneck, New York: Air. 
land Motor Parts, Glen Falls; H. 
E, Atwater, Plattsburgh; Chapin- 
Owen Co. Inc., Rochester; Durham 
Co., Latham; Ithaca Gear & Auto 
Parts Co. Ithaca; Nelson Auto 
Parts, Mineola; W. E. Pruden Co., 
Inc., Poughkeepsie; Riverhead Auto 
Parts, Inc., Riverhead; Rochelle 
Auto Parts Dist., Inc., -New Ro- 
chelle. 


North Dakota: Mann’s Automo- 
tive Supply, Dickinson, Ohio: Auto- 
motive Service & Supply, Hillsboro; 
Harris Automotive Supply Co., To- 
ledo; Lawrence & Battle, Norwalk; 
Ohio Battery & Ignition Co., N. 
| Canton. 


| Oklahoma: Keller Co., Oklahoma 
City. Oregon: Carlson Hatton & 
Hay, Inc., Eugene; Roy Farnam 
Supply, La Grande; Vic’s Motors 
& Auto Parts, Gresham. Pennsyl- 
vania: Doylestown Auto Parts Co., 
Doylestown; Phoenix Auto Parts 
Co,. Phoenixville; Smith Auto Parts, 
Scottdale; Superior Auto Acces- 
sories Co. Beaver Falls; Turtle 
Creek Auto Parts Co., Inc., Turtle 
Creek, Rhode Island: Franklin 
Supply Co., Providence, Tennessee: 
W. T. Lowe & Son, Lewisburg. 

Washington: Auto Supply Ma- 
chine, Inc. Richland; Motor 
Specialty Co. Seattle; Piston Serv- 
ice of Wenatchee, Inc., Wenatchee; 
Piston Service of Yakima, Inc., Ya- 
kima; Valley Auto Parts, Sunny- 
side; Walla Walla Motor Supply, 
Inc. Walla Walla, Canada: Auto 
Marine Electric Co. Ltd. Vancou- 
ver, B. C. 


Mountain Rallye 
To Start Nov. 27 


NEW YORK.—Plans are set to 
run the fifth annual Great Ameri- 
can Mountain Rallye again this 
year, Nov. 27-Dec. 1, it is announced 
by Robert S. Grier, chief steward. 
A new course has been laid out 
through the New England and New 
York State mountains. 

Highlight of “America’s toughest 
rallye” this year will be a five-mile- 
long hill climb that will take com- 
petitors to the top of Whiteface 
Mountain. This test is in addition 
to regularity tests and many miles 
lof driving over difficult roads, All 
|ear hoods will be sealed through- 
out the event, and no repairs will 
be allowed after cars leave the 
starting line in New York City. 
Entries are open to both family 
sedans and sports cars. 





Simpson Adds Mercury 


Lester Simpson and Cliff Volker- 
ding, operators of Simpson Motor 
Co. (Ford), Ada, Minn., have added 
Mercury to their lines. 
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New Funeral Car Unveiled— 


Hess & Eisenhardt Co., Cincinnati, has designed a new funeral car which is an 
open-type flower car and can also double as a full-size service car, a second hearse 
or, if the funeral director desires, an auxiliary ambulance. The conversion of the 
car, called the Park Lane, is accomplished by a convertible-type top which is manually 
operated. Styling features include a solid, stainless steel upper door structure in 
formal hardtop design and custom halo molding, marking the division between the 
solid and convertible portion of the top. 


XTRAL EXTR a@ 


RT G-cuaranteep usep cars 


SMASH ALL SALES RECORDS! 


From coast to coast, RTC-franchised 
auto dealers report an ever-increas- 
ing demand for RTC-guaranteed 
used cars. This demand grows 
every day as the buying public 
becomes more and more aware of 
the advantages of the Registered- 
Tested Cars’ guarantee. The results 
for RTC dealers — faster used car 
turnover at top prices with fewer 
return-for-service headaches. 
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direct result of intensive sales pro- 
motion. Consistent RTC advertising 
on a local level featuring RTC’s 
iron-clad, written, one year guaran- 
tee is producing big profits for RTC 
dealers throughout the country. 


Your customers will be looking 
for the RTC seal displayed on 
your used cars. Be sure you can 
offer them RTC’s complete cover- 


— 


Dever has been Memphis district 
manager since 1946. He joined the 
firm as a territory salesman and 
later managed the McAlester 
(Okla.) retail store. 


Devlin Joins Board 


William A. Devlin has been 
elected a director of Automotive In- 
dustries, Inc., Owendale, Mich. He 
is manufacturing vice-president of 





Auto Personnel 


Robert A. Brown has been named 
to the newly-created position of 
vice-president, general sales man- 
ager of Borg-Warner International 
Corp., according to Rowland Burn- 
stan, president. 

Brown has been with the corpo- 


airfreight sales. Both report to 
Dunlap. 

Angier has been with American’s 
sales organization for 19 years and 
has specialized in cargo since 1951. 
Highman has been with American] Peninsular Metal Products Corp, 
since 1945 and has been assigned| Ferndale, Mich. 
ration since October, 1951, starting|to the cargo department most of * * * 
as controller. He was elected treas-| that period. Hertz Appoints Grandoff 
urer the following year and was I Ss . ™ 
appointed to the board of directors Amalie Names Huffman outheastern Regional Chief 
last March. Before joining Borg- Lowell Huffman has been ap- A. B. Grandoff sr., Tampa, (Fla) 
Warner, he was associated with pointed Amalie district manager in transportation executive, has been 
Peat, Marwick, Mitchell & Co.,/ wo Virginia, Kentucky and east-|"#med southeastern regional man- 
public accounting firm. ern Tennessee for Amalie Pennsyl-| 28¢T Of the rent-a-car division of 

Bae vania Oil division, L. Sonneborn| Hertz Corp. 
American Airlines Appoints | Sons, Inc. He will headquarter in| He will direct and manage Hertz 


° . . car rental operations in Florid 
Angier and Highman Directors | ®°°*'*%, W. Y* : een 


Georgia, North Carolina, South 
Appointment of Ross Angier and | 7; . Carolina and Virginia. 
David A. Highman as directors in Firestone Picks Dever Grandoff had been president of 
American Airlines cargo depart- As Dallas Office Chief Rent-A-Car Service of Florida, Inc., 
ment has been announced by| I. M. Dever has been appointed] and affiliated companies operating 
Samuel C. Dunlap, vice-president,| Dallas district manager for Fire-|in Florida, South Carolina and 
cargo. stone Tire & Rubber Co. He suc-| North Carolina. On August 15, his 
Angier becomes director of dis-| ceeds J. H. Bowman, who has been| company was merged with Hertz, 
tribution consultant service, and| named southwest division manager. . Ss@ 
Highman moves up to director of 


A Firestone employe for 27 years, DeSoto Promotes 2 


Ray D. Brentz and C. J. Ken- 
nedy have been named assistant re- 
gional manager and director of dis- 
tribution, respectively, for DeSoto’s 
Los Angeles region. Brentz for- 
merly was in charge of new-car 
distribution, and Kennedy was re- 
gional used-car manager. 

> * am 


Acker Chosen to Head 
Associates Loan Division 


9" The board of directors of Associ- 
fe~4 ates Investment 
™~- |Co. has elected 
“| William L. Acker 
vice - president in 
SS charge of the 
Commercial Loan 
division. 

A native of 
Long Island, N. 
Y., Acker was an 
assistant general 
counsel with As- 
sociates from 1950 
to 1956 when he 
became partner in a corporation 
law firm in the East. 

> 


Goodyear Boosts King 


Patrick H. King has been ap- 
pointed a field representative for 
the southeastern division of Good- 
year Tire & Rubber Co.’s sales divi- 
sion—foam products. He formerly 
was a member of the Akron divi- 
sion sales staff. He will be head- 
quartered in Charlotte, N. C. 


Hutchins, Wisniewski Join 
General Tire in Detroit 


W. R. Hutchins and Chester 
Wisniewski have been appointed 
sales representatives for General 


* a4 
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The fast-growing demand for 
RTC-guaranteed used cars is the 


age for parts and labor costs on 
major mechanical defects . . . valid 


throughout the U.S.A. without 
mileage restrictions. 







Write today for full information. 


RTC PLAN BACKED BY A NATIONALLY 
KNOWN INSURANCE COMPANY 














MAIL COUPON TODAY! 

! Registered-Tested Cars, Inc. 957 [ 
| 122 Brighton Avenue, East Orange, New Jersey | 
i Gentlemen: i 
1 without obligation, kindly forward full details about the I 
], low cost RTC Auto Dealer Franchise Plan. | 
| 

1 Dealer 
| Title { 
| Address ] 
| City & State i 









W. R. Hutchins 


C. Wisniewski 
Tire & Rubber Co.’s Detroit auto- 







motive. sales division. 

Hutchins formerly was a sales 
engineer for Houdaille Industries, 
Inc., and served with Studebaker’s 
aviation division during World War 
IL Wisniewski formerly was with 
Vickers, Inc. 

* * = 
Feiser Joins Campbell 

Charles Feiser, who has 22 years’ 
experience in the chain industry, 
has joined Campbell Chain Co. 
York Pa. He will work in field 
ul) | territories, the company said. 

= * * 









FULL 1 YEAR 


GUARANTEE 
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| |Coodrich Promotes Hart 
; To Controller's Post 


John N. Hart, director of em- 
ploye relations for B. F. Goodrich 
Co., will become controller of the 
company on Oct. 1. 

Hart will succeed H. V. Gaertner, 
who retires on Sept. 30 after 41 
years of service with Goodrich. 
Gaertner has been controller since 
Dec., 1946. Glen H. Sengpiel, who is 

(Continued on Page 61, Col, 1) 
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The Nationwide Auto Warranty Service 
HOME OFFICE: 
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Auto Personnel 





(Continued from Page 60) 


now director of employe relations in 
B. F. Goodrich Tire Co., a division, 
will succeed Hart. 

+ = * 


Grisetti Now Secretary 
Election of Angelo J. Grisetti as 
secretary of Maintenance Inc., Woo- 
ster, O. is announced by Robert A. 
Tissot, president. Grisetti was 
formerly director of purchases. 
- * * 


Flocke Rejoins Mercury 


In Sales Promotion Post 


Oliver A. Flocke has been named 
regional sales promotion manager 
for Mercury in Los Angeles. 

He formerly served Mercury in 
Los Angeles as assistant district 
sales -manager and regional sales 
promotion manager but had been 
working in another field for the 


last year. 
= * + 


Ford Appoints Roberts 


To Regional Sales Post 


J. P. Roberts, midwest regional 
sales manager for Ford division has 
announced the appointment of 
Thomas F, Bu- 
chanan, of Arling- 
ton Heights, Ill. 
as his executive 
assistant, 

Buchanan for- 
merly was man- 
ager of the truck 
marketing plans 
department at the 
division’s head- 
quarters in Dear- 
born. He joined k 
Ford as a field T. P. Buchanan 
representative at the St. Louis 
district sales office in 1947. 


Hickman, Altemus Promoted 


Security Trust Co. 


Sales Aide Transferred 


J. L. McLeod has taken charge 
of St. Louis district sales for Rey- 
nolds & Reynolds Co. He formerly 
represented the company in the 
Fort Worth area. 

on . - 
American Steel & Wire 
Promotes Pyke in Sales 

George A. Pyle has been ap- 
pointed assistant manager of stain- 
less steel products sales of Ameri- 
can Steel & Wire 
division, United 
States Steel Corp. 

Pyle joined 
American at the 
Cleveland Cuya- 
hoga works as a 
technical appren- 
tice in 1941, In 
1947 Pyle was 
transferred to the 
firm’s Waukegan 
works to assist in 
getting that 





George A. Pyle 
plant’s stainless steel wire section 
underway. In 1951, he was appointed 
stainless steel division metallurgist 


and served in that capacity for 
three years before being promoted 
into the stainless steel sales section 
as a special representative. 

= - * 


GMC Names Surratt 


Hugh M. Surratt has been named 
Portland (Ore.) zone manager for 
General Motors Truck & Coach 
division. The zone includes Ore- 
gon, Washington, Alaska and parts 
of Montana and Idaho. 


* * * 


Hookway to K. C. 

Ernest W. Hookway has been ap- 
Pointed district field manager in 
the Kansas City district for As- 
Sociated Tires and Accessories, a 
division of B. F. Goodrich Tire 
Co. He has been with Goodrich for 
20 years. 

+. 7 ca 


Walker Mfg. Adds 12 
To Field Sales Staff 


Walker Mfg. Co., Racine, Wis., 
has added 12 men to its field sales 
organization. The men and the dis- 
tricts to which they have been 
assigned are: ' 

William J. Fleming and Thomas 
J. Quinn, metropolitan New York 





and New Jersey; Leslie W. Contway 
jr. and James Mayer, Southwest; 
William R. J. Duke and Robert M. 
Dale, South Central; Donald Krue- 
ger and Richard Healy, New 
England; Dick J. Randall, West 
Coast; Ward A. Hudson, Portland, 
Ore.; Robert T. Snell, Columbus, 
O., and Kenneth L. Thickstun, Mid- 
Central, 


e * * 


Goodyear Adds Hayward 
Hugh L. Hayward has joined the 
tire division of Goodyear Tire & 
Rubber Co. as a staff member of 
the auto tire sales department, it is 
announced by W. A. Kemmell, man- 
ager, tire departments, 
* * * 


Bliss, Sage, Ungerman 
Promoted by Firestone 


Robert C. Bliss, formerly assist- 
ant district manager in Minne- 
apolis for Firestone Tire & 
Rubber Co., has been appointed 


manager of the company’s Syra- 
cuse district. 


In other promotions, Joe B. 
Sage succeeded Bliss, and Robert 
T, Ungerman was appointed store 
supervisor in Minneapolis. 

+ 


* * 


Peterson Heads Group 


Duane L. Peterson, president of 
Peterson, Howell & Heather and 
past president of the Baltimore 
Assn. of Commerce, has been named 
chairman of the association’s civic 


committee. 
* * * 


Murray Joins Parker 


S. A. Rogers, manager of the 
Rubber Products division, Parker 
Appliance Co., Cleveland, announces 
appointment of Myles N. Murray 
to the position of product specialist 
with responsibilities in regard to 
new product markets for the di- 
vision. 

* > + 


Lee Rubber Appoints Five 


To Branch Sales Positions 
Lee Rubber & Tire Corp. has 
appointed five sales representatives 
for its factory branches. 
They are Sam D. Garafola, New 
Orleans branch; Wilbur H. Rodgers, 


lotte, N. C.; Tommy S. Kemp, 
Dallas, and William H. m, 
Jacksonville, Fla. 


* * * 


Gray-Rock Ups Sassaman 
To District Manager 

Edward L. Sassaman who has 
represented Grey-Rock division, 
Raybestos - Manhattan, Inc., Man- 
heim, Pa., in the 
Baltimore - Wash- 
ington area for 
the past 11 years 
has been ap- 
pointed district 
manager of the 
central Atlantic 
region. 

Sassaman 
started with Grey- 
Rock in 1937 as a 

PS sales representa- 
E. L. Sassamaa tive in the cen- 
tral and northern New York terri- 
tory, after having been employed by 
a brake specialty company in Allen- 
town, Pa. He succeeds H. H. Herr 
jr. who has been promoted to sales 
manager of the plastic products 
division. 





* + * 
Dodge Names Hagen 
J. F. Hansen, Los Angeles Dodge 


Memphis; Cylde A. Pruett, Char-| regional manager, announces the 


61 
appointment of A. E. Hagen as re- 
gional promotion manager, Hagen 
replaces R. W. Wick who has 
been promoted to the Gh rysler 
Western area staff, 


* * a 
Lee Tire Names Curtis, 


Leatherman in Field Sales 


Donald D. Curtis and James L. 
Leatherman have been appointed 
sales representatives in the field 
organization of Lee Rubber & Tire 
Corp., Conshohocken, Pa. 

Curtis has been assigned to the 
company’s Detroit factory branch, 
and Leatherman will work out of 
the Dallas branch. 


* * * 


Scheel Named by Allen 
As Detroit Contact 
Lee Scheel, of Michigan Automo- 
tive Corp., Detroit, has been ap- 
pointed to represent Allen Electric 
and Equipment Co, in its contacts 
with vehicle manufacturers, 
* * * 


GMAC Elects Zimmerman 


Executive Vice-President 
John O. Zimmerman has been 
elected financial staff executive 
vice-president of General Motors 

(Continued on Page 62, Col, 3) 
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Acceptance Corp., New York, He 
succeeds Charles P. Fiske, who is 
retiring after an association with 
GMAC that began in 1920. 

Zimmerman has been a vice-pres- 
ident, director and a member of 
the GMAC executive committee 
since 1954. 

* 


Buckwalter Resigns 


As Wooster Sales Chief 


James K. Buckwalter has re- 
signed, effective Aug. 1, as sales 
vice-president of Wooster Rubber 
Co. 
He joined the company in 1948 
and has been sales chief since 
rs 1952, He also has been a company 

director since 1952. 
Rare Truck Photos— ss 


Ford International Posts 
Go to Prance and Malone 


P. F. A. Prance, former controller 
of the international division of 
Ford Motor Co., has been appointed 
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Standing alongside a photo mural, part of a historical refuse-collection-equipment 
exhibit to be shown by Gar Wood Industries, Inc., the American Public Works 
Show in Philadelphia, are Milton G. Peck, left, Gar Wood sales vice-president and 
D. J. Byrd, Gar Wood Load-Packer sales manager. The Gar Wood refuse collection 
body shown in the large photo is mounted on an early White truck. This is one of 
the first enclosed-type refuse-collection bodies ever produced. 
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FUEL SYSTEMS 


For cars of the future as well as today, you can rely on Carter's 
advanced engineering to keep you profitably ahead ...with the 
complete line of modern automotive fuel systems! Carter pioneered 
the first down-draft carbureter, the first 4-barrel carbureter... 
the AFB 4-barrel carbureter designed for America’s newest cars! 
And right now at Carter, amazing new engineering developments 
are taking final shape... developments that will build your profits 
for tomorrow, too! Look ahead...call your Carter supplier now. 
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executive assistant to the division’s 
general manager. 

George W. Malone, former execu- 
tive assistant to the treasurer of 
Ford Motor Co., will take the post 
formerly held by Prance, 

om * * 
Avion Names Curtis 


John A. Curtis has been named 
sales manager of ACF Industries’ 
Avion division. He will direct sales 
for Avion’s plants in Paramus, N. 
J., and Alexandria, Va. and will 
supervise the sales office in Culver 
City, Calif. 


Reinwald Heads New Slate 


At Jaycee Chemical Corp. 

Robert G. Reinwald, president, 
heads a new slate of officers of 
Jaycee Chemical Corp., Northford 
Conn. 

Gar Hewson is vice-president; 
Winfield Roeder, treasurer; Edward 
J. Brennan, secretary; Philip Evans, 
sales director; Walter B,. Dundon 


CARBURETERS 


2S 


FUEL FILTERS 


— 


jr., assistant to the president, and 
Carl Truebe, director of product 
development and production. 

* * cd 


Dorse Gets Coast Job 


Robert O. Dorse has been ap- 
pointed a field representative with 
the Pacific Coast division of L-O-P 
Glass Fibers Co, He will work from 
the Seattle office. 

* + + 


Personnel Shifts Announced 


By Eaton Heater Division 


Three personnel changes, aimed 
at meeting expanding operations of 
the purchasing department, have 
been announced 
by the Heater di- 
vision, Eaton 
Mfg. Co., Cleve- 


land. 
Charles E. Janes 
has been ap- 


pointed purchas- 
ing agent suc- 
ceeding Edward 
: W. Forster who 
% has been pro- 
és moted to special 
Charles E. Janes assignments. Alan 
T. Smith, formerly on the staff of 
Eaton’s director of purchases, has 
been named senior buyer for Heater 
division. 





+* * * 


C of C Names Rockwell 


Col. Willard F. Rockwell, chair- 
man of Rockwell Mfg. Co. and 
Rockwell Spring and Axle Co. has 
been appointed to the national de 
fense committee of the U. S. Cham- 
ber of Commerce for a one-year 


term, 
* * * 


Wolf's Herb Lamborn Plans 


Semi-Retirement in Florida 

Herb C, Lamborn is planning 
semi-retirement in Clearwater, Fila., 
after 16 years as Detroit representa- 
tive for J. E. Wolf Co., dealer 
service specialist. His successor in 
Detroit is H. W. Schlachter, who 
previously was with Hi Dawson 
(Ford) in Indianapolis. 

Lamborn was Chicago service 
and parts manager for Ford for 16 
years before joining Wolf in 1941. 


= 7 
Bath Names Maize 


Paul F. Maize, a former Chrysler 
Corp. official assigned to the devel- 
opment of special automotive pro- 
duction equipment, has been named 
to the staff of Cyril Bath Co. 


* * . 
Holmes Enters Retirement; 


Spent 30 Years at Pontiac 


L. L Holmes, assistant superin- 
tendent of Pontiac’s sheet metal 
plant for 20 years, has retired. 

Holmes joined Pontiac in 1927. 
Prior to that he had been associ- 
ated with Murray Body Corp. and 
Ainsworth Mfg. Co. 


* * a 


Olin Revere Picks Miller 


John J, Miller has been appointed 
general manager of the Alumina 
division of Olin Revere Metals 
Corp. 

& * * 


Edsel Appoints 2 

Edsel has announced two appoint- 
ments in its Des Moines district 
sales office. E. E. Inskeep was 
named sales management specialist, 
and Starling D. Lee is service rep- 
resentative. 

+ > +. 


Mack Truck Labor Post 


Goes to NLRB Official 


James A. Jaffee, former assistant 
director of the National Labor Re- 
lations Board’s New York office, 
has been appointed industrial rela- 
tions director for the Plainfield 
(N. J.) plant of Mack Trucks, Inc. 

Jaffee, who has been with the 
NLRB 15 years, succeeds E. A. 
Anderson who has been advanced 
to director of industrial relations 
for Mack’s 55 branches. 

+ 7 = 


Edsel Names Two 

Edsel has appointed Carl A. Kilk- 
ka and Marvin J. Bjornberg as 
administrative manager and distri- 
bution manager, respectively, in the 
Twin Cities district sales office in 
Minneapolis. 

oa * +. 

Malsbury Mfg. Appoints 
Rueter, Shea and Garrison 


Fred A. Rueter, former eastern 
region sales manager for Malsbary 
Mfg. Co., has been named as head 
(Continued on Page 63, Col. 1) 
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of the firm’s new methods and 
marketing development program. 
Stanley Shea, former Midwestern 
region sales manager, will succeed 
Rueter. Robert L. Garrison has 
been promoted from district man- 


ager to midwestern sales manager. 
* * * 


Hale Appointed Assistant 


To Head of Ryerson & Haynes 


S. C. Hale has been appointed 
assistant to the president of Ryer- 
son & Haynes, Inc., Jackson, Mich. 

Hale formerly 
was executive 
vice - president of 
Parker-Wolverine 
Co.; general man- 
ager, Parker-Wol- 
verine division, 
Udylite Corp.; 
sales manager, 
Parker-Wolverine 
division, Indus- 
trial Stamping 

- Corp. and has 
8, C. Hale just resigned as 
sales vice-president of A. S, Camp- 
bell Co., Boston. 
a + a 
McInnes Named 


James McInnes jr. has been 
named manager of the New York 
district sales office for Commercial 
Solvents Corp. 





Sturz to Head Branches 
Of Yellow Mfg. Acceptance 


Charles F. Sturz, former treas- 
urer of Yellow Mfg. Acceptance 
Corp., has been elected as vice- 
president in charge of branch oper- 
ations. 

Albert J. Thompson, of the comp- 
troller’s staff of General Motors, 


has been named YMAC treasurer. 
* a * 


New Credit Manager 


Promotion of Conrad Uhrich to 
the post of credit manager of the 
tire divisions of General Tire & 
Rubber Co. has been announced. A 
staff credit manager for the past 
four years, Uhrich has been associ- 


ated with General for 26 years. 
. + - 


Zwissler Heads Ford’s 
Styling Administration 

Appointment of Lewis E. Zwissler 
as styling administration manager 
has been announced by George W. 
Walker, styling vice-president for 
Ford. 

Zwissler was with General Elec- 
tric before joining Ford in Janu- 
ary, 1956, on the staff of the execu- 
tive vice-president—car and truck 
divisions, and was associated with 
the product planning office prior 
to his styling office appointment. 

* * 


Walker Promotes Pias 


Walker Mfg. Co., Racine, Wis., 
announces appointment of Arnold 
G. Pias as traffic manager. Pias, 
formerly assistant traffic manager, 
succeeds Roger Lange, who will 
enter his own business. Pias joined 
Walker in 1943. E. C. Oetlinger has 
been appointed assistant traffic 
manager. 

* * 
Clevite Assigns Martin 


To Canadian Unit 


William H. Martin, 42, has been 
appointed president of Clevite Ltd., 
St. Thomas, Ont, He succeeds Wil- 
bur D. Prescott, who has been ap- 
pointed to the central management 
staff of Clevite. 

Martin has been branch plants 
manager of Cleveland Graphite 
Bronze Co. From December, 1949, 
through August, 1952, as general 
manager of Clevite Ltd., he directed 
establishment of the Canadian com- 
Pany, the only major producer of 
bushings and bearings in the 


dominion. 
- * * 


Stokes Named Assistant 
In Firth Sterling Sales 


Firth Sterling Inc. announces 
Promotion of J. Martin Stokes to 
assistant to the sales vice-president. 
Stokes was formerly manager, car- 
bide sales division. 

Carl C. Krogh has been promoted 
to manager, carbide sales division. 
Krogh was assistant manager of 
this division. 

William J. Ulm has been relieved 








of his temporary duties as assistant 
to the sales vice-president and will 
devote his full attention to his re- 
sponsibilities as manager, customer 
service. 

= a * 


Davey Names Kloskoski 

John J. Kloskoski has been named 
general service manager for Davey 
Compressor Co., Cleveland. A mem- 
ber of the organization since 1945, 
Kloskoski previously served in the 
product development, engineering 
and technical data divisions. 

* * * 


Dodge Names Andersen 


To President’s Staff 


Thorvald Joseph Andersen has 
been named to the executive staff 


of M. C. Patterson, Dodge presi- | 
| pointed a petroleum transportation | 


dent. 

Andersen formerly was vice- 
president and general manager of 
Illinois 
Macomb, Ill. He is a former re- 


ie 









The patented process under which Nokorode is made 
results in a coating of greater density ...a coating 
uniquely tough. Consequently, heavy applications, such as 
are recommended for other nationally advertised brands, 
are absolutely unnecessary with Nokorode. The thinner 
coat recommended for Nokorode gives added protection 
and better sound deadening; yet its very thinness gives 
you 50% more satisfied customers from each drum.. 


cipient of the U. 8S. Junior Cham- 
ber of Commerce Distinguished 
Service Award and also has won 
two awards from the Research 
Institute of America for contribu- 
tions to management. 

* * * 


Dodge Names Jarvis 


J. R. Jarvis has been named 
Philadelphia regional manager by 
Dodge. 


od * * 


Hetzel Elected President 


Of MEMA Credit Group 


Al Hetzel, credit manager for AP 
Parts Corp., has been elected presi- 
dent of the CRP Credit Group of 
MEMA,. He succeeds Donald H. 
Smith of AC Spark Plug Co. 

Hetzel, a member of the group for 
16 years, served as vice-president 
last year. He has been with al 
| Parts for 20 oe 


> * 


'Ellerbrake Appateied 
|To Interior Dept. Post 


Earl G. Ellerbrake has been ap- 


|and storage specialist in the Interior | 


Electric Porcelain Co., | 


Department's Office of Oil and Gas. | 








Pipe Line Co., and most recently 
was a transportation planning 
group supervisor for the firm. 
* + + 

CIT Appoints Boyd Head 
Of Philadelphia Division 

Richard L. Boyd has been elected 
an assistant vice-president of Uni- 
versal C. I. T. Credit Corp., and 
placed in charge 
of its Philadelphia 
division. 

Formerly sales 
director in the 
firm’s Cleveland 
division, Boyd 
joined CIT at Al- 
liance, O., in 1946. 
Boyd will super- 
vise branch offices 
in Allentown, 


Vo 


R. L. Boyd burg, Norristown, 
| Philadelphia, Reading, Scranton, 
| Wilkes- Barre and Williamsport, Pa., 
‘and in Atlantic City, Camden and 
Trenton, N, J. 


+ * > 


Fruehauf Picks Sullivan 


Appointment of Franklin S. 
Sullivan as director, materials han- 


He has served with Standard Oil dling division, Fruehauf Trailer Co., 


| Co, (Ohio) and its subsidiary, Sohio | 


You make 


50% to 100% MORE PROFIT 


| Nokoréde | 


UNDER-CAR SEALER AND SILENCER 








ee aed 


50% to 100% more profit. 


9 Perfect Undercoating Jobs at the Cost of 6... 
50% More Cars Coated from Every Nokorode Drum 


MADE UNDER THE PROCESS OF U. S&S. PATENT NO. 2,393,774. 









LION OIL 


A Division of Monsanto 
Chemical Company 





*TRADEMARK OF 


MONSANTO CHEMICAL COMPANY 























COMPANY 


EL DORADO, ARKANSAS 


has been announced. He succeeds 


Ped 





Chester, Harris-| 








Edwin Avery, who has resigned to 
accept the position of traffic man- 
ager for the Detroit Port Commis- 
sion. 

* + * 


Stock, Illy, Wahl Boosted 
In Cadillac Purchasing 


Cadillac has announced three 
promotions in its purchasing di- 
vision. Nicholas J. Stock was named 
assistant to the manager of pur- 
chases; E. A, Illy was appointed 
senior product buyer, and Ralph H. 
Wahl became senior nonproduct 
buyer. 

Stock, formerly a senior buyer, 
has been with Cadilac 27 years. 
Wahl is a 30-year veteran, and Illy 
joined the company 14 years ago. 

* » > 


Robertshaw-Fulton Names 


Smith to Service Post 

Charles E. Smith has been ap- 
pointed assistant national service 
director of Robertshaw-Fulton Con- 
trols Co. 

His work will 


be primarily in 


| establishing and expanded training 


program for utility, distributor and 
retailer servicemen, Smith formerly 
was manager of A, O. Smith Corp.’s 
Product Service division. 
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If Dealers Are to Prosper... 


‘Salesmen Must Profit More’ 


By L. H. Houck 
Staff Correspondent 

KANSAS CITY, Kans. — Kelley- 
Williams Motor Co. is Kansas City’s 
oldest Ford dealer, and its execu- 
tive sales personnel represent 400 
years’ experience in automotive 
sales. 

Heading Kelley-Williams is D. D. 
Williams, president, who not only 
has his own system of training 
salesmen but who believes that 
salesmen must profit more and that 
dealers must build a better profit 
picture so salesmen can be paid 
more. 

“I don’t go along with the hue 
and cry of many dealers who say, 
‘If we could only get salesmen 
..”” Williams told Automotive 
News. 


“Dealers have been exposed to} 


enough good salesmen during the 
past 10 years to do the job well, but 
they lost them when they stooped 
to merchandising tactics that 
shamed the industry.” 

Williams called attention to a re- 





cent election at his dealership to|they think it is the only answer 
decide whether sales departments | since they've lost confidence in the 
would be unionized. The 10-to-10| @bility and the willingness of the 


vote was the closest since the bar- 
gaining began three years ago. 

“The dealers didn’t win anything,” 
Williams said, “and this vote indi- 
cates that most salesmen do not 
have confidence in their dealers or 
their prospects. 

“They have not lost confidence in 
themselves—only in the business as 
it is now operated. Most of the 
salesmen don’t want the union, but 





Universal Transistor Buys 


Air-Conditioned Plant 

NEW YORK.—Universal Transis- 
tor Products Corp. has acquired an 
air-conditioned, 12,500 square foot 
plant in Westbury, L, I. 

The company said a 500 percent 
increase in its sales of transistor- 
ized power supplies in two years 
made the move necessary. 


dealer to correct the situation.” 


Williams said dealers must 
come up with a new era of mer- 
chandising and better pay and 
treatment for salesmen. He said 
deals should be such that 25 per- 
cent gross could be paid to the 
salesman, with a base of $400 on 
a drawing account with addi- 
tional bonus incentives. 


“The answer to successful selling,” 


Williams said, “is adequate volume| — 


which can be produced by a small 
but efficient sales force. The theory 
of a sales staff with 10 here, 10 
going and 10 coming is not good.” 

Williams said overproduction has 
something to do with the problem, 
but that an excessive inventory of 
new cars is the dealer’s own fault 
and that better business results 
when people have to wait a little 
for cars. 

He thinks most dealers are throw- 
ing away their money on most ad- 





Hpnwuey 


ON THE WRONG 
SIDE OF THE 
STREET, Sir! 






A rubber dummy was sold 
around 1910 to motorists to pro- 
tect their auto from thieves while 
the car was parked. 





vertising, and if they would stop 
fighting and let factories do the 
advertising, they could take some of 
this money and put it in the net 
profit. 


“Another fault of management,” 
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world’s great industries. 


The pneumatic tire...invented by John 
Boyd Dunlop in 1888... 
company destined to become one of the 


Because of our undaunted pioneering 
spirit and zealous dedication to research, 
most of the major tire and rubber devel- 
opments that followed have come from 
Dunlop. Among them: the first low-pres- 
sure tire...the drop center tire rim...ten- 
sion-free tire construction...plus our latest 
advance, Infra-Red tempering of nylon 


gave birth to a 
foam rubber. 


cord for stronger tires. And another great 
contribution to comfort... the world’s first 


Today, Dunlop’s contributions to auto- 
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motive safety and comfort represent the 
combined efforts of over 100,000 employ- 
ees in 83 plants in 15 countries. These un- 
matched world-wide facilities, backed by 
a proud heritage and complemented by 
the finest scientific minds and skilled work- 
men, give you the best tires today... prom- 
ise even better tires tomorrow. 


You're always a mile ahead with 


DUNLOP 


Latest Dunlop Advance... 


INFRA- RED RAY TEMPERING PROCESS. Dunlop is 
the first and only tire manufacturer to increase the native strength of nylon tires 
with Infra-Red Ray tempering. This Infra-Red Ray process makes 
Dunlop Nylons the strongest on the road today. 


BUFFALO, N.Y. 





— 


he said, “is to allow a deal to 


Sain ~~ | get in a position where it would 
YOURE PARKED do more for a union organizer 


than it would for its own men.” 


Williams said management :nust 
make its men feel that they are 
part of management. “One of the 
greatest things the industry could 
do,” he said, “would be to take 
salesmen proud that they are auto 
salesmen. 


“I was shocked at the division of 
loy’ |ty in our own dealership as 
indicated by the union election,” 
Williams said, “but I would not dis. 
charge a single one of our men 
because I have too much invested 
in them. 

Our men are well trained and the 
force represents more than 400 
years’ automotive experience, Some 
of them have been selling cars for 
30 years, and they are among the 
best producers, so age is no draw- 
back to good selling and high earn- 
ings.” 

Williams said the ideal situation 
would be for a dealer to be in 
such a financial position that he 
could conduct a 90-day training 
program for salesmen and pay an 
adequate salary for the 90 days 
whether the candidate sold a car 
or not. 


The trainee wouldn’t have to 
worry about living expenses and 
could concentrate on learning how 
to do the job. 


If a dealer keeps a salesman six 
months and then complains about 
his ability, it is the dealer’s own 
fault for not giving the man the 
proper training, Williams said. 

A salesman has to prove many 
virtues, according to Williams, but 
one of the greatest is patience. He 
said an auto salesman is like an in- 
surance salesman who has to work 
five years before the renewals 
amount to anything. He said the 
auto salesman who works five years 
has nothing to worry about. 


If a 90-day, full-time training 
program were in effect and the 
dealer didn’t know which men were 
qualified, Williams would regard 
him as a poor dealer. He said deal- 
ers must remove the deception, 
mystery and confusion from the 
business, before they can enter an 
era of greater profits. 

“First we need to get a new 
sales effort instead of new sales- 
men,” Williams said, “to bring us 

back into the profit picture and to 
be respected again. I think every 
dealer looking for new salesmen 
should attend his own sales meet- 
ings for a month. He may have 
what he wants in front of him 
and not know it.” 


Lack of faith in the business by 
both dealers and salesmen is doing 
@ great deal of damage, Williams 
said. 


Although he thinks there are too 
many dealers in the business, Wil- 
Hams commended the attitude of 
the factories. 


“Factories should take a good 
look and a long time to think 
before putting in additional dealers,” 
Williams said, “because most people 
in the business admit that there are 
too many dealers. 


“But if a dealer thinks he is 
going to be able to survive com- 
petition without putting plenty 
into it and simply standing behind 
legal rights, he’d better start using 
some better logic. 

“The factory is the last one to 
cause trouble to a good dealer. I 
have found that factories will bend 
over backwards for the dealer and 
do more of their share than a dealer 
shows a desire to do.” 


Summing up, Williams declared 
that good salesmen are all around 
for the dealer who can make & 
profit and let the salesman make a 
profit and become proud of his occu- 
pation. 


He also said line dealers should 
get together and discuss mutual 
problems. He said that in the past 
some line dealers hardly spoke to 
each other, but that in Kansas City 
the Ford dealers, through their 
line organization, are well ac- 
quainted and have high respect for 
each other. 


McCoy & Brown Sell 

McCoy & Brown (Oldsmobile- 
Cadillac-GMC), Pendleton, Ore., has 
changed its name to Childress Olds- 
Cadillac, Inc. B. L. Childress is 
president of the new firm. Paul Mc- 
Coy will remain as a vice-president 
of the new firm, while his former 
partner, Gene Brown, has opened 
a used-car business in Pendleton. 


_— 
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By Leo T. Parker 
Attorney at Law 
ODERN higher courts consist- 
ently hold that a person who 
actually conceals a weapon is 
responsible. 

For illustration, in Fink v. State, 
178 N. E. 700, the testimony proved 
that one Fink aroused suspicions 
of police officers in a small town 
because of the manner in which he 
parked his automobile on the wrong 
side of the street. The town officers 
searched him and found a loaded 
revolver in his pocket. 

Fink contended that he could not 
be prosecuted for carrying a con- 
cealed weapon because a state law 
provides that any 
person in a lawful 
business may 
carry a concealed 
weapon to protect 
himself if the 
testimony shows 
that underthe 
same circum- 
stances other pru- 
dent persons 
would have been 
justified in carry- 
ing a concealed 





L.. T. Parker 


weapon. 

Nevertheless, the higher court 
upheld the lower court’s conviction 
of Fink because he failed to intro- 
duce before the court any testimony 


which showed that he was justified | 
lawfully in carrying concealed | 


weapons. 
= * = 


Officer Is Responsible 


ONSIDERABLE discussion has 
arisen from time to time over 
the legal question: If the president 


Transistors Let 
Battery Put Out 


House Current 


KOKOMO, Ind.—Delco radio di- 
vision of General Motors has dem- 
onstrated a method of obtaining 
110-volt alternating current from a 
storage battery which could be re- 
charged later by ordinary house 
current. 

Developed by the transistor re- 
Search and development section of 
the division, engineers there say 
the device basically consists of a 
storage battery such as used in 
automobiles and a circuit which in- 
cludes high power transistors, It 
can be charged and discharged 
through the same plug. 

The unit contains no moving 
parts and can be plugged into a 
wall outlet and remain ready for 
use in case of electric power failure 
in a house. It will produce about 
600 to 700 watt hours at 110 volts— 
enough to run two or three light 
bulbs, or one light bulb and a radio 
for about 5 to 6 hours, the division 
said. 

It can be recharged when the 
house current comes back on by 
leaving the unit plugged into a live 
outlet. The use of transistors make 
this a practical “alternating current 
battery.” The unit, of course, can 
be used away from the house to 
furnish the same amount of current, 
then recharged later. 

Delco radio engineers say this 
device would be one way to provide 
radio reception in disaster areas 
struck by power failure, or in civil 
defense emergencies. 


Vehicle Financing 


Rises in Canada 


OTTAWA. —Canadians financed 
$229 million worth of new and used 
cars through finance companies in 
the second quarter, compared with 
$145 million in the first quarter, the 
Government reported. 

The balance outstanding went up 
from $601.4 million at the end of 
the first quarter to $659.7 million 
at the end of the first half of 1957. 

Financing on commercial vehicles 
Tan to $48.6 million in the second 
quarter, compared with $32.8 million 
in the first quarter. The amount 
outstanding on commercial-vehicle 
debt to finance companies went up 
from $135.3 million to $145.6 million 
in the second quarter. 


Lawsuits Affecting Dealers... 
Court Decisions 
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of a corporation is convicted of 
evasion of Federal taxes, are lesser 
officers also guilty and likely to be 
convicted ? 

Last month a higher court an- 
swered this legal question in the 
affirmative. 


For example, in Imholte v. 
United States of America, 226 Fed. 
Rep. (2d) 585, the testimony showed 
facts, as follows: One Hayden, pres- 
ident of Hayden Motor Sales, was 


Long Model Run Ends 
For Popular ’34 Citroen 


PARIS.—The last standard 
Citroen has been produced in a 
model-run which began in 1934. 
The model has long been the 
favorite of government officials, 
police and gangsters. 

The model went on the market 
March 6, 1934, Citroen is now 
concentrating on new models. 








DON’T DRIVE-IN 
THEY’RE TOWED-IN” 













convicted of filing a false and fraud- 
ulent Federal income tax return. 
Hayden attempted to defeat and 
evade a large part of the taxes due 
and owing by Hayden Motor Sales 
by entering a plea of guilty and 
testified for the Government, 


* * * 


Sales Manager Guilty 


N EMPLOYE, named Imbholte, 

had nothing to do with the 
filing of the income tax returns of 
Hayden Motor Sales Co. 

Nevertheless he was convicted 
by the lower court of aiding and 
abetting the attempted evasion, 
because the testimony showed that 
he was genera] sales manager of 
the corporation. 

The higher court approved the 
conviction, saying: 

“It showed beyond doubt that 
Imholte did aid and abet Hayden 
in the latter's unlawful attempt. 
His acts and conduct, necessarily, 
amounted to aiding Hayden in the 
commission of the offense.” 


New Branch for Cadillac 

Cadillac has opened a new factory 
branch at Fifth St. and Vermont 
Ave., Los Angeles. Tom Eby has 
been named manager. 








how it can make 








Ford Executives Attend Reunion— 


Ford dealers welcome to the Concord Hotel here Ford Motor Co. executives attend- 
ing the 10th annual business conference and reunion of the Northeast Region Alumni 
Assn. of the Ford Merchandising School at Kiamesha Lake, N. Y. Eugene J. Ribakoff, 
center, Worcester, Mass., alumni association president, greets James O. Wright, Ford 
division general manager, and Charles R. Beacham, second from right, assistant gen- 
eral manager, as Thomas F. Hughes, left, Miltown, Mass., and Robert Tasca, right, 
Providence, R. |., treasurer of the Rhode Island Automobile Dealers Assn. looks on. 
More than 100 graduates and their wives, representing dealerships from 11 north- 
| eastern states, attended the conference. 


STEP-UP Your INCOME 
with 20 TONS of 


Earning CAPACITY 


HOLMES 650 WRECKER 


A Heavy Duty Model with 20 TONS of Earning Capacity. 
Power aplenty for most of today’s Big, Heavy jobs, yet 
fast and flexible enough to be economically used for light 
Cars and Trucks. The Wrecker has double swinging 
booms, each of 10 Ton Capacity, Outboard Legs, Dual 
Controls, extra large Drums and many other features. 


TUTTI 
mT 


e 
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Ever stop to think what the addition of a Holmes Heavy Duty Wrecker 
with its 20 TONS of Earning Capacity would mean to the operation of 
your Shop? If not, then here are some facts about this versatile unit and 


money for you. The 650 Model, when mounted on a 


suitable Truck, provides everything a good operator needs to handle 
almost any pick-up or recovery job . . . even large Trucks and Busses. 


Being in a position to render Fast, Efficient Road Service of this type will 


enable your shop 


650 WRECKER. 


a. 


Chattancoga 7, 


to pick up jobs it could NOT otherwise obtain. It will 


extend your Services Miles Away from the shop and by so doing, greatly 
step-up earnings with extra profits from Towing and Wreck Rebuilding. 
Why not give your service operations a LIFT . . . with a New HOLMES 


Write today for Details. 





T HOLMES COMPANY 





Tennessee 



















Across the Nation .. . 


Auto Dealer Changes 


Operations of Stokley Doster;,that it will soon begin handling 


Mercury Co., Chattanooga, Tenn., 
and Lawrence Bros. Motor Co. 
(Mercury), Chattanooga, have been 


consolidated at 405 Broad St. 


under a newly formed corporation, 
Lawrence-Doster Motor Co. 


* * * 


Riefling Nash Closes 


Riefling Nash, 2323 S, Jefferson, 
St, Louis, has gone out of business. 
The company had operated an 
automobile dealership 40 years in 
the same location. 

+ + * 


Baltimore Dealership Names 


Mahoney General Manager 


Vincent C. Mahony has been 
named general manager of Martin 
J. Barry Co. (Lincoln-Mercury), 
Baltimore. 


The dealership also announced 


the English Ford. 


* + * 


Waikem Buys Shaffer Deal 


Shaffer Motors, Inc. (Ford), Mas- 
sillon, O., has been purchased by 
George E. Waikem, owner of Wai- 
kem Auto Rental, who has an- 
nounced plans for extensive remod- 


eling. as 
= + * 


Panhandle White Moves 


Panhandle White Truck Service, 
Amarillo, Tex., has moved to new, 
enlarged facilities at 3810 N. E. 
Eighth St. 


* * * 


New White Distributor 

Southwest Equipment Co., 764- 
14th St., San Diego, Calif. has 
been named distributor for ite 
and Autocar trucks in this area. 
Frank Evans is president of the 
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firm; W. L. Waddell jr., vice- 
president; Lindy E. Hansen, sec- 
retary-treasurer, and L. J. Pen- 
nell, director. 


* * * 


Ruth Adds S-P Deal 


Jimmy Ruth has opened a Stude- 
baker-Packard and Mercedes-Benz 
dealership at 3304 N. May, Okla- 
noma City. He also operates an S-P 
dealership in Henryetta, Okla. 


Pearson Reorganized 


Raymond Pearson Motors 
(Lincoln-Mercury), Houston, has 
been reorganized with a change of 
name to Metro Motors. Hal Lock- 


wood will be general manager. 
* * = 


Tri-City Motors Opens 

A new DeSoto-Plymouth dealer- 
ship, to be known as Tri-City Mo- 
tors, has held its official opening 
at Oceanside, Calif. W. A. Simon 
is its manager. 
= + * 

9 More Franchises 


Awarded by Renault 


Renault of France has appointed 
nine dealers in seven states. The 
franchises were awarded to: Roll- 
stone Buick, Inc., 762 Main, Fitch- 





The Oriental Buckboard (1900- 
1905) had wooden wheels. 





burg, Mass.; Seymour Chevrolet, 
Sales, Inc., 374 Massachusetts, Cam- 
bridge, Mass.; Easterling Imported 
Cars, 4001 Ayres, Corpus Christi, 
Tex.; Imported Cars of Ardmore, 
610 W. Main, Ardmore, Okla. 
Bennett Motor Co., Inc., Baton 





ARO has everything 


in modern lube eg 


less air to pump more lubricant. 


SEE YOUR AUTOMOTIVE 


ee 


WARRANTED FOR 3 
YEARS OR 10,000 
LUBE JOBS! 


ARO warrants the AL- 
207 Air Motor to be free 
from defects in work- 
manship and materials 
for 10,000 lube jobs or 
3 years, whichever oc- 
curs first, from date of 
purchase. 


Spe eae ae ee eh He 


AL-207 PUMP... 


whether you do 50 or 500 lube jobs 
a month .. . you'll find AROLUBE 
equipment unbeatable for your needs! 
ARO lubricators are powered with 
the amazing AL-207 Pump. . . uses 


WHOLESALER NOW FOR DETAILS. 


PESEEESESES 




























yf ) sre on 







LUBRICATING 
ee 1d 





— 


Rouge, La.; Hotshot Motors, Talla. 
hassee, Fla.; Monroe Auto Mart, 
Inc., 413 N. Second, Monroe, La; 
Shelton Truck & Tractor Co., Clan. 
ton, Ala, and Nuckolls Chevrolet, 
Inc., 230 Alexander, Toccoa, Ga. 
+ + * 
Tri-City Opens 
Tri-City Motors (DeSoto. 
Plymouth), has held its official] 
grand opening in Oceanside, Calif, 
under management of W. A. (Cy) 
Simon. 
* + 


* 
Hepper Adds Cadillac 
Hepper Chevrolet, Inc, (Chevro- 


, | let-Oldsmobile) has been appointed 
'|a new Cadillac dealer at Mobridge, 


S. D. Robert C. Hepper is head of 
the dealership. 
* 


* * 


Norment Sells Out 
O. Clinton Norment has sold 
Norment Motor Co. (Ford), Lum. 
berton, N. C., to B. H. Small and 
Carl Meares, who will do business 


as Lumberton Motors, Inc. 
* * * 


Metropolitan Ford Opens 


Metropolitan Ford, Pico and 
Figueroa Sts. Los Angeles, has 
held its grand opening. H. L. Me- 
Peek is general manager. 

* ca * 


Renault for Michell 


Michell Bros., a Renault dealer- 
ship, has opened at 4661 W. Slau- 
son Ave., Los Angeles. The firm is 
headed by Carl and Dick Michell. 


Bramblet in New Home 


Russ Bramblet Ford has moved 
into its new building at 3878 Buford 
Highway, Atlanta. Before opening 
the dealership last February, 
Bramblet was a Pontiac dealer in 
Memphis. 


* * + 
Hively Buys U. C. Deal 
Howard Hively, Inc. (Lincoln- 
Mercury), Cincinnati, has purchased 
the business of Kimball Korners, 
Inc., a used-car dealership, for an 
estimated $140,000. Kimball Korners 
was owned by Jack Kimball and 
Earl Schott. 
oa 


* + 


Plymouth for Waites 


A Plymouth exclusive, Doyles 
Waites Plymouth, Inc., has opened 
at 1705 Old Minden Rd., Bossier 
City, La. 


* * * 


Plymouth Exclusive 

Southland Plymouth, Inc., is a 
new exclusive at 2509 r, 
Memphis. President of the firm 
is John Wellford sr., who has 
been a Dodge-Plymouth dealer in 
Memphis 18 years. He also heads 
John Wellford Co., 925 Union. 


* = * 
Fisher Adds Lloyd 

Joe Fisher New Car Sales has 
been appointed distributor for 
Lloyd Wagen in Oregon and parts 
of Washington and Idaho. Head- 
quarters are at 1313 W. Burnside, 
Portland. 


* * * 


Romig Sells to Moore 
Moore Buick Co, has opened at 
94-98 Grant, Auburn, N. Y. after 
purchasing the dealership former- 
ly headed by H. B. Romig. Romig 
retired after 39 years as a Buick 
dealer in Auburn. 


* * * 


Hutton Sticks with Dodge 
Chuck Hutton Co., located at 
Ross and Akard in Dallas, has been 
awarded an exclusive Dodge fran- 
chise. The dealership handled both 
Dodge and Plymouth for 38 years. 
* 


* «* 
Mayfair Nash Opens 

Mayfair Nash (Nash-Rambler) 

has opened at 6001 E. Colfax Ave. 

Denver. General manager is Kenny 

Hegg, who, for the past two years, 

has been Denver city and district 

manager for American Motors. 

of = 


Plymouth Solo in Chicago 


A new Plymouth dealership in 
Chicago is Roseland Plymouth, Inc., 
34 W. 103rd St., Seymour Wolin is 


president. 
* + - 


Nolens Plan Retirement 
From L-M Dealership 


Mr. and Mrs, Ben B. Nolen are 
retiring from the automobile sales 


The Nolens have owned the 
(Continued on Page 67, Col. 1) 
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Across the Nation .. . 


Auto Dealer Changes 





(Continued from Page 66) 


dealership since 1946. Prior to 
that, Nolen was in the used-car 
business in Decatur. 


* * * 


Hagerman Opens Deal 
Don Hagerman has opened a 
Hillman-Sunbeam-Triumph dealer- 
ship in Billings, Mont. 
o* 


a + 

Merrimack Adds Jaguar 

Merrimack Street Garage, Inc., 
long-time Oldsmobile agency in 
Manchester, N. H., announces its 
appointment as Jaguar dealer for 
New Hampshire. The firm now 
sells about 20 different makes of 
foreign and sports cars. 

+ * * 

McRae Buys Equipment 

Clyde McRae, owner of McRae 
Motors at 115 Lee street, Decatur, 
Ala., has purchased the shop and 
office equipment and the parts in- 
ventory of the Valley Motors, Inc., 
111 First Ave. N. E. E. K. Gregg, 
owner of the Valley Motors, Inc., 
says that his Lincoln-Mercury 
franchise also is to be disposed of. 


= * of 

Plymouth Solo in Chicago 
Roseland Plymouth, Inc., has been 

franchised as a Plymouth exclusive 
at 34 W. 103rd St., Chicago. Presi- 
dent is Seymour Wolin. 

. om * 
Pinnacle Motor Opens 


Pinnacle Motor Sales, (Ford), 
with Art Harold, as general mana- 
ger, has held its grand opening in 
Pineville, W. Va. 


* * * 


Les Kelly Ford Sold 
Les Kelly Ford, Los Angeles, 
has been sold to W. A, Simonds 
and has been renamed Metro- 
politan Motors, Chan Simonds is 
manager of the new dealership. 
Les Kelly, former owner, is con- 
tinuing in the used-car business. 
= * 


a2 


Volvo for Midtown 


Midtown Auto Sales, Milwaukee, 
has been franchised to handle the 
Swedish-built Volvo. Owners are 
Calvert Mack and Robert G. Keith. 


Morris Sells to Peters 


Randall Peters, Kokomo, Ind., 
has bought the Ford dealership in 
Villa Grove, Ill, from James 
Morris, and renamed it Peters 
Ford Co. 


> * * 


Studebaker Added 


Albrecht-Burke, Inc., 5960 West- 
minister Blvd., St. Louis, a Packard 
dealership for 22 years, has added 
Studebaker to its line. Irwin Al- 
brecht is president of the firm; G. 
M. Berry is treasurer and Santo 


Fiorita is general sales manager. 
*” * = 


Deal Goes Three-Way 

Livengood-Siebold Motor Co., Clay 
Center, Kans., has added Pontiac 
and Cadillac to its Oldsmobile fran- 
chise. Clarence H. Siebold and 
George Livengood, partners, said 
the company will move into the 
former headquarters of the Cadillac 
dealership on Highway 24, west of 
the city. 

” * + 


Metairie Ford Opens 


Metairie Motor Sales (Ford), 
successor to Gonzales Motors, has 
opened at 801 Metairie Rd., Metairie, 
La, Charles L. Fain is president of 
the firm and Russell Barcroft is 
vice-president and general man- 
ager. 

+ aa * 


Plymouth Solo Opens 

Auto-Mile Plymouth, Inc. (Plym- 
outh), has opened in Bedford, O., 
with Carl L. Schuele as president 
and Ralph Horton jr. as vice-presi- 
dent, The dealership replaces Ralph 
Horton, Inc., (DeSoto-Plymouth), 
which is being dissolved. 

* + * 


Collins Pontiac, Inc. 

Batt Pontiac, Lockport, N. Y., 
has been bought by John Collins 
and had been renamed Collins Pon- 
tiac, Inc. Collins formerly was gen- 
eral manager of the agency. He 


has 15 years of experience in the 

automobile business, including four 

years with Pontiac Motor division. 
* + + 


Ballard Names Dick 
D. BR. Dick has been appointed 
sales manager for Russ Ballard 
Autos, Inc, in Salt Lake City. 
Formerly he was sales manager for 
L. H, Strong. 
* * «& 
Leigh Opens Building 
J. Talbert Leigh, new Chrysler 
dealer in Gulfport, Miss., has 
opened its new building at 1812 
25th Ave. 
= + 


Buy Out Prathers 


R, Earley Brantley and Herbert 
J. Butler, both of Tyron, N. C., 


Motor Co. from Enoch C. Prather 


sr. and his sons, W. D. Prather and 
Enoch C. Prather jr. The firm will 
operate as B & B Chevrolet, Inc., 
with Brantley as manager. 

a7 aa + 


Plymouth in Memphis 

Southland Plymouth, Inc., Ten- 
nessee’s first exclusive Plymouth 
dealer, has held its grand opening 
at 2509 Summer Avenue, Memphis. 
Frank Vego is general manager, 
Chuck Austein, new-car sales man- 
ager, and Bob Dearen, used-car 


manager. 
- * + 


Simca Distributor 


Willys Intermountain, Salt Lake 
City, has signed up to be the Simca 
distributor for Utah and parts of 
surrounding states. The name of 
the new company will be Simca 
Intermountain. 

* = * 


Horton Buys Ford Deal 
Eatonton Motor Co. (Ford), 
Eatonton, Ga., has been purchased 
by N. D. Horton. Nick Evans has 


been named manager. 
= + * 


Garff Takes Borgward 


Ken Garff Co., 501 S. State, Salt 
have purchased Prather Chevrolet| Lake City has been awarded a 


(Continued on Page 68, Col. 3) 





Buyers Entertain Suppliers— 


In a recent “man bites dog” reversal, Peterson, Howell and Heather, Inc., Baltimore, 
a car and truck leasing and management firm, brought 11 representative dealers from 
all sections of the country to meet with company officials in Kansas City, PHH busi- 
ness programming revolves as much around their dealer suppliers as it does around 
user clients. At the meeting, sitting, from left, are Al Oliva, Russell Burnett, Inc. (Ford), 
Somerville, Mass.; Harold Stann, general manager, Spitzer Ford, Inc., Cleveland; 
Fred Oliva, Russell Burnett, Inc.; Gus Unell, Sight Brothers Chevrolet, Kansas City; 
John Spitzer and Dell Spitzer, Spitzer Ford, Cleveland, and Felix Doran, Doran Chev- 
rolet, Dallas. Standing: Newman Johnston jr., PHH; Jim Reynolds, Reynolds Motors 
(Ford), Norman, Okla.; Jim Hines, Oliver Motor Co. (Chrysler-Plymouth-Imperial), Co- 
lumbia, S. C.; C. F. Smith jr., C. F. Smith Motors (DeSoto-Plymouth), Lovisville; William 
G. Moulton, PHH.; Wally Rank, Ronk & Sons (Dodge-Plymouth), Milwaukee; Dick 
Holbrook, Paul Manning Chevrolet, Des Moines, and A. J. Deery, PHH. 





How To Repair Acrylic Finishes 
The Easy Way! 
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*DURACRYL is a trademark 


of Pittsburgh Plate Glass Company 


Ditzier now makes it possible to repair the new acrylic 
lacquer finishes used on many of today’s new cars as easily 


as repairing standard lacquers. 


@ For this purpose Ditzler has developed a simple 3-point 
system of completely integrated acrylic products. DURACRYL 
colors are made from a basically new chemical compound with 
outstanding appearance and performance qualities. New 
DURACRYL is a distinctive, modern development of the re- 


search laboratories of Pittsburgh’s Paint Division. 


@ Ditzler’s new DURACRYL 3-point system can be used for 
spot touch-up or for complete refinishing on cars originally 
finished with acrylic type lacquers. New DURACRYL colors 
are available in all the acrylic colors currently being used 
by manufacturers on new cars. 
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Fathers and Sons— 


Youth and experience met recently at the Chrysler Training Center in Detroit 
when Dodge representatives to the Business and Financial /\anagement conference 
met those from the Dodge dealers’ sons seminar. Shown, front row, from left, are 
the elders Joseph Curtis, Mechanicsburg, Pa.; D. J. N. Malcomess, East London, South 
Africa; J. C. Barnsley, Westminister, Md.; William J. Hill, Toronto; J. D. Mclaughlin, 
Grand Junction, Colo., and H. D. Merrit, Winnepeg, Man. Dealers’ sons, second row: 
James C. Bryan, New Castle, Pa.; W. Drew Duff, Enon Valley, Pa.; George C. Hadad, 
Trinidad, Colo.; Ernie P. Mason, Malone, N. Y.; James H. Murray, Beloit, Kans.; Ronald 
W. Noll, Fleetwood, Pa.; William A. Raynal, Detroit, and Timothy Robertson, Keene, 
N. H. 
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s| Auto Dealer Changes 


(Continued from Page ‘67) 


franchise for the German-made 
Borgward. Ken Garff is president of 
the firm, and E. D. Bryson is gen- 
eral manager. 

+ + = 


Chambers Offers Imports 


Chambers Motor Co, (Chrysler- 
Plymouth-Imperial), New Castle, 
Pa., is now also handling Morris, 
MG, Austin-Healey and Austin. 


* = = 
Joyce Buick Opens 
Joyce Buick, Inc., has been fran- 
chised as a Buick dealer in Mans- 
field, O. Dealers are Bill Joyce and 
Francis Joyce. 
* 


+ + 


Bermants to Close Firm 

Bermant Motor Co., oldest auto 
firm in Junction City, Kans., with 
35 years as a Studebaker dealer- 
ship in this area, is being dis- 





continued on Sept. 5. Lester and 
Dean Bermant, brothers and 
partners in the firm since they 
established it in 1922, said they 
had decided to quit and “take 
things a little easier.” 


+ * > 


Third Ford Dealership 
Opens in Chattanooga 

Hamilton Motors, Inc., with Lon 
B. Gilbert as manager, has just 
been organized in Chattanooga, 
Tenn., to handle Ford. 

The new company will constitute 
the third authorized Ford dealer- 
ship in the Greater Chattanooga 
area. Bob Levi is manager of the 
Hamilton Motors used-car and 


truck department. 
. + = 


Duckworth Sells Firm 


Paul Duckworth has sold his 


a 


Experimental block being readied for torture test on 
Johns-Manville’s Inertia Dynamometer—the world’s 
largest unit designed for friction material testing. 


Man in charge of putting more 
mileage into J-M Brake Blocks 


Creating new and better brake 
blocks is a never-ending responsi- 
bility of J-M engineers. Working 
with the very latest in scientific de- 
velopment equipment, these men are 
blazing new trails in improved fric- 
tion material performance. 

Over the years, Johns-Manville 
has offered a wide choice of thor- 
oughly proved, high-quality, high- 
performance brake linings, brake 
blocks and clutch facings. This su- 
periority stems from engineering and 
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production techniques that assure 
uniformly highest quality. These 
techniques also provide volume pro- 
duction, rapid delivery and lowest 
unit cost. 

Chances are a J-M material in- 
corporating all the properties you 
need for your friction applications is 
already available. If not, let us help 
you find the solution. The Johns- 


PR 











Manville engineering staff,a superbly 
equipped development laboratory, 
and skill gained through 99 years 
of manufacturing experience, are at 
your service. 

Your Johns-Manville Representa- 
tive will gladly tell you more about 
this service, or write to Johns-Man- 
ville, Box 14, New York 16, N. Y. In 
Canada, Port Credit, Ontario. 


Johns-Manville 


. 

a 

a 

. 

. 
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Ford dealership, Virginian Motors 
in Lynchburg, Va. to Common- 
wealth Ford of Richmond, Va. 
Duckworth is going into the financ- 
ing and promotion business. 

a * * 


Bosse Leaves Boise 


Bosse Motors, Inc., held its grand 
opening as an American Motors 
dealership in Salt Lake City. L, 
Calvin Bosse is president. He for- 
merly was a dealer in Boise, Id. 

+. + aa 


Ford for Metropolitan 
Metropolitan Ford, 1269 S. Figue- 
roa, is the newest Ford dealership 
in metropolitan Los Angeles. H. L, 
McPeek is general manager. 
* = + 


Ford for Hamilton 
Hamilton Motors, Inc., has been 
franchised as a Ford dealer at 1901 
Broad St., Chattanooga, Tenn. Lon 
B. Gilbert jr. is general manager. 


* > * 


Haskell Takes Control 


Charles A. Haskell has acquired 
full ownership of Allison-Haskel] 
Motor Co. (Cadillac-Oldsmobile), 
Baker, Ore., and changed the name 
to Haskell Motor Co. 

* 


* 7 


Plymouth for Columbia 


Columbia Motors, Inc., Seattle, 
has signed a Plymouth franchise. 
Lucien C. Love is president. 

= + > 


Noll Opens with Ford 


Perry Noll Ford Sales has held 
its grand opening in Newcomers- 
town, O. 

= > * 


Berger Handles Imports 
Berger Motors, Inc. (Oldsmobile), 
Baltimore, has opened a foreign-car 
division to Handle Sunbeam, Hill- 
man, Rover and Triumph. 


* > > 
Deale Sold at Auction 
Deale Motors, Deale, Md. has 


been sold at public auction by Leo 
F. Zeleski, who retired because of 


illness. 
> > > 


Dicker Opens Dealership 


A new Dodge-Plymouth dealer- 
ship has been opened in Pleasant 
Hill, Calif. by Doug Dicker. The 
new dealership represents an in- 
vestment of $250,000, Dicker said. 
Harold Cornelius is sales manager. 

= : 


Merrimack Adds ACs 


Merrimack St. Garage in Man- 
chester, N. C., has been named as 
a dealer for AC cars and is now 
selling 20 different lines of sports 


cars. 
* * * 


Imported Motors Expands 


Imported Motors of Florida has 
held a grand opening at its new 
location at 948 North Federal High- 
way in Pompano Beach, Fla. The 
firm’s main office is at 2609 S. Fed- 
eral Highway, Fort Lauderdale, Fla, 

= > > 


Economy Motors 
Economy Motors Sales, Van- 
couver, Wash. headed by Jack 
Leigh, has become franchised 
dealer for Simca, Austin Healey and 
Morris Minor. 
” aa > 


McGuire Adds Outlet 


McGuire Ford, Inc., Milwaukee, 
has taken over Gundersen Motor 
Co., Milwaukee. Gundersen has re- 
signed its Ford franchise. 

: oa - 


Chrysler for Colkett 


Emery Colkett Motors, Inc, 
Olympia, Wash., has been fran- 
chised by Chrysler. 


* * * 


Buick for Auffenberg 

Bob Auffenberg Buick, Inc., has 
opened in St. Louis at 3345 S. 
Kingshighway. Robert J. Auffen- 
berg, who has been active in auto 
sales 11 years in Belleville and Col- 
linsville, Ill., is head of the firm. 

* - Oo” 


Waikem Buys Out Shaffer 


Shaffer Motors (Ford) in Massi- 
lon, O., has been sold to George E. 
Waikem, owner of Waikem Auto 
Rental in Massilon. The firm has 
been renamed George Waikem 
Ford. 


* * * 


Ed Gillespie Heads Deal 

W. Edward Gillespie has pur- 
chased the interest of his brother, 
Joseph B. Gillespie, in Gillespie's, 


(Continued on Page 69, Col. 1) 
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Across the Nation ... 


Auto Dealer Changes 


(Continued from Page 68) 


Inc. (Buick), Bellefontaine, O, The 
firm has been renamed Ed Gillespie, 


Inc. 
* * 


* 
Steiner to Sell Simcas 
Hal Steiner has been appointed 
a Seattle dealer for the French 
Simca. Sales offices have been 
opened at 4534 Roosevelt Way. He 
has been a Buick dealer since 1954. 


a * * 


Schers Open Pontiac Deal 


Rogers Pontiac Co. has been 
opened at 2535 S. Michigan Ave., 
Chicago, by Leonard and Roger 
Scher. 


+ * * 


Tangen Gets Deal 
Tangen Pontiac-Cadillac is a new 
dealership at Worthington, Minn. 
Bernie Tangen is head of the firm. 
7 


+ + 


Buick for Friedmans 

Max R. Allen and Robert Fried- 
man have purchased Ralph 
Stewart Buick Co., 12500 St. Clair 
N. E., Cleveland, and have re- 
named it Friedman Buick Co. The 
Friedmans are large used-car 
dealers in Cleveland and also own 
Federal Credit Corp. 


* a * 

Auto-Mile Plymouth Formed 
Auto-Mile Plymouth has been 

founded at 580 Broadway in Bed- 
ford, O., on the site of the Ralph 
Horton DeSoto- Plymouth dealer- 
ship. The new firm is headed by 
Carl Schuele, president, and Ralph 
Horton jr., vice-president. 

= > 


Dawson Franchised 


Dawson Motors, El Paso, Tex., 
has been appointed a DeSoto dealer. 
Officers are Jay Dawson, president, 
and Sammy Smith, vice-president. 

* > * 


Plymouth for Bickel 
Bickel Plymouth Co., Inc., 3304 
W. Villard Ave., has been fran- 
chised as a Plymouth dealership in 
Milwaukee. 


Bonesteele Takes Nash 
Russell Bonesteele, Studebaker 
dealer in Salem, Ore., has been 
awarded a Nash franchise. 
© 


Mercedes Outlet Picked 


Studebaker Sales Co., 2401 S. 
Michigan Ave. Chicago, has been 
appointed as a sales and service 
center for Mercedes-Benz. 

> . > 


Suburban Adds 3 Cars 


Suburban Motors (Studebaker- 
Packard) in Maple Heights, O., has 
added three auto franchises—the 
Swedish Saab, the German Borg- 
ward and the English Morgan. 

t 


Parsons Buys Building 

G. H, Parsons, an Oldsmobile 
dealer in Carthage, Mo., has pur- 
chased the former salesroom and 
shop of Porter Brothers. Parsons 
has moved his dealership into the 
building. 


* * * 


Prussing & Son 
C. A. Prussing has joined his 
father, A. C. Prussing in the opera- 
tion of the Ford dealership at 
Fountain City, Wis., and the dealer- 
ship now will be known as A. C. 
Prussing & Son. 


Atwood Is Sole Owner 


Name of Atwood-Kuehn Motor 
Co. (Ford) at Spring Valley, Minn., 
has been changed to Bud Atwood 
Motor Co. G. H. (Bud) Atwood 
having bought out the interest of 
his partner, Charles Kuehn, in the 
firm. 

o : 


* 
Camp Buys Ford Deal 


Joe Camp, former sales manager 
for Raymond Pearson Ford Co., 
Houston, has purchased Houston 
Ford Co., La Porte, Tex., and 
changed its name to Camp Motors, 

ne. 


- * * 
Buys Calif. Buick Deal 
Arthur E. Pierotti has pur- 


chased the Kobil Buick dealership 
in Mill Valley, Calif., and will 
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Automobile Dealers Assn. and is 
currently secretary of the Dodge 
Dealers Advisory Conference in the 
Cincinnati region. 

* = * 


Wendle Sells L-M Deal 

Wendle Bros, Inc, (Lincoln- 
Mercury), Spokane, has been sold 
by Rex Wendle to Empire Lin- 
coln-Mercury Co. 


* * * 


Morley Adds Borgward 


Earl Morley, a Hillsboro (Ore.) 
Oldsmobile dealer for 20 years, has 
taken on the Oregon and southwest 
Washington distributorship at his 
Valley Motors for the German- 
made Borgward. He has been han- 
dling the Volvo for the past year. 

* ad om 


3 Form Dodge Deal 


William R. Campau jr., Don Eva 
and Alexander Schneider have 
opened a Dodge dealership at NE 
Twentieth Ave. and Sandy Blvd., 


operate it under the mame of 
Pierotti Buick. Pierotti has been 
general sales manager for Vogue 
Motors (Oldsmobile), San Rafael, 
Calif., for the last five years. 


* * * 
Anderson Gives Up Simca 
William M. Anderson sr., pioneer 
automobile dealer of Portland, Ore., 
and head of Anderson Motor Co., 
has announced sale of his Oregon 
and western Idaho distributorship 


for the Simca car to Pacific Im- 
ported Cars. 
* 


: yo Portland, Ore. The dealership suc- 
Heil Opens Dodge Solo ceeds Alford’s Dodge, which shifted 
An exclusive Dodge dealership|‘© Edsel. = | | 


has been opened in Cincinnati by 
Heil Motors, Inc. William C. Heil, 
president, who has been associated 
with Dodge for the last 25 years, is 


5 Renault Dealers Named 
Five dealers for the French Re- 


Rapid City, S. D. 
7 


6, 1957 
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“We oughta be able to make a 


good deal here.” 





Bennett Auto Trading Post, Bos- 
sier City, La.; Courtesy Motor Co., S +} 
Inc., Johnson City, Tenn.; Freeman 
Motor Corp., New York, and Black 
Inc., 


Hills Oldsmobile-Cadillac, 


* * 


Sunset Garage Renamed 
Sunset Dodge - Plymouth, 





Inc., 
nault have been named. They are/| Tillamook, Ore., has been organized 
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ficers are Frank M. Phelps, presi- 
dent; Robert H. Skinner, secretary, 
and Sam Parker, treasurer. 


* * 


Walker Sells to Gardiner 


Jerome C. Gardiner has pur- 
chased Walker Motors, Inc. (Ford), 
Route 50, Cambridge, Md., from 
David L. Walker, and has renamed 
the business Gardiner Ford. The 
new owner has named Frank 
O’Mara general manager of the 
business. EHis Eskridge is service 


manager. 
+ > aa 


Mickelson Sells Out 


G. E. Vezner, Russell Olson and 
Lester Scharmann have taken over 
the Ford-Mercury franchise, form- 
erly Mickelson Motors, at Mound, 
Minn., and renamed it Mound 
Motors. Olson will manager the 
new dealership. 


Kerl Joins Trulson 


Ed Kerl, who has been on the 
Ford Motor Co’s western regional 
Sales staff since 1950, has become 
a partner in Trulson Motor Co. 
(Ford) in Richmond, Calif. The new 
firm name is Trulson-Kerl Ford 
Co. Walter Trulson founded the 


a past president of the Cincinnati | John Miles Motors, Gadsden, Ala.;| to succeed Sunset Garage, Inc. Of-| dealership in 1943. 





How G-E ads are aimed to 
make more money for you! 


G-E consumer ads will make a double-edged profit for 
you. Saturday Evening Post, Look, Popular Mechanics 
and Popular Science will carry these ads which will 
build your aiming business and help you sell more 
pairs of new G-E Headlamps. 


SI 


Slow bo get more light on the read 
from your present headlamps! 
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Double Profit! 


When you see headlamps 
like these ... sell a pair 
of new headlamps... 
} and an aiming job. 

2, You profit on both! 





WATER DROPLETS inside the lens not 
only scatter the light, but they also 
help discolor metal reflectors. This 
can’t happen with G-E At Béete Head- 
lamps— moisture can't possibly get 
inside. 


So...for More Sales 
1. Aim headlamps 


2. Sell G-E & Zen Head- 





“Your dealer can quickly determine if your headlamps 
are mis-aimed—and he can aim them accurately in 
minutes—even in daytime.” 





DISCOLORED REFLECTORS absorb 
light rather than reflect it, causing a 
loss of " 50% of the original light 
output. Dirt and moisture can never 
enter G-E 4 2Gme Headlamps so the 
reflectors always stay shiny. 


CHECK YOUR STOCKS...AND ORDER SMALL 
BULBS IN NEW G-E SPACE-SAVER PACKS! 


They take 30% less space. There 


lamps in pairs! 
3. Check rear lights, too 





GENERAL @ ELECTRIC 


are no flaps, no covers; stocks stay 
neater; service is easier. General 
Electric Co., Miniature Lamp Dept. 
AN-97, Nela Park, Cleveland 12, O. 


£ 


BLACKENED BULBS in old-style 
lamps block out the light from 
filament and cause a dangerous d 
in light out This can't hap 
with G-E Headlamps 

cause there are mo inner bulbs. 


7885 
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Rubber Springs— 

Air springs for 14 makes of automo- 
biles, trucks and buses are manufactured 
at Firestone’s Airide plant at Noblesville, 
Ind. Thousands of rubber springs are 
turned ovt daily at the Firestone plant 
site to make it an important center of the 
new air suspension industry. The new 
system will be listed as optional equip- 
ment on most 1958 model cars. 
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777 Now Reported eee 


137 Edsel Dealers Listed 


(Continued from Page 34) 
H. Clyde Foust, and Manuel Edsel | Motor Co., Brookfield, J. C. Wheat- 


Motors, 
Edlee S. Manuel. 
MARYLAND 
Cavanaugh Edsel Sales, 
bury, P. H. Cavanaugh. 
MICHIGAN 
Tom Terrell Edsel, Inc., Ann Ar- 
bor, Thomas E. Terrell, and Horn- 
bogen Auto Sales, Marquette, Dan- 
iel P. Hornbogen jr. 
MINNESOTA 
Steenerson Motor Co., Minneapo- 
lis, Al Steenerson, and Smith Edsel- 
Lincoln Sales, Bemidji, Howard W. 


Smith. 
MISSISSIPPI 
Model Motors, Inc., Biloxi, Adrian 
Weill; Nabors Edsel Sales, Colum- 
bus, L. B. Nabors, and Stone-Lind- 
say, Inc., Clarksdale, Taylor M. 


Stone. 
MISSOURI 
Courtesy Edsel Sales, Inc., Kan- 
sas City, Rudy Fick; Wheatcraft 


Salis- 





“The Yellow Pages direct prospects 
to us from all over the county” 


says WILLIAM CUSTER 
CUSTER MOTORS, Westwood, New Jersey 


“In today’s automobile market, people come a long way to buy a 
car. Many look in the classified directory to find us. The Yellow 
Pages also direct many Oldsmobile owners to us for authorized 
service. Classified directory advertising is particularly important 
with the great influx of population and new building in this county.” 


Automobile dealers across the nation are advertising in the Yellow 
Pages to reach a changing and expanding market. Find out how 
you can profit from display ads and trade-mark listings in this 
directional medium. Call the 
Yellow Pages representative at 
your telephone business office! 





° | 


VELLOW PAGES ADVERTISING directs 
Oldsmobile owners to Custer for 
authorized service. Service Mana- 
er Charles Nilke and Mechanic 
ohn J. Werner check an Olds. 





CUSTER 


MOTORS _ 
OLDSMOBILE 


SALES « SERVICE 
BODY REPAIRS 
Open, Evers 


WEstwood 5-4800 


THIS %-PAGE DISPLAY AD (shown 
here reduced) under New Cars, 
2 other ads and 6 listings, in 3 
New Jersey classified directories, 
bring prospects from a wide area. 








Eunice, Gladney L. and/craft, and Hugh Palmer Edsel, 


Lebanon, Hugh O. Palmer. 


Edgewater Motors, Inc., Cape 
Girardeau, Lory Stahly; Alex Smith 
Motors, Dexter, Alex Smith, and 
Sanders Motor Sales, Moberly, R. 
F.. Sanders. 

Rogers Edsel Co., Joplin, Claude 
L. Rogers and John R. Graue; E. 
W. Thompson Edsel Sales, Sedalia, 
E. W. Thompson, and Dickson- 
Michael Motor Co., Sikeston, Wayne 
Dickson and Ed Michael. 


MONTANA 

S-O Edsel Sales, Great Falls, 
Robert W. Solberg and Lester A. 
Olson, and Empire Edsel, Inc., Bill- 
ings, Floyd W. Werle. 

NEBRASKA 

Lincoln-Mercury Scottsbluff, Inc., 
Scottsbluff, Harry J. Meyers, and 
Dick Agee Edsel Sales Co., Lincoln, 
E. M. O’Shea and Richard H. Rog- 
ers. 

Laird Motors, York, William and 
W. W. Laird and Donald Lester; 
Tetherow Motor Co., Valentine, 
Charles S. Tetherow, and Paul Hen- 
derson Motor Co., Inc., Beatrice, 
Paul Henderson. 


NEW JERSEY 
Emmons Sales & Service Co., 
Inc., Mount Holly, Clarence R. Em- 
mons; Ruffu Edsel Co., Atlantic 
City, William J. Ruffu sr., and Lu- 
cas Edsel Co., Burlington, Francis 


J. Lucas. 
NEW YORK 

Brown’s Auto Sales, Johnstown, 
Raymond Brown; Harvey M. Stew- 
art Corp., Syracuse, Harvey M. 
Stewart, and O’Hara Motor Sales, 
Poughkeepsie, Percy O’Hara. 

Koup’s Garage, Inc., Watertown, 
A. L. Koup, and Lake Edsel Motor 
Sales, Auburn, George W. Harvey 
and Andrew J. Fiermonte. 


NORTH CAROLINA 

Pioneer Motors, Inc., Wilson, 
John J. Farris; Boulevard Motors, 
Inc., Shelby, Hiram E. Young; At- 
lantic Motors, Inc., Wilmington, A. 
R. Threatt, and Deppe Motors, Inc., 
Asheville, J. H. Deppe. 

Winston-Salem Motors, Inc., 
Winston-Salem, Dr. Edward R. 
White jr.; Old Hickory Motors, 
Inc., Durham, Stewart M. Pickett, 
and Hylton Motors, Inc., High 
Point, W. E. Hylton. 


NORTH DAKOTA 

Ivers Edsel, Fargo, Ralph M. 
Ivers. 

OHIO 

Bucey-Ervin Edsel, Inc., Dover, 
David C. Bucey; Sima Edsel, Inc., 
Maple Heights, James C. Sima; 
Automotive Supply Co., Massillon, 
James J. Saddler, and Schneider 
Motor Sales, Defiance, Paul D. 
Schneider. 

F. Malcolm Edsel, Inc., Findlay, 
Robert A. Malcolm; Maloy Motor 
Co., Akron, Ray H. Smith and W. 
E. Maloy, and Migliore Edsel, East 
Liverpool, James J., Frank J. and 
Angela Migliore. 

Ernie Myers Edsel, Inc., Green- 
ville, Ernest G. Myers; Downtown 
Motors, Inc., Portsmouth, J. C. 
Rardin jr. and Herman L. Jones; 
James Edsel Sales, Lancaster, For- 
est James, and Key’s Auto Sales, 
Marion, Miller I. Key. 

Chalfant Edsel Sales, Steuben- 
ville, William Chalfant; Shore Ed- 
sel Sales, Inc., Euclid, W. R. Power, 
and T & H Edsel Co., Cadiz, H. L. 
Tomlinson. 

OKLAHOMA 

Muskogee Motor Co., Muskogee, 
Floyd Denton, Ellis J. Easterling 
and Paul Denton. 


PENNSYLVANIA 

Zeisloft Brothers, Bloomsburg, 
Glen and R. J. Zeisloft; Fiore Ed- 
sel, Altoona, Joseph N. and An- 
thony E. Fiore, and Lakeside 
Motors, Inc., Ebensburg, James 
Kokoski. 

Joe Nagel jr. Edsel Sales, Mt. 
Oliver, Joe Nagel jr.; Julian Mo- 
tors, Doylestown, Julian S. Gan- 
earz, and R. M. Schaffer Edsel 
Sales, Millersburg, E. M. Schaffer. 

Glenside Motors, Inc., Glenside, 
G. Robert Farren; Armstrong Mo- 
tors, Inc., Pittsburgh, William L. 
Armstrong, and Kuban Edsel, Inc., 
West Homestead, Albert J. Ku- 
banceh. 

Geo. Roth Co., Philadelphia, Jos- 
eph E. Bartley; James Edsel Mo- 
tors, Inc., Greensburg, Samuel R. 














Illinois Buys 613 Cars 
From Moran’s Ford Deal 


CHICAGO.—A contract for 613 
of the 619 new cars being pur- 
chased by the State of Illinois, 
has been received by Courtesy 
Motor Sales, Inc. (Ford), accord- 
ing to James M. Moran, presi- 
dent of the dealership. 

The State, which is enlarging 
its police force by 500, needed 
413 new cars to provide for the 
increase of manpower. Courtesy 
received the contract for the en- 
tire number, Moran said. Moran 
is supplying 200 new Fords out of 
206 replacement cars. 





Ratner, and Beacon Edsel Sales, 
Waynesburg, Herman S. and Mar- 
tin Gugliotta. 

W. D. Gardner, Inc., Washington, 
George Robertson; Fisher Edsel 
Sales, Inc., Ambridge, Michael J. 
Jamis, and Jonnet Edsel Sales, 
Monroeville, Elmer J. Jonnett jr. 


SOUTH CAROLINA 
Hood Auto Sales, Inc., Columbia, 





WHEN WILL 
BLAKE'S CAR 
BE READY? 





— 


J. B. Hood, and L. P. Pitts Motor 
Co., Spartanburg, Paul Pitts. 


SOUTH DAKOTA 
Wilson Edsel Co., Mitchell, Sam 


Wilson. 
TENNESSEE 

Joe T. Faulkner Motor Co., Oak 

Ridge, J. T. Faulkner. 
TEXAS 

North Plains Motors, Inc., Du- 
mas, Billy Ballinger, and Manley 
Motor Co., Tyler, Carl I. Manley. 

VIRGINIA 

Hammersley Edsel, Inc., Lynch- 
burg, James S. Hammersley; Bob 
Fowler Edsel, Petersburg, Bob 
Fowler, and Adams Edsel, Inc, 
Virginia Beach, Rhae W. Adams. 

WEST VIRGINIA 

Keith Edsel Sales, Inc., Beckley, 
R. Keith Lipscomb; Jo Reed Edsel, 
Inc., Morgantown, F. H. Wilkins 
jr., and Weirton Mator Sales, Weir- 
ton, William Chalfant. 

WISCONSIN 

Star Edsel, Superior, George J. 
Winkler, and Kronlund Edsel Sales, 
| Inc., Spooner, H. E. Kronlund. 
WYOMING 

Cody Motors, Cody, Leo J. Ken- 
ney. 





More than 150,000 persons read AUTO- 
MOTIVE NEWS every week! 


Here’s how you can help increase 


SERVICE JOBS UP TO 50% 


with your present setup! 


With Executone Intercom you 
just push a button and talk! 
Production is continuous and 
uninterrupted. Jobs are routed, 
parts and tools ordered, infor- 
mation exchanged—all with- 
out wasteful running around! 

Large and small dealers 
everywhere report the new 


Executone has helped increase 
service jobs from 20% to 50% 
with their present facilities— 
and profits have jumped ac- 
cordingly. Learn how you can 
sell more customer labor, 
build customer goodwill, up 
your profits with Executone. 
Mail coupon below today. 


SERVICE and INSTRUCTION on your premises 


Factory-trained technicians in your area provide 
prompt, dependable service whenever required. 
Representatives instruct your people in the 
proper use of your system for maximum benefit. 


Lecilone 


INTERCOM, VOICE-PAGING AND 
SERVICE DISPATCHER SYSTEMS 


how Executone 


Name. 





EXECUTONE, INC. 
415 Lexington Ave., New York 17, N. Y. 


Without obligation, please send booklet describing 


» Dept. 
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helps turn out more service jobs. 
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Market Trend. 


The overall average price of 
used cars sold at wholesale auc- 
tion last week dropped $23 to. 
$862, according to Automotive 
News’ index. 


The price of ’51s remained un- 
changed. Averages for all other 
models were adjusted downwards, 
with the loss amounting to $45 on 
"54s, $37 on ’57s, $27 on "56s, $25 on 
55s, $20 on '50s, $18 on ’52s and 
$15 on ’53s. 

New lows were established on 
the average prices for ’57s and 
"53s. 

At a group of representative 
auctions last week, the average 
consignment was 151.2 units and 
the sales ratio was 61.7 percent— 
the lowest recorded selling per- 
centage since the first week of 
January. A week earlier, the con- 
signment average was 188.9 units, 
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(Compiled by Automotive News from Auction Reports.) 








and the sales ratio was 644 per- 
cent. 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 


drive, and (ps) indicates power 
steering. 
+” * = 
CHICAGO 


(Arena Auto Auction, Sale every Tues- 
day. Prices are for sale of Sept. 3.) 
(Consignment very light due to Labor 
Day holiday. Sold 189 cars out of 283 
consignments.) 
BUICK—’57 Special 2-dr. Riviera, $2,235*; 


4-dr., $2,150° (ps); RM Riviera, $2,030*° 
(ps); Century Riviera, $1,745* (ps). °55 
Century Riviera, $1,420*, $1,315*; 4-dr., 
$1,300°. "54 Super Riviera, $1,035* (ps), 
$855* (ps); conv., $840°. °53 Super se- 
dan Riviera, $535* (ps). "52 Special 4- 
dr., $350; Super conv., $260°. '51 RM 
4-dr. Riviera, $230°. 

CADILLAC — ‘57 coupe de Ville, $4,310* 
(ps); 4-dr., $3,840° (ps). °54 (62) conv., 
$2.100* (ps); 4-dr., $1,760° (ps). "53 
(62) 4-dr., $1,125° (ps). ‘51 (62) 4-dr., 
$500°. '50 4-dr., $280°. 

CHEVROLET—'57 One-fifty (6) 2-dr., $1,- 
500. 56 Bel Air (8) 4-dr., $1,645* $1,- 
550* (ps); Two-ten (6) 4-dr., $i,250; 
2-dr., $1,195. °55 Bel Air (8) conv., $1,- 
290°, $1,200° (ps); Bel Air (6) 2-dr., 





$1,260*, $1,200°; 
140*; Two-ten (6) 4-dr., 
$840; One-fifty (6) 2-dr., $680. 
Air (6) 4-dr., $990* (ps), $905* 
$900*, $890*; 2-dr., $845, $815°*, 
Two-ten (6) 4-dr., $695; One-fifty 
2-dr., $435. '53 Bel Air (6) 4-dr., $650°; 
Two-ten 2-dr., $525. 

CHRYSLER—’54 NY 2-dr., $1,070*° (ps). 
"53 NY 2-dr., $525* (ps). 

DODGE—’55 Royal (8) Lancer, $1,340*; 
Coronet (8) 4-dr., $1,100*. '53 Coronet 
4-dr., $475*; 2-dr., $290. 

FORD—’57 Fairlane (8) conv., $2,410, $1,- 
945° (ps). °56 Fairlane (8) Victoria, $1,- 
455°; Ranch Wagon, $1,340; club sedan, 
$1,190*; Custom (6) 4-dr., $1,200; Cus- 
tom (8) 4-dr.. $1,150°, $1,140, $1,100. 
‘55 Fairlane (8) Town sedan, $930°; 
Country sedan, $1,210*; Victoria, $1,200; 
Custom (6) 4-dr., $900; 2-dr., $805, $670, 
$540. '54 Crest (8) Victoria, $835; 4-dr., 
$800; Custom (8) 2-dr., $770, $670; Main 
(8) 4-dr.. $600. °53 Custom (8) 4-dr., 
$470; 2-dr., $460, $365*, $300; Main (8) 
2-dr., $270. "52 conv., $380; 2-dr., $325, 
$270. °51 4-dr., $305. 

LINCOLN—’57 Capri 2-dr., $3,465° (ps). 

MERCURY — '56 Monterey Hardtop, $1,- 


Delray (8) 2-dr., 


$1,- 
$995, 


Average Prices of Used Cars Sold at Auction 


. 
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to Date 


Prices of '56s added and '48s dropped in November, 1955. Prices of ’57s added and '49s dropped in November, 1956, 
Figures alongside bars represent dollars. 





375°. °55 Montclair Hardtop, $1,325*; 
Custom 2-dr., $960°. '54 Monterey Hard- 
top, $930°, $870°, $795*; Sun Valley 
coupe, $785*. '53 Custom 4-dr., $520°. 
"52 2-dr., $465. 

NASH—'52 4-dr., $240. 

OLDSMOBILE — '56 (88) Super Holiday, | 
$2,005* (ps); (88) Holiday, $1,960* (ps) 
$1,805*, $1,800°, °55 (88) 2-dr., $1,600* | 


: | 


































(ps). '54 (88) Super 4-dr., 
$1,050*; (88) 2-dr., 
2-dr., $795*, $730* 
Super 4-dr., $700* 
$290* (ps). 

PACKARD—’53 Clipper 4-dr., $370*. 

PLYMOUTH —'56 Plaza 2-dr., $1,195*; 
Savoy 4-dr., $1,145. °'55 Belvedere (8) 
Hardtop, $1,280*; 2-dr., $1,030, '54 Bel- 
vedere conv., $850*, $625°. °53 Belvedere 
2-dr., $610; Cranbrook 2-dr., $450; 
r., $300, 

PONTIAC—'56 Chieftain 2-dr., $1,210. '55 
Star Chief 4-dr., $1,425* (ps). °54 Star 

$1,010*; Catalina, $950*°. '53 


Chief 2-dr., 
Star Chief Catalina, $530*; Chieftain 
$1,540. 


4-dr., $410*, $325°. 
RAMBLER—'56 4-dr., 

STUDEBAKER — '54 Land Cruiser 4-dr., 
$535. 


MISCELLANEOUS—’'56 Volkswagen 2-dr., 
$1,460. 


$1,310* (ps), 
$710*. °'53 (98) 
(ps), $570*; (88) 
(ps). °52 Holiday, 


4- 


LITTLETON, COLO. 


(Denver Auto Auction. Sale every Fri- 
day. Prices are for sale of Aug. 30.) 
BUICK—’56 Special 4-dr., $1,665*, $1,600°, 

$1,485°; Century Riviera, $1,550° °55 

RM 4-dr., $1,205* (ps); Super coupe, 

$1,200° (ps). ‘54 Super 4-dr., $1,010* 

(ps). ‘53 RM coupe, $600*; Special Rivi- 

era, $500, $485°, $400°. ‘50 sedan, $180*. 
CADILLAC—’'57 (62) 4-dr., $4,000* (ps). 

"56 (62) 4-dr., $3,250° (ps), $3,045° (ps). 

"55 (62) 4-dr.. $2,350° (ps). ‘54 (62) 

4-dr., $1,950° (ps). "52 4-dr., $625°. °48 

2-dr., $125°. 
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CHEVROLET—’57 Bel Air (8) Sport cou 
$2,400* (ps); 4-dr., $2,200*%, $1,950°, 1. 
850°; Two-ten station wagon, $2, 350°. 
’56 Two-ten (8) 4-dr., $1,600°, '55 One- 
fifty 2-dr., $1,025*. ‘54 Bel Air 2-dr., 
$850; Two-ten 2-dr., $700*, $675°, $565. 
"653 Bel Air 4-dr. $600°*; Two-ten 4- -dr., 
$595*. °52 4-dr., $325, $285, $265°. ’51 
4-dr., $225*. '50 '- dr., $175. 

OHRYSLER—'49 NY 4-dr., $150°, 

DeSOTO—’55 Fireflite 4-dr., $1,270* (ps). 

DODGE— 57 Coronet Sport coupe, $2,200* 
(ps), $2,050* (ps); 4-dr., $2,100° (ps), 
$2,000* (ps). °55 Sierra 4-dr., $1,500°. 
"53 4-dr., $350*; coupe, $325. 

FORD—’ 57 Fairlane (8) 500 4-dr., $2,350*, 
$2,325°. °56 Fairlane (8) 4-dr., $1,715* 
(ps); Custom (8) 4-dr., $1,300°; Main 
(6) coupe, $790. °54 Custom (8) 2-dr., 
$625; Main (6) 2-dr., $595. °53 2-dr., 
$660, $375; conv., $615*; 4-dr., m "52 
2-dr., $350, $300; 4-dr., $325, ‘$305 

HUDSON—’53 Hornet 4-dr., $305*. 

LINCOLN — '57 Premiere coupe, $3,800* 


(ps). 
MERCURY—’54 Monterey 4-dr., $1,250* 
(ps). '51 4-dr., $275°*. 


OLDSMOBILE—’55 (88) Super 4-dr. Holi- 


day, $1,740* (ps). "53 (98) 2-dr., $890*° 
(ps). "52 4-dr., $475°. '51 4-dr., $320°. 
"50 2-dr., $235°, $175*, $150°. °49 4-dr., 
$210*, $100°. 

PACKARD — ’'51 4-dr., $145*. °'50 4-dr., 
$120°. 

PLYMOUTH—’'57 4-dr. station wagon, $2,- 
400, $2,325*; Belvedere (8) 4-dr., $1,- 
850°. 50 2-dr., $145. 

PONTIAC—’'55 Chieftain 2-dr., $900°. '53 
4-dr., $485*; coupe, $390*°; conv., $355*. 
"52 4-dr., $255°. 

RAMBLER—’54 station wagon, $925*, ’51 
station wagon, $285. 

STUDEBAKER—’53 Champion 4-dr., $375. 
"52 2-dr., $225°. °51 4-dr., $150. °50 club 
coupe, $120. 


WILLYS—’'48 Jeep, $350. 
MISCELLANEOUS — ‘49 Chevrolet %-ton 
pickup, $275. '47 Ford 1-ton pickup, $150. 


FLINT, MICH. 


(Flint Auto Auction. Sale every Wednes- 
day. Prices are for sale of Sept. 4.) 

(The market began to show signs of 
weakness today as the first of the 1958 
cars were put on sale. Looks as —— 
the inevitable day has arrived . . . Sold 
75 cars out of 141 consignments.) 
BUICK—’'57 Special 4-dr., $2,250*. "55 Spe- 
cial Riviera, $1,405* (ps); 2-dr.. $1, 300°; 

2-dr., $880°; Super Riviera, $1, 355° (ps), 
$1,350°; RM Riviera, $1,300° (ps). 54 

Century 4-dr., $900°; Super Riviera, 

$885*, $875* (ps); Special 4-dr., $700. 
CHEVROLET — ‘57 Two-ten (8) station 

wagon, $2,215*. ‘56 Bel Air (6) conv., 

$1,345; 2-dr.. $1,265. ‘55 Bel Air (8) 

conv., $1,195*, $1,050*; club coupe, $1,- 

180; 4-dr., $1,050°; Two-ten (6) station 

wagon, $1,185. "54 Bel Air 4-dr., $815*; 

Two-ten 4-dr., $700*; Delray 2-dr., $600*, 

"53 club coupe, $525°; conv., $350°. 
CHRYSLER—’'57 Saratoga 2: dr., $2,695° 

(ps). 


(Continued on Page 72, Col. 
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ALABAMA 


ILLINOIS 


MISSISSIPPI 





JOHNSON AUTO 


AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 


Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 





COLORADO 





COLORADO AUTO AUCTION 
LITTLETON, COLO. SOUTH 
ONLY 


very Monday—11:00 a.m. 
i—Carroll K: 


Colonels Johnny Weed end Dean Davis 
All cars paid for by our own check through 
The Bank of Denver 








MID-WEST AUTO AUCTION 


1155 So. Platte River Dr. 
DENVER, COLORADO 
Burden-Caswell-Nace-Dudiley 
Auctioneer: Harvey Greenwood 
Sale every Tuesday at I! A.M. 
Phone Sherman 4-3263 








DENVER AUTO AUCTION 
(Denver's Oldest and Finest Auto Auction) 
675 So, Sante Fe Littleton, Colo. 
Ph: SU 1-6673 — Smith, Southworth, Kerr 
Auction Every Friday at 12:00 A. M. 

We Issue Auction Checks and Insure Titles 








CONNECTICUT 








Sale Every Wednesday at 11:00 


SOUTHERN AUTO SALES, INC. 
AUCTION . 


Warehouse Pt., Conn. 


UINCY — Quincy Auto Auction, | JACKSON — Greater Jackson Auto 


3202-3220 Broadway, Every Mon- 
day 12:30 P.M. 


MICHIGAN 


q 





Flint Auto Auction, Inc. 

3711 Western Rd. Flint, 

Exclusively for Dealers 
Here in the shadow of General Motors, you 
get the best buys. 
NEW CAR DEALERS balance their stock here 
—Why not visit us real soon? 

Michigan's Finest Sale 

Titles and Checks Guaranteed 








EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. “Bill” Nagy 
“Michigan's Best" 

Phone: ARdmore 6-4720 








Auction, Inc., Wilmington St., P. O. 


Box 8468, Wednesday, 12:30 P. M. 


ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 


We Issue Our Checks and Insure Titles 
Owned and Operated by 
BILL McCRACKEN and 


ROY McMANAMA 
We Will Buy Your Used Cars 








NEW YORK 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 


Monday — 1! O'Clock 
80 car sale average 
All Titles and Checks Guaranteed 


MICHIGAN 


























Checks and titles guaranteed 


Detroit's Barometer 
APTCO AUTO AUCTION 


8 Years Old 
Conveniently located % mile from Detroit City Limits 
TWO BIG AUCTIONS EACH WEEK... 


WEDNESDAY AND FRIDAY AT 12 NOON 


19241 DIX-TOLEDO HIGHWAY (U. S. ROUTE 25) 
MELVINDALE, MICHIGAN 

















Phone Dunkirk 3-0150 





NEW YORK 


NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 
Tel. EVergreen 3-4800 
Auctioneers—David 8B. Spielman 
John W. Becker 


THRUWAY AUTO AUCTION, INC. 
Route 18 B Buffalo, New York 
EVERY MONDAY 
We Have Insured Checks and Titles 
Fast, Accurate Market Reports 
Phone: HObart 4700 Al Clements, Owner 





LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State, 
Checks and Titles (Wed.). 


NORTH CAROLINA 


RALEIGH — Mann's Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


LUCAD 


(Leading Used Car Auction Directory) 

o+ls the key te a dealer's problem when 
lecking for a place to buy or sell cars. 

--Fer rates, contact Automotive News, 
2666 Penobscot Bidg., Detroit 26. 








MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 
Sele Every Monday, 12:30 P.M. 
“WE NEVER MISS” 


Your Good Will—Our Most Valuable Asset 
On U. S. Route 20A Phone 5-9535 





PENNSYLVANIA 





MANHEIM AUTO AUCTION, 
Manheim, Penn. 
On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 
Checks and Titles Guaranteed 
Phone Manheim 5-240! 


Inc. 








WASHINGTON 








SOUTH SEATTLE AUTO AUCTION 


10644 E. Marginal Way Seattie 88, Wash. 
Phone Mohawk 6490 


SALE EVERY WED. 11 A.M. 
“WE HAVE BUYERS!" 


“Take Home a Guaranteed Auction Check” 
Bill Johnson Beb McConkey 
















Crossroads 


- . + where they meet . . . buyers 
and sellers . . . new and used car 
dealers. They meet at the dealer auc- 






















tions of the nation . . . and on the 





pages of Automotive News. 
You will reach both groups through 










an ad in Automotive News. 
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Used-Car Auction Prices 





(Continued from Page 71) 


DeSOTO—’53 Firedome (8) 
(ps), $335*. 

DODGE—’55 Coronet (8) station » 
$1,170*. 54 Coronet (8) 4-dr., $545*, '53 
4-dr., $260°. 

FORD—’56 Country sedan, $1,740*; 
lane (8) Victoria, $1,620* (ps); club 
coupe, $1,600*. °55 Country Squire, $1,- 
500°, $1,400; Country sedan, $1,350°; 
Fairlane (8) 2-dr., $1,050*; Custom (8) 
4-dr., $960; 2-dr., $850; Main (6) 2-dr., 
$690. °54 Custom (8) 4-dr., $645*, $540; 
Main (6) 2-dr., $415. '53 Ranch Wagon, 
$575; Custom (8) 2-dr., $500, $390°; 
Main (8) 2-dr., $380. '52 Custom 4-dr., 
$315, °51 conv., $110*. '50 2-dr., $145. 

HUDSON—’53 Wasp 4-dr., $280°*. 

MEROURY—’55 Monterey club coupe, $1,- 
250°. °54 Monterey club coupe, $875* 
(ps). 

OLDSMOBILE—'56 (88) Super 4-dr., $2,- 
050°; (88) club coupe, $1,655*, °55 (88) 
sedan, $1,250*. '53 (88) 4-dr., $415°*, 

PACKARD—’53 Clipper 4-dr., $350*. 

PLYMOUTH—’56 Savoy (8) 4-dr., $1,160. 
’55 Belvedere (6) 4-dr., $885, '53 Cam- 
bridge 4-dr., $250. 

PONTIAC—’56 Star Chief Catalina, $1,- 
640°; Chieftain 2-dr., $1,070. °55 Star 
Chief Catalina, $1,210*. °54 Star Chief 
Catalina, $870*; Chieftain 4-dr., $635°. 
"53 club coupe, $500*, '52 2-dr., $225. 

MISCELLANEOUS—’'55 Ford %-ton pick- 
up, $875. '54 Ford %-ton pickup, $720. 
*48 Ford %-ton pickup, $145, 


4-dr., $385° 


Fair- 


DYER, IND. 


(Dyer Auto Auction. Sale every Friday. 
Prices are for sale of Aug. 30.) 

(Since this was my first sale day—I 
will have to admit that it was by far 
the very best to date, Sold 169 cars out 
of 289 consignments.) 

BUICK—’57 Special Riviera, $2,475* (ps). 
’56 Special station wagon, $2,055* (ps); 
Riviera, $1,780* (ps), $1,560° (ps); Cen- 
tury Riviera, $1,615*. ’55 Special Riviera, 
$1,395* (ps), $1,280*%; RM Riviera, $1,- 
305* (ps); Century Riviera, $1,295*, $1,- 
205* (ps). 54 RM Riviera, $850* (ps); 
Super 4-dr., $430*. 

CADILLAC—’57 (60) 4-dr. Hardtop, $4, 
600* (ps). °56 (62) conv., $3,110* (ps). 
’55 (62) coupe, $2,210*° (ps). "50 (62) 
4-dr., $440*. "49 (62) 2-dr., $275°. 

OHEVROLET—’57 Bel Air (8) coupe, $2,- 
245°; conv., $2,050*° (ps); Two-ten (8) 
2-dr., $1,700. '56 Two-ten (8) 4-dr., $1,- 
185, 2 at $1,115; Two-ten (6) 2-dr., $1,- 
040. '55 Bel Air (8) 4-dr., $825*; Two 


ten (6) 2-dr., $750; One-fifty (6) 2-dr., 
$710. '54 Bel Air conv., $775*, $730*° 
(ps); coupe, $600; Two-ten 2-dr., $600. 
53 Bel Air conv., $525°; 4-dr., $670°, 
$545, $515. 

CHRYSLER — '52 Windsor 4-dr., $240°*, 


$175*. '50 club coupe, $150. 

DeSOTO—’ 57 Firedome 4-dr., $2,500° (ps). 
‘55 Firedome coupe, $1,135; 4-dr., $830* 
(ps). °53 coupe, $475° (ps). 


DODGE—’ 54 Coronet 4-dr., $680°. °53 Cor- 


onet 4-dr., $360, $325*; Meadowbrook 
4-dr., $230. '51 club coupe, $125. 50 4- 
dr., $135. 

FORD—’57 Skyliner Hardtop, $2,800* (ps); 
Fairlane (8) 500 Victoria, $2,080°; 4-dr., 
$2,060° (ps); Ranch Wagon, §$2,100* 
(ps); Custom 300 4-dr., $1,885*, $1,855°. 
"56 Fairlane (8) Victoria, $1,485* (ps); 
Custom (8) 4-dr., $1,295, $1,165. °55 
Fairlane (8) 2-dr., $1,030*, $800*; Ranch 
Wagon, $1,000; Custom (8) 2-dr., $825. 
"54 4-dr., $775, $695*, $595, $555°. 

HUDSON "55> Wasp coupe, $825°*. 
Wasp 4-dr., $280. '53 2-dr., $280*. 

IMPERIAL—’55 4-dr., $1,680* (ps). 

MERCURY—’57 Montclair 4-dr., $2,495* 
(ps); coupe, $2,460° (ps); Monterey 2- 
dr., $2,000*. '55 Monterey 2-dr., $1,195*, 
$1,140°, $950. °54 4-dr., $850°, $735°, 
$665*, $585*. '53 Monterey coupe, $750°*. 
"50 4-dr., $145*. 

NASH—’'55 Ambassador Country club, $1,- 
275*; 4-dr., $990*,. "53 Ambassador 4-dr., 
$610*. 

OLDSMOBILE—’57 (88) Holiday, $2,680* 
(ps). °56 (98) Holiday, $2,050* (ps); 
(88) Holiday, $1,845* (ps), "55 (98) 4- 
dr., $1,280* (ps); (88) Super 4-dr., $1,- 
425* (ps); (88) Holiday, $1,600° (ps). 
"54 (88) 4-dr., $1,085* (ps), $1,015* (ps). 
*52 2-dr., $325°*. 

PACKARD—’55 Clipper coupe, $1,125*, '54 
4-dr., $595°. '53 2-dr., $305°. 


"54 


PLYMOUTH—’57 Belvedere (8) 4-dr., $1,- 
910*, $1,900°, °56 Belvedere (8) conv., 
$1,345* (ps); Savoy (8) 4-dr. $1,210, 


$1,170, $1,155, $1,095, $1,080, $1,055. °55 
Savoy (8) 4-dr., $905. °53 Belvedere 
coupe, $395; Cranbrook 4-dr., $345. °52 
4-dr., $200. 

PONTIAC—’56 Star Chief 4-dr. Catalina, 
$1,690° (ps); Chieftain Catalina §$1,- 
525°. °54 Star Chief Catalina, $1,000°*. 
"52 Chieftain 2-dr., $175°*. 

RAMBLER —’55 station wagon, $1,095. 

STUDEBAKER "52 Commander 4-dr., 
$185°. 


| 





Model Breakdown 
Of Auction Averages 








Sept., 1957 Aug. July 
Model To Date 1957 1957 
) nen $2,103 $2,172 $2,213 
1,523 1,553 
1,195 1,202 
816 830 
529 538 
330 345 
236 248 
182 199 
Overall 
Total $ 862 $ 873 $ 891 





MISCELLANEOUS—’57 Volkswagen 2-dr., 
$1,800. °56 Volkswagen 2-dr., $1,600. 


CHICAGO 


Chicago Auto Auction, Sale 
sale of 


(Greater 
every Thursday. Prices are for 
Sept. 5.) 

(Sold 302 cars out of 434 consign- 
ments.) 

BUICK—’57 Special Riviera, $2,300°, $2,- 
220*. °56 Super Riviera, $1,905* (ps), 
$1,870* (ps); 4-dr., $1,685* (ps); RM 
Riviera, $1,850° (ps), $1,735* (ps); Cen- 
tury Riviera, $1,790* (ps), $1,640° (ps); 
Special Riviera, $1,785* (ps); conv., $1,- 
600°. '55 Special Riviera, $1,350° (ps), 
$1,215*; 4-dr., $1,185*; Super Riviera, 
$1,315* (ps), $1,285°. 54 RM 4-dr., $1,- 
175* (ps); Century Riviera, $945; Super 





SEE TIMKEN TELEVENTS 
ON NETWORK TY 


Two big hour-long spectaculars this fall 





Over 126 NBC STATIONS, SEPTEMBER 23rd 


“Eleven Against the Ice”, the sto 
Turnpike. See men and machines 


of the Antarctica 
ild a trail across 


Antarctica’s frozen wastes —in — of 200 mph winds, 


temperatures of 120 degrees be 


ow zero and crevasses 


big enough to swallow a 20-story building. It’s a tri- 
umph of engineering and human courage, a whale of 


a television show. 


Over 142 NBC STATIONS, NOVEMBER 21st 


“The Innocent Years”. Recaptured from exciting old 
films and newsreels, you'll see happy days relived. 


Experience the excitement of “Teddy” 


oosevelt, Thomas 


Edison and Mark Twain in action. Hear songs like: 
“In the Good Old Summertime”, “He’d Have to Get Out 
and Get Under”’. Enjoy the fun of family picnics, the joys 
of people in the last untroubled time in our history. 


And commercials that help you sell... 


RR 
See How man stumbled on 
the concept of the wheel. 


See Why America’s railroads 
have always led the world. 


Years of national and trade advertising, backed 
by their superior performance, have made 
“Timken” the best-known name in bearings 
—a name that helps to sell the products 
that use Timken® bearings. Now, network 


TRADE-MARK REG. U. & PAL OFF. 





See Why Americans jump for 
the latest thing in cars. ° 





See One man push a freight 
car all by himself. 


television will build an even greater aware- 
ness of Timken bearings—make them an 
even bigger sales plus in the equipment you 
sell. The Timken Roller Bearing Company, 
Canton 6, Ohio. Cable address: “TIMROSCO”’. 


TIMKEN TAPERED ROLLER BEARINGS 


Riviera, $1,285°; 4-dr., $785*; Speciay 
Riviera, $855* (ps). ’53 Special Riviera, 
$645*, $565, $450°; Super Riviera coupe, 
$610*. ’°52 Super Riviera, $425*. '49 Spe- 
cial 4-dr., $200°. 

CADILLAC — '57 Eldorado Seville coupe, 
$4,660* (ps); (62) coupe de Ville, $4.330¢ 
(ps), $4,200° (ps), $4,150° (ps); coupe, 
$4,050* (ps), $3,865* (ps); 4-dr., $3,640* 
(ps). '56 (62) sedan, $3,000* (ps); coupe, 
$2,995* (ps). °55 (62) coupe de Ville, 
$2,735* (ps), $2,705* (ps). ’54 (62) coupe 
de Ville, $2,135* (ps); 4-dr., $1,680* 
(ps); (60) 4-dr., $1,980* (ps). °53 (62) 
4-dr., $1,160* (ps). 50 (60) 4-dr., $515*, 
$270*, °48 4-dr., $320*. 

CHEVROLET—’57 Bel Air (8) conv., $2,. 
115* (ps); 4-dr., $1,900*%; Bel Air (6) 
4-dr., $1,775*; Two-ten (6) 2-dr., $1,. 
625°; One-fifty (6) 2-dr., $1,510. '56 Bel 
Air (8) Sport sedan, $1,705*; 4-dr. $1,- 
550* (ps); Bel Air (6) 4-dr., $1,560*; 
2-dr., $1,430*%; coupe, $1,410; Two-ten 
(6) station wagon, $1,495*, $1,425; 2. 
dr., $1,225, $1,225*, $1,195, $1,180, $1,. 
175, $1,150, $1,140. '55 Bel Air (8) 4-dr,, 
$1,245* (ps), $1,205*, $1,115*, $1,090*, 
$1,080*; Bel Air (6) 4-dr., $1,150*; 2-dr,, 
$1,125*, $750; Two-ten (8) 4-dr., $1,080*; 
Two-ten (6) 4-dr., $1,000, $895; One. 
fifty 2-dr., $685. '54 Bel Air 4-dr., $960* 
(ps), $870*%, $830, $800, $705*, $700*; 
Sport coupe, $945°; 2-dr.. $800; Two-ten 
station wagon, $630; 2-dr., $585. °53 Bal 
Air 4-dr., $700*, $615, $455; 2-dr., $535*; 
Two-ten 2-dr., $445; 4-dr., $425. °51 Bel 
Air Sport coupe, $300. 

CHRYSLER ’55 NY Newport, $1,450° 
(ps); Windsor Hardtop, $1,390* (ps). 
DeSOTO—’'55 Firedome Sportsman, $1,410* 

(ps); Powermaster 4-dr., $750*. 

DODGE — '56 Custom Royal Lancer, $1, 
575°. °55 Coronet (8) Hardtop, $1,145*, 
$1,000*. °54 Meadowbrook 4-dr., $460; 
Coronet 4-dr., $245*. °53 Coronet 4-dr., 
$400, $350°, $340°%; Meadowbrook 4-dr., 
$340, $285; 2-dr., $255° , 

FORD—'57 Retractable conv., $2,705* (ps), 


$2,690* (ps), $2,655° (ps); Fairlane (8) 
Victoria, $2,200° (ps); conv., $1,950* 
(ps). °56 Thunderbird, $2,330; Country 
Squire station wagon, $1,575*; Fairlane 


(8) Victoria, $1,555*, $1,495*°; 2-dr., $1,- 
375°; Ranch Wagon, $1,350. °55 Thunder- 
bird, $1,890* (ps); Crown Victoria, $1,- 
410*; Fairlane (8) Victoria, $1,265*, 
$1,230°, $1,165°, $955° (ps); Country 
sedan, $1,180*; Custom (8) 2-dr. $875, 
$750°: 4-dr., $855; Victoria, $965° (ps). 
’54 Crest Victoria, $885°, $600° (ps); 
2-dr., $795; Ranch Wagon, $640. 53 Vic- 


toria, $750°, $650; 2-dr., $500°, $415*; 
4-dr., $385, $375, $350. ‘52 Victoria, 
$440°, $350; 2-dr., $285°. 
HUDSON—’54 Hornet 2-dr., $475*, $300. 
IMPERIAL—’'51 Newport, $205°*. 
LINCOLN — ‘57 Premiere conv., $3,610* 
ps). "56 Premiere coupe, $2,525° (ps). 


‘53 Capri coupe, $585°. 

MERCURY —'56 Medalist Hardtop, $1,- 
595°; Montclair coupe, $1,575*; Monterey 
coupe, $1,500°. ‘55 Monterey station 
wagon, $1,560° (ps); coupe, $1,225*, $1,- 
050°; Custom 2-dr., 2 at $910. "53 Mon- 
terey coupe, $765°, $500°; 4-dr.. $550*; 
Custom 2-dr., $420°; 4-dr., $315°. 

NASH—'55 Statesman Country Club. $1,- 
230°. °54 Statesman Country Club, $560°. 
‘53 Statesman Country Club, $360°. 

OLDSMOBILE—'57 (88) Super conv., 
650° (ps). "56 (88) Super Holiday, $1,- 
935° (ps), $1,825° (ps); conv., $1,780* 
(ps), $1,775* (ps); (88) Holiday, $1,790*. 
"55 (98) Holiday, $1,725° (ps), $1,555°; 
(88) Holiday, $1,600° (ps), $1,475° (ps); 
(88) Super 4-dr., $1,550° (ps), $1,485° 
(ps). "54 (98) Holiday, $1,350° (ps), $1,- 
340° (ps); (88) Super 2-dr., $1,170° 
(ps); (88) 4-dr.. $1,050°, $1,000°. ‘53 
(98) Holiday, $460°; (88) 4-dr., $830°, 
$585°. "52 (98) Holiday, $460°; (88) 4- 
dr., $320°, $280°. "51 Holiday, $325*; 
4-dr., $290°, $230°. "50 Holiday, $200°. 

PACKARD—'55 ‘‘400°' Hardtop, $1,345*, 
$1,250° (ps); Clipper 4-dr., $1,210° (ps). 
"54 coupe, $725° (ps). "53 4-dr., $375°. 

PLYMOUTH—'57 Savoy (8) Sport coupe, 
$1,870°, $1,785*. ‘56 Plaza (6) 2-dr., $1,- 
050; 4-dr., $1,025. ‘55 Belvedere (8) 
conv., $1,245* (ps); coupe, $1,240° (ps); 
Savoy (8) 2-dr., $1,035°, $825; Save~ 
(6) 2-dr., $890, $885; Plaza (6) 2-dr., 
$870*, $700. °54 Belvedere 4-dr., $600°. 
’53 Cambridge 4-dr., $420, $225; Belve- 
dere coupe, $300. 

PONTIAC —-'56 Chieftain station wagon, 
$1,750°. "55 Star Chief Catalina, $1,385° 
(ps), $1,275°, $1,265°; Chieftain 2-dr., 
$1,025°; 4-dr.. $615°. °54 Star Chief 
Catalina, $845°; Chieftain station wagon, 
$505. °S53 Chieftain 2-dr., $425°, $325°; 
Catalina, $355°. ‘52 Chieftain 4-dr., 
$295°; 2-dr., $275°, $250°. °51 Catalina, 
$240°, $225°, $205°. "50 Catalina, $200°. 

RAMBLER—'56 Cross Country, $1,450°. 
"55 4-dr., $825. "54 Cross Country, $1,- 
050°, $810. 

STUDEBAKER — '57 Golden Hawk, $2,- 
320°; President 4-dr., $1,950° (ps). ‘56 
Flight Hawk, $1,175*, $1,150°. "53 Com- 
mander 4-dr., $325; Champion 2-dr., 


WILLYS—’53 Aero 4-dr., $300. 


JENISON, MICH. 


(Grand Rapids Auction. Sale every Tues- 

day. Prices are for sale of Sept. 3.) 

(Market not too stable. Buying mainly 
on @ selective basis. Sold 57 cars out of 
110 offered.) 

BUICK—'56 Special 4-dr., $1,835*. °55 Spe- 
cial 4-dr., $1,440° (ps), $1,410, $1,150°; 
’55 Century 4-dr., $1,295°. "54 Century 4 
dr. $890°, $775*. '53 Super 4-dr., $435°. 

CADILLAC—'56 (62) 4-dr., $2,990° (ps). 
"53 (62) club coupe, $915* (ps). '51 (62) 
club coupe, $475*. '48 (62) 4-dr., $150°. 

CHEVROLET — '57 Two-ten (8) station 
wagon, $2,300*; Bel Air (8) conv., $1,- 
965; club coupe, $1,880. '56 Bel Air (8) 
4-dr., $1,655° (ps), $1,485°; club couple, 
$1,565*. '55 Bel Air (8) 4-dr.. $1,290°, 
$1,050*; conv., $1,265*; Two-ten (8) 4 
dr., $1,010, $975. 

— ‘57 Firesweep Sportsman, §$2,- 

15*. 

FORD—’57 Fairlane (8) 500 2-dr., $2,- 
185*; station wagon, $1,985*. °55 Custom 
station wagon, $1,335*, $1,290; Fairlane 
(8) -club coupe, $1,275*; conv., $1,150°; 
4-dr., $950°; 2-dr., $945°. ‘Sl 4-dr., 
$195°; 2-dr., $140, $135°. 

MERCURY—’57 Monterey club coupe, $2,- 
390°. '55 Custom station wagon, $1,450*. 
"53 Monterey club coupe, $660*. 

NASH—’55 Ambassador 4-dr., $1,030*. 

OLDSMOBILE—’'56 (88) 2-dr., $1,670°*. '55 
(88) club coupe, $1,400*; 4-dr., $1,240*. 
"52 (88) 2-dr., $335°. °51 (88) 4-dr., 
$200°. 

PLYMOUTH—’55 Belvedere (8) 4-dr., $960. 
"54 4-dr., $450. °53 station wagon, $480. 

PONTIAC—'55 Star Chief 4-dr., $1,140*; 
Chieftain 4-dr., $1,110*°; 2-dr., $1,005*. 


$2,- 


(Continued on Page 73, Col. 1) 
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'53 Chieftain conv., $550°; 4-dr., $495*; 
2-dr., $470*. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction, Sale every 
Friday. Prices are for sale of Sept. 6.) 

(Market is good for clean cars and 
they bring the high dollar here.) 


BUICK—’57 Special 4-dr., $2,385* (ps); 
coupe, $2,160*. ‘56 Special Hardtop, $1,- 
700* (ps). °55 Super 4-dr., $1,450; Cen- 
tury Hardtop coupe, $1,360°; Special 
2-dr., $950*. °54 2-dr., $575. °53 Super 
Hardtop, $590°*. 

CADILLAC—’56 coupe de Ville, $3,220* 
(ps), $3,200* (ps). 

CHEVROLET—’57 Bel Air (8) Hardtop, 


$2,200*; 4-dr. station wagon, $1,960; 
Two-ten 4-dr., $1,500; 2-dr., $1,650°. '56 
Bel Air 4-dr., $1,510*°; Hardtop, $1,220. 
55 Two-ten 4-dr., $910*; Two-ten 4-dr., 


’54 Monterey Sport coupe, $1,060* (ps). 
on Custom 4-dr., $700; Monterey 4-dr., 
$600* (ps). 

NASH—’54 Ambassador 4-dr., $450. °'53 
Ambassador 4-dr., $550*. 

OLDSMOBILE—’56 (98) Holiday, $2,060* 
(ps). °55 (88) Super 2-dr., $1,100*, '54 
(88) 2-dr., $900; 4-dr., $960*. "52 conv., 
$170* (ps). '50 4-dr., $140*. 

PACKARD—’ 54 Clipper 2-dr., $835*. 

PLYMOUTH—’'57 Plaza (6) 2-dr., $1,600. 
’56 Plaza (6) 2-dr., $900. '55 Savoy (8) 
4-dr., $890*; Plaza (6) 4-dr., $825, '53 
Belvedere Sport coupe, $460; Plaza sta- 
tion wagon, $490; Cranbrook club coupe, 
$390; Cambridge 4-dr., $230. °51 4-dr., 
$150, $120. 

PONTIAC — '52 Star Chief coupe, $470; 
Chieftain conv., $220*. 

STU DEBAKER—’55 Champion 2-dr., $750. 

WILLYS—’53 Aero Eagle coupe, $250. 

MISCELLANEOUS — '57 Austin Healey 


$570*. °52 Super conv., $585*; RM conv., 
$440° (ps); Special Sport coupe, $210*. 
50 RM Sport coupe, $265*; 4-dr., $230*. 
CADILLAC—’56 (60) 4-dr., $3,000* (ps). 


"55 (62) conv., $2,450* (ps). °54 (62) 
coupe, $2,050° (ps), °52 4-dr., $1,050° 
(ps). 


CHEVROLET — '57 Bel Air (8) Hardtop, 
$2,280*; Sport coupe, $1,825* (ps); conv., 
$1,800°; 2-dr., $1,630*; Two-ten (6) sta- 
tion wagon, $2,200; 4-dr., $1,175, $1,150; 
One-fifty (8) station wagon, $1,545; One- 
fifty (6) station wagon, $1,440. '55 Two- 
ten (8) station wagon, $1,570*; Sport 
coupe, $1,560*, $1,195. '54 Bel Air 2-dr., 
$760. '53 One-fifty 4-dr., $500, 51 4-dr., 
$395*. °49 2-dr., $160, $130. 

DeSOTO—’54 Powermaster 4-dr., $600*. 

FORD—’57 Fairlane (8) 500 Hardtop, §2,- 
275* (ps); Victoria, $2,195*; Custom 
300 4-dr., $1,780. '56 Fairlane (8) sta- 
tion wagon, $1,835*; conv., $1,670*; Cus- 
tom Country sedan, $1,775*%; Ranch 
Wagon, $1,265. '55 Fairlane (8) Victoria, 


$1,365*, $1,120. °'54 Crest Victoria, $1,- 
005*. °53 Victoria, $865*, $595. °52 Vic- 
toria, $580°. 51 2-dr., $300, °50 4-dr., 
$245. 
HUDSON—’53 Wasp 4-dr., $305. 
MERCURY—’56 Montclair conv., $1,850° 


(ps). °53 Monterey Sport coupe, $585°*. 
"50 2-dr., $230. 
NASH—’52 Statesman 4-dr., 


$340. "50 4- 
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Bel $800*. '54 Two-ten 4-dr., $570. '53 2-dr., roadster, $2,450; MG roadster. $2,050: 
535°; $525° (ps). '52 2-dr., $500; 4-dr., $375*.| Volkswagen 2-dr 450. °56 Ford 1%.| _4F., $125. A 
‘l Bel "51 4-dr., $290, °50 club coupe, $150°. ton pickap, $1.3000 Willys Diseatche:, | OLDSMOBILE—'56 (88) 2-dr,, $1,595*, '54| Air Suspension for Semi-Trailers— 
DODGE — '56 Coronet conv., $1,170. "55 $700, '49 Crosley conv., $240 , (88) Super 4-dr., $1,225* (ps). 53 (88) . sss ° " 
1.450° Coronet Hardtop, $1,050*; 4-dr., $950°*. R 7 . Super Sport coupe, $990* (ps); 4-dr.,| The automotive division, Clark Equipment Co., Buchanan, Mich., has introduced a 
). "53 Coronet club coupe, $415°. $855* (ps). ’51 4-dr., $170*. ’49 4-dr., | semi-trailer air suspension system featuring integrat irr i 
419¢ «| FORD—'57 Fairlane (8) 500 4-dr., $2,050*; SEATTLE, WASH. $170°. ' ee We ing integrated air reservoirs and advanaced 
r : | PACKARD—’ . sway-control designs. The units are available in single axle models of 18,000 and 
conv., $1,950° (ps); Custom 300 4-dr., (South Seattle Auto Auction, Sale every ; 51 4-dr., $170°. oye ae acd 
$1 $1,680. '56 Fairlane (8) Victoria, $1,310.| Wednesday. Prices are for sale of Sept. 4.) | PLYMOUTH—'56 Suburban station wagon, 20,000-pound capacities and tandem models of 32,000 and 36,000-pound capacities. 
145°, '55 Fairlane (8) Victoria, $1,320°; Cus- (Clean cars still high. Sold 81 cars out $1,190", °55 Belvedere (8) Sport coupe, | Each is offered in packaged assemblies of frame, air springs, reservoirs, shock ab- 
$460: tom 4-dr., $900. '54 Custom station wag-/ wf 172 consignments.) $1,380°. °53 Cranbrook 4-dr., $325, °49 sorbers, filters, leveling valves and sway bors for si le installati ; 
(-dr,. on, $925° (ps); Country Squire, $790;| BUICK—'55 Century 4-dr., $1,525* (ps): club coupe, $190. ° ¥ 9 y Sars tor simpre instalation On new equIp- 
a 4-dr.. $600*: Crest Victoria, $835°; 4- Special Sport coupe, $1.350°. '54 Super | PONTIAC—'5S6 Chieftain 4-dr., $1,495*, ’54 | ment or operating trailers. Interchangeability of parts between single and tandem 
: dr., $770; Main 4-dr., $660. '53 Custom}! Sport coupe, $1,235* (ps). '53 RM 4-dr., (Continued on Page 74, Col. 3) models is provided to facilitate fleet maintenance. 
(ps) station wagon, $650; 2-dr.. $560°; 4-dr., : : Poe “A ee 
Ns $520. '52 Country sedan, $600*; 4-dr., — 
8) $500; 2-dr., $480. ’51 4-dr., $295; 2-dr., 
950 $295. °50 2-dr., $320. 
untry LINCOLN—'55 Capri coupe, $1,210°*. 
rlane MERCURY—’57 Monterey 4-dr., $2,250*. 
$1,- ‘56 Custom 4-dr., $1,550°. '55 4-dr., $1,- 
nder- 110*, "54 coupe, $525. 
2: NASH—’52 Statesman 4-dr., $110. 
> ° OLDSMOBILE—'57 (88) Super Hardtop, 
7 $2,700*. "56 (88) 4-dr., $1,770*. "55 (98) 
$875, Holiday, $1,700*; (88) 4-dr., $1,200*. '54 
ps). (88) 4-dr., $1,000°, $960°. 
ps); PLYMOUTH—’'57 Belvedere conv., $1,900*. 
cae ‘55 Savoy 4-dr., $850, "54 Plaza 4-dr., 
om $450°. °53 station wagon, $490; 4-dr., 
orm, $300°. 
PONTIAC— 57 Chieftain Catalina, $1,990*. 
300. 55 Chieftain 2-dr., $910*. ‘52 4-dr., $125. 
MISCELLANEOUS—’'57 Volkswagen 2-dr., 
610° $1,675. 
Ps). 
‘ EBENSBURG, PA. 
erey (Ebensburg Auto Auction. Sale every 
tion Friday. Prices are for sale af Sept. 6.) 
$1,- (Prices holding firm on pre-’55 models. 
fon- Late models dropping. Retail firm. Sold 
50°: 76 cars out of 102 consignments.) 
5 BUICK—’56 Century 4-dr., $1,740*; Super 
$1,- Riviera, $1,640° (ps); Special 4-dr., $1,- 
60° 470°, $1,450°; 2-dr., $1,210. '55 Special 
F Riviera, $1,180°. "53 Super conv., $690° 
$2 (ps); Riviera, $625°. "52 Super Riviera, 
$1- $330°; 4-dr., $275*°; RM conv., $295° 
R68 (ps). '51 4-dr., $635. 
0° CADILLAC — ‘52 coupe de Ville, $970° 
° (ps). 
5°; CHEVROLET — ‘57 Bel Air (8) Hardtop, 
8) 5 $1,875; Two-ten (6) station wagon, §$1,- 
= 950. "56 Bel Air (8) 2-dr., $1,510*; Two- 
70° ten (6) 2-dr., $1,160, "54 Two-ten 4-dr., 
53 $705°. °53 Bel Air os ~ en 
club coupe, $410; One-fifty 2-dr., . 
- 'S2 4-dr., $200°. "51 4-dr., $900,  $230°. PACKARD dio i t d 
ee "50 4-dr., $270; ardtop, 0°; 2-dr., d fe b lle 
5°; $175, $150°. ELECTRIC 7 V and radio interference can be contro 
5°. — — °'53 Windsor 4-dr., $360, 
s). DeSOTO—'53 club coupe, $590°. ‘52 4-dr., 
7 $185* (ps). 
pe, DODGE—’53 Coronet 2-dr., $295°. ‘S51 4- 
s1,- dr., $200. 
(8) FORD—'56 Fairlane (8) Victoria, $1,030; 
s); Custom (8) 2-dr., $1,285°, $1,155; 4-dr., 
ay $1,185, $1,125. °55 Fairlane (8) 2-dr., 
ir, $835: Main (6) 2-dr., $790. "54 Main (6) 
p°. 2-dr., $505. °53 Custom Country sedan, 
ve- $740: conv., $580; 4-dr., $425; Main 4- 
dr., $330. "52 club coupe, $260°, ‘51 2- 
mm, dr., $230. 
5° HUDSON—'55 Hornet 4-dr., $270°. "53 2- 
* dr., $385; conv., $180°. 
ef MERCURY—’'51 Monterey 2-dr., $185°. 
mn, NASH—'51 Statesman 4-dr., $130. 
ye; OLDSMOBILE—'55 (98) Holiday, $1,700*° 
r., (ps). "53 (88) Super 4-dr.. $650°. ‘52 
a, (98) 4-dr., $505° (ps). 
*. PLYMOUTH—'56 Plaza (6) station wagon, 
*, $1,200; Savoy (6) 4-dr., $1,100*, '55 Bel- 
L- vedere 4-dr., $865*°. "53 Suburban, $380°. 
51 4-dr., $150. 
< PONTIAC—'55 Star Chief Catalina, $1,- 
56 275°; 2-dr., $1,155*. °53 2-dr., $710. ‘49 
n- club coupe, $115*. 
: RAMBLER—'55 4-dr., $790. 
7 MISCELLANEOUS—'52 ford %-ton pick- 
up, $570. '46 Dodge %-ton pickup, $130. 
ALBANY 
(Tim Anspach Dealer's Auto Auction. 
- Sale every Monday. Prices are for sale of 
Sept. 3.) 
; (Cautious bidders looking for high 
class used cars at my holiday sale here 
1. teday were responsible for 99 ome om 
: of 129 consignments. As usual car offer- 
3; ings were light, not much change in 
price.) 
° BUICK—’56 Special Riviera coupe, $1,800°. 
f 55 Special 2-dr., $1,140°. ‘54 Super 7 
: Sar hstten.” gnie> tne), "62 Special 4 SuSE naSee better without costly spot suppressors ! 
. _ gam —. ag Special 4- CABLE . 
dr., $190; Super 4-dr., . 
CADILLAC—’57 (62) coupe, $4,210° (ps). 
‘51 (62) 4-dr., $530°. 
» CHEVROLET—'57 Two-ten (6) 4-dr., $1,- F : ’ 
° 950°, $1,675; pa Ate @) oe., $1,000". Here’s how it’s done—Packard Elec- or neighboring T'V sets. troublesome problem for you. And 
, o-ten -dr., ° ; 2-dr., e ° ° 
at $1,125, $990. '55 Two-ten (6) 2-dr., tric’s exclusive T.V.R.S. cable does T.V.RS. cable makes spark plugs they can actually save money in the 
$260, ‘601, S176, $760; Bel Air (8), Sport two jobs simultaneously. Its non- j,%¢" jonger, too. That’s because process! For your uuvenianin, 
; "54 Bel Air Sport coupe, $1,000*; 2-dr., metallic conductor carries the cur- lectri illatio: Packard Electric maintains bran 
$940, $820; Two-ten 2-dr., $600; One- eek ee e rical oscillations are reduced offi in De it Chicago and 
: tty 2-dr., $120. °63 Bel Air 2-dr., $506; rent that makes the ignition spark. within the ignition system. As a o ces a Cal troit, , 
, -dr., $440. '52 2-dr., : : . * ° ° . ° aklan alifornia. 
' "Sl 4-dr., $270; 2-dr., $100°. '50 Sport And it controls current intensity result, there is less erosion of the ° 
coupe, $320*; conv., $140. ; ° 
: DeSOTO—'53 Custom 4-dr., $500°, '51 4- without help from suppressor spark plug points. 
dr., $175*. gadgets. 


A Packard Electric terminal- 
attaching process makes T.V.R.S. 
cable easy to use on any ignition 
system. And packaged replacement 
kits are available for your service 


DODGE—’55 Coronet 4-dr., $790*. ’53 Dip- 
lomat, $500*. °52 coupe, $235°, 51 2-dr., 

: $140, "50 2-dr., $110. 
' FORD—’57 Fairlane (8) 500 Victoria, $2,- 
, 050° (ps). °56 Fairlane (8) conv., $1,- 
615*. °54 Custom (8) 4-dr., $685, $620. 
’53 Ranch Wagon, $630; conv., $500. ’52 
4-dr., $460, $325. °51 conv., $300; 4-dr., 


Electric 


orees| 


Packard 


Warren, Ohio 


Because the distributed resistance in 
Packard T.V.R.S. cable has proved 
superior to ordinary spot suppress- 
ing devices, there is a minimum of 





a ot ee oe “broadcast” ignition interference to | organizations. Get the facts now. 
T.V.R.S. cables can eliminate a “Live Wire” division of General Motors 





HUDSON—"53 Jet 4-dr., $220. interrupt the operation of car radios 


MERCURY—'55 Montclair 4-dr., $1,270*. 
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Star Chief Catalina, $1,170*. °53 Chief- 
tain 4-dr., $675*. °51 Catalina, $395°*. 
'49 conv., $210*; 4-dr., $180°. 

RAMBLER—’56 4-dr., $1,110°. °51 station 
wagon, $385 

MISCELLANEOUS—’'55 Opel 4-dr., $945. 
*53 English Ford 4-dr., $585. °51 Kaiser 
4-dr., $185. 


MASON CITY, IA. 


(Central States Auto Auction, Sale every 
Wednesday. Prices are for sale of Sept. 4.) 

(Very short supply of good used cars 
in this entire area. Sold 81 percent of 
consignments.) 

BUICK—’57 Century Riviera, $2,435* (ps). 
*56 Super Riviera, $1,655* (ps). "55 Cen- 
tury 4-dr., $1,380°, 54 RM 4-dr., $1,050*° 
(ps); Special Riviera coupe, $930* (ps). 





em» 





"53 RM Hardtop, $690° (ps); Super 4- 

At Norgren-Stemac Sales Meeting— 2. 
i ti f Norgren-Stemac, Inc., are shown during a three-day | CADILLAC—’'56 coupe de Ville, $3,480* 
ee Ones eS . ‘ : . 7 (ps); coupe, $3,210° (ps); (60) 4-dr., 


sales conference held in Denver. Those attending included, seated, from left, W. B. $3,265° (ps). '55 (62) 4-dr., $2,340* (ps). 


Sandler, Boston; R. W. Blanchard, Detroit; Nate Buell, Columbus, O.; John S. Lawrence,| 54 (62) coupe, $2,180* (ps), ’53 4-dr., 
Norgren-Stemac sales manager; E. Ll. McKanna, Norgren-Stemac sales vice-president,| $910*. ; 

and Leon Theodore, Washington. Standing: Charles Shand, Moorestown, N. J.; J. R. “ie, faeaen, ase oa ileten 
Shidler, Mission, Kans.; Ted Vernon, Amarillo, Tex.; G. H. Hutchings, Denver; E. O. (8) 4-dr., $1,710. °56 Bel Air (8) Sport | 
Dahike, Milwaukee; Don Clair, Clair & Meyer advertising agency, Denver; A. E. coupe, $1,670*, $1,505; Two-ten (8) 


coupe, $1,375, $1,370; 4-dr., $1,360; Two- 
ten (6) 4-dr., $1,225, 2 at $1,200. '55 Bel 
Air (8) conv., $1,460*; Sport coupe, $1,- 
"54 Two-ten 2-dr., 


Broten, Annandale, Minn.; J. A. Walters, Wichita, Kans.; Ralph H. Jones, industrial 
soles manager, Norgren-Stemac; and Leigh H. Norgren, Norgren-Stemac executive 


vice-president. 310°; 4-dr., $1,175°*. 
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/ - Better oil mileage 


3, Less engine wear 


In 1957... 
96,500,000 MESSAGES 


Pete Penn will help build acceptance for your 

brand of Pennsylvania Motor Oil with 96,500,000 

advertising messages appearing regularly in these 
/ MAKE MORE OIL PROFITS WITH A BRAND OF 


PENNSYLVANIA 
MOTOR OIL 
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Used-Car Auction Prices 





(Continued from Page 73) 


$670. °53 Bel Air 2-dr.. $720; Two-ten 
4-dr., $640. '52 4-dr., $445°. 

CHRYSLER—’55 Windsor 4-dr., $1,330*. 
’54 Windsor 4-dr., $760*. '53 NY 4-dr., 
$645°. 

DeSOTO—’56 Firedome (8) 4-dr., $1,625* 
(ps). 55 Firedome (8) Hardtop, $1,330* 
(ps). 

DODGE—’55 Royal (8) 4-dr., $1,215*, °52 

_ 2-dr., $170. 

FORD—’57 Retractable Hardtop, $2,735* 
(ps); Fairlane (8) 500 Hardtop, $2,105*; 
Custom (6) 2-dr., $1,465. °56 Country 
sedan, $1,605; Custom (8) 2-dr., $1,290*; 
Fairlane (8) Victoria, $1,595*. °55 Fair- 
lane Victoria, $1,325*; 2-dr., $1,215; club 
sedan, $1,160; Custom 4-dr., $1,125, $860; 
2-dr., $815. °54 Custom Victoria, $970; 
Ranch Wagon, $910; 4-dr., $825; Crest 
(6) 4-dr., $545. '53 Main (8) 2-dr., $545. 
"52 coupe, $350. '51 4-dr., $315. 

LINCOLN—’57 Premiere Hardtop, $3,610* 
(ps). °54 Capri Hardtop, $1,110*. 

MERCURY—’56 Montclair Hardtop, $1,- 
850° (ps); Monterey 4-dr., $1,635*, °55 
Monterey Hardtop, $1,375*; 4-dr., $1,305; 
Custom 4-dr., $1,220°. °53 4-dr., $720. 


| VASH—’50 Statesman 4-dr., $100. 


OLDSMOBILE — ’56 (98) 4-dr., $1,785* 
(ps); (88) Holiday coupe, $1,665*, $1,- 
645°. °55 (98) 4-dr., $1,475; (88) 4-dr., 
$1,385*°. °54 (88) 4-dr., $1,210*. '53 (88) 
Super 4-dr., $705*. °51 (88) Super sedan, 
$300°, $255°. 

PACKARD—’56 Clipper 4-dr., $1,135*, 

PLYMOUTH—’57 Belvedere (8) 4-dr., $2,- 


Pete Penn helps you 
MAKE MORE OIL SALES 
WITH PENNSYLVANIA 

MOTOR OIL 


Here are three benefits you can 
recommend to oil-change customers 
if they refill with your brand 
of Pennsylvania Motor Oil: 


2. Smoother engine performance 





— —_ 


015; Savoy (8) 2-dr., $1,740°. '56 Belve. 
dere (8) Hardtop, $1,390*; Savoy (§) 
2-dr., $1,285. '°55 Savoy (8) 4-dr., $845, 
"54 Savoy 4-dr., $645; 2-dr., $625*. ’53 
Hardtop, $595*. °52 4-dr., $295. '51 
coupe, $185. 

PONTIAC—’55 Chieftain 4-dr., $1,215. $1,. 
180*,. ’54 Star Chief 4-dr., $805*; Chief. 
tain 4-dr., $650. '53 Catalina, $395*. ’59 
4-dr., $170*. 

RAMBLER—’56 station wagon, $1,495*, 

STUDEBAKER — '52 Commander 4-dr,, 
$310. ’°51 Champion 4-dr., $155, 

MISCELLANEOUS—’51 GMC 2-ton truck, 
$175. 


FARGO, N. D. 


(Tri-State Auction Co, Sale every Thurs. 
day. Prices are for sale of Sept. 5.) 
(Sold 53 cars out of 91 consignments.) 
BUICK—’56 Century Hardtop, $1,650*, '55 
Super 4-dr., $1,325* (ps); 2-dr., $1,300* 


(ps). "51 RM sedan, $250* (ps). 
CHEVROLET—’57 Bel Air (8) Hardtop, 
$1,885*. '56 Two-ten 4-dr., $1,250*, $1,. 


010; One-fifty 2-dr., $1,190; 4-dr., ‘$985, 
’55 Bel Air coupe, $1,265*; conv., $1,260* 
(ps); Two-ten 2-dr., $960. ’54 Bel Air 
4-dr., $805*; Delray coupe, $535; 2-dr., 
$750. °53 4-dr., $675*. '52 4-dr., $350, 

CHRYSLER—’55 NY 4-dr., $960* (ps). "50 
club coupe, $125*. 

DeSOTO—’55 4-dr., $1,385* (ps). 

FORD—’57 Fairlane (8) 500 Victoria, $2,. 
170° (ps), $2,150*° (ps). '56 Fairlane (8) 
Victoria, $1,500*, $1,390; Custom 4-dr., 
$1,355; Sunliner, $1,530°. ‘55 Fairlane 
4-dr., $1,140; Custom 4-dr., $1,045*; 2. 
dr., $1,090, $995. °53 Custom 4-dr,, 
$665°; 2-dr., $630, $575*. 

HUDSON—’54 Hornet sedan, $495* (ps). 

MERCURY — ’55 Custom station wagon, 
$1,655*. '54 station wagon, $1,050* (ps); 
Monterey 4-dr., $950°, $850°*. 

NASH—’53 Statesman 4-dr., $435. 

OLDSMOBILE—’'57 (88) Holiday, $2,500* 
(ps). "56 (88) 4-dr., $1,600°; coupe, §$1,- 
670°. "51 2-dr., $285°. 

PLYMOUTH—’'56 Savoy 4-dr., $900. "55 
Belvedere 4-dr., $1,165°. °54 Plaza 4-dr., 
$500; Savoy club coupe, $475. 

MISCELLANEOUS—’48 Ford pickup, $175, 


NEW YORK CITY 


(Skyline Auto Auction, Sale every Tues- 

day. Prices are for sale of Sept. 3.) 

(Used-cear prices high in Metropolitan 

New York area. Dealers should be turn- 

ing over their old stock now in the high 
market before °58 models are out in any 

strength. Sold 82 cars out of 124 con- 
signments.) 

BUICK—’'56 RM conv., $1,980°. °55 Super 
Riviera, $1,350° (ps). ‘53 Super Riviera, 
$570*, $400; Special Hardtop, $550, $360, 
"52 4-dr., $385°. '50 sedan, $110°. 

CADILLAC—’51 4-dr., $450°, $440° ‘49 
conv., $275°. 

CHEVROLET—'56 Two-ten station wagon, 
$1,225°; 4-dr., $1,165, $1,150°, $1,135, 
$1,125; 2-dr., $1,170, $1,135, $1,130, $1,- 
125, $1,110; One-fifty 2-dr., $940, $840°*; 
4-dr., $830°. °55 Two-ten 2-dr., $940, 
$880, 2 at $805, $800, $765. ‘53 Bel Air 
2-dr., $495° (ps); 4-dr., $625°; Two-ten 
2-dr., $500; 4-dr., $460. "52 4-dr., $365°; 
2-dr., $310. "51 2-dr., $175. 

DeSOTO—'52 Firedome 4-dr., $230. 

DODGE—'53 Coronet 4-dr., $405. °51 4-dr., 
$275. 

FORD—'57 Fairlane (8) 500 conv., $1,875° 
(ps). "56 Fairlane (8) Victoria, $1,535° 
(ps). "54 Fairlane (8) Victoria, $725; 
Custom 4-dr., $645; 2-dr., $640. "53 Vic- 
toria, $640°; 4-dr., $430. "52 conv., $320. 
"51 Hardtop, $310. "50 club coupe, $100. 

IMPERIAL—'51 4-dr., $115. 

OLDSMOBILE—’55 (98) 4-dr., $1,350*. '53 
(98) 4-dr., $690° (ps). "51 (98) Hardtop, 
$295°; 4-dr., $200°. 

PLYMOUTH—'57 Belvedere (6) 2-dr., $1,- 
910. "56 Belvedere 4-dr., $1,350; station 
wagon, $1,300°. ‘55 Savoy 4-dr., $900°. 
‘54 Suburban, $710, $530. ‘53 2-dr., 
$410°. 

PONTIAC—’57 Chieftain Catalina, $2,020°*. 
"53 Chieftain 4-dr., $665°, $500° (ps). 
"50 4-dr., $105°. 

MISCELLANEOUS—'55 Dodge pane! truck, 


$540. °53 Henry J 2-dr., $135; Kaiser 
Manhattan, $320°. 
* * * 
— Auctions in Brief — 
INDIANAPOLIS 


Ken Schaefer Auto Auction, Inc. Sale 
every Thursday (Sept. 5). Sale moved at 
a fast pace today as clean cars held very 
steady. Average and rough cars off slightly. 
Sold 74 percent of the consignment. 

* * * 
PA. 

Manheim Auto Auction. Sale every Fri- 
day (Sept. 6). The sale was very good as 
used cars are hard to find at wholesale 
due to the approaching announcement of 
"58 models. Sold 338 cars out of 484 con- 
signments. 

* * * 
BIRMINGHAM, ALA. 

Dixie Auto Auctions. Sale every Monday 
(Sept. 2). For a Labor Day or holiday 
sale we had a corker, Naturally consign- 
ment was off, but that didn’t dampen the 
sale as the buyers were here to take them 


home. 
” 


* * 
WINDSOR, VA. 

Windsor Auto Auction, Sale every Thurs- 
day (Sept. 5). Although there was a short- 
age of cars this week, prices were unusu- 
ally good, and approximately 87 percent of 
all cars registered were sold. 


Wisconsin Dealers 


Prepare Agenda 


MILWAUKEE. — The Wisconsin 
Automotive Trades Assn. has an- 
nounced the program for its 29th 
annual convention which will be 
held here today and Tuesday (Sept. 
16-17). 

Speakers will include Dave Reese, 
Drexel Hill (Pa.) Oldsmobile dealer, 
Dean Chaffin, Bozeman, Mont. 
first vice-president of NADA; Ed 
Payton, Cleveland, and William 
Gove, vice-president of EMC Re- 
cording Corp. 

Other activities will include 4 
get-together at WATA headquar- 
ters, a buffet dinner tonight and 
banquet Tuesday night. . 
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By Stuart Griffin 

Special Correspondent 
OKYO.—Three officials of Toy- 
ota Motor Sales Co. have left 
Japan for the U. S. to make 
preparations and to study market 
conditions for the export of Japan- 
made small cars to the North 
American markets. 
The trio included Seishi Kato, 
managing director of the firm, 
which is a subsidiary of Toyota 
Motor Co. 
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eae They first will remain in Los An- 
's350.” Igeles for two months. 
Ps). '50 During this time the officials 
will study plans for establishing 
ia, 32. | @ Sales firm in Los Angeles either 
lane (8) § under the direct management of 
2 ‘-dr., | Toyota or through a joint ven- 
is*. 3° | ture with American automobile 
. 4-4ar,, | interests. 
(pa) Preparatory to the establishment 
wagon, fof such a firm, Toyota plans to 
* (ps); Ighip three Toyopet Crown deluxe 
yehicles to the U. S. in September 
$2.500° as samples. 1 el 
oo, 53 Proyota Output Sets Record 
a 4-dr., (pee automobile output in 
July reached a postwar high of 
P, $175, 7,800 units, an increase of 298 units 
over the preceding month. 
y Tues- Large trucks accounted for 1,453 
) units; small trucks, 4,397, and pas- 
politan Fsenger vehicles, 1,950. 
+ Particularly remarkable was 
in any the expansion in passenger vehi- 
+ com- | cle production. 
» Super In August, nevertheless, the com- 
aoe’ pany restricted production to the 
, * §7500-unit level in anticipation of a 
»*. 49 sales drop due to the tight-money 
“ef 
135, 
a S, $8,000 Exports Expected 
$940, APAN’S automobile exports this 
oi 1957-58 fiscal year are expected 
$365*; | to reach a total of about 8,000 units, 
exclusive of those to be purchased 
| andr by the Japan Procurement Agency. 
- Overseas sales of Japanese- 
$1,875* 3 made vehicles have staged a spec- 
1 tacular upswing since early this 
‘3 Vic. | Calendar year, due primarily to 
, $320. | redoubled efforts of the manu- 
, $100. | facturers for export boosts made 
o*. ‘53 | im order to cope with shrinking 
irdtop, | domestic demands brought on by 
. gi. | the current “tight money” situa- 
station tion. 
, Actual automobile exports for the 
“fr first half of this year amounted to 
2,020. $2676 units, worth $8,540,000, top- 
(ps). [Tping the figure for the entirety of 
truck, | 1956, when 2,456 cars were shipped 
Kaiser overseas. 
> = * 
c Production Boost Seen 
RODUCTION of four - wheeled 
Sale ‘motor cars, including passenger 
red at | Vehicles, trucks and buses, in 1956 
i very [reached about 113,000, a record and 
iehtly. Ta 60 percent increase over 1955 
totals. 
But total production for 1957 is 
ie estimated to go as high as 150,000 
esale | Units, according to sources close 
nt of | to the Ministry of International 
| con- | Trade and Industry. 
Despite the tight money mar- 
ket, but helped greatly by an- 
onday ticipated large export totals, 
—~— Japanese makers believe that the 
n the current business prosperity will 
them prevail yet another year. And 
this, in their opinion means en- 
larged demand for cars. 
*hurs- All the automotive makers here 
short- [have adopted automation in a part 
~y of their productive facilities since 
early in 1956, and the effect of this 
automation is expected to manifest 
itself during 1957. 
rs Moreover, those makers who are 
now assembling foreign cars with 
their parts and accessories im- 
Ported from foreign countries will 
nsin Complete preparations for the 
an- Manufacture of all parts and ac- 
29th cessories by this fall and boost pro- 
| be duction broadly. 
sept. a 
- New Toyota Midget 
aler, Tovota igs reported to be con- 
ante sidering a new type of 
Ed | “People’s” car which would sell for 
‘iam | ®bout $985 and would appear on 
Re- | the market early in 1959. 
It is said that Toyota will be 
— able to build 1,000 of the new mid- 
yar- §& Sets in the first year of produc- 
and “ftion, and will be able to boost out- 





Put to 2,500-3,500 units in the 1959- 
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Auto News from Japan 


Toyota Sends 3 Officials to Los Angeles 
To Prepare for Sales in U. S. 


60 fiscal year. About 50 percent of 
production would be for export. 


+ * 
Philippine Bid Due 

7 Philippine Reparations 

Mission plans a two-part bid 
for purchase of 100 small, Japan- 
ese-made fire trucks as part of 
reparations procurement in this 
country, Toy Nissan and Isuzu 
are expected to participate. 

It will be the second reparations 
car procurement by the Manila 
authorities, The first was made last 
February. 

+ > = 


New Datsun Slated 


ENSHICHI ASAHARA, presi- 

dent, Nissan Motor Car Co. said 

his firm will introduce a new model 
Datsun this fall. 

The move is a challenge to Toy- 
ota’s new Toyopet Corona which 
recently replaced Datsun as the 
lowest-priced model built in Japan. 

However, Ashara has said that 


he has no intention of reducing 
the price of the present Datsun to 
meet the Corona, The Corona sells 
for about $1,735 and the Datsun for 


about $1,780. 
+ + * 


Fuji Offers Luxury Car 


7 Prince Skyline car, the 
latest product of the Fuji Pre- 
cision Industry Co., has gone on 
sale at the Tokyo stores of Yanase 
Automobile Corp. 

Known as one of the oldest im- 
porters of foreign-make vehicles, 
and sales agency in Japan for Gen- 
eral Motors products and the Volks- 
wagen, Yanase now adds this sole 
dealership in the Fuji company’s 
sedan. 

The Skyline is a small-sized car 
suited for five passengers, and 
comes equipped with a 60-horse- 
power, four-cylinder engine. 

The deluxe model of the Prince 
Skyline, the company said, ranks 
foremost among domestically 
manufactured automobiles and 

compares favorably in appearance 
and quality with most foreign 
makes, This is the reason why 
Yanase, which specializes in dis- 
tribution of high-quality foreign 
vehicles, has decided to add the 


model to its sales line, Yanase 
said. 

The deluxe model is being sold 
at a price approaching $3,270 and 
the standard model at a price of 
$2,530. 

* = = 


Medium Truck on Market 


SMART-LOOKING new Japa- 

nese utility truck of medium 
size has been placed on the market 
under the trade name “Nissan 
Junior.” 

This vehicle is produced by Nis- 
san Motor Co., manufacturers of 
the large Nissan truck, the Datsun 
midget car and the Austin midget 
car sold in this country. 

Priced at about $2,025 ex-factory, 
Yokohama, the “Junior” is a truck 
half-way between the large Nissan 
truck and the small Datsun truck, 
and combines some of the features 
of both to produce a multi-purpose 
vehicle. 

Driven by a four-cylinder, 
1,500-cc, 50-h.p. engine, which the 
firm’s officials claim can make 25 
miles per gallon, the “Junior” can 
load up to 1,750 kilograms of 
cargo and seat three people in 
the vehicle with comfort, 

This will be the first Japanese- 
made vehicle with a wrap-around 


75 


windshield, Other characteristics 
are the four-speed synchromesh 
gear box with steering column gear 
change and the hypoid gear drive. 

A combination of leaf springs and 
oil-pressure shock absorbers cuts 
vibration. 





* * * 


Toyota-Colombia Link 
YOTA MOTOR CAR CO., has 
succeeded in extending its busi- 
ness to Colombia, South America. 
The first case of advance of the 
Japanese automotive industry 
abroad has materialized in the 
form of a technical assistance 
contract between Toyota and 
Panal Automobile Co. in Bogota. 
The contract is said to have 
gained the provisional approval of 
Government authorities in Bogota. 
Under the contract, Toyota and 
Panal will assemble 1,500 to 3,000 
outsized jeep-type vehicles pro- 
duced by Toyota on an annual 
basis at a plant to be constructed 
by the Latin American company. 
Toyota will give full technical 
assistance to Panal and furnish it 
with parts and accessories as well 
as some jigs. Three Toyota tech- 
nicians already are in Bogota mak- 
ing preparations for the tieup. 





Pittsburgh Open-Vision Store Fronts 







“Our new front has been a tremendous asset in attracting people to our store. Increased 
sales will more than offset the cost of the front,” says Herman Van Der Weide, owner, Van 
Der Weide’s Paint Store, Lansing, Illinois. Pittsburgh Products used here include Prrrco® 
Store Front Metal, Pittsburgh Polished Plate Glass and four Tusetrre® Doors and Frames. 


Architect: James McClure Turner, Hammond, Indiana. 


“We have had a 27% increase in business since the installation of our new front. Also 
the traffic from the street can see inside the store,” says George J. Giovanoni, manager, 
Paragon Bootery, Bedford, Indiana. Pittsburgh Store Front Products used here were: 
Pirrco Store Front Metal, Carrara® Structural Glass, Pittsburgh Polished Plate Glass 


and a Tuse.ite Door and Frame. 


e 





For more information on Pittsburgh Store Fronts and Products, just send in the con- 
venient coupon. We will be glad to send you our store front booklet. There is no obligation. 


PAINTS - GLASS - CHEMICALS - BRUSHES - PLASTICS - FIBER GLASS 


TTSBURGH 
CANADIAN PITTSBURGH INDUSTRIES LIMITED 





IN CANADA: 


“We are very proud of our new front, and have received many compli- 
ments on it. We feel that the money it took to improve it was well 
spent,” says Clifford Dolton, owner, Dolton Hardware Company, 
Holdenville, Oklahoma. In the modernization the following Pitts- 
burgh Products were used: Pirrco Store Front Metal, CARRARA 
Structural Glass, Polished Plate Glass and two Hercu.tre® Plate Glass 
Doors. Architect: Robert D. Stone, A.I.A., Oklahoma City, Oklahoma. 


ULE oe 


ee 





i Se ae ee eB eS ee 













COMPANY 


eer 


| 

| 

! 

| 

| 

| 

! Pittsburgh Plate Glass Company 
: Room 7331, 632 Fort Duquesne Bivd. 
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Pittsburgh 22, Pa. 
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Please send me a FREE copy of 
your store front booklet. 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Watertown, N. Y. 

Used-car dealers in Watertown, 
N. Y., report that unit sales so far 
this year are running from 12 to 20 
percent ahead of the comparable 
1956 period. Dealers contacted re- 
ported that heaviest demand has 
been for 1951-to-1955 models. 

Dealers report they have been 
able to meet customer demands for 
late models and predict a continua- 
tion of the good market. One dealer 
reported that the current popu- 
larity of used cars is due, in part, 
to a uniform price schedule. 

Another dealer, reporting his 
sales have increased only slightly 
this year, said he is selling more 
cars to out-of-town buyers than 
local buyers. He said his best sales 
were in 1953-to-1955 models. 

A new and used-car dealer said 
his market in used cars has slowed 
down in the past three weeks but 
he is still 20 percent ahead of last 


year, He said people are waiting 
for 1958 models to reach the mar- 
ket before starting a trade— 
(George E. Toles.) 


* * * 


Macon, Mo. 

New-car demand is down for this 
period and new-car inventories are 
high, but most dealers do not con- 
sider it too much out of line as 
compared with previous years. 

There is a good demand for used 
cars and the supply is short, par- 
ticularly in later model clean. cars. 
No demand for rough cars and 
older models. 

Collections, repossessions and 
parts volume are normal.—(L. H. 
Houck.) 


* * 


> 
Cleveland 
Despite an upturn in new-car 
sales during the last week of Au- 
gust, registrations in the Cleveland 





LOOK TO GABRIEL 
for the only complete line 


Fs 


of shock absorbers 


You need never lose a customer because of his unusual 
or exacting requirements; there’s a Gabriel shock to meet 
every need— even those tricky special-purpose jobs: 


HYDROSHOX—preferred by millions of American 
motorists for smooth driving under average road con- 


ditions—to replace worn out standard equipment. 


AJUSTOMATIC—exclusive three-way adjustment pro- 
vides soft, medium or firm ride for the particular driver 


who wants the best in ride control. 


SILVER “E”—for hard driving and rough roads with 
heavy loads. Extra size provides the needed capacity for 


big cars, station wagons, light trucks. 


HEAVY DUTY—the acknowledged standard of excel- 
lence for long life and dependable service on trucks, 
buses and trailers. 


THE GABRIEL COMPANY, CLEVELAND 15, OHIO 


area ran well below the same 
month in 1956. 


Sales for the month were 6,666 
against 7,388 in August, 1956. Used- 
car sales in August totalled 8,150, 
up 21 units from the year-ago 
month. New commercial sales were 
419 against 493; used commercials, 
268 vs. 292. 

In the final August week, 1,901 
new cars were sold, compared with 
1,885 a year ago; used-cars, 1,867 
vs. 1,830; new commercials, 135 vs. 
145; used commercials, 62 vs. 56.— 
(Al Rothenberg.) 

oa 


> * 


Indianapolis 

A total of 2,670 new cars were 
registered in Marion County (In- 
dianapolis) during August, com- 
pared with 2,199 in July, according 
to figures compiled by the Indian- 
apolis Automobile Trade Assn. 

Ford continued to dominate the 


— 


new-car market by out-registering | new trucks were registered, com- 


Chevrolet, 676 to 407. 


258; Buick, 217; Pontiac, 163; 
Dodge, 111; Mercury, 89; Chrys- 
ler, 54; Cadillac, 47; DeSoto, 47; 
Studebaker, 37; Rambler, 31; 
Volkswagen, 22; Volvo, 22; Impe- 
rial, 16; English Ford, 14; Re- 
nault, 14; Lincoln, 12; MG, 7; 
Packard, 7; Austin-Healey, 6; 
Nash, 6; Triumph, 5; Isetta, 4; 
Jaguar, 4; Metropolitan, 4; Hill- 
man, 3; Morris, 3; DKW, 2; Alfa 
Romeo, 1, and Porsche, 1. 
New-truck registrations during 
August totalled 202, exactly the 
same count as in July. By makes, 
they were shared as follows: Chev- 

rolet, 66; Ford, 63; International, 

29; Dodge, 19; GMC, 8; Willys, 7; 

White, 4; Reo, 3; Divco, 2, and 
Autocar, 1—(C. L. Kern.) 

* = © 


Cincinnati 

Motor vehicle sales in Hamilton 
County (Cincinnati), O., during the 
week ended Aug. 29 increased to 
1,684, or 63 more than in the pre- 
vious week. When compared with 
the like 1956 week, sales were off 
92 units. 

A total of 756 new cars and 56 
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SHOCK ABSORBERS 


with 693 new cars and 45 


by make | new trucks in the previous week. 


A total of 826 used cars and 40 
used trucks changed hands, com- 
pared with 845 used cars and 38 
used trucks in the week ended 
August 22. 

Repossessions continued their 
climb for the third consecutive 
week, with 69 units being repos- 
sessed, or 14 more than in the pre- 
vious week and 32 over the like 
week of 1956—(Frank Kappel) 

= = + 


Washington, D. C. 


August registrations were the 
fewest of any month this year in 
Washington, D. C., according to 
figures compiled by the Automotive 
Trade Assn. — National Capital 
Area. 

The month’s total was 1,528, com- 
pared with 2,222 in July and 2,152 
in August a year ago. 

New-truck registrations 
amounted to 154, compared with 
167 a month earlier and 213 in 
August, 1956. 

By make, new-car registrations 
this August were: Chevrolet, 346; 
Ford, 315; Plymouth, 179; Pontiac, 
99; Oldsmobile, 98; Dodge, 92; 

Buick, 74; Mercury, 72; Cadillac, 
51; Chrysler, 31; DeSoto, 28; Impe- 
rial, 15; Lincoln, 15; Studebaker, 
11; Rambler, 10; Metropolitan, 3; 
Hudson, 2; Packard, 2, and miscel- 


laneous, 85.—(William Ullman.) 
= . + 


Milwaukee 

New-car sales in Milwaukee dur- 
ing July totalled 3,829, compared 
with 3,596 in June, according to fig- 
ures tallied by the Wisconsin Auto- 
motive Trades Assn. 

July registrations by make were: 
Ford, 1,056; Chevrolet, 797; Plym- 
outh, 326; Buick, 307; Rambler, 
231; Dodge, 193; Pontiac, 180; Olds- 
mobile, 149; Mercury, 122; Cadillac, 
85; Chrysler, 61; Studebaker, 55; 
DeSoto, 51; Volkswagen, 47; Im- 
perial, 19; Nash, 12; Lincoln, 7; 
Willys, 4; Hudson, 3; Packard, 3, 
and miscellaneous, 33.— (John E. 
Hubel.) 


> > > 


Sioux City, Ia. 


New-car sales in Sioux City, Ia, 
during August amounted to 248, 
compared with 263 in July. 

New-truck sales also were on 
the downside, slipping from 31 in 
July to 22 in August. 

By make, new-car registrations 
were: Chevrolet, 61; Ford, 60; 
Buick, 26; Plymouth, 24; Oldsmo- 
bile, 18; Pontiac, 15; Mercury, 10; 
Cadillac, 8; Nash, 7; Dodge, 5; 
DeSoto, 4; Chrysler, 3; Imperial, 
2; DKW, 1; Lincoln, 1; Stade- 
baker, 1; Checker, 1, and Hill- 
man, 1. 

Truck registrations were: Chev- 
rolet, 7; International, 7; Ford, 6; 
GMC, 1, and Mack, 1. 

> > 


Minneapolis 
New-car registrations for Henne- 
pin County (Minneapolis) during 


August totalled 2,591, according to 
Finance and Commerce, business 
newspaper. 

This compared with 2,612 in the 
previous month and 2,740 in Aug- 
ust, 1956. Registrations in the first 
eight months of 1957 amounted to 
25,073, compared with 24,348 in the 
same period of 1956. 

Chevrolet led Ford, 586 to 563, 

in August registrations, with 

Plymouth in third place with 371. 

A breakdown of other makes fol- 
lows: Buick, 182; Oldsmobile, 158; 
Dodge, 135; Mercury, 125; Pontiac, 
114; Chrysler, 58; Cadillac, 52; 
Studebaker, 48; Lincoln, 43; Ram- 
bler, 41; DeSoto, 36; Nash, 16; 
Volkswagen, 10; Packard, 8; Hud- 
son, 2, and miscellaneous, 43. 

New trucks delivered in August 
amounted to 220, compared with 
223 in July and 195 in August @ 
year ago. By make, registrations 
were: Ford, 70; International, 67; 
Chevrolet, 45; Dodge, 15; GMC, 7; 
White, 4; Mack, 3; Studebaker, 2; 
Volkswagen, 2; Diamond T, 1; Fed- 
eral, 1; Willys, 1, and miscellan- 
eous, 2.—(Donald M. Lyons.) 

* * * 


Ottawa 

New-car sales in September 
started rather slowly in Ottawa, 
but remarkably few complaints 
from dealers are being recorded 
except that price reductions are, 
perhaps, sharper than expected. 

“We're not complaining simply 
because we did fairly well this 
year,” said a spokesman for one 
dealership, quoting figures to illus- 

(Continued on Page 77, Col, 1) 
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Markets 


(Continued from Page 76) 


trate how small a gap existed be- 
tween the record of new-car sales 
in 1957 to date compared with 1956, 


Another dealer complained 
more about prices than sales in 
September, charging that price 
cutting started too soon this year 
but that the “sales drop was not 
much out of season.” 


Dealers also report that used-car 
gales have been surprisingly good 
at times. One dealer said that he 
advertised a “puller,” cutting a 
good used model by $150 below 
usual price to test the market. He 
received 14 calls for the car in one 
day —(M. L. Schwartz.) 


* * * 


Houston 
New-car registrations in Houston 
declined during August to total 4,- 
738, compared with 4,771 in July. 


Foreign-car registrations, how- 
ever, rose from 116 in July to 130 
in August. Both figures are in- 
cluded in the overall totals. 

By make, new-car sales during 
the month were: Ford, 1,264; 
Chevrolet, 1,102; Plymouth, 579; 
Mercury, 317; Oldsmobile, 286; 
Pontiac, 239; Buick, 230; Dodge, 
207; Chrysler, 73; Cadillac, 70; 
DeSoto, 52; Rambler, 50; Stude- 
baker, 48; Imperial, 42; Isetta, 30; 
Renault, 23; MG, 20; Lincoln, 19; 
Metropolitan, 15; Volkswagen, 12; 
Hillman, 11; Volvo, 11; Willys, 9; 
Austin-Healey, 6; Triumph, 4; 
Morris, 4; Borgward, 3; Packard, 
$3; Goliath, 2; Jaguar, 2; Nash, 2; 
Porsche, 2, and Hudson, 1. 

New-truck registrations nu m- 
bered 664 in August, compared with 
643 in July. By make, they were: 

Ford, 290; Chevrolet, 239; Inter- 
national, 59; Dodge, 25; GMC, 25; 
White, 8; Studebaker, 5; Mack, 5; 
Volkswagen, 3; Autocar, 1; Dia- 
mond T, 1; Reo, 1; Willys, 1, and 
Morris, 1—(Ruby Fenoglio.) 

. 


* 
Boise, Id. 
Plymouth moved into second 
place in new-car registrations dur- 
ue August in Ada County (Boise), 














Plymouth, with 32 sales, followed 
Ford, with 60, but ran ahead of 
Chevrolet, with 24. 

Other registrations included: 
Rambler, 22; DeSoto, 12; Buick, 
11; Cadillac, 9; Mercury, 9; Pon- 


Richer Fuel Mix 
Hurts Economy 
But Cuts Oxides 


NEW YORK.—Oxides of nitrogen 
in auto exhaust can be reduced 
simply by sacrificing fuel economy 
for maximum engine performance, 
two General Motors researchers 
told the Air Pollution Symposium 
of the American Chemical Society. 

The report of George J. Nebel 
and M. W. Jackson was part of 
GM’s contribution to the auto in- 
dustry’s cooperative air-pollution- 
control research activities. 

The Nebel-Jackson study was 
made because of reported contribu- 
tions of oxides to Los Angeles smog 
and the need to develop methods to 
lower their concentration in exhaust 
gases. 

They explained that exhaust gases 
contain highly variable nitrogen 
oxide concentrations. They said the 
air-fuel ratio—the leanless or rich- 
ness of the fuel mixture passing 
through the carburetor—is the 
most important factor affecting 
output of nitrogen oxides. 

With a lean mixture, giving the 
motorist good fuel economy, the 
nitrogen oxide concentration rises, 
they reported, while a rich mixture 
Produces a low concentration. 

They suggested that the concen- 
trations could be limited to only a 
few hundred parts per million parts 
of air with carburetor modification 
to provide maximum performance 
at all speeds and throttle settings. 

However, they said, disadvantages 
include limited effectiveness, re- 
duced fuel economy and greater 
carbon-monoxide emission. They 
concluded: “In a sense, this ap- 
Proach ig like taking several steps 
backward, because years ago car- 
buretors having these characteris- 
tics were in common use.” 





tiac, 9; Volkswagen, 9; Dodge, 8; 
Chrysler, 7; Oldsmobile, 5; Stude- 
baker, 3; Willys, 2; Hudson, 1; 
Lincoln, 1; Nash, 1, and miscel- 
laneous, 8. 

The month’s new-car total was 
233. 

The 51 new-truck registrations 
during August broke down as fol- 
lows: International, 16; Chevrolet, 
14; Ford, 6; Dodge, 4; GMC, 3; 
Willys, 2; Reo, 1, and miscella- 


neous, 5. 
* * + 


Birmingham, Ala. 

New-car sales in Birmingham 
during August totalled 1,766, or 240 
fewer than the 2,014 sold in July. 

Demand continues to increase for 
foreign makes. 

Registrations during August were 
sharec as follows: Ford, 538; Chev- 
rolet, 494; Plymouth, 151; Oldsmo- 
bile, 133; Buick, 113; Mercury, 56; 
Pontiac, 55; DeSoto, 44; Dodge, 43; 
Renault, 26; Chrysler, 22; Cadillac, | 
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22; Nash, 11; Imperial, 10; Volks- 
wagen, 7; Lincoln, 6 MG, 6; 
Triumph, 5; Hillman, 4; Stude- 
baker, 4; Morris, 3; Austin-Healey, 
2; English Ford, 2; Checker, 2; 
Alfa Romeo, 1; Continental, 1; 
German Ford, 1; Mercedes Benz, 
1, and miscellaneous, 4.— (Stuart 
Riddle.) 






* * * 


New Orleans 


New-car sales continued to be 
brisk in New Orleans with a total 
of 2,391 registrations in August, 
compared with 2,391 in July and 
2,011 for the like period of last 
year. 

August truck sales totalled 248, 
which was 49 less than July and 
25 less than August, 1956. 

Car sales by make were: Chev- 
rolet, 750; Ford, 691; Plymouth, 
206; Pontiac, 166; Buick, 133; Olds- 
mobile, 119; Mercury, 103; Dodge, 
42; Chrysler, 31; Cadillac, 30; Ram- 
bler, 28; Volkswagen, 23; Stude- 
baker, 17; DeSoto, 16; Lincoln, 12; 





Imperial, 11; MG, 7; Jaguar, 2; 
Mercedes-Benz, 2; Morris, 1, and 
Isetta, 1. Cars and Art— 


Automobiles and photographic art intermingle at the 24th Detroit International 
Salon of Photography at Chrysler division. Here Chrysler employes Dorothy Zablotny 
and Gloria Grzegorzewski admire one of the prize-winning salon prints. The show 
was sponsored by the Greater Detroit Camera Club Council in cooperation with 
Chrysler. 


PROFITS IN LAMPS 


TUNG-SOL 


Tung-Sol standards of lamp manufacture have been more 
than meeting the performance requirements for American 
car-makers for more than half a century. In the renewal 
field, Tung-Sol’s leadership in lamp engineering, in pack- 
aging and sales-aid material helps you maintain lamp 
volume at highest levels. Keep an eye out for 
customers’ lamp needs and push Tung-Sol for 
profit! 


Truck sales by makes were: 
Chevrolet, 125; Ford, 80; Interna- 
tional, 31; Mack, 5; Dodge, 4; GMC, 
2, and Studebaker, 1. — (Gordon 
Hebert.) 
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NEW! FOR 4-HEADLIGHT CARS 
The 5%-inch, 4001 and 4002 12-volt lamps. 4001 has single 
high beam filament. 4002 has double (high and low beam) 
filament. 


Special Introductory Package For 4-Headlight 
Car Service. Low-cost introductory package contains four 
each 4001 and 4002 5%-inch Vision-Aid Headlamps. Just 
what you need to take care of immediate service requirements. 


j 















5040-S (6-volt) and 5400-S (12-volt). 
Special For Your Fleet Accounts 


Ruggedized 5440-S has exclusive design 
features to meet toughest service conditions. 
It will get you a lot of fleet business. (Also, 
special miniature types designed for truck 
and bus use.) 








Consists of #10 Tung-Sel Heart Assort- 
ment: 5 flashers on a colorful display 
card. Back-Up Stock Stacker: 5 flashers 
to keep display complete. Service 
Guide: handy direction signal servicing 
instructions plus flasher and lamp re- 
placement chart for a// domestic cars. 
See your Tung-Sol supplier! 






®TUNG-SOL 


VISION-AID HEADLAMPS - MINIATURE LAMPS - SIGNAL FLASHERS 


Mich.; Irvington, N. J.; Melrose Park, Ill.; 
Montreal, P. Q. 



















: , Ga.; Columbus, Ohio; Culver City, Calif.; Dallas, Tex.; Denver, Colo.; Detroit, 
Sie Ofer: Dae se Pati Mou, Nj: Philadelphia, Pa.; Seattle, Wash. Canada: 
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Current Prices on U. S. Cars 





The following advertised - delivered {Coupe deVille hardtop, $5,115.96; conv., 
prices include the suggested base fac- | $5,292.96; Eldorado Seville 2-dr. hard- 
tory list prices, Federal excise tax (top, $7,285.96; Eldorado Biarritz conv., 
amounts and suggested dealer delivery- | $7,285.96; Eldorado Brougham 4-dr. hard- 


1958 MODELS 
EDSEL—Ranger—4-dr. sed., $2,592; 2- 
dr. sed., $2,519; 4-dr. hardtop, $2,678; 
2-dr. hardtop, $2,593. Pacer—4-dr. sed., 
$2,735; 4-dr. hardtop, $2,863; 2-dr. hard- 
top, $2,805; conv., ,028. Corsair—4-dr. 
hardtop, $3,425; ‘2-dr. hardtop, $3,346. 
Cltation—4-dr. hardtop, $3,615; 2-dr. hard- 
top, $3,535; conv., $3,801. Station Wagons 
—Roundup —2-dr. '2-seat, $2,876. Villager— 
4-dr, 2-seat, $2,933; 4-dr. 3-seat, $2,990. 
-dr. 2-seat, $3,190; 4-dr. 3- 
seat, $3,247. (Automatic transmission 
standard on Corsair and Citation.) 
1957 MODELS 
BUICK — Special — 4-dr., sed., $2,659.83; 
2-dr, sed., $2,595.83; 4-dr. hardtop, $2,- 
779.83; 2-dr. hardtop, $2,703.83; conv., $2,- 
986.83; 4-dr. 2-seat stat. wag., $3,046.83; 
4-dr, 2-seat hardtop stat. wag., $3,166.83. 
Century—4-dr. sed., $3,234; 4-dr, hardtop, 
$3,354; 2-dr. hardtop, $3,270; conv., $3,- 
598; 4-dr. 2-seat hardtop stat. wag., $3,- 
706. Super—4-dr. hardtop, $3,681; 2-dr. 
hardtop, $3,536; conv., $3,901. Roadmaster 
—4-dr, hardtop, $4,053.33; 2-dr. hardtop, 
$3,944.33; conv., $4,066.33. Roadmaster 
“75""—4-dr. hardtop, $4,483.33; 2-dr. hard- 
top, $4,373.33. (Dynafiow standard on Cen- 
tury, Super, Roadmaster and Roadmaster 
"75." Power steering standard on Super, 
Roadmaster and Roadmaster ‘‘75."’ Power 
brakes standard on Roadmaster ‘‘75.’’) 
CADILLAC — Series 62 — 4-dr. hardtop, 
$4,780.96; 2-dr. hardtop, $4,676.96; 4-dr. 
Bedan deVille hardtop, $5,255.96; 2-dr. 


top, $13,074. Sixty Special—4-dr, hardtop, 
$5,614.32. Series 75—8-pass. sed., $7,439.88; 
Imperial limousine, $7,677.88 (Hydra- 
Matic, power steering, power brakes stand- 


ard.) 

CHEVROLET — (Prices are for 6-cyl. 
models. For V-88, add $100.) Ome-fifty— 
4-dr, sed., $2,048.32; 2-dr. sed., $1,996.32; 


util, sed., $1,885.32; 2-dr. 2-seat stat. wag., 
$2,307.32. Two-ten—4-dr. sed., $2,174.32; 
2-dr, sed., $2,122.32; club cpe., $2,162.32; 
4-dr, hardtop, $2,270.32; 2-dr. hardtop, 
$2,204.32; 2-dr. 2-seat stat. wag., $2,- 
402.32; 4-dr. 2-seat stat. wag., $2,456.32; 
4-dr. 3-seat stat. wag., $2,563.32. Bel Air— 
4-dr. sed., $2,290.32; 2-dr, sed., $2,238.32; 
4-dr. hardtop, $2,364.32; 2-dr. hardtop, 
$2,299.32; conmv., $2,511.32; 4-dr. 2-seat 
stat. wag., $2,580.32; 2-dr. 2-seat Nomad 
stat. wag., $2,757.32. Corvette—Hardtop 
cpe. or conv. (V-8 only), $3,465.32. 
CHRYSLER — Windsor — 4-dr. sed., $3,- 
088; 4-dr. hardtop, $3,217; 2-dr. hardtop, 
$3,153; 4-dr. 2-seat stat. wag., $3,575; 
-dr. sed., $3,718; 4-dr. hard- 
top, $3,832; 2-dr. hardtop, $3,754. New 
Yorker—4-dr. sed., $4,172.50; 4-dr, hard- 
top, $4,258.50; 2-dr, hardtop, $4,201.50; 
conv., $4,638; 4-dr. 2-seat stat. wag., $4,- 
745.50. 300-C—2-dr. hardtop, $4,929; conv., 
$5,359. (TorqueFlite, power steering stand- 
ard on Saratoga and New Yorker. Torque- 
Flite, power brakes standard on 300-C.) 


CONTINENTAL — 2-dr. hardtop, $9,- 
966. (Turbo-Drive, power steering, 
brakes standard.) 


DeSOTO — Firesweep — 4-dr. sed., $2,- 
777.25; 4-dr, hardtop, $2,911.75; 2-dr, hard- 
top, $2,835.75; 4-dr. 2-seat stat. wag., $3,- 
169.25; 4-dr. 3-seat stat. wag., $3,310.25. 
Firedome—4-dr. sed., $2,957.75; 4-dr. hard- 
top, $3,141.75; 2-dr. hardtop, $3,084.75; 
conv., $3,361.25. Firefiite—4-dr. sed., $3,- 


Pennsylvania Official Says 28 


All Costs Held Controllable 





HARRISBURG, Pa.— “There is 
no such thing as uncontrollable 
expense,” says a bulletin on cut- 
ting overhead from the Pennsyl- 
vania Automotive Assn. 

Even rent and taxes can be 
t Cc. S. 


Klugh noted the importance of a 
$100 decrease in expenses. That de- 
crease is equal to a $100 net profit 
and it takes $10,000 in gross sales 
to produce a $100 net profit, “if you 


Mechanical Engineers 


To Meet Sept. 23-25 


HARTFORD, Conn. — The fall 
meeting of the American Society 
of Mechanical Engineers will be 
held here Sept. 23-25. 

Topics on the agenda include gas 
turbines for aircraft, industrial 
management, production - machine 
design and materials handling. Par- 
ticipants will visit Electric Boat Co. 
during the meeting and take part 
in a submarine trip under the sur- 
face of Long Island Sound. 


are lucky enough to be making a 
one-percent net profit.” 

The bulletin suggested four areas 
for close inspection in a cost-cut- 
ting program. 

1. A strict policy on new-car pol- 
icy adjustments. A factory district 
representative recently told PAA 
officials, “I'd like to have for my 
salary for one year, what a certain 
dealer in my district lost on un- 
claimed policy adjustments in 
1956.” 

2. Personnel. “Two dealers han- 
dling the same make of car sell 
the same number of new and 
used cars annually. One had two 
clerks; the other, three. Why? 
Could it be better management?” 

3. Purchasing. “There should be 
one final OK by you or your desig- 
nated representative on all pur- 
chases.” 

4. A budget of monthly expenses. 
“It may mean the difference be- 
tween red and black ink at the end 
of the month, if you keep a daily 
running record of expenses and 
strive not to exceed the projected 
figures.” 


486.75; 4-dr, hardtop, $3,670.75; 2-dr, hard- 
top, $3,613.75; conv., $3,890.25; 4-dr, 2-seat 
stat. wag., $3,981.75; 4-dr. 3-seat stat. 
wag., $4,123.75. Adventurer—2-dr. hardtop, 
$3,996.75; conv., $4,272.25. (TorqueFlite 
standard on Fireflite and Adventurer. Power 
brakes standard on Advenjurer.) 


DODGE—Coronet 6—4-dr. sed., $2,451; 
2-dr. sed., $2,370.25. Coronet V-8—4-dr. 
sed., $2,558.50; 2-dr. sed., $2,478; 4-dr. 
hardtop, $2,665; 2-dr. hardtop, $2,580; 
conv., $2,841.50, Royal V-8—4-dr. sed., $2,- 
711.50; 4-dr. hardtop, $2,818; 2-dr. hard- 
top, $2,768.50. Custom Royal V-8—4-dr. 
sed., $2,881; 4-dr. hardtop, $2,991; 2-dr. 
hardtop, $2,920; conv., $3,146. Station 
Wagons—2-dr. 2-seat Suburban, $2,861; 
4-dr, 2-seat Sierra, $2,946; 4-dr 3-seat 
Sierra, $3,073; 4-dr. 2-seat Custom Sierra, 
$3, 087; 4-dr, 3-seat Custom Sierra, $3,215. 


FORD—(Prices are for 6-cyl. models. 
For V-8s, add $99.98.) Custom—4-dr. sed., 
$2,041.88; 2-dr. sed., $1,990.60; bus. 2-dr., 
$1,878.64. 300 — 4-dr. sed., $2,- 
156.56; 2-dr. sed., $2,105.28 Fairiane— 
4-dr, sed., $2,286.36: 2-dr. sed., $2,235.08; 
4-dr. hardtop, $2,357.44; 2-dr. hardtop, $2,- 
292.80. Fairlane 500—4-dr. sed., $2,332.68; 
2-dr. sed., $2,281.40; 4-dr, hardtop, $2,- 
403.76; 2-dr. hardtop, $2,339.12; conv., $2,- 
506.32; retractable hardtop cpe. (V-8 only), 
$2,942.05. Station Wagons — 2-dr. 2-seat 
Ranch Wagon, $2,300.72; 2-dr. 2-seat Del 
Rio Ranch Wagon, $2,397.32; 4-dr. paoat 
Country sedan, $2,451.32; 4-dr, 3-seat 
try sedan, $2,556.08; 4-dr, 3-seat Country 
Squire, $2,683.64. Thunderbird — hardtop 
cpe. (V-8 only), 


HUDSON—Hornet Super V-8—4-dr. sed., 
$2,820.80; 2-dr. hardtop, $2,910.80. Hornet 
Custom ‘V-8—4-dr. sed., $3,010.75; 2-dr. 
hardtop, $3,100.80. (Power brakes standard 
on Custom.) 


IMPERIAL — Imperial — 4-dr. sed., $4,- 
837.50; 4-dr. hardtop, $4,837.50; 2-dr. hard- 
top, $4,735.50. Crown—4-dr., sedan, $5,406; 
$5,406; 2-dr. hardtop, *.- 
268.50; conv., $5,597.50. LeBaron—4-dr. 
sed., $5,742.50; 4-dr., hardtop, $5,742.50. 
Limousine Prices not available. (Torque Flite, 
power steering, power brakes standard.) 


LINCOLN—Capri—4-ar. sed., $4,794; 4- 
dr. hardtop, $4,794; 2-dr. hardtop, $4,649. 
Premiere—4-dr. sed., $5,293.50; 4-dr, hard- 
top, $5,293.50; 2-dr. hardtop, $5,148.50; 
conv., $5,381. (Turbo-drive, power steering, 
power brakes standard.) 


MERCURY — Monterey — 4-dr. sed., $2,- 
644.80; 2-dr. sed., $2,575.80; 4-dr. hardtop, 
$2,762.80; 2-dr. hardtop, $2,692.80; conv., 
$3,004.80. Montelair—4-dr. sed., $3,187.80; 
4-dr, hardtop, $3,316.80; 2-dr. hardtop, 
235.80; conv., $3,429.80. Turnpike Crutseer— 
4-dr. hardtop, $3,848.80; 2-dr. hardtop, $3,- 
757.80; Pace Car conv., $4,102.80, Station 
Wagons — Commuter — 2-dr. 2-seat, $2,- 
902.80; 4-dr. 2-seat, $2,972.80; 4-dr. 3- 
seat $3,069.80. Voyager — 2-dr. 2-seat, 
$3,402.80; 4-dr. 3-seat $3.569.80. Colony 
Park — 4-dr. 3-seat, $3,676.80. 


$3,408.12. 


(Mere- 
O-Matic standard on Montclair, Turnpike 
Cruiser, Voyager and Colony Park. Power 
steering and power brakes standard on 
Turnpike Cruiser.) 


NASH — Ambassacor Super reenae 
sed., $2,820.80; 2-dr. hardtop, = 
Ambassador Custom 


V-8—4-dr. sed. 
010.75; 2-dr. hardtop, $3,100.80. ond. 53. 
brakes standard 


on Custom.) 


OLDSMOBILE — Series 88 — 4-dr. sed., 
$2,798.47; 2-dr. sed., $2,733.47; 4-dr. hard- 


top, $2,932.47; 2-dr. hardtop, ana 47; 
conv., $3,182. 47; 4-dr, 2-seat == 
$3,202.47; 4-dr. 2-seat a. 4) 

$3,313.47. Super 88—4-dr. sed. 53,000.47; 
2-dr. sed., $2,968.47; 4-dr. , - 
257.47; 2-dr. hardtop, $3,180.47; conv., $3,- 
447.47; 4-dr. 2-seat hardtop, wag., 


stat. 
$3,541.47. Series 98-—4-dr. sed., i a 
4-dr, hardtop, $4,012.55; 2-dr. hardtop 

936.55; conv., $4,216.55 Getaweg | Hydra 
Matic, power . Power brakes 
ard on Series 98.) 


PACKARD CLIPPER—4-dr. sed., $3,212; 
4-dr. 2-seat stat. wag., $3,384. (Flighto- 
matic standard.) 

PLYMOUTH—(Prices are for 6-cyl. mod- 
els. For V-8s, add $100.) Piaza—4-dr. sed., 
$2,054.75; 2-dr. sed., $2,008.50; bus. cpe., 
— Savoy—4-dr. sed., $2,193.50; 2- 

ar. ., $2,147.25; 4-dr. hardtop, $2,317.25; 


2-dr. hardtop, $2,229. Belvedere—4-dr. sed., 
$2,309.75; 2-dr, sed., $2,263.50; 4-dr, hard- 
top, $2,418.50; 2-dr, hardtop, $2,348.50; 
conv. (V-8 std. ), $2,638. Fury—2-dr. 
top, $2,925.25. Station wagons—2-dr, 2-seat 
Deluxe, $2,330.25; 2-dr, 2-seat Custom, $2,- 
440; 4-dr. 2-seat Custom, $2,493.75; 4-dr. 
3-seat Custom, $2,648.75; 4-dr. 2-seat Sport, 
$2,621.75; 4-dr, 3-seat Sport, $2,776.75. 


PONTIAC — Chieftain — 4-dr. sed., $2,- 
527.39; 2-dr. sed., $2,463.39; 4-dr. hardtop, 
$2,614. '39; 2-dr. hardtop, $2,529. 39; 2-dr. 
2-seat stat, wag., $2,441.39; 4-dr. 3-seat 
stat. wag., $2,898. 39. Super Chief—4-dr. 
sed., $2,664.39; 4-dr. hardtop, $2,793.39; 
2-dr. hardtop, ‘$2,735. 39; 4-dr, 2-seat stat. 
wag., $3,021.39. Star Chief—4-dr. deluxe 
sed., $2,839.39; 4-dr, custom sed., $2,896.39; 
4-dr. hardtop, $2,975.39; 2-dr. hardtop, $2,- 
901.39; conv., $3,105.39; Bonneville conv. 
(fuel injection), $5,782.39; 2-dr. 2-seat 
Safari stat. wag., $3,481.39; 4-dr. 2-seat 
Safari stat. wag., $3,636.39. (Hydra-Matie, 
power steering, power brakes standard on 
Bonneville. ) 


RAMBLER — Deluxe Six — 4-dr. sed., 
$1,961.45. Super Six—4-dr. sed., $2,122.65; 
4-dr, hardtop, $2,207.65; 4-dr. >-seat stat. 


Port-of-En 





The following imported-car prices are 
Port of Entry figures at New York, They 
include ocean freight, U. S, excise tax 
and import duty. They do not include 
“emergency freight’ charges, U. S. trans- 
portation fees, state and local taxes or 
optional equipment, 
ASTON-MARTIN—DB24-Mark III cpe., 
$6,995. 

AUSTIN—A-35 deluxe 2-dr. sed., $1,553; 
A-55 deluxe 4-dr. sed., $2,127 (Heater 
standard.) 


AUSTIN-HEALEY—conv., $2,919; deluxe 
conv., $3,195. (Heater standard on deluxe.) 


BENTLEY—Series S — Standard Steel 
Saloon, $12,200; 2-dr. or 4-dr. sed. (Mul- 
liner), $19,316; conv., $20,383. Continental 
—4-dr. sed, (Mulliner), $20,035. (Series S 
chassis, $9,160.) 

CITROEN—2CV 4-dr. sunroof sed., $1,- 
298. Panhard 4-dr. sed., $1,995; 4-dr. de- 
luxe sed., $2,195. DS-19 4-dr. sed., $3,495. 
(Overdrive standard on 2CV; heater stand- 
ard on Panhard deluxe: power brakes, 
power steering and eluteh stand- 
ard on DS-19.) 

DKW—4-dr. sed., $2,395; 2-dr. sed., $1,- 
995; 2-dr. hardtop, $2,195; stat. wag., $2,- 
495. (Heater standard on all models.) 


FIAT—600 Series—Multipla 4-dr. sed., 
$1,598; 2-dr. sed., $1,298; sunroof conv., 
$1,360. 1100 Series—4-dr. sed., $1,655; 4- 
dr. TV (Fast-Touring) sed., $2,035; stat. 
wag. $2,069; TV roadster (hard top op- 
tional), $2,498. (Heater standard on all 
models. ) 

FORD (England)—Angliia Series—Anglia 
2-dr. sed., $1,539; Prefect 4-dr. sed., $1,- 
639; Escort 2-dr. stat. wag., $1,629; Squire 
2-dr. stat. wag., $1,739. Mark II Series— 
Consul—4-dr. sed., $2,012; conv., $2,351; 
Zephyr 4-dr. sed., $2,193; conv., $2,552; 
Zodiac—4-dr, sed., $2,365; conv., $2,910. 


HILLMAN—4-dr. sed., $1,849; conv., $2,- 
099; 2-dr. stat. wag. (Husky), $1,535; 
4-dr. stat. wag. (Minx), $2,299. 


ISETTA 300—$1,048. (Heater standard.) 


JAGUAR—Mark VII 4-dr. sed., $5,470. 
3.4 Liter sed., $4,420 (overdrive); $4,505 
(automatic transmission). XK-150 cpe., 
$4,475; XK-150 conv., $4,595. 


MERCEDES-BENZ—180 4-dr. sed., $3,- 
240; 180-D 4-dr. sed. (diesel engine), 
$3,517; 190 4-dr sed., $3,431; 190-SL road- 
ster, $5,020; 190-SL epe., $5,232 (with 
removable hard or soft top, $5,416); 219 
4-dr sed., $3,823; 220-S 4-dr. sed. 

220-8 conv., $7,641; 300-C 4-dr. sed., $7,- 
. ; roadster, 


. (Power brakes standard on 219 sed.; 
automatic transmission standard on 300-C 
sed.) 

METROPOLITAN — 2-dr. hardtop, $1,- 
567.15; conv., $1,591.15. 
MG—MGA roadster 
389; roadster (wire 
(dise wheels), 


(disc wheels), $2,- 
wheels), $2,473; cpe. 
$2,684; cpe. (wire wheels), 


On Imported Cars 


wag., $2,409.65. Oustom Six—4-dr. 
$2,212.65; 4-dr. 2-seat stat. wag., $2,499.60, 
Super V-8—4-dr. $2,252.60; 4-dr, 2. 


. hard-| seat stat, wag., $2,539.65. Custom V-8—4. 


dr, sed., $2,342.65; 4-dr. hardtop, $2,427.65; 
4-dr, 2-seat stat, wag., $2,629.65; 4-dr, 2. 
seat hardtop stat, wag., ei 60. Rebel v- 
8—4-dr. hardtop, $2,785.90, 


STUDEBAKER—Scotsman 6—4-dr. sed., 
$1,826; 2-dr. sed., $1,776; 2-dr. 2-seat 
stat. wag., $1,995. Champion 6—4-dr. cus. 
tom sed., $2,048.99; 4-dr. deluxe sed., $2. 
170.79; 2-dr. custom sed., $2,000.59; 2-dr, 
deluxe sed., $2,123.09. Commander V-3— 
4-dr, custom sed., $2,173.29; 4-dr. deluxe 
sed., $2,295.09; 2-dr. custom sed., $2,123.59; 
2-dr. deluxe sed., in as 246.09, President V8 
—4-dr. sed., $2,407.29; 2-dr. sed., $2,357.99, 
President lc — 4-dr. sed., $2,538.82, 
Station Wagons—2-dr., 2-seat’ Pelham 6, 
$2,381.59; 2-dr. 2-seat’ Parkview V-8 $2,. 
504.69; 4-dr. 2-seat Provincial V-8, $2560. 72; 
4-dr. 2-seat Broadmoor V-8, $2, 665.97. 
Hawks—Silver Hawk 6 cpe., $2,141.59; 
Silver Hawk V-8 cpe., $2, 263. 17s Golden 
Hawk V-8 2-dr. hardtop, $3,181. 82, (Over. 
drive standard on Golden Hawk. Heater 
standard on Scotsman.) 


try Prices 


$2,774. Magnette 4-dr. sed., $2,663. (Heater 
standard on Magnette.) 

MORRIS—4-dr. sed., $1,743; 4-dr. deluxe 
sed., $1,809; 2-dr. sed., $1,656; 2-dr. de- 
luxe sed., $1,713; Tourer sed., $1,638; 
Tourer deluxe sed., $1,695; stat. wag., $1,- 
863; deluxe stat. wag., $1,918. (Heater 
standard on deluxe models. ) 


RENAULT —4CV 4-dr. sed., $1,345; 
Dauphine 4-dr. sed., $1,645. (Heater stand- 
ard on both models. ) 


ROVER—90 4-dr. 
dr, sed., $3,625 


sed., $3,295; 1058 4- 
(overdrive); 105R 4-dr. 
sed., $3,765 (automatic transmission and 
overdrive); 105R deluxe 4-dr. sed., $3,865 
(automatic transmission and overdrive), 
(Heater standard on all models.) 


ROLLS-ROYCE—Slilver Cloud—Standard 
Steel Saloon, $12,500; 4-dr. sed. and 2-dr. 


sed, (Mulliner), $19,630; conv., $20,657. 
Silver Wraith — touring lim. (Mulliner), 
$20,858. (Silver Cloud chassis, $9,480. Sil- 


ver Wraith chassis, $9,976.) 


SAAB—2-dr. sed., $1,895. (Heater stand- 
ard.) 


SIMCA — Aronde Series — Deluxe 4-dr. 
sed., $1,595; Elysee 4-dr. sed., $1,745; 
Chatelaine 2-dr. stat. wag., $1,899; Grand 
Large 2-dr. hardtop, $1,999; Plein Ciel 
sport cpe., $2,688; conv., $2,888. 
Vedette V-8 Series—Trianon 4-dr. sed., $1,- 
999; Versailles 4-dr. sed., $2,199. (Heater 
standard on Grand Large, Plein Ciel and 
Oceane. ) 


SUNBEAM — Rapier 2-dr. sed., 
(Heater and overdrive standard.) 

TEMPO — — 12-passenger stat. 
wag., $2,575. 


$2,499. 


Matador 
(Heater standard.) 


TRIUMPH TR-3—-softtop, $2,625; hard- 
top, $2,790. 


VOLKSWAGEN—2-dr. sed., $1,495; 2-dr. 
sunroof, $1,575; conv., $1,995; Combi stat. 
wag. (8-passenger), $1,995; deluxe stat. 
wag., $2,095; sunroof stat. wag., $2,235; 


Karmann-Ghia sport cpe., $2,395; deluxe 
camper, $2,712. (Heater standard on ail 
models. ) 

VOLVO — 2-dr. sed., $2,170; 2-dr. stat. 
wag., $2,345. (Heater standard on both 
models. ) 

Sonneborn Opens New Lab 


At Petrolia (Pa.) Refinery 


PETROLIA, Pa.—L. Sonneborn 
Sons, Inc., New York, has doubled 
the research facilities at its re- 
finery here with the opening of the 
new Breth laboratory. 

The new facilities will extend the 
company’s efforts in four fields— 
white mineral oils, petrolatums, 
microcrystalline waxes and petro- 
leum sulfonates. 
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By Martin L. Whitmyer 
Staff Writer 

A salute to America’s automobile 
dealers and to the dealer-news- 
paper partnership that helps sell 
ears will soon be appearing in hun- 
dreds of daily newspapers through- 
out the country. 

The message, in the form of an 
ad headlined, “It Takes a Giant 
to Keep America on the Go,” has 
been issued by the Bureau of 
Advertising of the American 
Newspaper Publishers Assn. to 
more than 600 member news- 
papers participating in its spe- 
cial newspaper advertising cam- 
paign for use in their own pages. 
Edward A. Falasca, promotion 
director of the bureau, estimates 
that “some 25 million copies of 
daily newspapers will carry the 
ad. He based his estimate on the 
wide usage of previous ads in the 
campaign, which is entering its 
seventh year; and the “unusually 
high interest” in the new ad. 
Falasca said officials of NADA 
and others prominent in the auto 
business, as well as leading news- 
paper executives who viewed the 
ad, said they expected it to accom- 
plish “a great deal of good” for 
both dealers and newspapers. 

The new ad, the bureau dis- 

dosed, is part of a program now 
being conducted in behalf of 
newspapers and the automobile 
business. Among its other cur- 
rent or recent activities are: 
1. Publication of a new monthly 
bulletin, “Auto-Action,” which dis- 
cusses effective ads now being used 
by car dealers and suggests ad 
ideas for dealers. 

The publication is designed to 
make even stronger the bond be- 
tween the dealer and the news- 
paper and to help both to develop 
more effective advertising. More 
than 800 newspapers are now using 
“Auto-Action” in their contacts 
with dealers, the bureau said. 

2. Annual meetings with top-level 
executives of auto manufacturing 
companies. 

3. Expansion of the bureau’s De- 
troit sales consultant staff. 

4.Regular consultation with 
NADA on dealers’ sales and adver- 
tising problems. 

5. Continuous cooperative effort 
with other newspaper organiza- 
tions on problems affecting the 


auto business and auto advertising. 
> * - 


Auto Linage Up in July 

With the exception of automo- 
tive linage, which gained 9.8 per- 
cent, all linage classifications in 
the 52 cities measured by Media 
Records showed losses in July. 

One reason given for the de- 
cline is that in July, 1956, there 
were five Sundays as compared 
with four in July of this year. 

Total July linage checked out 
with 204,044,977 lines, down 9,916,- 
305 lines, or 4.6-percent from the 
213,961,302 lines chalked up in July 
of 1956. For the year to date, total 
linage was off 2.5 percent. 

July losses in individual classi- 
fications were: Display, off 3.3 
percent; classified, 6.7 percent; 
retail, 3.8 percent; department 
store, 66 percent; general, 10.6 
percent, and financial, 3.1 per- 
cent. 

For the year to date, financial 
showed a 5.6 percent gain and 
automotive a 1.9 percent increase. 
All other classifications showed 
year-to-date losses. i 

* * 


Judges for ABC Contest 


Nine advertising executives have 


been named by the Audit Bureau of 4 


Circulations to act as judges in the 
bureau’s 1957 Educational Awards 
Competition. 
The competition was estab- 
this year as a means of 
reco and honoring out- 
standing efforts by publisher 
members in e and pro- 
moting the value of A.B.C.- 
audited, paid circulation. Eleven 
awards, two each for five classi- 
fications of publications and a 
grand award, will be presented. 
Judges include David F. Beard, 
feneral director of advertising, 
Reynolds Metals Co., Louisville; 
John A. Martin, media supervisor, 
Montgomery Ward & Co., Chicago; 
J. Chalmers O’Brien, public rela- 
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Auto Advertising 


tions vice-president for Carson 
Pirie Scott & Co., Chicago; Arthur 
R. Tofte, manager of advertising 
and industrial press, Allis-Chalm- 
ers Mfg. Co., Milwaukee; Frank T. 
Tucker, assistant to the president, 
B. F. Goodrich Co., Akron; K. L. 
Skillin, advertising and sales pro- 
motion division, Armour & Co., 
Chicago; Henry C. Botsford, as- 
sistant director of advertising, Gen- 
eral Motors Corp., Detroit; George 
Mosley, advertising and sales pro- 
motion vice-president, Seagram- 
Distillers Co., New York, and W. O. 
Maxwell, assistant manager, con- 
sumer relations department, Inter- 
national Harvester Co., Chicago. 


* * * 


Pittsburgh Radio Station Sold 


American Broadcasting -Para- 
mount Theaters, Inc., has pur- 
chased, subject to approval by the 
Federal Communications Commis- 
sion, radio station KQV in Pitts- 
burgh. 


The transaction was effected by 
the purchase for $700,000 of all the 
Allegheny stock from the trustees 
under two voting trusts. 

American Broadcasting-Para- 
mount Theatres’ radio stations cur- 
rently owned include: WABC-New 
York; KABC-Los Angeles; WXYZ. 
Detroit and KGO-San Francisco. 
It also holds a 50 percent interest 
in WLS-Chicago. 

AB-PT also owns five television 
stations: WABC-TV, New York; 
KABC-TV, Los Angeles; KGO-TYV, 
San Francisco; WXYZ-TV, Detroit, 
and WBKB-TV, Chicago. 


Highway Contest Winners 


For their published articles con- 
cerned with improving the nation’s 
highways, nine magazine and daily 
and weekly newspaper writers have 
been cited as winners in the second 
annual Ted V. Rodgers Awards, 
which bestows a total of $7,500 in 
prizes on the nine, plus $500 apiece 
to journalism schools to be chosen 
by the three first-place winners. 

Judges in the contest, which was 
sponsored by Trailmobile Inc., as 
a member of The American Truck- 
ing Assns. Foundation Inc., picked 
the following to win $1,500 cash 
prizes, as first place winners: 

Ed Keister, assistant managing 
editor of Parade magazine, in the 
“magazine” category; Arthur T. 
Moore, staff member of the Pitts- 
burgh Sun-Telegraph, in the “daily 
newspaper category, and John 
Philip Lewis, publisher of the Jour- 
nal Transcript of Franklin, N. H., in 
the “weekly newspaper” category. 

Second place winners, each sched- 
uled to receive $700 in cash prizes 
are Dr. Forrest P. White, Norfolk, 
Va., for his article in This Week 





For a Good Cause— 


C. W. Burns, president, Bill Burns Buick, 
Phoenix, Ariz., turns over keys to a used 
car donated by him to be auctioned in 
the annual Junior League of Phoenix rum- 
mage sale. Accepting the gift are Mrs. 
Louis Willoughby, left, and Mrs. Robert S. 
Taylor. Proceeds of the league's sale, 
which is supported by almost all Phoenix 
new-car dealers, got to charitable projects 
in the fields of health, welfare, arts, civic, 
recreation and education. 








magazine; William E. Oriol, of the 
Bergen Evening Record of Hack- 
ensack, N. J., and A. Samuel Callon 
jr., editor of the Chatham (N. Y.) 
Courier. 

Third prizes of $300 each are 
slated to go to Booton Herndon, 
free lance writer, for his article in 
Better Homes & Gardens; Charles 
Glover, member of the Dayton (O.) 
Daily News, and Harold L. Clarke, 
editor and publisher of the Monroe 
Advertiser, of Forsyth, Ga. 

* * + 


Rheem Appoints Kirmser 


Earl Kirmser has been named 
director of public relations of 
Rheem Mfg. Co., New York. 


Kirmser has been in charge of 
public relations for the Campbell- 
Mithun Advertising Agency in Min- 
neapolis since early 1956. Previ- 
ously, he was three and a half 
years with Carl Byoir & Associates, 
New York public relations firm. 

* + * 


Trucking Ad Gets Readers 


Readership figures have been dis- 
closed in the report submitted by 
Daniel Starch & Staff for the truck- 
ing industry’s 7-page advertisment 
in the Apr. 15 issue of Life maga- 
zine. 


The editorial-style advertisement, 
which was sponsored by the Ameri- 
can Trucking Assns. Foundation, 
Washington, and paid for by 140 
suppliers to the trucking industry, 
reflected unusually high readership 
by both men and women, the report 
said. 

The page-by-page average tally 
for the 7-page ad showed (for men) 
46 percent noted, 39 percent seen- 
associated and 20 percent read 
most. On the distaff side, 31 per- 
cent noted, 24 percent seen-associ- 
ated and 14 percent read most. The 
initial page showed a high of 49 
percent noted. Also, 72 percent of 
those interviewed said they liked 
the ad, and 45 percent said they 
had not realized the essentiality of 
truck service before reading it. 

af + > 


Cadillac Pulls a Switch 


While most commercial music 
stems from well-known classical 
or popular music, a Cadillac radio 
commercial reverses the usual 
procedure. 


Written by Mark Lawrence, 
television-radio vice-president of 
MacManus, John & Adams, Inc., 
the Cadillac commercial music 
has been expanded and recorded 
by the Joe Reisman orchestra 
under the title “Eldorado.” It will 
be included in an RCA-Victor 
album scheduled for October re- 


lease. 
> > * 


Names 


Philip H. Blue has been named 
advertising director for the Paw- 
tucket (R. 1.) Times. Blue replaces 
Irvin R. Van Aurman, who has be- 
come publisher of the Nashua (N. 
H.) Telegraph. 

> > , 

Joe H. Langhammer has joined 
Powell Advertising, Inc., Detroit, 
as vice-president. Prior to joining 
Powell, Langhammer was a mar- 
keting - merchandising executive 
with D’Arcy Advertising Co., Cleve- 
land. 

* ™ > 

Robert R. Henn has been named 
manager of the Chicago sales office 
of Farm & Ranch. 


> 
Vincent Shallow nes joined Metro- 
politan Sunday Newspapers, Inc., 
as a member of the sales staff of 
Sunday. Shallow formerly was pub- 
lisher of Spot magazine. 
7 * * 


William Ogden, former Detroit 
manager of Capper Publications, 
Inc., has joined the advertising staff 
of Farm & Ranch magazine. Ogden 
will make his headquarters in the 
Chicago sales office of Farm & 
Ranch, and will work with the 
advertising and agency industry in 
Detroit. 

. * * 

Hal H. Thurber, formerly man- 
aging partner of Ewell & Thurber 
Associates, Toledo, and author of 
Willys “Jeep” advertising from 
1945-1955, has been elected execu- 
tive vice-president of Wade Adver- 
tising Agency, Inc. 

* * . 

R. E. Cook has been named as- 
sistant national sales promotion 
manager of Chevrolet. Cook had 
been sales promotion manager in 
the Rocky Mountain Region in 
Denver. He joined the company in 
Omaha 10 years ago. 





“I'm no salesman... 
Il run a garage! 
Thank aaa wl 


these babies 


ARMOR-FLEX 
New Front Floor Deluxe 


FLOOR: ‘PRIDE 


No salesman needed! Whether displayed at a garage, service station 
or car dealership, the new Deluxe Floor Pride sells itself! Here is a 
front floor protector mat giving full door-to-door protection on toe- 
board, floorboard, and over-the-hump. Available in choice of 3 spar- 
kling colors plus white or black to match any car interior, 


Matching Deluxe MINUTEMAT 


Rear floor, matching Minute- 

mat combines with Deluxe 

Floor Pride to give full- 
floor protectin. 









Pow 


America’s Most Complete Line 
Of Floor Mats & Protector Mats 


From the famous Armor-Flex Floor Mat with the “built-in contour” to 
protector mats in all sizes and styles . 
mat line. And it's your line to extra sales and profits. 


= Ehwe 


‘DOCU MANUFACTURING corRP. 


. that's the Armor-Flex complete 


FLOORKINGS ECON-O-MATS 


1761 LONDON ROAD ¢ CLEVELAND 12, OHIO 


Mail Today! 


New free 48-page book “Blue- 
pose for Profits’’ shows 
equipment. training course, 
*Pays-for-ltcit” purchase plan 
mees of other 


tors “Take a minute and the 


INLAND MFG. CO. 
1108 Jackson St. 
Dept. AN-9 Omaha 2, Nebr. 





REPAIRING RADIATORS! 


“My INLAND Radiator Department brought in an additional $3,969 
in a single month” says Bob Neyland, Neyland’s, Baton Rouge, La. 


$10,000 to $20,000 a year additional volume is common! “$16,750 
in one year’”—McRill’s, Twin Falls, Idaho, “$13,199 a year!” — 
Town Auto Co., Allentown, Pa. “$10,650 the first 8 months!” — 
Jack Fagan, Delevan, Wisc. 


20 to 30 Million Radiators Need Servicing Yearly! Tests prove 
83% of all radiators over a year old are partly plugged. And with 
today’s engine power increase and cooling capacity decrease, par- 
tial plugging can cause overheating and serious engine damage. 
Inland equipment shows customer need for radiator-cleaning—is 
designed for fast easy production methods—stays neat and clean. 


Inland, world’s largest radiator equipment manufacturer, 


offers complete package— Equipment, Training, Merchandising, 
“Pays-For-Itself” Purchase Plan. 
ee ee ee 





Radiator Repairman Soldering Radiator 


INLAND MFG. CO., Dept. AN-9 
1108 Jackson St., Omaha 2, Nebr. 


Please send new free book, “Biveprint fer Profits.” 

ORR erent 
(PLEASE PRINT) 

ED cemeseneemanintiininidline 
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if dealer, make of cor sold 
9} Are you now operating « radiator Dept. [) Yes [] Ne 


















































Crushproof 


(WOFFERS 


FIVE SIZES OF NEOPRENE (1700-250) TUBING 





FOR ALL PASSENGER CARS AND TRUCKS 


PLUS: 


Handled by Leading Automotive Jobbers Everywhere 


r 
| 





| 
| CRUSHPROOF TUBING CO. | 
| 


® NEOPRENE TWIN TAILPIPE FITTINGS FOR ALL CARS 
@ NEOPRENE ‘Y’ CONNECTORS — UNIVERSAL ADAPTERS 


@ NEW! NEOPRENE DOOR FITTINGS FOR 


FILLING STATIONS AND SMALL GARAGES 


(Exclusive Canadian Distributor: 


B. F. Goodrich Canada Ltd., Kitchener, Ontario) 
ee ae oe eee ena awe 1 r----------- 
For Catalogs and Nearest 1 Our New Factory: 


| CRUSHPROOF TUBING CO, | 
| McCOMB, Ohio ! 


Jobber, Write:-— 
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What's New... 


NSPA Again Publishes 


‘Key Line Calendar’ 

CHICAGO.—Wholesaler members 
of the National Standard Parts 
Assn. have received the annually 
distributed “NSPA wholesaler Key 
Line Calendar,” a cardboard chart 
specifically designed for planning 
sales meetings, scheduling field as- 
sistance, programming advertising 
and other uses. 

This is the sixth consecutive year 
NSPA has published the Calendar, 
which is made up of four sections 
comprising the four selling seasons. 
The calendar provides the whole- 
saler with a merchandising, selling 
and full-year promotional guide 
covering the 24 classes of automo- 
tive products which represent 70 
percent of his total volume. 

= * * 


Bonus Deal by Kem 


FAIR LAWN, N. J.—Dealers who 
buy the NP-111 deal—consisting of 
new fuel pumps and two bronze 
fuel filters—from Kem Mfg. Co., 
Inc., here, will receive free a 
gauge to analyze fuel-pump pres- 
sure, vacuum and flow rate. 

* . = 


Permatex Cuts 


Prices to Jobbers 


HUNTINGTON STATION, N. Y. 
—Permatex Co., Inc., has cut the 
prices of its radiator products to 
distributors and dealers and has 
eliminated the practice of having 








..in our automobile statistics: we never 
ask an opinion, we actually COUNT sales 


Would you like a detailed study of new 
car sales in America’s SIXTH largest 
market? We’ve documented last year’s 
new car sales in the Greater Cleveland 
market ... by ACTUAL COUNT. You 
can quickly see sales by MAKE, by 





_—_ 


Ss 


NOMIC SECTOR of the city and county. 





Automobiles, like all retail commodities 
are sold best by those who know the 
markets best. The Plain Dealer Auto- 
motive report is yours for the asking. If 
you haven’t received your copy . . . write, 


In Parts and Accessory Distribution 


its jobbers stock merchandise 
premiums to be given to customers. 

In a letter to 6,000 jobbers, Wil- 
liam A. Sneed, general sales man- 
ager, said: “Each year the pre- 
miums get fancier, and each year 
their cost is added to the cost of 
the radiator products. We know 
this, because in past seasons we’ve 
gone along with the trend. But 
we're tired of doing our Christmas 
shopping early.” 

According to C. A. Benoit jr., 
Permatex president, prices to dis- 
tributors and dealers have been re- 
duced with the list price remaining 
the same. “This will mean in- 
creased profits at both levels aver- 
aging around 10 percent,” he said. 


Jobber-Supplier 
Relations Improve 


In Oil Industry 


GLENWOOD SPRINGS, Colo.— 
Adam J. Rumoshosky, director of 
the division of marketing of the 
American Petroleum Institute, said 
last week there has been a “most 


encouraging improvement” in| 


jobber-supplier relations over the 
past year because each has been 
more realistically appreciative of 
the other’s problems. 


Addressing a meeting of the 
Colorado Petroleum Marketers 
Assn. here, Rumoshosky said “Sup- 
pliers have taken a new look at 
some of the problems currently 
plaguing the jobbers, and many of 
them have taken constructive steps 
to help their jobbers operate on a 
sound and healthy basis. 


“On the other hand,” he said, 
“more and more jobbers are coming 
to realize the limitations which 
competition imposes on the help 
that suppliers can give them.” 

Pointing out that survival of the 
jobber is not solely a matter of the 
supplier’s discretion, Rumoshosky 
urged jobbers to adopt the “Opera. 
tion Bootstrap” proposal of Otis 
Ellis, National Oil Jobbers Council's 
general counsel. He said this 
proposal, directed toward helping 
jobbers help themselves, is one of 
the soundest and most constructive 
ever advanced by any oil trade 
association. 


Rumoshosky urged jobbers to 
attend the meetings of the jobber 
advisory committee and other API 
marketing committees to judge for 
themselves as to their worth to the 
jobber. 


Automotive Wholesalers 
Slate Workshop at MSU 





LANSING.—The fall workshop of 





the Michigan Automotive Whole- 
salers Assn. will be held Sept. % 
at Kellogg Center, Michigan State 
University, East Lansing. 

Jack Heffelfinger, Boozer - Test 
Management Service, will outline 
jobber programs. 

*” * * 


NSPA Appoints Brusek 


As Interim Director 


CHICAGO.—Frank A. Brusek, 
president of Motor & Axle Parts 
Service, Inc., Chicago, has been 
appointed interim wholesaler direc. 
tor for National Standard Parts 
Assn. by President 
Edward Gammie, 
He succeeds H. V. 
Bodine, who re- 
cently severed his 
connection with 
C & D Auto Sup- 
ply Co., Cincin- 
nati, as NSPA 
regional vice- 
president for the 
North East Cen- 
| tral Region. 
| F. A, Brusek Prior to his 
| present appointment, Brusek has 
served on numerous NSPA com- 
| mittees and subcommittees. He was 


| 





|a member of the NSPA 1957 con- 
|vention program committee, and 
|was past president of the Illinois 
| Automotive Assn. 


Accessory Show 
‘To Speed Sign-In 


| PHILADELPHIA, — Exhibitor 
| personnel and visitors to the 3ist 
|annual National Auto Accessories 
of America Exposition at the Navy 
| Pier Feb. 3-6 will be registered in 
advance, Automotive Accessories 
Manufacturers of America has an- 
nounced. 

The new policy will eliminate 
waiting to register on arrival at the 
Exposition, AAMA explained. 
Badges of admission to exposition 
halls will be mailed in advance. 

Admission badges will be for- 
warded to exhibitors and visitors 


who fill out registration forms to 
be mailed out by AAMA, said 
Herman Erlichman, show manager. 


Ford Sales Office Gets 


New Quarters in Missouri 

ST. LOUIS.—The St. Louis divi- 
sion sales office of Ford Motor Co. 
jis in new quarters in the new 
| Siteman building in Clayton. 
Harry M. Lidgard is district sales 
manager. The office has jurisdiction 
over 225 dealerships in Missouri 
and Southern Illinois. 
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MODEL, by DEALER and by ECO- wire or phone. 


You sell two great @ 1 
RETAIL MARKETS — ata — 
in the Plain Dealer §§ totar *4/A4 bittion 


RETAIL SALES IN CLEVELAND AND ADJACENT COUNTIES 


Cleveland *214 billion 











CLEVELAND 26 ADJACENT TOTAL 
COMMODITY CUYAHOGA COUNTY COUNTIES (000) 
(000) (000) 
Total Retail Sales 2,247,897 1,999,804 4,247,701 
Furniture, Household Appliances 227,267 


124,695 


*Akron, Canton and Youngstown’s Counties are not included in above Sales. 


The Cleveland Plain Dealer 


Represented by Cresmer & Woodward, Inc., New York, Chicago, Detroit, Atlanta, 
San Francisco and Los Angeles. Member of Metro Sunday Comics and Magazine Network. 


102,572 

























Dealer Shop Talk at Derb 


In the Chevrolet dealers headquarters suite at the All-American Soap Box Derby, 
Vera Smith, from left, of Ammon R. Smith Auto Co., York, Pa.; Samuel Clasen, Clasen- 
Morse Chevrolet Co., Kansas City, Kans., and William Stacey, Chevrolet assistant sales 
promotion manager, engage in a round of shop talk. The Chevrolet headquarters 
suite greeted more than 80 dealers for the annual classic, most of them supporting 
local entrants in the Derby. 
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Dispersion Coating System 
A booklet on the “Kel-F” brand 
dispersion coating system, discuss- 
ing halofluorocarbon dispersion 
coatings for industrial corrosion 
control and contamination preven- 
tion — 4 pages, free. Minnesota 
Mining and Mfg. Co., Dept. B7-227, 
900 Bush St., St. Paul, Minn. 
+ 


t + 


Car Projects with Plastic 


A manual on repairing and re- 
styling autos with plastics and 
giass fiber—$1. Taylor & Art., Inc., 
Plastics, 1710 E. Twelfth St., Oak- 
land 6, Calif. . 


* * 


Mechanical Design 


“Fundamentals of Mechanical 
Design,” primarily a textbook — 
526 pages, $8.75. McGtaw-Hill Book 
Co., Inc., 330 W. Forty-second St., 
New York 36, N. Y. 

> * * 

Aluminum Joining Method 

A technical bulletin, “Low Heat 
Input Process Overcomes Indus- 
try’s Aluminum Joining Prob- 
lems”—sizx pages, free. Eutectic 
oe Alloys Corp., 40-40 172nd 

we 58, N. Ps 


Titanium for Aetiine 

A brochure describing corrosion 
resisting qualities of titanium in 
anodizing operations—four pages, 
free. Johnston & Funk Titanium 
Corp., 719 W. Kemrow Ave., Woo- 
ster, O. 


> * > 


Preheater Maintenance 
A maintenance manual on KIM 
Hotstart electric preheaters for 
gasoline and diesel engines — 12 
pages, free. KIM Hotstart Mfg. Co., 
917 W. Broadway, Spokane 1, 
Wash. 





Tank Vehicle Code 


The 1957 edition of NFPA stand- 
ard on tank trucks, Recommended 
Regulatory Standard for Tank 
Vehicles for Flammable Liquids, 
NFPA No. 383, has been published | 
by the National Fire Protection 


Assn., 60 Battermarch St.. Boston 
10, Mass. 
> > > 
Pillow Blocks 


Information on spherical roller- 
bearing pillow blocks—eight pages, 
free. Dodge Mfg. Corp., Misha- 
waka, Ind. 


°46-°57 Auto Guide . 


Cross index identifying every car 
by model name and model number 
from 1946 through 1957—free. Kem 
Mfg. Co., Fair Lawn, N. J. 

> > 


Resistance Alloy 


An 8-page illustrated catalog 
describing an improved Copel 
copper-nickel resistance alloy de- 
veloped for use on “cold” resistor) 
applications is announced by Hos- 
kins Mfg. Co., 4445 Lawton Ave., 
Detroit 8, Mich. 

* 





Grinding Wheels 


A new two-color 8% x 11 two- 
page engineering data sheet list- 
ing grinding wheel recommenda- 
tions for finishing overlays of 
Colmonoy hard-facing alloys is 
available from Wall Colmonoy 
Corp., 19345 John R St., Detroit 3, 
Mich. 

* 


Car Rental Manual 


A newly-revised car rental 
manual has been issued by Avis 
Rent-A-Car System, 184 High S&t., 
Boston 10, Mass. 

*x 


Curtis Master Loader 


The Curtis master loader, elec- 
trically-powered tailgoate loader, is 
described in a bulletin released by 
Curtis Automotive Devices Co., 
Bedford, Ind. 


els E nd Mill 


DoALL Co. Des Plaines, Ill., an- 
nounces in a new piece of litera- 
ture the design features that ex- 
plain the principle of its new con- 
trolled-penetration end mill. 

* - . 


Aetna Bearing Catalog 


Aetna Ball & Roller Bearing Co. 
has issued the 15th edition of its 


Bulletin Board 








general catalog and engineering 
manual. Address is 4600 Schubert 
Ave., Chicago 39. 

* * 


* 


Engine-Hour Meter 
A catalog, No. 600, dealing with 
the Hobbs engine-hour meter—12 
pages, free. John W. Hobbs Corp., 
2226 Yale Bivd., Springfield, Il. 


1957. Statistical Abstract 


The 1957 edition of the Statistical 
Abstract of the United States— 
1,061 pages, $3.50. Superintendent of 
Documents, U. S. Government 
Printing Office, Washington, D. C. 

* + 


o 


Industrial Installations 


A two-color brochure describing 
and illustrating services in the field 
of industrial installations—16 pages, 
free. Commercia] Contracting Corp., 
12160 Cloverdale, Detroit 4, Mich. 
* . * 


Industrial Equipment 
A handbook of industrial equip- 


ment, dealing with devices for the 
office and factory and their use and 
maintenance—free. General Indus- 
trial Co., 5744 Elston Ave., Chicago 
30, Ill. 


* * + 


Dry Film Lubricants 


Some dry film lubricants have 
high pressure and anti-wear proper- 
ties as good as or better than ex- 
treme pressure oils, according to a 
report of tests conducted by the Air 
Force. The report, PB 121922 Eval- 
uation of Dry-Film Lubricant Coat- 
ings, Part 1, may be ordered from 
OTS, U. S. Department of Com- 
merce, Washington 25. It contains 
29 pages, price 75 cents. 


* * * 


Safety Films Listed 


“Catalog of Traffic Safety Motion 
Pictures for 1957’—27 pages, free. 
Highway Traffic Safety Center and 
Audio-Visual Center, Michigan 
State University, East Lansing, 
Mich. 


* * * 


New Kardex Model 
“The Finest Expression of Visible 
Record Keeping”’—introducing the 
Kardex Aristocrat model — four 
pages, free. Bulletin KD-829, 
Remington Rand division, Sperry 


Rand Corp., 315 Fourth Ave., New 
York 10, N. Y. 


* * * 


Detergent-Inhibitor 


Report on Paranox 302, a| gee 


detergent-inhibitor—14 pages, free. 
Enjay Co., Inc., 15 W. 5ist St., New 
York 19, N. Y. 


* * * 


Steel Milling Cutters 


Forty-nine types of steel milling 
cutters—32 pages, free. Goddard & 
Goddard Co., 12280 Burt Rd., De- 
troit 23, Mich. 


* * * 


Heat-Exchanger Data 


“Design and Cost of Heat Ex- 
changers .. . Using Wolverine Tru- 
fin”—free. Wolverine Tube division, 
Calumet & Hecla, Inc., Guardian 
Building, Detroit 26, Mich. 


+ * * 
Flexible Shafts 
“S. S. White Standard Flexible 
Shafts’”— free, Bulletin 5608, S. S. 
White Industrial division, 10 E. 
40th St. New York 16 N., Y. 
* * + 


Machine-Tool Catalog 


Catalog on Dumore Versa-Mil, 
portable precision matching tool— 
free. Catalog VM-57, Dunmore Co., 
1300 Seventeenth St., Racine, Wis. 





Welcoming Committee— 


T. Dayton Davies, Davies Chevrolet Co., 
Seattle, was named ‘King Neptune Vili” 
for the 1957 Seafair celebration in Seattle 


this year. Davies, a former president of 
the Seattle Automobile Dealers Assn., here 
escorts Queen Sandra Marie Teslow 
aboard the heavy cruiser USS Saint Paul 
to welcome the Naval Task Group to the 
Seafair. Davies and his son Thomas, are 
partners in the dealership. 









CUT DOWN 


You’ ll 


selling even faster. 


xtra *1,040 profit 


ON “WALK-AWAYS” 


You know that used cars move faster (and at higher 
prices) when they’re equipped with radios. 

Yet every fourth car lacks a radio, and this prob- 
ably includes the cars on your lot right now. 


You can move these radioless cars faster — and 
make a lot more money on the deal—by telling 
prospects just two things: 
ive them a new Motorola Car Radio 

for as little as $39.95, and add it to their 

regular payments. 

You’ve got a Motorola Car Radio that fits 

their dash perfectly, and it can be installed 

in a matter of minutes. 
If you sell just one Motorola Car Radio a week, 
your yearly profit will be at least $1,040! 
No installation problems. You can handle it yourself 
in about 20 minutes and pocket the extra profits. Or 
your Motorola installation station will do it for you. 
Sales higher than ever—increased by 30% last year. 
And this year—with the most revolutionary im- 
provement in 27 years— Motorola Car Radios are 


Transistor-powered ’57 Motorola Car Radios give 
you sales advantages like these: Transistors won’t 
ever wear out. Replace 16 parts that cause 75% of the 
trouble in other car radios. Cut battery drain by 
50% or more. End all mechanical noise and vibration. 

Get all the facts on the profitable Motorola Car 
Radio business today. Just mail the coupon. No 
obligation, of course. 


MMOTOROLA 


World's Largest Exclusive Electronics Manufacturer 


qmasemarasesesanaeanananabamey —---------4 


Motorola, Inc., Dept. AN-9 

4545 W. Augusta Bivd. 

Chicago 51, Illinois 

Atin.: Car Radio Department 

Please give me all the facts about the profitable 
Motorola Car Radio business. Thank you. 
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PRODUGTION 
‘i 


IRON CASTINGS 


Ff 


y 
ae 


GREY 


ONE OF THE NATION'S 
LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 


sae ee BY 
DP FOUNDRYIDIVISTON: 


Tc 


MAIN OFFICE VAND MANUFACTURING PLAN 


CHATTANOOGA’ 2, TENNESSEE 


Need 
Compensation Plans? 


We've got them for you, galore. Yes, you can now have your choice— 
or make up a combination plan of your own from the more than 70 
plans which we can furnish you, covering the following positions: 


All taken from our research with currently operating dealers all over 
the nation. Mostly incentive type. It would cost you hundreds of dollars 
to obtain them yourself. THEY WILL MAKE YOU THOUSANDS OF 
DOLLARS ADDITIONAL PROFITS. 


DEALER PRICE ............-20..--.-..- ONLY $17.95 


Mail your check today. Put them to work immediately. 
Also write us about our annual “Research Management Service” 


Clilomolive Griltyiited. 


Retail Research Specialists 


10600 Puritan Avenue Detroit 38, Mich. 





N Oo WwW Get Complete 


Accurate Wholesale Costs of 

All New 1958 Cars and Equip- 

ment in the 1958 Edition of 
“AUTO COSTS” 


Get the new 1958 edition of “AUTO COSTS” — the 
authoratative book that gives the only complete listing 
of the wholesale costs of all new 1958 cars and equip- 
| ment. (EDSEL PRICES INCLUDED!) 


| Don’t tose a sale to a competitor becouse “think” 
| you _ — a costs are. A wrong aealaad $25.00 
may sale. You'll so Is wii i 
eas ve mony deals with this 





ayeneh 0. es 
----copies 1958 Edition of AUTO COSTS 
@ $10.00 per copy, (post paid). 


BN cadcecoue | 
Oren nan n en enone ene eee The full price of “AUTO COSTS” is oni . 
aS | whch inleden free supplements contoining Sil pce 
eo |e sec 
EE | AUTO COSTS 
P. ©. Box 224 
ALSO INCLUDE FREE 1957 EDITION | New York I, N. Y. 
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Correspondent George L. Glaser Writes . . . 





Auto Letter from Europe 


TUTTGART, Germany.—NSU, 

world’s largest motorcycle pro- 
ducer, has introduced its first car in 
about 25 years. The firm put $5 
million, plus a lot of intelligence, 
into this small car, the Prince, 
which weighs about 1,050 pounds. 

As a newcomer in the 600 cc 
class, it will compete with Fiat, 

Lloyd, BMW and others. The 
body, a unit structure, seats four 
persons and has two doors, hinged 
in the front. Luggage space is in 
front, above the gas tank, battery 
and spare wheel. 

The glass area offers maximum 
vision. Rear side windows are 
curved. Front-door windows slide 
sideways, moved by crank. The car 
has 4.40 x 12 inch tires. The car has 
zero over-or-under-steer. The steer- 
ing gear is of gear and rack de- 
sign. The car has two grease 
fittings; both on the front end. The 
front suspension has upper and 
lower A-frames, coil springs and 
rubber cushions are utilized. 

* > J 


Independent Suspension 


, rear suspension, independent 
for each wheel, swings on tubu- 
lar arms and also is equipped with 
coil springs. 

Roadholding will be excellent, 
with sidesway not over three 
degrees. The power plant is a 
blower-cooled, two-cylinder over- 
head-camshaft engine with four 
heavy duty main bearings. The 
blower is crankshaft-driven with- 
out belts. 

While 30 H.P. is possible, horse- 
power has been kept below 20 to 
assure endurance and get a low in- 
surance rate, since German rates 
are based on advertised H.P. 

The Prince has a crankshaft- 
mounted unitized, noiseless starter- 
generator of 12 volts. 

A four-speed transmission and a 
planetary type differential make up 
the rear-engine power plant, sus- 
pended in soft rubber cushions. 
Heat is taken from the air cooling 
system. (There-is a fresh air duct 
in front of the car, something 
which is missing on the VW.) 

* 7 > 


3-Quart Oil Capacity 
= power plant is lubricated by 
three quarts of engine oil, which 
includes transmission and differen- 
tial. The reutrn of the front wheels 
to straight position is spring- 
assisted—a novelty. Most items are 
produced by NSU. 

Production schedules call for 
5,000 units a month in 1958, with 
more scheduled for 1959. Produc- 
tion for ’58 already has been sold 
out. Camshaft-overhead drive is 
by connecting rod, in the NSU- 
Max manner. 

Export of the Prince to the U. S. 
is unlikely before late 1958. 

NSU is ready with an automatic 
transmission for small vehicles— 
hydrostatic drive—and is testing it 
on 100 scooters. Within two to three 
years, the same type will be ready 
for the Prince. . 

> > 


New Rometsch VW 


OMETSCH, the custom body 
builder of Berlin, has a new 
luxury version of his VW coupes 
ready for the Frankfurt show. 
7 > 
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School in Good Hands 


mechanic-training program 

in West Berlin is in the capable 

hands of Walter Lueckermann, 

president of the master mechanics’ 

test committee and director of the 

Automotive Mechanics Guild 
school. 

The program calls for a 3%-year 
apprenticeship in a shop plus 
training in the school. 

The school is equipped with fa- 
cilities for studying torque, hy- 
draulic pressure, air compression 
and related subjects. Lueckermann 
would like to add a V-8 engine and 
transmission. 

The school has one antiquated 
item which is of considerable in- 
terest. It is a prewar Stoewer 
chassis built in Stettin with 
front-wheel drive and independ- 
ently sprung rear wheels. 

Lueckermann said he would be 
willing to trade the chassis for 
equipment that would be more 
useful in the training program. 

Lueckermann would like to have 
American boys come to his school 


for training. He feels that an 

American and German could be 

trained side by side, thereby build- 

ing international understanding 

and possibly prepare the German 

for work in the U. S. 
+. 


* * 


New Model Is Delayed 


oS P-50, the car with the plas- 
tic body and air-cooled engine 
that was supposed to be marketed 
in the Soviet zone this year, will 
not make it before the end of the 
year. 

The Zuendapp Janus, with seats 
facing the front and rear and the 
engine in the middle, is on sale. A 
larger engine will be available on 


models next spring. 
= + = 


Auto Salesgirls in Europe 


Aone to trade publication 
reports, Paris auto dealers have 
begun employing women to sell 
cars, and firms in Italy, Austria and 
Switzerland have followed suit. 

In one month in Germany, more 
than 100 salesgirls were hired, 
mostly after mechanical training 
in the service department. 

The girls have done a fiine job 
and only one difficulty has been 
reported: Men buy too easily. 
They purchase cars that are too 
expensive and sign installment 
contracts that are beyond their 
means—in order not to show 
their financial weakness before 
the salesgirls. 

I know several women who have 
owned dealerships, three in Berlin 
alone. One, Mrs. Pelzer-Werner, is 
over 70 but she still works a full 
day. She entered the auto business 
30 years ago as a saleswoman and 
now owns a BMW dealership. 

> 


Opel Names Busch 


= J. RADL, financial manager 
*for Opel, has returned to the 
U. S. His successor will be H. L. 
Busch. 


” ” 


- 
Six Dual Carburetors 
ARRY SHELL, American race 
driver from Paris, has driven 
the new mechanical super tiger of 
Maserati. It has 12 cylinders, six 
* > > 





Inside Look at German Taunus— 


Pretty German fraulein is pleased by the highly styled interior of the new Ford 
Taunus, built in Cologne. The all-new dashboard features “piano” switches and a 
U.S.-type speedometer. The car uses a deep-dish steering wheel. 

_ 


Newcomer in Foreign-Car Field— 


The Prince, which will compete in the Fiat and Lloyd class, has been introduced 
by NSU, German manufacturer of motorcycles. It is the firm's first auto in a quarter 


of a century. 











dual carburetors and 24 ignition 
coils; however, it still isn’t quite 
fit for the races. Parts wholesalers 
would love to have cars like this 
on the road. a. o> 


Porsche Prepares Racer 

Se the successful Ger- 
man sports-car builder, has for 

the first time a genuine racer un- 

der test. It is a still lower car with 


gasoline injection. 
> + * 


Ordered Car, Won Same 

F- J. HEATH, a postal technician 
from Nairobi, Kenya, was 

pleasantly surprised when he ar- 

rived in London to pick up a Hill- 

man Minx he had ordered. 

A reception committee greeted 
him and presented the new car— 
for free. Seems Heath had won the 
car for his letter in an international 


vacation contest. 
= = = 


Speed Limits Due 
PEED limits in German cities 
will be reintroduced at about 
35 miles per hour. This means that 
in many cars with four forward 
speeds, one will not know whether 
to drive in third or fourth gear, 
especially since they haven't 
enough torque to pull sufficiently 
in fourth gear at this low speed. 
> + = 


New Citroen Engines 


A FEW years ago I indicated in 
this column that Citroen would 
probably add two new engines, just 
as far advanced as the car with 
the hydraulic-pneumatic air sus- 
pension. 

According to the news from 
France, the two new engines should 
be ready soon. They are air-cooled, 
boxer-type motors, one a four cyl- 
inder, the other six. 

+ > 


British Win Grand Prix 
paar — something 
the British certainly have— 
leads to success. The Vanwall, a 
British race car won the Grand 
Prix against the elite of Italy. No- 
body would have given this car a 
chance about 12 months ago. 
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orders upholstery from the various 
mills, tires from the various tire 
and rubber companies, Hydra-Matic 
transmissions, Borg-Warner trans- 
missions only to name a few items, 
nany months in advance of their 
being assembled into their finished 
product, the automobile. And, once 
these units or automobiles are pro- 
jected they are going to be built 
for sale to some dealer. 


During my tenure of a factory 

man I have been asked by many 
dealers—“Gus, do I have to take 
all of these cars?” My answer in 
each case was “No, sir, you do 
not.” However, if a lot of dealers 
do not take the cars allotted to 
them we of necessity would have 
to cut out one day’s production 
a week and that would get to the 
headlines of newspapers with the 
result that the dealer would sell 
still less. 
Mr. Bell, I admired your 1957 
address at San Francisco NADA 
Convention where you reminded the 
dealers that they too have a re- 
sponsibility. One of the many high- 
lights of my career with a factory 
is this: In one certain year we had 
a so-called dealer new-car sales 
contest and the one who got credit 
for doing the best sales penetra- 
tion job in the entire U. S. was 
no less than myself, When I 
launched this program with my 
dealers, I discussed it with them 
and brought to their attention what 
Dearborn would like to have us 
accomplish; in addition to this I 
had refreshments and explained to 
the dealers that I would like to 
make the trip to Dearborn and I 
couldn’t make it without their sell- 
ing efforts. 


I not only went to Dearborn to 
see how these cars were assembled 
but during this sales contest our 
branch received the highest market 
penetration over all other manu- 
facturing and distribution points 
and as a result of it, 10 of the top 
men were sent to Dearborn. While 
at Dearborn, the 10 of us were ad- 
vised that Mr. Ford may or may 
not visit our assembly. So believe 
me the 10 of us dressed for the 
occasion each day and as I recall, 
it happened on either the second 
or third day. Mr. Ford came in the 
toom, looked us all over and said 
“You men have on some good look- 
ing suits, how can you afford 
them ?” 

There was a silence after that 
question and I answered, “On the 
expense account, is there another 
way Mr. Ford?” to which Mr. Ford 
said, “At least we have one honest 
man in here.” Bless his soul. They 
were all good factory men in the 
group! 

Automobile factory men are help- 
ing the dealers throughout this 
country, For example, it was neces- 
Sary to install a dealer in a town 
whom I thought would do a pretty 
good job, but they had very little 
money. The three of us went to 
their stepmother to get the required 
capital and today, I am informed 
that they own the block! I also can 
recall one new dealer replacement 
who let his accounts receivable get 
up to $17,000 and I informed him 
that I would withhold new-car ship- 
ments to give him a chance to 
collect his accounts receivable, and 
I did. The flow of new units was 
reinstated when his accounts re- 
ceivables came down to $12,000. I 
could give you many, many more 
management help that factory men 
do for a lot of dealers but I will 
not bore you with them, 

I am personally not for terri- 
torial protection and I feel, with 
the continued projected road 
building program, making it easy 
to cross this great land of ours 
or state, that it would be an in- 
justice for the purchaser of an 
automobile, to ask him to buy his 
favorite brand of car from the 
dealer in his zone of influence, 
and in many cases the purchaser 
has not been contacted by that 
dealer of his salesman that ‘here 
is where he should buy his auto- 
mobile.’ 

The automobile factories have all 
modernized their selling agreement 

with the dealer and you of NADA 
have done your share of work sell- 
ing these factory men on the feasi- 
bility of incorporating certain 


In the Letterbox 


(Continued from Page 10) 










items in these late selling agree- 
ments. 

I should like to end the factory 
part of this letter with a question: 
“In what business can you go in 
with a certain amount of capital 
and have it returned in from one 
to three years, excluding State and 
Federal taxes?” 

The new-car dealer is entitled to 
a finance reserve if he sells a con- 
tract and to an insurance commis- 
sion if he sells insurance, on the 
sale of that new or used car. Re- 
cently, in one of the 11 Western 
states, one of the bankers allegedly 
got away with some money but that 
does not make the other bankers 
dishonest. Just because a few 
dealers do some razzle-dazzle ad- 
vertising, it does not or should not 
impair the character and operating 
managements of all dealerships, 

Every dealer gets a certain allot- 
ment from a manufacturer and he 
knows well in advance when the 


There are important differences in oil. 


100% Pure Pennsylvania—the world’s finest 
—Wotr’s HEap is refined three steps beyond 
ordinary motor oils and then Scientifically 
Fortified to make it the “finest of the fine.” 
Wotr’s HEap is the superior Premium motor 
oil that makes a difference—to your cus- 


tomers . . . and to you. 


To your customers, Wo.¥F’s HEap lubrication 
can mean the difference between happy, 
trouble-free motoring . . . or faulty operation 
and costly, avoidable repairs. To you, it can 
mean the difference between occasional cus- 
tomers and satisfied, steady customers who 
know that they are getting the best. 


to both you 


and your 
customers! 


manufacturer of his automobile is 
planning an expansion, Right then 
is when that dealer should plan 
some extension facilities, sales force 
or whatever it takes to move or 
sell at a profit those additional cars 
that will be allotted to him a year 
from now or when the factory fa- 
cilities have been increased. 


I am of the opinion we are already 
past the two cars in the family, 
and are well on the way to three 
cars in a family; and it is the 
dealer’s responsibility to get his 
sales manager and salesmen think- 
ing of sales in those terms. 


In your local papers and many 
other publications, it is being 
brought to our attention daily that 
banks are merging with other 
banks, dress shops merging with 
other dress shops, Food companies 
merging with other food companies, 
etc. But, as long as the automobile 
factories and dealers have a sales 
agreement in effect between them 
we do not have to fear that the 
man with the small amount of 
capital doesn’t have a chance in 
the automotive industry. 

In 1952, the wholesale manager 
from a Los Angeles branch came 
into my office and said, “Gus, we 
have a complaint on your opera- 
tion. A gentleman stated in a letter 


That’s quite a difference. 


WOLF’S HEAD OIL REFINING CO., INC. 


Prueel 





100% Pure Pennsylvania 


OIL CITY, PA. 


Scientifically Fortified 


“GUIDE TO THE WEATHER” 
Folder. Tells how to forecast 
weather. Write for a copy. 





Member, Penna. Grade 
Crude Oil Association 





S-P Directory Lists 
Truck Equipment Outlets 


SOUTH BEND.— Studebaker- 
Packard has published a Stude- 
baker Transtar Special Truck 
Equipment Directory which lists 
hundreds of truck equipment 
dealers and distributors in the 
U. S. It was issued, the firm said, 
to give S-P dealers a greater 
profit opportunity. 

“The modern trend in truck 
purchasing is to procure equip- 
ment ready for immediate use,” 
said Clare Hitchcock, truck sales 
manager. He added that this 
trend offers dealers additional 
profit per sale if they will ac- 
quaint themselves with reliable 
dealers and distributors of truck 
equipment. 





to our home office you forced white 
wall tires down his---throat.” 

Since I did not do that type of 
selling and since I will tolerate no 
complaints, I asked my office man- 
ager to make out a check for the 
full price of the car less the sales 
tax and license and I have signed 
legal documents to prove this; I 
bought the car back! 

This is the best advertising pos- 











100% PURE 
PENNSYLVANIA 


®@ Longer lasting 

© Superior protection 

@ Keeps engines clean 
' @ Keeps power high 


sible for a dealer. The factory man 
did not request it; their only sug- 
gestion was to call the car in and 
put on black tires. Maybe that is 
why those two dimes in my pocket 
are getting thin from rubbing ’em 
together! 

Mr. Bell, I feel since the automo- 
bile dealers have the NADA and 
the factory dealer relations com- 
mittees in addition to the new sales 
agreements that it is time to get 
the investigating committees and 
the few inexperienced automobile 
BBBs off the backs of the factories, 
the reputable dealers, the reputable 
finance companies and the insur- 
ance companies so that the new 
car dealers will continue adver- 
tising ethically, their firm name, 
their brand name of automobile 
and sell them at a profit. 

Automobile business is an honor- 
able business and America was 
founded on competition and it will 
continue to grow bigger and bigger 
in a competitive atmosphere with 
the new selling agreements.—G. J. 
Rerziarr, 8025 North Fifth Ave., 
Phoenix, Ariz. 


Smith Takes Rambler 
Smith Motor Co., Douglas, Ga., 
has been appointed as a Rambler 
dealer. 
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Safety Check? 


Inspection Gripes Flood 
Buffalo BBB, Police 

BUFFALO. — Complaints about 
the State-ordered inspection of 
motor vehicles have been received 
by the Buffalo Better Business Bur- 
eau and the State Police. 

All the complaints have dealt 
with the sale of used cars on which 
an inspection sticker is required. 
Buyers have charged they discov- 
ered such things as brakes and 
lights were not in good working 
order, despite the inspection ap- 
proval. 

Gleason Lapey, of the Better Bus- 
iness Bureau, said: “In many cases 
the owners told us that when they 
went back to complain they were 
told the car was in good shape 
when it changed hands and it was 
too late then to do anything about 
it.” 

Capt. John P. Ronan, of Troop 
A, explained that five men are de- 
tailed exclusively to checking on 
the inspectors. In addition they 
make periodic re-examinations and 
investigate all complaints, the cap- 
tain said. 


© HERES A REAL 
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Mohawk Rubber Co. has ap- 
pointed Larry W. Angst manager 
of its new Helena (Ark.) factory. 
He joined Mohawk in 1955 and 
most recently had been manager 
of the Littletown (Colo.) plant. 

Charles W. Harger has been 
named to succeed Angst in Little- 
town. He joined Mohawk in 1956 
and had been in charge of process 


development. 
* + > 


Keller Joins Brooks 


Brooks Rotameter Co., Lansdale, 
Pa, announces appointment of 
George D. Keller as its chief engi- 
neer. Keller was recently associ- 
ated with Penn Industrial Instru- 
ment Corp. as vice-president and 
general manager. 

Cc. H. Reynolds, senior vice- 
president, will have charge of the 
company’s manufacturing facilities 
in Mount Clemens, Mich.; Cleveland 
and Windsor, Ont. 

William I, Wilt, formerly general 
manager of the standard produc- 
tion instrument division, has been 


MAINTENANCE 


_ MONEY SAVER...MONEY MAKER! 


Cleans, 
Sterilizes, 
Disinfects, 
Heats, 
Sprays 


g 
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STEAM CLEANER 





much more efficient 
at much less cost! 


Uses % as much fuel...a real whirlwind 
of a cost cutting, dirt-and-grease cutting 
machine. Outperforms big machines 
where a handy cleaner is needed. Pres- 
sure impact of steam penetrates smallest 
cracks and crevices. Permanent mount 
or portable on rubber tire wheels (op- 
tional at small additional cost.) 


Send for complete information 
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Vapor Heating Corporation 


80 East Jackson Boulevard, Chicago 4, Illinois, Dept. 105 
Give me all the facts about the new Vapor “45” Steam 





Cleaner. 

Name a 
Company. 

Addres 

City. State. 
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Personnel 


advanced to assistant vice-president 
of this division. 
= + + 


Mansfield Promotes Taylor 


Mansfield Tire & Rubber Co. has 
appointed Paul C. Taylor factory 
manager of its plant in Oakland, 
Calif. Robert M. Kallgren has been 
named director of engineering at 
the Mansfield (O.) plant to succeed 
Taylor. 

* + € 


LeRoi Promotes Feucht 


Albert Feucht has been named 
manager of the Cleveland plant of 
the LeRoi division of Westinghouse 
Air Brake Co, He formerly was 
manager of manufacturing at the 
plant. 

a a + 


Long Mfg. Names Norton 


Assistant Engineering Chief 


Roy Norton has been named as- 
sistant director of engineering for 
Long Mfg. divi- 
sion, Borg- 
Warner Corp. 

Norton joined 
Borg - Warner 
three years ago 
and had been 
serving as trans- 
mission engineer. 
A graduate of the 
University of 
New Hampshire 
in 1936, he previ- 
ously served 


Roy Norton 
Bower Roller Bearing Co., Mack 
Trucks, Inc., and SKF Industries. 


* > a 


Thornburgh Is Appointed 


Dana Corp. Sales Engineer 

day W. Thornburgh, 33, has been 
named sales engineer in the uni- 
versal joint division of Dana Corp.’s 
sales department in Toledo. 

Thornburgh was transferred from 
his duties as a universal joint engi- 
neer in the company’s engineering 
department, a post to which he was 
appointed in 1955. 


= > > 
Silicones Ups Two 
R. S. Abrams has been appointed 
general manager and L. J. Sinnott 
general sales manager of the Sili- 
cones division, Union Carbide Corp., 
it is announced by W. B. Humes, 
president. 
> > 7 


Chrysler Defense Division 


Boosts Utz in Engineering 

Chester C. Utz has been named 
executive engineer of Chrysler 
Corp.’s Defense Operations division. 
He will direct defense engineering 
activities at central level and 
supervise resident engineering in 
the division’s plants. 

Utz joined Chrysler Corp. in 1929 
as a chassis designer. He had 
served as chief engineer for Chrys- 
ler defense engineering from 1953 
until his new assignment. 

= * - 


Eaton Promotes Cervenik 


Leonard R. Cervenik, who started 
his career 16 years ago as a mem- 
ber of the plant protection force of 
the axle division of Eaton Mfg. 
Co., has been promoted to factory 
superintendent of the heater divi- 


sion. 
* > 7” 


Wysong Elected to Office 
In Electroplaters Society 


Ralph D. Wysong, manager of 
manufacturing research at Stude- 
baker-Packard, has been elected 


second vice-president of the Ameri-}« 


can Electroplaters Society. 
Wysong is responsible at S-P in 
seeing that all materials, treat- 
ments and finishes on purchased 
and manufactured parts check to 
specifications. 
r 


Tatnall Names 2 in Sales, 
Forms Inspection-Field Unit 

Tatnall Measuring Systems Co., 
Phoenixville, Pa., a Budd Co. sub- 
sidiary, has added two men to its 
sales staff and established an in- 
spection and field service. 

Clyde T. Moyer has been appointed 
district customer engineer for the 
Middle Atlantic states and the Dis- 
trict of Columbia; Joseph K. 
Strickland has been named district 
customer engineer for New York, 
New England and northern New 





Jersey, and Robert O. Jackob has 
been appointed supervisor of in- 
spection and field service. 


ARco Gives Calaceto Top Post 


In Process Equipment Unit 


Ralph R. Calaceto has been named 
manager and sales engineer of the 
Process Equipment division of Au- 
tomotive Rubber 
Co. New York 
City. The division 
is located in 
Detroit, 

Calaceto’s sales 
duties will be in 
connection with 
the development 
of equipment and 
processes for 
waste and recov- 
ery systems in the 
chemical and al- 





R, R. Calaceto 
lied industries. 

Before joining ARco, Calaceto 
served 6% years as project engineer 
with Chemical Construction Corp., 
of New York, For two years prior 
to that he was general plant man- 
ager for Metal Colorizing Corp., 
Patterson, N. J. 

* * 


Hause Is Promoted 


In GM Engineering 

Charles A, Chayne, vice-presi- 
dent in charge of General Motors’ 
engineering staff, has announced 
the appointment of Gilbert K. 
Hause 4s engineer in charge of 
the engineering staff transmission 
development group. 

Hause succeeds Oliver K. Kelley, 
who becomes chief engineer of 
Buick after serving 17 years as 
head of the transmission group. 
Hause, who was executive assist- 
ant engineer to Kelley, began his 
GM _ engineering career in 1929 
with Delco Products division. 


* * * 


Auto & Aero Names Torbeck 
Manager of Operations 

Richard L. Torbeck has been ap- 
pointed operations manager of Auto 
& Aero Supply Co., Inc., Cincinnati, 
and its affiliate) Brake Manufac- 
turers, Inc. 

Torbeck will manage internal 
operations of both firms, which do 
business in a four-state area. 

= 7 > 
Ford Names Van Vactor 


To Head Louisville Plant 


John W. Van Vactor has been 
appointed acting manager of Ford 
Motor Co.’s Louisville plant. He 
succeeds R. C. Armour who has 
been transferred to Ford division’s 
general offices in Dearborn. 

Van Vactor formerly was assist- 
ant manager in Louisville. He 
joined Ford as a production worker 
there in 1934, served at the Willow 
Run bomber plant during World 
War II and later as production 
manager at Ford’s Memphis plant. 

© 7” = 


Copco Names Griffith 


To Head Manufacturing 


Clarence C. Griffith jr. has beer 
named manufacturing director for 
Copco Steel & Engineering Co., 
Detroit. He formerly served with 
General Motors and Chrysler Corp. 

A graduate of General Motors 


Recording Auto Noises— 


Institute, Griffith was a GM project 
engineer in aircraft and automotive 
assembly operations, He joined 
Chrysler as a tool engineer in 
Newark, Del., and later moved to 
Plymouth as a master mechanic of 


the Delaware assembly plant. 
+ aa + 


B-O-P Promotes Schaeffer 


At Atlanta Plant 


Edwin H. Schaeffer has been ap- 
pointed production manager of the 
Atlanta plant of the Buick-Oldsmo- 
bile-Pontiac assembly division. 

Sidney R. McCleary has been 
named to succeed Schaeffer as the 
division’s director of work stand- 


ards. 
* + = 


Formsprag Names Long 


Thomas F. Long jr. has been 
named sales engineer for Form- 
sprag Co., Warren, Mich. Long 
previously was associated with 
Remington Rand Univac division 
of Sperry Rand Corp. as a research 
and development engineer. 

* * * 


Alemite Names Olsen 


Cyrus P. Olsen has joined the 
versatile materials handling equip- 
ment section of Alemite Industrial 
Sales division of Stewart-Warner 
Corp. as a field specialist in indus- 
trial systems for paint and finishes 


application. 
= + * 


Gamble Joins Stokes 


Howard Gamble has been ap- 
pointed to the New England field 
sales staff of the Press division of 
F. J. Stokes Corp., Philadelphia. 
He will work out of the district 
office in Portland, Conn. Gamble 
formerly was assistant to the engi- 
neering manager at Bachman 
Bros., Philadelphia. 

> 


Mercury Appoints Wilde 


St. Louis Plant Manager 


Frank E. Wilde has been named 
plant manager at Mercury’s St. 
Louis assembly plant. He succeeds 
J. B. Howard who has been named 
Mercury’s plant 
operations man- 
ager at Dear- 
born. 

Wilde has been 
manager of the 
Detroit Ford 
truck assembly 
plant since April, 
1953. He joined 
Ford as a tool- 
maker in 1931, 
became assistant 
general foreman 
of tank final assembly in 1941 and 
was transferred to aircraft produc- 
tion as a general foreman and shift 
superintendent in 1944. He later 
served as general foreman and 
general production manager of 
Mercury car assembly at Dear- 
born. 





Frank E. Wilde 


* = - 

Poyser Joins Ohio Firm 

John R. Poyser jr. has been ap- 
pointed works manager of Leece- 
Neville Co., Cleveland. He was most 
recently associated with A. T. Kear- 
ney & Co., Chicago management 
consultants as a consulting engi- 
neer. 





Getting the driver's “ear-view” of an automobile, Chrysler Corp. engineers are 
shown using a microphone placed beside a driver's head during a road test of a 
new sound-deadening material. High-fidelity tape recordings are made before and 
after application of the new material and then played to a “sound jury” of en- 
gineers and average drivers in a special room sealed off from outside noises. Aftet 
several earfuls, the jury can determine if the deadener is doing its sound-muffling 


job properly. 





—ae Sag” 




















| BESS B83 eegeeem SBEFEZ SBSETES FISSF eae FFE 










—— 


Droject 
m Otive 
joined 


ved to 
nic of 
By Ed Brown 
Staff Correspondent 

NEW YORK.—“We’'re doing 100 
r ercent better this year than last, 

nd I frankly feel that we'll do 

most twice as well in 1958 as 
of 8p- Be're doing this year,” said Stude- 
of the Baker dealer Frank Helms in ap- 
GsM0- Eaising the situation at the dealer- 
hip he owns and operates with his 
een Brother, Charles Helms, in Elm- 
as the Burst, N. Y. 
stand- § «we feel we're very fortunate 

to be selling the so-called ‘inde- 

pendent line.’ We’ve had an op- 
ig portunity in the last few weeks 
been §to compare our statements with 
F'orm- §those of other dealers in the Big 
ong §Three lines, and we make more 
with money than they do,.and man- 
vision Jage it on a smaller volume. I hon- 
earch Jestly wouldn’t trade places with 

any of them.” 














d the 
>quip- 
istria] 
‘arner 
ndus- 
nishes 


acreased public confidence in Stu- 
baker-Packard Corp. since its 
orking agreement with Curtiss- 
Vright corp. was announced. 

He said healthy profits also can 
attributed to the refusal of both 
brothers to attempt to meet price- 
tting competition. 

“We just decided one day we 
1 4P- fyould either stay in business to 
| field e a profit, or we'd give the 
a of hole thing up. That was when we 
Iphia. Miopped trying to meet competition 


istrict m discounts.” 
amble 
engi- Helms salesmen must demon- 


hman [strate an auto before giving any 
price or appraisal information. 
The brothers feel that product 
selling through demonstration is 
unbeatable. 
“We won't even begin to talk to 
amed customer about his car, or esti- 


s St te an appraisal until we've had 
ceeds least a half an hour with him 
amed fm one of our demonstrators. If a 
‘lant feustomer is unwilling to take that 
nan- Mind of time with us, then he’s 
ear- Prankly not a good prospect, and 


can’t afford to spend our time 
been th him.” 
| the 7 After the demonstration and ap- 
"ord jpraisal, the salesman is allowed to 
mbly falk price with a customer. He 
April, knows what the house expects of 


ined each deal and just how far he can 
tool- jg. He may not exceed the limit at 
1931, fany time, but instead must let the 
stant festomer “walk.” 


eman “When our salesmen know that 
| and [they can still go another $100, we 
oduc- find them fighting like hell to keep 
shift fat least $50 of it,” said Helms. “It’s 

later [really a great situation.” . 

and If a customer continues to balk 
er Of | st the price, Helms said, he is in- 
Dear- | vited to go down the block with 

his business. 

“We turn reverse psychology on 
m the man, sir! We honestly tell him 
n ap- [that we expect to make a profit on 
eece- feach car we sell. We advise him 
most fWe are selling quality, not just 
fear- [|ttansportation. 
ment “Since we are selling a quality 
engi- jProduct, he in turn must be as- 
sured, when dealing with us that 
he will receive top flight service, 
during the life of his car. If we do 
Rot make a profit on the car, we 
cannot afford to give him the best 
prvice.” 

An excellent percentage of new 
customers comes from satisfied 
older customers, Helms said. One 
important factor in repeat and new 
Sales is the service department, he 
added. 

Word is being passed that 
Helms gives dependable service, 
and it is the experience of every- 

One connected with the dealer- 
ship that people are turning back 
to the dealer who extends cour- 
teous, honest service, he con- 
tinued. 

Service business is so good that 
tvery customer must make an ap- 
Pointment, Helms said. 

“We have discovered that being 
honest in all ways with our cus- 
tomers pays off. We explain to each 
Customer that in order for us to 
Service his car adequately we must 
Make an appointment for him.” 
__A new personal contact has 




















‘at Gem State Adds S-P 


» and Gem State Motor Co., Boise, Id., 
f em i} has been awarded a Studebaker- 
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:. «|Studebaker Dealer Envies No One 


been instituted by Helms. Within 
24 hours after a customer has 
been in the showroom, a sales- 
man must stop by his home for a 
chat. 


It can take any form, from “I 


borhood, and wondered if you had 
thought any more about that car,” 
to “I thought you might like to 
take another ride in the car, with 
your wife .. 


ness with every customer who 
| walks in. 


Ninety-five percent of the cars 


the dealership. Helms feels particu- 
larly strong about this facet of the 
business. 

“I see a lot of fellows struggling 
today because they have no new or 


Helms attributes the resurgence | used-car business to speak of. They 


1957 to product, service, sales-| complain because they can’t find 
ship, customer relations and | any new customers. 








No tire cord made stands up to driving heat like Super Rayon. 
It’s the most stable, most flexible of all tire cords, at all temperatures. 
That’s one of a lot of advantages in Super Rayon that you as a 


just happened to be in the neigh-| 





| taken in trade are retailed through | 


you find that they never bothered 
to retail their used cars. We have 
always retailed ours because we 
feel that every used car we sell 
today is a new-car purchaser for 
us in two or three years. 

“After all everybody’s economic 
situation seems to be improving 
today, and if I can convince the 
used-car buyer today that ['m a 
reputable merchants who stands 


.” just so long as the| behind his used car, he is going to 


impression is established that) 
Helms is interested in doing busi-| 


look to me first when he begins to 
think about a new car. I’m only 
building business for the future.” 
An average of $80 a unit is spent 
on putting the used car in condi- 
tion to sport the seal of approval, 
Helms said. And the Helms broth- 
ers stand behind their guarantee to 
the very last letter, he added. 
“We find that every time we sell 
a car these days, we make as many 
as two and three more sales to 
friends of our original customer,” 
Helms said. “People are just look- 


|ing for fair treatment. And we are 


“And in nine cases out of 10, | prepared to meet them all the way.” 


When running tires get piping hot 
they need what Super Rayon’s got! 


In today’s driving, passenger tires average 225°, truck tires 300°. 
Hot enough to boil water, hot enough to roast tires! 


dealer should know about and profit from! 





yer 


berland Buys Dodge Fleet— 
Accepting delivery of a fleet of Dodge cars in Detroit are officials of the Cumber- 
nd (Md.) police and fire departments. The city, which is completely Dodge equipped, 
now has a fleet of 17 cars. Shown from left, are Harlan Graves, Dodge fleet sales 
manager; Woody Gurley (Dodge-Plymouth), Cumberland; William Osborn, Dodge 
assistant advertising manager; Frank Gaffney, Cumberland police chief, and Virgil 
Parker, Cumberland fire chief. 
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AMERICAN VISCOSE CORPORATION 
350 Fifth Avenue, New York 1, N. Y. 








RETREADS BETTER. Since Super Rayon 
doesn’t “grow” at high temperatures, extra 
steps are eliminated—means bigger profits. 


QUIETEST SAFE RIDES. Super Rayon doesn’t 
go softer or harder; no annoying flat spots, 
no morning thump. 


LAST LONGER. Tough new Super Rayon 
gives a tread wear bonus of 7 to 20%. 
Resists tread cracking and chunk-outs. 


After | Packard franchise. Wayne L. Peter- 


filing 






son, owner, said the company will 
continue as a Willys dealership. 
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pea gers THIS SURE-CAR SEAL 

JEFFERSON CITY, Mo.—Auto 
dealers in farming areas may be 
losing to a superior sales force— 
: é la sales force selling air condition- 
mnsprres |ers, home freezers, TV sets, self- 

| storing storm sash and $750 
CUSTOMERS TO | kitchen-modernization programs. 
Up in North Missouri, where 
soybeans and corn reign supreme 
on broad prairie lands, auto deal- 
ers have been losing volume for 
several years. Some dealers now 
blame the reluctance of the farm 
owner to buy a new car more 
often on the fact that he has 
been tied up with appliance pay- 
ments. 

One dealer said most of the 
farmers in his area recently have 
bought air conditioners, home 
freezers and new TV sets. Some of 
|them are obligated for a year or 
two for seasonal payments and 
some for monthly payments, a 
| method usually reserved for a man 
|on a regular salary. 

Such obligations, plus a possible 
loan on farm machinery means the 
|farmer can well let buying a new 
car wait another year—or two. 

One dealer checked on some of 
|} the new things his potential cus- 
tomers had bought to determine the 
actual influence on other purchases 
in dollar values. 

One farmer had 


IN 


OME TEAR WARRANTY by 


INTEGRITY 


ONE YEAR GUARANTEE 
100% Parts and Labor 


Nation-wide inspection 
and warrantee service 
guaranteed by well-known 
U.S. insurance company... 
for complete details 
WRITE TODAY 


of AMERICA, Inc. 


MAIN OFFICE: SEA CLIFF,NEW YORK 
o 


| 
in your | 
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Are Dealers Losing Sales Battle? ... 


Competition for the Farm Dollar 


with a small TV set, but got 
poor reception because of his lo- 
cation. Having had a taste of this 
nightly entertainment, he bought 
a larger and more expensive set 
and installed a taller antenna 
with a rotating device. The com- 
plete job cost $675—the down- 
payment on an automobile. 


Of course, dealers are not criti- 
cizing the buying habits of the 
farmers, or their legitimate desire 
to have the luxuries of their city 
and village brothers. They simply 
point to the dollar-value of the 
purchases and the effect on the 
auto dealer. 


Another dealer was located in the 
trade territory of a particularly 
efficient and enterprising home im- 
provement company. 


His auto sales to farmers had 
been on the decline for two or three 
years, and he had been blaming the 
condition on the uncertainty of 
crops, the hog and cattle market 
and the usual] natural reluctance 
of the farmer to go very far into 
debt. 

An area survey disclosed that 
more enterprising salesmen had 
sold almost every substantial 
farmer a set of aluminum self- 
storing storm windows. Some 
bought aluminum siding jobs. 
Others bought new roof jobs. 
Of course, farmers still are going 

to drive good cars and, like city 
residents, some farmers have two 
or three cars and a truck or so. 

The point most dealers are mak- 
ing is that when superior salesmen 
sell these customers a $1,000 job, 
the buyer puts off new-car buying 
for one or two years. 

As an auto dealer said, most 
dealers are selling price instead 
of desire to follow the big, wide 
highways to the timberline in Colo- 
rado. He said auto dealers are re- 
luctant to work up a deal on its 
merits because the customer then 
becomes a sitting duck for some 
other dealer to knock off with a 
slight price reduction. 

The storm-sash dealer is sell- 
ing comfort and reduced heating 
bills; the TV dealer is selling en- 
tertainment; the air-conditioning 
dealer is selling comfort and the 
idea that if a man is comfortable 
at night and during the meals 
he can do a lot more work. 
Each individual —farmer, city 

dweller or cave dweller—can buy 
only in relation to his income, the 
dealer said, and can go in debt only 
a certain number of times his in- 
come. 

If an individual has bought as 
much as he safely can buy and re- 
main solvent, all the auto dealers 
in the world either cannot or will 
not sell him a new car until he has 
reduced his obligations. 

There was a time when the 


farmer paid cash. He either used his 


own cash or borrowed from the 
bank. This is still true to a large 
extent in Northern Missouri and 
Southern Iowa, as well as in other 
agricultural areas, but each year 
finds more and more farmers buy- 
ing on payments and using credit 
from a finance company. 

Dealers are finding greater ac- 


New Electric Car by Worthington— 





ceptance of the special financing 
plans which permit the payment of 
token installments during lean 
months and fatter payments when 
crop money comes in. 

Finance companies are handl- 
ing this same kind of paper for 
TV sets, storm sash and home 
improvements, FHA dealers pro- 
vide no downpayment and four 
years to pay on some types of 
home improvements. 

On the farm front it may turn 
into a battle of salesmanship. As 
one dealer put it: 

“Selling on price is based on the 
conclusion that the buyer will buy 
when he obtains what he thinks is 
the best price. Instead of selling 
price, we should be selling the call 
of the open road and faraway 
places and a new life just in front 
of the hood ornament.” 

But then the auto dealer across 
the street said: 

“I believe in selling the open road, 
too. I like to tell the customer 
about the faraway places at the 
end of the concrete—but every time 
I do some other dealer cuts my 
price a few bucks and I’m out of 
luck.” 

—L. H. Houck. 


2 Electric Cars 
Put on Market 
By Worthington 


STROUDSBURG, Pa.—Worthing- 
ton Mower Co., manufacturers of 
mowing tractors and large-area 
grass maintenance equipment, has 
introduced an _ electric-driven, 
four-passenger personnel carrier 
and a two-passenger, half-ton pick- 
up car. 

These two models of the Worth- 
ington “Champ” are currently in 
production, Both models are for 
indoor and outdoor use. 

The present cars are the results 
of several years of research and 
development, Many prototypes were 
built and field tested before the 
present designs were adopted for 
production, the company said. 

The two models have a very low 
center-of-gravity that makes them 
stable. Big, oversize, super-cush- 
ioned tires provide excellent trac- 
tion. A 24-volt electric motor drives 
both rear wheels through a differ- 
ential. 

Ample power is provided to pull 
each model up hills or ramps. 

The quiet operation of the cars, 
plus the absence of fumes, makes 
these cars suitable for use in in- 
dustrial plants, hospitals, hotels, 
motels, etc. 

One of the features of the models, 
according to the manufacturer, is 
their exclusive 200-ampere-hour 
batteries that permit the cars to 
do more useful work than any other 
similar car before recharging is 
required. 

Each of the models affords the 
rider a “floating” ride, due to the 
combination of a unique new spring 
suspension for all wheels that elim- 
inates road shock and foam-rubber 
seats. 





This four-passenger personnel carrier is one of two new electric-powered cars 
put on the market by Worthington Mower Co., Stroudsburg, Pa. The other model 


is a two-passenger, half-ton pick-up car. Both can be used either indoors or outdoors. 
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SOUTH BEN D.—Studebaker- 
Packard Corp. last week announced 
the opening of 152 Mercedes-Benz 
dealerships in major market areas 
of the U. S. Import of Mercedes- 
Benz cars from Germany is in- 
creasing, S-P reports. 

This, the company said, marks 
the full-scale launching of an ex- 
tensive marketing program of the 
high-prestige imported automo- 
biles. All of these Mercedes-Benz 


dealerships are handling, and will - 


continue to sell and service, 
Studebaker-Packard cars, 

The dealers are: 

Clear-M otors, Inc., Clearwater, 
Fla.; C. W. Upchurch Co., Char- 
lotte, N. C.; Lawrence Renfro 
Motors, Cleveland, Tenn.; Trammel 
Motor Co., Ft. Lauderdale, Fila.; 
Stewart Jonce Motors, St. Peters- 
burg, Fla.; Gulf Stream Motors, 
Inc., West Palm Beach, Fla.; Beltz- 
Beatty, Inc., Orlando, Fla.; Kyle 
Motor Co., Columbus, Ga.; Caldwell- 
Ussery Motors, Inc., Coral Gables, 
Fla.; Victory Motors, Savannah, 
Ga.; J. W. Goode Co., Fort Myers, 
Fla. 

Knight Auto Sales Co., Bangor, 
Me.; North End Motors, Inc., Barre, 
Vt.; Rio Auto Body Co., Inc., New 
Britain, Conn.; T.N.M. Lathrop, 
Inc., New London, Conn.; Baker 
Auto Co., Inc., Pawtucket, R. L; 
Farmington Avenue Motor Sales, 
Plainville, Conn.; Gauthier Motors, 
Inc., Salem, Mass. 

Milton H. Sweet, Wellsville, N. 
Y.; Rictor Motor Sales & Service, 
Erie, Pa.; Monroe Auto Sales, 
Rochester, N. Y.; McLoughlin & 
Knudsen, Rome, N. Y.; Wolf 
Motor Sales Corp., Tonawanda, 
N. Y¥.; E. B. Welch Motor Car 
Co., Inc., Utica, N. Y.; Prospect 
Auto Sales, Buffalo. 

Hopkins Motor Sales, Peoria 
Heights, Ill.; Collier Motor Sales & 
Service, Rockford, lll; H & H 
Motors, Moline, Ill; Freeman- 
Spicer Company, Inc., South Bend; 
Benoy Motor Sales, Inc., Wood- 
stock, Ill.; Pocus Motor Sales, 
Aurora, Ill.; Green Bay Auto Dis- 
tributors, Green Bay, Wis.; Pack- 
ard Milwaukee Co. Milwaukee; 
Studebaker Sales Co. of Chicago, 
Chicago; Roseland Motor Sales, 
Chicago; North Park Sales & Serv- 
ice, Inc., Chicago; Fohrman Auto 
Mart, Chicago. 

Sheppard’s Service, Cincinnati; 
Rust Motor Sales, Inc., Louisville; 
Gerhard Berman & Sons, Vincennes, 
Ind.; Mentzer Motors, Barberton, 
0.; Kerr Motor Sales Inc., Cleve- 
land; Farr Motors Sales, Cleveland; 
Koepke Motor Sales, Lakewood, O. 

Cox Motors, Harlingen, Tex.; 
Empire Motors Inc., Billings, Mont.; 
Buckley Bros. Motors, Inc., Denver; 
Silver State Auto Co., Great Falls, 
Mont.; Pioneer Motors, Inc., Helena, 
Mont.; Roy J. Keller, Inc., Idaho 
Falls, Id.; Petros Motor Sales, 
Pueblo, Colo.; Murray Motors, 
Inc., Salt Lake City; Bowen-Fisher 
Motor Co., Muskegon, Mich.; Cop- 
pus Motor Sales, Tiffin, O.; Richer 
Motor Sales, Wauseon, O.; Murphy 
Motor Sales, Inc., Detroit; Husak 
Bros., Inc., Detroit. 

Karl Hosten Motor Sales, Grosse 
Pointe, Mich.; Grezon Motor Sales, 
Grand Rapids, Mich.; Lutes 


Perfect Circle Appoints 


Baer Manufacturing Chief 


HAGERSTOWN, Ind. — G. R. 
Baer, assistant to the president of 
Perfect Circle Corp. has been 
named general manufacturing man- 
ager for the cor- 
poration, succeed- 
ing the late Dean 
C. Parsons. 

Baer joined 
Perfect Circle in 
1942 as assistant 
personnel man- 
ager of the Rich- 
mond (Ind.) 
plant. In 1950, he 
was named as- 
sistant to the 
vice - president - 
general manager, and in May of 
this year became assistant to the 
President, Since 1951, he has been 
in charge of the company’s person- 
nel and labor relations division. 





G, R, Baer 


S-P Opens Marketing Program Te 


152 Mercedes Franchises 










Motors, Inc., Logansport, Ind.; 
Morton Motor Co., Omaha; Bell 
Motor Co., Salina, Kans.; Main 
Motors, Inc., Tulsa, Okla.; Keith 
Ware, Studebaker - Packard on 
Main, Kansas City; Leo Gogerty, 
Anaheim, Calif.; James Motor 
Center, Long Beach, Calif.; Bob 
Wondries Motors, Alhambra, 
Calif.; Ranchero Motors Inc., 
Burbank, Calif.; McPeak Motor 
Co., Compton, Calif. 

Reahwald & Danyluk, Inc., Glen- 
dale, Calif.; Mich Motors, Hunting- 
ton Park, Calif.; Frank H. Afton 
Co., Inc., Inglewood, Calif.; Joe 
Nickertz, Newport Beach, Calif.; 
Ranchero Motors, Inc., North Hol- 
lywood, Calif.; Lloyd Pearson, 
Pasadena, Calif.; Packard - Stude- 
baker Phoenix Motor, Phoenix, 
Ariz.; Warren & Day, San Bernar- 
dino, Calif.; Thos. I. Petersen, Inc., 
Santa Barbara, Calif.; Simonson- 
Schactmayer, Inc., Santa Monica, 
Calif.; Whittier Motor Car Sales, 
Whittier, Calif.; Robinson Brothers, 
Baton Rouge, La. 

McLaurin Sales Co., Jackson, 
Miss.; Metropolitan Studebaker 
Corp., Memphis; Maxey & Don- 
nelly Motor Co., Inc., Nashville, 
Tenn.; Crescent City Motors, New 
Orleans; Jim Angeles Studebaker, 
Inc., Minneapolis; Joy Bros. Motor 
Car Co., St. Paul; Studebaker & 
Packard Salon, Inc. New York 
City; Dee Motor Sales, Springfield 
Gardens, N. Y. 

Helms Bros. Inc., Elmhurst, N. 
Y.; Stuts Sales & Service, Bronx, 
N. Y.; Goodwin Motor Corp., Plain- 
field, N. J.; Franken-Sammler, Inc., 
Schenectady, N. Y.; Bennett Mo- 
tors, Southampton, N. Y.; Brown 
Motors of White Plains, Inc., White 
Plains, N. Y.; Dahlgard Motors 
Inc., Yonkers, N. Y.; F. L. Mills 
Co., Bridgeport, Conn.; Warta Mo- 
tors, Inc., Merrick, N. Y.; Chris A. 
Winkler Inc., Bayshore, N. Y. 

Ideal Auto Sales & Service, 
Rockville Centre, N. Y.; Teddy’s 
Service, Bergenfield, N. J.; M & 
M Motor Sales, Englewood, N. J.; 
Chester Automotive Center, Inc., 





Chester, Pa.; C. W. Epley, Get- 
tysburg, Pa.; Cresko Motors, 
Kingston, Pa.; Packard Lancas- 
ter, Inc., Lancaster, Pa.; West 
Shore Automobile Co., Inc., Le- 
moyne, Pa.; Ray T. Brady Motor 
Co., Morristown, Pa.; Blenheim 
Motors, Philadelphia; Louis P. 
Young, Pottstown, Pa.; Byril S. 
Kline, Reading, Pa.; Pocono Auto 
Co., Stroudsburg, Pa.; Fenster- 
macher & Rems Co., Allentown, 
Pa. 


McClelland Motor Co., Washing- 
ton, Pa.; Foster Motor Sales, Al- 
toona, Pa.; Thos. F. Daquilla & 
Sons, Beaver Falls, Pa.; Newlin 
Motors, Clarksburg, W. Va.; Indi- 
ana Sales & Service, Indiana, Pa.; 
Sell Motor Co., Johnstown, Pa; 
Ponsetto Sales & Service, East Mc- 
Keesport, Pa.; Dom Perriello Mo- 
tors, New Kensington, Pa.; Charles 
G. Becker, Pittsburgh; Mervis Mo- 
tor Sales, Pittsburgh; Robbins Mo- 
tor Co., Sharon, Pa. 

Boyce Motor Co., Fairmont, W. 
Va.; Robert C. Martin, Grant’s 
Pass, Ore.; Kalispell Service Co., 
Kalispell, Mont.; DeLeigh Motors, 
Medford, Ore.; Miller Motors, Ore- 
gon City, Ore.; Don Rasmussen 
Co., Portland, Ore.; Madren Broth- 
ers, Spokane; Ted Reed Co., Spring- 
field, Ore.; H. E. Harkins & Co., 
Champaign, Ill. 

Big Three Motor Sales, Inc., 
St. Louis; Lou Fox, Inc., Berke- 
ley, Calif.; Slavich Bros., Inc., 
Fresno, Calif.; Boyette Motor Co., 
Oakland, Calif.; Tom Milan, Palo 
Alto, Calif.; Gail E. Stater Co., 
Sacramento, Calif.; Ben A. Begier 
Co., San Leandro, Calif.; Hodgins 
Motors, Stockton, Calif.; Forrest 
Hughes, Ukiah, Calif. 

American Service Center, Arling- 
ton, Va.; Fulker Motors, Baltimore; 
Giorgio Motor Co., Baltimore; Carr 
Motor Co., Fayetteville, N. C.; Low- 
man Motor Co., Greensboro, N. C.; 
Brooks-Shorter Motor Co., Inc., 
Virginia Beach, Va.; Campbell- 
Honeycutt Motors, Inc., Raleigh, 
N. C.; Piedmont Motor Sales, Inc., 
Winston-Salem, N. C.; Barnes Mo- 
tor Co., Wilmington, N. C., and 
Jarrett-Chewning Co., Inc., Roa- 
noke, Va. 
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Mr. Dealer... 
boost your 5. A; 


(and give body jobs the 
master’s touch) 


Want to handle any model with the touch of a 
real artist . . . pick up new jobs you may have 
been missing? Just plan a modern appearance- 
service program around DeVilbiss’ complete line 
of spray-painting equipment. Speedy, factory- 
quality finishes at rock-bottom costs will take 
the sag out of your *Service Absorption as 
well as your film build. Call your DeVilbiss 
man today! 


B 





The DeVilbiss Company 
Toledo 1, Ohio 








For Better 























































Faster Service 


SHATTERPROOF GLASS CORP. HAS EXPANDED AGAIN 





To meet your continuing demand 
for highest-quality automobile re- 
placement glass from a reliable, 
independent source of supply .. . 
Shatterproof has, again, expanded 
its curved glass production facil- 
ities. 


Today ... backed by 35 years of 
experience, one of the most modern 


om 





and efficient plants in the industry 
and the technical “know-how” nec- 
essary to keep pace with this 
rapidly growing market ... Your 
SHAT*R*PROOF Distributor can 


really give you “AUTO GLASS 
SERVICE WHEN YOU NEED IT” 
on all your auto glass replacement 
needs — Call him today! 


Our 35th Anniversary As 
“THE BEST KNOWN NAME IN 
AUTOMOBILE SAFETY GLASS” 


SHATTERPROOF GLASS CORPORATION 


4815 Cabot Avenue 


Detroit 10, Michigan 
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Fast-Selling Safety ‘‘Extra”’... 


Houser's SAFETY DOOR LOCK 















100% EFFECTIVE — keeps 
children safe while riding 
in rear seat! z>z, 


Pkd. 6 Pair 
DISPLAY 


ENGINEERING & MFG., INC. 


on Colorful Cosh in on growing demand for safety! 
Clever HOUSER Safety Door Locks re- 
a CARD place rear door handles, prevent open- 
ing from inside. Just SNAP them on in 
minutes. MONEY - BACK GUARANTEE! 


Indiana 








Retail at 
$457 
per pair 


Only 2 Styles 
Fit all Popular 
4-Door Cars 












Ask your 
Jobber or 
Order Direct: 


sales. 














Customer Followup Pays 


Dealer Galpin Lists Satisfying Purchasers 
As Secret of Growing Business 


SAN FERNANDO, Calif, — Cus-|hard to forget that someone ac- 
tomer followup has paid off for| tually telephoned to determine 
Frank S. Galpin, president of Gal-| their satisfaction with a new car. 
pin Motors (Ford). Faced with a} Accordingly, many of the Galpin 
profusion of customer relations|deals are based on referrals or 
programs ranging from postcards| recommendation of satisfied cus- 
to elaborate mailing pieces, Galpin | tomers. 
selected the most basic yet ef-| Operation of the system is simple. 
fective: Personal contact after| Within 30 days after purchase of 


To it he attributes an increase 

in business every year, with 1957 

being the best since the deal was 
opened in May, 1946. 

Galpin has found in his efforts 

to build a reputation for “service 

after sales” that customers find it 








Available in 1-cup or 5-cup models. 
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€ Rotating paddles 
inside cup 

keep contents 
mixed. 
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Binks new AGITATOR CUP 
keeps new-type auto finishes 
mixed and ready to use 


Place Binks new agitator siphon 
cup on its air-operated drive unit 
and the agitator paddles inside the 
cup rotate. Cup contents are kept 
constantly mixed, always color 
perfect...ready for instant use. 


A necessity for many new 

auto finishes 

These Binks units, originally de- 
veloped for use by automobile 
manufacturers, are now available 
for use by your body shop for 
matching the color and quality of 
the original factory finishes. 


Ideal for small batch mixing 
The siphon cup is accurately grad- 


uated to show 1-to-1, 2-to-1 and 
3-to-1 ratios. Whether you are 
doing touch-up work or are paint- 
ing entire cars, constant agitation 
eliminates costly color rejects 
caused by the settling-out of pro- 
portioned pigments. 


Two models 

Binks variable speed, air-operated 
Agitator Drive Units are available 
in one-or five-cup models. They 
quickly pay for themselves. 


Ask your Binks jobber 

for complete information and 
prices. Or, if you prefer, write di- 
rect to the address below. 


Ask about our spray painting school 
Open to all...NO TUITION...covers all phases. 


/ EVERYTHING 










Binks Manufacturing Company 
3124-34 West Carrell Ave., Chicage 12, IH. 


REPRESENTATIVES IN PRINCIPAL U.S, & CANADIAN CITIES + SEE YOUR CLASSIFIED ee DIRECTORY 


a car, Galpin’s personal secretary 
telephones the customer, or if they 
have no telephone, sends them a 
letter. Through either the letter or 
telephone, she completes a small 
form which lists source of the busi- 
ness, satisfaction with the car, 
satisfaction with the service, and 
quite importantly, satisfaction with 
the salesman. 

Included is space for the cus- 
tomer’s name, address and phone 
number, and a reply to the ques- 
tion, “Would you recommend us to 
your friends?” 

Those deals on which there were 
no complaints are filed away for 
followup in future years. Com- 
plaints are handled by first being 
transferred to a separate “com- 
plaint followup” form. The depart- 
ment responsible for the complaint 
(service, sales or insurance) is 
given the complaint for adjustment. 

If the department head fails to 
satisfy the customer, the com- 
plaint is turned over to Galpin 
who then contacts the customer. 
In the event he fails, a confer- 
ence between the customer, de- 
partment at fault, and Galpin is 
arranged, 

An interesting angle is the tele- 
phone conference. In Galpin’s of- 
fice is a telephone-company sup- 
plied microphone and loud speaker 
which allows both Galpin and the 
concerned department head to par- 
| ticipate in the conversation. 

Irate customers calm consider- 
ably when they discover that every- 
one is in on the act. 

If complaints are not suitably ad- 
justed by this time, the last move is 
for Galpin to sit down with the 
customer, explain carefully and 
completely why no further action 
can be taken, and then relax as the 
customer explodes to shower 
sparks all over the office. 

Typical comments from a survey 
of several hundred recent report 
forms in response to the questions, 
“What brought you into our place 
of business?” were: “The best 
deal,” “Trading for future invest- 
ment and desire to find a better 
business transaction” and “Prefer 
a local dealer. Had been buying 
Buicks but thought the Ford was 
prettiest this year.” 

Answers to the question, “Do 
you like your new car?” are a 
uniform “Yes” with not even the 
gripers willing to admit they 
don’t like their purchase. 

The question “Is our service 
satisfactory?” provides the major 
portion of the few complaints 
(averaging less than 5 percent of 
sales) received by the dealership. 
Among them are answers such as 
these: “There was a little too much 
confusion on the 1,000-mile service 
checkup, but you willingly and sin- 
cerely tried to treat us right.” 

“The service was not satisfac- 
tory.” Galpin called these people 
and a notation on the complaint 
report by the service manager 


Salesmen Win 
Cash in Secret 


Oldsmobile Test 


LOS ANGELES.—Oldsmobile sur- 
prised 42 of its retail salesmen in 
the Los Angeles zone by awarding 
them cash prizes in a “Talent Pay- 
off.” 

The salesmen were selected se- 
cretly by a survey firm, which 
“shopped” them and checked their 
product knowledge and courtesy to 
customers. 

Double citations were won by 
three of the salesmen: Don E. Jen- 
sen, of Silver Motors, East Los 
Angeles; Larry Randall, of Paulin 
Motor Co., Tucson, Ariz., and Sem 
Wilstead, of Brown & Hoeye Motor 
Co., Mesa, Ariz. 

The Los Angeles zone covers 
Southern California, Southern Ne- 
vada and Arizona. 
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says, “Have already repaired the # 
trouble and the customer is happy.” 

“I had heard you gave good sery.- 
ice and tried to satisfy your cus- 
tomers, but since buying my new 
car I have been very disappointed 
with it and the service.” 

“So far, so good, but a better ex. 
planation of the warranty and 
service papers could be given be. 
fore and after the sale. Your me. 
chanics and sales people are 
friendly and courteous.” 

“Your service is okay, but my 
car is still burning oil.” A paren- 
thetical note on the same sheet 
indicated the service manager 
was going to call within a week 
to see if the car still burned oil, 

“I traded in my car after having 
work done on it. The bill was $34 
and I was under the impression 
this would be part of the deal. The 
salesman said no. I don’t believe in 
this type of business and will not 
be back.” Attached to this com- 
plaint was a notation that check 
No. 35641 in the amount of $34.29 
had been mailed the complainant. 

Among the other few unhappy 
customers was the man getting 15 
miles per gallon and the lady who 
felt that 2% hours was too much 
time to take for a 3,000-mile 
checkup on her car. 

“Last ditch” dissatisfied cus- 
tomers included the local doctor 
who maintained he had ordered, 
been promised, and paid for an 
eight-tube radio. His story couldn’t 
be changed, even though it was 
shown that paper work listed a 
six-tube radio and Ford did not 
make an eight-tube radio that year. 

Letters to the Better Business 
Bureau and threatened suits 
failed to resolve the problem. 
Finally, Galpin had to request 
the man to take his business 
elsewhere. He is still a steady 
customer and has bought an- 
other new car from the dealer- 
ship. 

A less fortunate case was the in- 
dividual complaining of front end 
trouble. Continual realignment 
checks and a factory representa- 
tive’s inspection failed to discover 
the source of the customer's un- 
happiness. 

The car owner’s threatened law 
suit was called off when he 
acknowledged that the automobile 
wandered about the road only 
when it was loaded with six people 
and a trunk full of luggage. He is 
one customer not now doing busi- 
ness with Galpin Motors. 

The last question on the form 
concerns satisfaction with the 
salesman. In most cases the cus- 
tomer merely marks “Yes.” How- 
ever, a few take the time to 
scribble a note of praise. Among 
them are: 

“Yes, both young men are okay.” 

“The salesman was fair.” 

“He was very nice and we will 
have a prospect for him in about 
10 days.” 

“He helped us to dispose of a 
truck two years ago for which he 
received not one dime, so, of 
course, we looked him up when we 
needed a car.” 

“An excellent ambassador for 
Galpin. He could sell anything.” 


N. C. State Cars 
To Be Sold After 
18-Months’ Use 


RALEIGH, N. C.—The State of 
North Carolina has adopted a policy 
of selling its automobiles after they 
have been in use 18 months, and 
expects to save about $200,000 a 
year under the new plan. 

The policy, adopted by Gov. 
Luther H. Hodges and the State 
Advisory Budget Commission, 
covers all State-owned passenger 
cars except those used by the High- 
way Patrol. 

In the past the cars have been 
sold to the highest bidder after 
they had been driven 50,000 miles 
or were three years old. 





Sowite 
BUILD Y BUSINESS 


WITH STEMAC INDIVIDUALIZED th 


DEALER NAME PLATES ol 
E O 
Identified and satisfied cus- } 

tomers assures better serv- 
fee relations . - builds to 

t business... in- 
creases sales volume. ers 

Typreat . complete 
details on request. sta 


“ 
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(Continued from Page .1) 


ptice to the manufacturers that 
yality dealers of this nation are 
ssirous of receiving the factories’ 
ediate cooperation in adopting 
plan that will control or eliminate 
deplorable merchandising prac- 
ices of cross-selling, bird-dogging, 
potlegging, referrals and lease 
urchases, which are driving out 
business or threatening to bank- 
ypt the substantial authorized new 
dealer. 

“It is our sincere belief that 
the manufacturers, having had 
called to their attention the dis- 
astrous effects the practices as 
stated above are having on the 
retail end of the business, have 
enough genuine interest in the 
welfare of both dealers and own- 
ers that they will come to the 
aid of their quality dealers, 
wholeheartedly and voluntarily. 
“As we have previously stated, we 
ould be very pleased if you, as the 
official spokesman for NADA, 
ould pledge the national associa- 
tion’s wholehearted support for the 
ADSA plan. 

“However, if you are unable to 
» this, may we respectfully re- 
est that in your discussions with 
the factories that you assume a 
position of neutrality relative to 
r plan, as we have information 
hich we consider thoroughly re- 
liable that one or more of the 
manufacturers are seriously con- 
dering the Owner Assurance 
Service Plan, which leads us to be- 
ve that they will offer the plan 
the dealers in the immediate 
future except for NADA’s con- 


tinued negative position.” 
* * * 


































THE meantime, endorsing 
groups are signing up by the 


ndreds, according to Bert 
Horner, managing director of 
DSA. 


A surprise entrant, since the 
organization had not been con- 
tacted by ADSA was Bryan 
(Tex.) Dealers, whose members 
signed up 100 percent. 

Bryan Dealers passed a resolu- 

tion asking NADA and all manu- 
facturers to approve the ADSA 
plan and to put it into effect as 
speedily as possible. 
Opposition has developed in 
Texas, however. Thomas F. Abbott 
ir. NADA director and president 
Frontier Pontiac, Inc., Fort 
Worth, sent a letter to. all Texas 
dealers advising them the ADSA 
plan is not legal in Texas and urg- 
ing them to stand by NADA and 
to accept whatever plan it develops. 
~ - > 
BBOTT said in his letter that 
he had served on the NADA 
Legislative Committee three years 
and was in a position to know what 
Bell and the NADA staff had done 
for Texas members and the na- 
tion. Their work should be en- 
dorsed by all Texas dealers, he 
Said. 

He criticized Mead Norton, 
ADSA chairman, who is also an 
NADA director. He said Norton 
agreed with NADA at the semi- 
annual directors’ meeting in 
Washington in June, and helped 
to get the program approved at 
the full directors’ meeting which 
followed the meeting of the Leg- 
islative Committee, of which Nor- 
ton was a member. 

Abbott wrote that 45 days later 
he learned, at a meeting of a cross- 
section of dealers in Fort Worth, 
that a group of Oklahoma dealers 
had formed the ADSA. 

Abbott said he was going to rep- 
tesent the 30,000 NADA dealers as 
NADA director, and expected to 
keep on fighting for a stronger 
NADA. 

















ORTON answered the letter 

with a blistering reply which 
said NADA was losing members 
every day and that it now numbers 
25,000 instead of 30,000. 

He said Horner has reported 
that ADSA now has as many 
members in Texas as it has in 
Oklahoma. 

Norton called Abbott’s attention 
to the latter’s statement that deal- 
ers could never repay Bell and his 


“May I assume by your state- 
Ment that you are in favor of rais- 
g the admiral’s salary again?” 
wrote Norton. “I thought you were 


ADSA Bids for NADA Support 


pretty well satisfied last January in 
San Francisco when you went 
along and raised Bell’s salary from 
$40,000 to $70,000. 
* + * 

. HE raise alone amounts to 

$2,500 a month. Being just a 
country boy, maybe I associate with 
the wrong dealers but a lot of 
them, even in Texas, tell me they 
are not making that much a month 
and some say they would settle for 
this $2,500 for a whole year. 


“I suppose you went along with 
the raise as I don’t remember 
getting any help from you when 
I took the floor to oppose this 
increase in salary. 


“Now I don’t know about NADA’s 
staff salaries. I was given to under- 
stand that it was none of the mem- 
bers’ business. But if you find out 
and send the names of the staff 
and what they are paid, I will sub- 
mit it to the members of ADSA, 
including the good Texas members, 
and if it appears that they are un- 
derpaid then we will be glad to go 
along in requesting NADA to pay 
them a living wage. 

“Again I extend my thanks for 
arranging the Fort Worth meet- 
ing, and I appreciate the usual 
Texas hospitality. Remember I met 
you in my room and explained the 
ADSA plan to you before the meet- 
ing and at that time you seemed 
all for it, because you and I agreed 
that, if it was legal for the factory 
to pay many kinds of bonuses that 
were then being paid in Texas, the 
bonus proposed by ADSA was cer- 
tainly legal. 

= > > 

* A= I respectively urge you 

to ask your attorney if, from 
a legal aspect, there is any basic 
difference in the plan proposed by 
ADSA and the many bonuses that 
the factories are now paying in 
Texas. 


“Also request his opinion on the 
legality of the cash bonus that 
your factory (Pontiac) is now 
paying you at the rate of $20 per 
unit because you have a deal in 
Fort Worth, when at the same 
time they are paying hundreds 
of Pontiac dealers located in 
other Texas cities only $10 per 
unit. 

“. . . ADSA is being supported 
morally and financially by quality 
dealers all over the nation who 
want to respect their obligation to 
their owners, communities and fac- 
tories...” 

= > = 

EANWHILE back at NADA, 

President Frederick Sutter 
issued a lengthy letter, addressed to 
managers and directors of state 
associations and later to be mailed 
to the membership, attacking the 
ADSA plan. 

Sutter’s letter said the plan 
wouldn’t work and that the 5 per- 





"Light Bulb’ Filter— 


Even a pretty girl can change the 
crankcase oil filter on the new V-8 en- 
gines in 1958 Chrysler Corp. cars, to be 
unveiled later this fall. The filter, which 
traps dirt and abrasive particles as tiny 
as a thousandth of an inch, can be re- 
moved from the front of the engine with 
a twist of the wrist and a new one in- 
stalled just as easily. It's as simple as 
changing a light bulb at home, according 
to Chrysler. 





cent overriding bonus would pen- 
alize the dealer instead of helping 
him. He also created the impres- 
sion he was not in favor of deal- 
ers selling solely within a pre- 
scribed territory. 


The letter condemned the plan in 
all its aspects and was obviously 
an answer to ADSA letter request- 
ing the NADA to endorse the plan 
or maintain a position of neu- 
trality. 

* * * 
OHN REINAUER, partner in 
Reinauer Bros. Motor Co. 
(Chrysler-Plymouth), Oklahoma 
City, released a letter he wrote to 
NADA, which stated in part: 


“Your records will show that 
my organization has been a long- 
time member and supporter of 
NADA. We have always felt that 
NADA was dedicated to a service 
for the welfare of the franchised 
dealers and to uphold the dig- 
nity of the retail automobile busi- 
ness. 


“We are at a loss to understand 
why, after searching several years 
and not coming up with a work- 
able program — short of legal in- 
volvements, which are always a 
long-drawn out affair—that you do 
not, if not actively support, at 
least endorse the ADSA program, 
which would give a dealer immedi- 
ate relief as regards bootlegging, 
cross sales, etc. 

“We feel that NADA should in- 
vestigate this ADSA program thor- 
oughly and, in the absence of a 
workable program of their own, 


| endorse it.” 


* > * 


7 letter was signed by John 
Reinauer, who released it to 
Automotive News. This firm has 
been in business 33 years at the 
same location. 

ADSA has issued its first news- 
letter to its membership. It also 
invites NADA to come on in, “the 
latchstring is always out.” 

Regarding the legality of the 
ADSA plan, Horner told Avtomo- 
tive News that Tom Bennett, former 
U. S. Department of Justice attor- 
ney, soon will release a brief he 
prepared on the legality of the plan 
in Texas. 

Bennett said this brief, represent- 
ing further research, will state that 
the plan is legal in Texas. 

> > = 


(,n0urs are joining up at a 
faster rate under the new 
ADSA plan of accepting group 
membership at a fee of $12 a year 
as endorsing members. 

Vern Plattner (Ford), Pitts- 
burg, Kans., president of the 
Pittsburg New Car Dealers Assn., 
sent in check to cover member- 
ship for every member in the 
organization. 

W. B. Jensen, secretary-treasurer, 
Jackson (Mich.) New Car Dealers 
Assn., mailed in a check for $1,000 
covering advance membership for 
every dealer in Jackson County. 

All members of the Sedalia (Mo.) 
New-Car Dealers Assn. have joined. 

Amos Crowl, manager, Northern 
California New Car Dealers Assn., 
has called a directors’ meeting of 
the association in San Francisco 
to consider the ADSA plan. 

Norton, a Buick dealer in Okla- 
homa City, will appear on the pro- 
gram of the Arkansas Auto Dealers 
Assn. in Little Rock, Sept. 19. It is 
understood that one of the speak- 
ers will be Bell. 

ADSA in Oklahoma City is send- 
ing out what it calls “Survival 
Kits” on request to dealers through- 
out the nation. The kit consists of 
all information on the ADSA. 

> * > 


Amarillo Dealer Group 


Is Headed by Garner 


AMARILLO, Tex.—A couple of 
titles were jumbled in the Automo- 
Tive News report last week on the 
ADSA meeting here. 

Bob Garner (Oldsmobile-Cadillac) 
is president of the Amarillo New 
Car Dealers Assn., instead of John 
Breedlove (Chevrolet), Plains, Tex. 
But both presented $100 checks for 
membership at the meeting. 


Fearl Adds Borgward 


Fearl Cadillac - Oldsmobile Co., 
Hutchinson, Kans., is now handling 
the German Borgward. 
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Edsel Dealership Opens Doors— 


Jack Williams, second from right, mayor of Phoenix, Ariz., cuts the traditional rib- 
bon at the opening of Camelback Edsel Sales, Inc., in Phoenix. Looking on, from left, 
are Justin Herman, Arizona highway department official; Gray Madison, Camelback 
president, and Bill Binder, Camelback general manager. Over 11,000 persons in- 
spected the Edsel during the first five days of its showing in Phoenix. 





On Service Plan... 


3 State Groups Back NADA 


(Continued from Page 1) 


Trade Assn., have adopted resolu- 
tions supporting NADA. 

The New Jersey group called 
NADA “the proper and best- 
qualified organization to repre- 
sent” franchised dealers. 

The association also urged NADA 
President Frederick M. Sutter to 
pursue a program “which will ef- 
fect benefits for the enfranchised 
dealers and use his best efforts to 
bring about unified action by all 
dealers in support of such pro- 
gram.” 

> > > 
North Carolina resolution 
also praised NADA and backed 
its program “on behalf of dealers 
in the area of service responsibility 
and other fields of endeavor to im- 


| prove inequities now existing in the 


automobile retailing industry with 
regard to dealer-manufacturer re- 
lationships.” 

The Illinois group expressed the 
opinion that NADA has represented 
dealers successfully for many years, 
and, because of its “acknowledged 
position in the nation’s capital and 
with members of Congress,” was in 
a better position to carry through 
with important dealer programs. 

A motion to appoint a commit- 
tee to study the ADSA plan and 
methods of aiding ADSA finan- 
cially was passed at a meeting of 
the Greater Kansas City Motor 
Car Dealers Assn. 

The motion was made by N. S. 
O'Neill, Greenlease-O’Neill (Olds- 
mobile), and passed unanimously 
although a considerable number of 
members abstained from voting. 

The Kansas City meeting was the 
first foray of ADSA into a large 
metropolitan territory, where its 
reception was somewhat cooler 
than at other meetings. 

= > > 
| yrvegyrons gave careful atten- 
tion to a talk by H. Mead 


Auto Companies 
Lead Mild Boost 
In Steel Orders 


CLEVELAND.— Auto manufac- 
turers, buying for the production of 
their 1958 models, are responsible 
for the slight upturn in steel de- 
mand, according to Steel magazine. 


The publication said cold-rolled 
carbon sheets are the most favored 
item in the increase, followed by 
hot-rolled carbon sheets, cold- 
finished carbon bars and high- 
carbon spring wire for automobiles. 


Demand also is high in the farm 
implement industry where opera- 
tions are 15 to 20 percent ahead 
of a year ago. The magazine be- 
lieves this increased pace will con- 
tinue. 

Other sources, however, report 
that steel buying by auto makers 
has not been up to expectations 
even though purchases for 1958 
models have been underway for 
several weeks. 


Norton, chairman of ADSA. Most 
of a question-and-answer period 
was given over to discussion of re- 
lations between ADSA and NADA. 

The Kansas City meeting gave 
indications that at least one dealer 
has altered his views on ADSA. 

Robert Armacost, Missouri 
NADA director and former 
NADA president, predicted that 
ADSA might do some good but, if 
anything is done to help dealers, 
it will be done by NADA. 

In an earlier letter, he referred 
to the split in NADA ranks on the 
question and said, “If the gentle- 
men from Oklahoma are able by 
this method to relieve the NADA 
from any criticism of taking sides, 
then I think we should feel that 
this is an apparent solution to our 
problem.” 


Foreign Makes 
To Draw Space 
For Chicago Show 


CHICAGO. — Representatives of 
more than 20 foreign-car makes 
will meet at the Drake Hotel Sept. 
24 to draw space for the 50th Chi- 
cago Automobile Show. 

The show, sponsored by the Chi- 
cago Automobile Trade Assn., will 
be held Jan, 4-12 in the Interna- 
tional Amphitheatre. A total of 500,- 
000 square feet of floor space will 
be available for the exposition. 

Twenty American auto makers 
and nine truck manufacturers al- 
ready have been allotted space at 
the show. 

In charge of the foreign-car 
drawing will be Don C. Mullery, 
CATA president; C. J. McCorkle, 
chairman of the executive show 
committee, and Edward L. Cleary, 
show manager and CATA executive 
vice-president. 

Foreign cars that will participate 
in the drawing include: Arnolt- 
Bristol, Austin, Austin - Healey, 
Berkeley, Bristol, British Ford, Cit- 
roen, Vauxhall, Opel, Hillman, 
Isetta, Jaguar, Lloyd, Mercedes- 
Benz, Morris, MG, Panhard, Re- 
nault, Sunbeam, Triumph, Volks- 
wagen, Metropolitan and Volvo. 
Last year, 15 foreign makes ex- 
hibited at Chicago. 


Bohn Increases 


* eye +. 
Trim Facilities 

DETROIT.— Bohn Aluminum & 
Brass Corp. has announced a com- 
plete new manufacturing facility 
for making extruded decorative 
trim. 

The equipment, which has been 
installed in Bohn’s Holland (Mich.) 
plant, is of the latest design and 
includes facilities for plain and 
color anodizing, decorative painting, 
silk screening, buffing, etching, 
chemical brigtening, and forming 
and fabricating operations in a 
wide range of aluminum sizes and 


shapes. 
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Ragsdale Sees Six-Million-Car Year .. . 


Buick Adds Luxury Line for ’58 


(Continued from Page 2) 


power ratings on the new cars, 


holes, Ragsdale said, “was not a/| Ragsdale replied: 


side product of ’58 styling but a 
direct approach thereof.” 

Ragsdale said about 125,000 of the 
58 models will be built by the end 
of the year, bringing Buick’s total 
output for 1958 to 450,000 units. 

He said Buick would launch air 
suspension at 25 percent of produc- 
tion, but cautioned that the public 
would need a “selling job” on the 
new engineering item. 

Production of air-ride Buicks 
can be boosted to 100 percent or 
cut to 10 percent depending on 
how the public accepts the new 
suspension system, he said. 

GM has introduced air suspen- 
sion only on Cadillac’s Eldorado 
Brougham to date. 

Ragsdale made it clear that a 
great deal of selling effort on ‘58 
models would be devoted to air 
suspension. It will be standard on 
Roadmasters and optional on 
lower-priced series. 


Asked to disclose Buick horse-' 


“Buick subscribes wholeheart- 
edly to the AMA position on 


Dealership Hours Curb 
Upset in Minneapolis 

MINNEAPOLIS. — A _ proposed 
ordinance which would limit the 
hours of operation of new and 
used-car dealers has been declared 
invalid by D. J. Shama, assistant 
City attorney. Under the ordinance 
dealers would have to close at 8 
p.m. Monday through Friday and 
by 1 p.m. Saturday. 

The ordinance had been sought 
by a salesman’s union. Under 
present contract terms, salesmen 
are not required to work after 9 
p.m., but may do so if they wish. 
Walter Hobot, union business 
agent, said only two dealers are 
not complying with the contract 
and that they are being picketed. 
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releasing horsepower figures.” 

(The Automobile Manufacturers 
Assn, resolved in June to minimize 
emphasis on horsepower and speed 
characteristics in future new-model 
advertising.) 

Kennard said Buick had no plans 
to introduce a three-seat station 
wagon in 1958. He reported that 


station wagons accounted for 12}. 


percent of Buick production this 
year and “would have taken more 
if we had the capacity.” 

Synchromesh standard trans- 
mission, Ragsdale said, is a fad- 
ing item. Only 4 percent of 
Buicks built this year—all of 
them Specials—had the straight 
stick, he said. 

The Buick executive was asked 
why Buick dropped from third to 
fourth in sales this year. 

Conceding that the ’57 Buicks 
were “unheralded and unsung,” 

Ragsdale declared: 

“No one has a monopoly—or 
guarantee—of any share of the 
automobile market. In a _ highly 
competitive field such as ours, suc- 
cess in the marketplace must be 
earned, and it must be earned every 
day in the year. 

“All of us are vulnerable when 
we are vying for public favor, 
and can be dislodged from our 
position at any time.” 

The whimsical Ragsdale said he 
called “Tex” recently to find out 
about Plymouth’s plans for next 
year, but “Tex” wouldn’t give him 
any information (“Tex” is L. L. 
Colbert, president of Chrysler 
Corp.). 

Ragsdale suggested that the word 
“boom” be eliminated from our 
concept of the economy. 

“There's a certain stigma at- 
tached to a boom,” he said. “Most 
of the adults in the U.S. today 
remember the big depression. For 
them a boom is closely associated 
with a bust. They think that when 
an economy such as ours has run 
so far, so fast, it must inevitably 
run out of gas and come to a halt 
—as it did in 1929. 

“During the last decade, the 
amount of money we Americans 
have spent annually has in- 
creased steadily. The amount we 
will spend this year is estimated 
at $280 billion. 

“That is how much money it 
takes to feed, clothe, house and 
entertain the 170-odd million people 
in this country every year. Would 
it not be safe—after 10 years—for 
us to assume that this is no longer 
a boom economy, but a normal 
growth that must continue as our 
povulation increases?” 

More than 300 newspapermen 
attended the preview. 

> * = 


Buick Puts ’58 on Tour 


|For Showings to Dealers 


FLINT.—The 1958 Buick left 
Flint on transcontinental tour Sun- 
day (Sept. 15) with stops scheduled 
at six major cities where more than 
16,000 dealers and their sales forces 
will preview the new line. 

Edward T. Ragsdale, general 
manager of Buick, will be host at 
each stop and will present the 1958 
models to the dealers. 

The preview opener will be held 
Wednesday at Chicago with the 
vanguard of 3,600 men on hand for 
the inaugural of a two-day session 
for Midwest regional personnel. 

Other showings will be held Sent. 
25 at Dallas for dealers in the 
Southwest region; Sept. 30 at Los 
Angeles for the Pacific region; Oct. 
5 at Memphis for the Southeast re- 
gion; Oct. 11-12 at Detroit for the 
central region and Oct. 15-16 at 
New York for the Eastern region. 
The new Buick makes its public 
debut Oct. 25. 

Accompanying Ragsdale on the 
preview trip will be Edward C. 
Kennard, general sales manager; 
Oliver K. Kelley, chief engineer; 
Verner P. Mathews, on special as- 
signment to the general manager; 
John B. Davies, executive assistant 
in charge of dealer relations, and 
Waldo E. McNaught, director of 
public relations. 

Two special features will be in- 
cluded in this year’s Buick 
announcement program. Dealers 
will see, for the first time, the two 
models of the 1958 Opel which 
Buick will distribute nationally 
starting this fall, and will witness 
an exclusive Buick stage show per- 
formed by a Broadway cast. 





















Dodge Dealers Relax— 


Erie County (N. Y.) Dodge Dealers relax at their annual ovting at the Lancaster 
(N. Y.) Country Club. Shown, seated, from left are, L. J. Bielli, Buffalo; Charles Magie, F 
Buffalo; A. H. Delacy, Lancaster, and H. 


Pankow, Buffalo mayor; Robert F. Brost, Buffalo; E. H. Wassman, West Seneca; John 
Kelly, Dodge Syracuse regional manager; J. R. LaSpisa, Buffalo; L. J. Ouellette, Dodge 
dealer relations director; C. J. Brost, Buffalo, and A. J. LaMastra, Buffalo. 





minimum hourly wage from $1 to 
$1.25. 
a” * + 

— opposing elimination of 

the wage-hour exemptions of 
dealerships whose business is local 
in nature will point to the $1.72 
average as evidence that it is not 
necessary to put dealers under a 
law requiring minimum hourly pay- 
ment of a dollar. 

But those advocating the nar- 
rowing of retail exemptions will 
cite the 66,000 dealership workers 
making less than a dollar an 
hour. 


Some 46 bills relating to removal 
of the retail exemption to the Fair 
Labor Standards Act are pending 
in Congress. Both the House and 
Senate conducted hearings on mini- 
mum wage extension legislation 
during the past session, but no bills 
were reported from committee. 


NADA testified in opposition to 


Obituaries 


R. Thad Andress 

SHREVEPORT, La.—R. Thad Andress, 
59, business and civic leader, and one of 
Louisiana's most widely known automobile 
dealers, died of a heart attack Aug. 31. 
Andress, president and founder of Andress 
Motor Co., Inc., here, at one time had had 
interests in dealerships throughout the 
state. 

* * * 


Fred J. McRorie 

UTICA, N. Y.—Fred J. McRorie, 74, co- 
founder of McRorie-Sautter Motor Co. 
(Buick), died Sept. 5. He and Samuel 
Sautter founded the firm in 1920 and 
successively handied Holmes, Chandler, Oak- 
land and Pontiac before taking on Buick 
in 1932. Mr. McRorie headed the firm until 
his death. A son, 8. Robert McRorie, is 
associated with the company. 

* * * 


Donald W. Sniper 
TOLEDO.—Donald W. Sniper, 33, district 
manager for Willys Motors in the Detroit 
zone, died Sept. 3 in Toledo Hospital. 
* * * 


Harold Lawton Pettingell 

BROOKLYN, N. Y.—Harold Lawton 
Pettingell, 69, a retired vice-president of 
Lee Rubber & Tire Corp., died Sept. 2. 
He was with Lee 45 years and, at the 
time of his retirement in 1956, was senior 
vice-president of the company’s sales sub- 
sidiary. 

* * * 


James W. Fuller 
RALEIGH, N. C.—James W. Fuller, 68, 
secretary-treasurer of Conn-Gower Pontiac 
Co. here, died Sept. 5. He had been with 
Conn-Gower and its predecessor, . Gower 


‘Pontiac & Motor Service Co. for 39 years. 


* * * 


Jess D. He 
LOUISVILLE.—Jess D. Heybach, retired 
Louisville auto salesman, died Sept. 6. He 
was one of Grayson County’s first auto 
dealers. 
* * * 


Emmett G. Davies Sr. 

GREENSBORO, N. C.—Emmett. G. 
Davies sr., 75, who operated the first 
Studebaker dealership in North Carolina, 
suffered a heart attack at his home Sept. 
4 and was pronounced dead on arrival 
at Moses Cone Hospital. 

* + * 


Thomas Francis Cocke Jr. 
RICHMOND, Va.—Thomas Francis Cocke 
jr., 65, Fredericksburg, president of 
Vaughan-Cocke-Carpenter Motor Co., died 
Sept. 6 at a Richmond hospital. 
* * * 


Andrew M. Marshall 
PITTSBURGH. — Andrew M. Marshall, 
district general manager of GMC, died 

Sept. 6 at Warren, Pa. He was 37. 


Dealership Minimums .. . 


Wage Rates Compared 


(Continued from Page 2) 


D. Conshafter, Buffalo. Standing: Steven 


tampering with the retail exemp- 
tion. 
= > > 

ye BLS survey reported sub- 

stantial variance in the hours 
worked by the dealer employes dur- 
ing the survey period. An estimated 
27,000 worked less than 35 hours 
weekly and averaged $1.52 an hour. 
Around 107,000 worked from 35 to 
40 hours and averaged $1.96, while 
an average of $1.93 was recorded 
for the 195,000 employes who put in 
from 41 to 47 hours. 

Hours of 48 or more were 
worked by 237,000 workers, their 
earning average coming to $1.51 
an hour. 

A male-female breakdown showed 
that 509,000 (90 percent of the non- 
supervisory employes in dealerships 
were men, who as a group made 
$1.76 an hour. The earnings of the 
59,000 women job-holders came to 
a much lower average—$1.40. 

Some 4 percent of the men 
earned under 75 cents an hour and 
11 percent under $1. For the women, 
the comparable percentages were 3 
and 14. 

Approximately 45 percent of the 
men put in 48 or more hours 
weekly, their average earnings 
being $1.51. 

” * > 

As WOULD be expected, employe 

pay levels varied according to 
community size. The survey dis- 
closed that nonsupervisory workers 
employed by dealers in metropoli- 
tan areas averaged $1.93 in hourly 
earnings. In nonmetropolitan com- 
munities of 5,000 or more popula- 
tion the average was $1.58, while in 
towns of less than 5,000 it was $1.31. 

In big-city areas, 6 percent of 
employes earned under $1 an 
hour, as against 19 percent in 
nonmetropolitan areas. 

The report showed that on a na- 
tional basis, 89 percent of dealer- 
ship employment was accounted for 
by companies operating a single 
dealership, with another 10 percent 
attributed to dealership chains of 
two or three units. 

Employe earnings in single-unit 
operations averaged $1:71 an hour, 
5 cents lower than that for workers 
employed by firms operating two or 
three establishments. 

Ten percent of the chain em- 
ployes made less than $1 hourly, as 
against 12 percent of the single- 
dealership workers. 


GMAC Sued 


In Repossession 


CANTON, O.—General Motors 
Acceptance Corp. has been sued for 
$103,000 over the repossession of 
an automobile. 

Plaintiffs are K. E. Bennett and 
Dorothy Bennett, Alliance, O. 

They charged that at the time the 
1956 Buick was repossessed it was 
locked and contained personal 
property, including valuable records 
and papers. These items were taken 
with the car, they charged, without 


regard to the rights of the plain- 


tiffs. 
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Wace Sales 


By Frank Gawronski 
Staff Writer 

UTOMOBILE dealers in the 
Youngstown (O.) area face the 
ibility of a strike next week 
isalesmen’s demands for contract 
otiations are not met. 
he strike threat was voiced by 
Hanlon, execu- 
officer of Auto- 
>bile Salesmen’s 
ion Local 327, who 
d the union repre- 
mted some 187 new 
d used-car salesmen in Mahoning, 
bull and Columbiana counties 
Ohio and Mercer county in 
mnsylvania. He said the union 
a potential membership of 340 
esmen. 
According to Hanlon, the sales- 
nen will meet tomorrow (Sept. 
17) to consider a strike if the 
dealers do not agree to their 
demands, A strike vote had been 
scheduled for last Monday (Sept. 
9) but was postponed a week 
when some dealers expressed a 
willingness to talk contract. 
Hanlon said he has received no 
ply from Frank Gorgie, president 
the Mahoning County Automo- 
le Dealers Assn., concerning a 
er requesting the talks. A 
obkesman for Gorgie, a used-car 
paler, said he has been out of 
and it is not known when he 










































ancaster 


xemp- 


1 sub- 
hours 
s dur- 


mated 

hours ill be back. 

hour, | Hanlon said the salesmen’s group, 
35 to ered last June, hopes to work 
while Plosely with the dealers. 

orded > = > 


W7E FEEL our organization will 
help them as much ag the 
smen by developing greater co- 
ration, establishing higher ethi- 
standards and mereasing the 
ofessional standards of salesmen.” 
The union is seeking a monthly 
salary of $275 for salesmen with 


put in 
were 
their 
$151 


lowed 
















 non- 
‘ships Jtwo years’ experience, $350 for 
made |salesmen with three to five years’ 
f the gexperience, and $400 for salesmen 
ne to |with more than five years. 
In addition, the union is asking 
men 3 percent commission on used 
r and and a minimum $50 commis- 
ymen, ion on the sale of new cars. 
ere 3 | Hanlon said a strike would affect 
pproximately 20 dealers in the 
f the 
nours ° 
ings (Chicago Dealer 
Accused by BBB 
ploye ° *.9 \ 
« (Of Using ‘Bait’ Ads 
dis- 
‘kers | CHICAGO. —A Chicago Oldsmo- 
poli- dealer, accused of “bait” ad- 
burly ising, has been asked by the 
com- [Chicago Better Business Bureau to 
sula- fpublish an admission of “flagrant 
le in iting’ in its recent used-car ad- 
51.31. rtising” and a “correction.” 
- of The BBB said its investigations 
an [at Mars Oldsmobile revealed: 
in 1. A 1957 Oldsmobile, advertised 
lat $2,268, was represented as being 
na- one. A salesman attempted to 
aler- tech a BBB investigator to other 
i for $1957 models selling at $2,670 and 
ngle 710. 
cent 2. A 1955 Ford Crown Victoria, 
s of [advertised at $1,095, was said to be 
“out on a demonstration,” with “a 
unit $50 deposit on it.” A salesman at- 
our, [tempted to switch an investigator 
cers jto a 1956 Ford at $1,695. 
o or 3. When an investigator asked to 
See one of 45 different 1956 Olds- 
em- [Mobiles advertised at $1,795 each, 
_ as jhe was told to “pick one out, they 
gle- [&re all $1,795—plus the equipment.” 
The BBB shopper then asked 
“What comes close to $1,795?” A 
falesman said “the cheapest I’ve 
got is that hardtop over there. That 
will run you $2,790.” 
a First Stolen Edsel 
tor | Reported in Philadelphia 
of PHILADELPHIA. — The first 
stolen Edsel was reported here 
and | Sept. 6 by R. J. Edsel Co, The 
Edsel went on sale two days 
the earlier, 
was The firm’s supervisor, Zeke 
1a1 | Baron, said the car was parked 
rds | near the service department en- 
cen | trance, Two children told police 
ee they saw a man drive the car 


away. It had no plates. 
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Wontract Deadline at Hand... 


Youngstown Dealers 


Strike 


Youngstown area, “Most of the 
dealers in the city are signed up 
100 percent,” he said. 

* = . 

N BUFFALO, members of Ma- 

chinists Local 1053 and Team- 

sters Local 375 went on strike last 
week at South Park Lincoln-Mer- 
cury Sales. 

Nelson Duerr, Machinist busi- 
ness representative, said the firm 
had refused to bargain on a new 
contract. The old pact expired 
Sept. 3. 

The Teamsters represent delivery 
workers, wash and grease employes, 
and the Machinists include me- 
chanics and painters. About 15 em- 
ployes are claimed by the two 
unions. 

* * > 
EANWHILE, auto mechanics 
at 85 percent of Kansas City’s 

auto dealerships have negotiated an 
agreement providing for wage in- 
creases amounting to 50 cents an 
hour over the next three years. 

The agreement, effective in 60 
auto shops, raised wages 20 cents 
an hour this year, and will add 
15 cents an hour in 1958 and 15 
cents again in 1959. 

The new minimum rate for me- 
chanics in Kansas City is $2.67 an 
hour; next year it will be $2.82, in 
1959, $2.97. 

aa > = 

OX THE factory front, pickets 

surrounded the Chrysler Corp. 
transmission and power steering 
plant in Indianapolis last week 
following a breakdown in union- 
company negotiations going on 
since Aug. 8. 

The strike, by United Auto 
Workers Local 1226, idled about 
2,800 workers. It also shut off 
the company’s supply of two-speed 
automatic transmissions, which 
are optional equipment on the 
Plymouth and the lowest-priced 
Dodge and DeSoto lines. 

Since the company has completed 
its shutdown for model change- 
overs, the strike has no immediate 
effect on auto production. 

Bargainers for the company and 
union were continuing to negotiate 
as of presstime Thursday. 

a = = 
CCORDING to Howard Cassale, 
financial secretary of the union, 

the major issue in the strike is 
over work standards put into effect 
by Chrysler last winter. 

He said the union will not go 
back to work until the standards 
set by Chrysler on how much 
work employes should do are 
lowered closer to the level em- 
ployes feel should be in effect. 

Another union Official said the 
union has a “backlog of grievances 
against the company,” including 
other issues as well as the work 
standards. 

Among the other issues he said 
were union attempts to have the 
company equalize overtime work 
performed by personnel in various 
departments. 

Meanwhile, General Motors has 
announced that its hourly rated em- 
ployes in the United States have 
received vacation pay amounting to 
approximately $66 million in 1957. 
Vacation pay checks amounted to 
an average of $185 per employe. 


Economy Tire Has 


‘Expensive’ Tread 


AKRON.—A modern tire tread 
design that appeared on more than 
10 million new automobiles is fea- 
tured in the Firestone Tire & Rub- 
ber Co.’s new “Super Champion” 
replacement tire, according to E. B. 
Hathaway, trade sales vice-presi- 
dent. 

The Super Champion, economy- 
priced tire in Firestone’s passenger 
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Buick for Student Drivers— 








Daniel A. Salameno, right, president, Daniel Motors, Inc. (Buick), Pompton Lakes, 
N. J., presents a 1957 Buick to Lester V. Jochem, principal, Pompton Lakes High 
School, for use in the school’s driver education program. This is the ninth year 
Daniel Motors has presented a car to the school. Looking on are, from left, Diane 
Yacco and Judy Sieber, students, and Chester A. O'Donnell, instructor. 


To Trinidad ... 





Yankee Selling on the Way 


DETROIT.—The island of Trini- 
dad may soon be getting a close 
look at the American way of mer- 
chandising its products—at least if 
one native son of the tiny British 
possession has his way. 

J. Mustafa Ahamad — “every- 
body up here calls me Al”—says 
American know-how in selling 
automobiles is virtually unheard 
of on the island, located a few 
miles off the coast of Venezuela. 
After completing 13-week training 
courses at the Chrysler Training 
Center here, Ahamad is ready to 
put new sales tactics into action 
on the colorful island. 

The 28-year-old Ahamad is the 
son of Trinidad’s sole DeSoto dis- 
tributor. His brief exposure to 
American sales techniques has con- 
vinced him that such methods can 
be applied in reaching for a volume 
operation—even on an island with 
only 1,864 square miles and 651,000 
inhabitants. 

“People are the same the world 
over,” says Ahamad, “in wanting to 
be sold an item, providing you meet 
them half-way.” He found this out 
by applying knowledge gained from 
reading American sales books, leaf- 
lets and pamphlets which he found 
in the American Embassy in Port- 
of-Spain, Trinidad’s capital. 

“English is the official language,” 
Ahamad related, “but I had a major 
task in translating American sales 
practices into terms residents here 
could understand.” 

The aggressive Ahamad knew 
that sales were down in his 
father’s dealership, which handles 
foreign makes in addition to De- 
Soto. “Even though the British 
Government allows us to import 
only about 100 DeSoto’s per year, 
we were having trouble gaining 
sales,” Ahamad stated. “But I had 
talked to many persons who de- 
sired a higher priced car with its 
advantages in luxury over Euro- 
pean models,” he continued. 


These people were eager to buy,|_ 


Ahamad pointed out, but had not 
been approached in the right man- 
ner. He quickly realized the sales 
techniques of his sales force, as 
needed in Trinidad, has been totally 
inadequate. 

“Before I took any action, sales- 
men would sit around and wait for 


Dayton Dealers Close 
At 6 p.m. 3 Days a Week 


DAYTON, O.—New and used-car 
dealers in the Dayton area now are 
closing at 6 p.m. Tuesdays, Thurs- 
days and Saturdays “to enable our 


car line, sells for approximately 40|employes to spend weekends and 


percent less than tires used on new 
automobiles. 

“Construction and design fea- 
tures of the company’s more ex- 
pensive original equipment tire 
were used in manufacturing the 
new product,” Hathaway said. 
“The tread design has more road- 
proven miles than any we have in- 
troduced in recent years.” . 


alternate evenings with their fami- 
lies.” 

The firms formerly had been 
open until 9 or 10 p.m. weekdays. 
The change was agreed upon by 
the Montgomery County Automo- 
bile Dealers Assn., the Miami Val- 
ley Used-Car Dealers Assn. and the 
Greater Dayton Independent Auto 
Dealers Assn. 


walk-in customers—and wouldn’t 
even bother to get up when some- 
one did enter,” Ahamad stated. And 
if a customer expressed interest, the 
salesman would answer with an 
abrupt “yes” or “no” if at all pos- 
sible, he reported. 

Ahamad immediately overhauled 
the salary set-up, according to his 
book readings, and placed salesmen 
on a commission and salary basis. 
Sales slowly began to pick up and 
along with it, enthusiasm of the 
salesmen. 

Before embarking on his first 
visit to the U. S., Ahamad tried 
other methods of arousing customer 
interest. He parked a Firesweep 
model, first DeSoto ever introduced 
in his country, in front of several 
factories, offering workmen an op- 
portunity to take a test drive. He 
later began making phone calls, 
asking potential customers if he 
could stop around “just to show you 
this fine American car.” 

“Persons were so flattered with 
the idea, previously unheard of, 
that many bought right on the 
spot,” Ahamad said. All competi- 
tive makes have since installed 
telephone solicitation in their 
presentations. 

According to Ahamad, the Ameri- 
can car receives preference over 
conservative European models in 
most instances. “Many American 
customs and ideas were brought 
here by American troops during the 
war years,” Ahamad said, “and 
people began to realize how luxur- 
ious American products were.” 

© * * 





Selling U. S.-Style— 


J. Mustafa Ahamad is ready to return 
to his native Trinidad and apply selling 
methods learned at the Chrysler Training 
Center to his father's DeSoto outlet. He is 


confident American methods’ will boost 
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Ford, Chevrolet 


Join Bonus Ranks 


Contest Payments 
Crest at $200 a Car 


(Continued from Page 6) 
higher brackets. The contest runs 
until the end of the model year. 


* * * 


Chevrolet 


7 dealer bonus begins after 55 
percent of quota has been 
reached. The payment is $35 a car 
for sales from 56 to 70 percent of 
quota; $75 a car for 71 to 80 per- 
cent; $175 a car for 81 to 90 percent, 
and $200 a car for sales in excess 
of 91 percent of quota. 

For trucks, dealers get $50 per 
unit for sales from 56 to 65 percent 
of quota; $100 a unit for 66 to 75 
percent; $175 a unit for 76 to 90 
percent, and $200 a unit for sales 
over 90 percent of quota, 

The contest ends Oct, 31, and 
dealers estimate that the plan will 
bring them an average of about $50 
a car if they sell all their 1957 
models by that date. 


* * * 


Ford Division 


> receive $80 per car 
and $100 per truck for sales 
from 90 to 100 percent of quota. The 
bonus rises to $160 per car and $200 
per truck for sales in excess of 
100 percent of quota. 

The Ford division plan also pro- 
vides for an additional payment of 
25 percent of the above figures if 
a dealer reaches 60 percent of his 
car quota and 65 percent of his 
truck quota by Oct. 10. The contest 
closes Nov. 6. 

* * > 


Mercury 


= contest replaces one 
which terminated Sept. 10. The 
new program runs through Nov. 10. 
The bonus payment is $50 a car 
for sales from 41 to 60 percent of 
quota; $100 a car for 61 to 80 per- 
cent; $150 a car for 81 to 100 per- 
cent, and $200 a car for sales in 
excess of 100 percent of quota. 


Treasury Boosts 
Revenue Estimate 


For Road Fund 


WASHINGTON.—The estimated 
amount expected to be paid into 
the Highway Trust Fund in fiscal 
1958 has been boosted to $2,185,000,- 
000, according to the Treasury De- 
partment. 

This is $115 million more than 
the Treasury estimate made last 
February. 

On the other hand, the Treasury 
Department said expenditures from 
the trust fund for highway con- 
struction during fiscal 1958 are ex- 
pected to be $1,806,000,000, com- 
pared with a previous estimate of 
$1,900,000,000. 

The National Highway Users 
Conference noted that the new ex- 
penditure estimate, while indicating 
a possible reduction of $94 million, 
still represents an increase of 87 
percent over the $966 million paid 
out from the trust fund during fis- 
cal 1957. 

According to Treasury figures, 
the indicated balance at the end of 
the fiscal year will be $895 million, 
compared with an earlier estimate 
that $662 million would be on hand 
at the end of the first two years of 
operation of the Fund. 


Associates Hikes 


Commercial Rate 


SOUTH BEND. — Associates In- 
vestment Co. last week increased 
its commercial paper rates. Robert 
L. Oare, chairman, said the boost 
was made to keep pace with chang- 
ing conditions in the money mar- 
ket. 

Rates for paper of five to 29 days 
remained unchanged since the 
company’s last increase on June 18, 
1957. The raise in the 30-to-239-day 
categories was % percentage point. 
In the 240-270-day classification, 
the hike was % percentage point. 

Associates’ new rate schedule is: 
Five-29 days, 3% percent; 30-89 
days, 3% percent; 90-179 days, 3% 
percent; 180-239 days, 4 percent, 
and 240-270 days, 4% percent. 
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Would Boost Sales and Profits, Dealer Says... 





$500 Cut in Markups Proposed |x 


KIRKSVILLE, Mo.—If a $500 cut 
in new car prices were announced 
tomorrow, sales would take a big 
jump and dealers could make some 
profit, according to Harry S. Jonas, 
owner of Auto Sales Co., Inc., 
(Cadillac-Oldsmobile-Chevrolet). He 
said this could be done by taking 
$500 out of the markup. 


“The public shops because it 
knows the markup is $1,000 or 
more on some models, that there 
is some pack and the dealer ends 
up by taking $500 off the price 
anyway,” Jonas told Automotive 
News. 


“Consequently, if the factory re- 
duced list prices $500 or to a point 
where.the dealer could make $175, 
there would be a great impetus in 
gales and the profit picture would 
change for the better instead of 
worse.” 


Jonas set up a sample deal using 
actual figures for the model car 
used. Cost price was $2,170 and the 
list price was $2,846, leaving a gross 
profit or markup of $676. 

He suggested taking $500 off 
the list, which would leave a 
profit or markup of $176 before 
taxes and overhead. He said that’s 
all the dealer would make any- 
how and sometimes not that 
much. 


He said his plan would do much 
to put the dealer back in the good 
graces of the public. Such a plan, 
he emphasized, would have to be 
universal and the cut would have 
to be promoted by the manufac- 
turers. 

Without the big spread between 
cost and suggested selling price, he 
said, dealers would take in used 
cars at their true instead of in- 
flated value and that new cars 
would be sold at their true value. 

With only a $175 spread, Jonas 


said other dealers wouldn’t be 
inclined to bootleg or do so much 
cross-selling. The dealer would be 
more concerned with keeping 
new-car buyers as service cus- 
tomers, he added. 

“Today the car with the $1,000 
markup sits on the floor unless it is 
reduced,” Jonas said, “and such a 


Volvo’s 1958 Goal: 
Double Sales 
In U.S. to 15,000 


LOS ANGELES.—Volvo, Swedish- 
built imported car, is aiming for 
the sale of 15,000 cars in 1958, ac- 
cording to Erik Hansen, Volvo 
manager in America. 

This is 30 percent of the firm’s 
annual capacity at plants in Goth- 
enberg, Sweden, and double the 
number of cars sold in the U. S. in 
the last 12 months. 

Large shipments will arrive at 
East and West Coast ports during 
the autumn. The company is ex- 
pecting its new 85 horsepower 
model to boost sales to record 
heights. 

Volvo is one of the two fastest- 
selling foreign imports in California, 
and an extended dealer network 
and more powerful promotion cam- 
paigns are backing the national 
sales effort. 

The Volvo's four-cylinder engine 
is mounted in the front, yields 30 
to 40 miles a gallon and has a top 
speed of over 90 m.p.h. 

Twin carburetors, nonstalling 
electric windshield wipers, a sound- 
insulated transmission, factory- 
balanced wheels, standard Ameri- 
can gear shift and factory-mounted 
white sidewall tires are additional 
features. 





Good Parts Stock Spells Profit se 


Stutz Keeps His Wagon Full 


NEW YORK.—Parts business ac- 
counts for an average of 60 percent 
of total absorption at Stutz Sales 
& Service, Studebaker-Packard and 
Mercedes-Benz dealership in the 
Bronx. 

And, according to Jerry Stutz, 
absorption twice has run well over 
100 percent, although it generally 
is a little below this figure. 


“That's been our motto ever since 
my Dad opened the doors many 
years ago. At one time, we oper- 
ated only as a general service busi- 
ness, but even then Dad knew the 
value of keeping a full stock of 
everything. 

“When we took on the Stude- 
baker franchise in the ’30s, we nat- 
urally went heavy on the 
business, because that had been 
our background.” 

Stutz’ father learned about keep- 
ing a full stock from his own 
father. who operated a successful 
drygoods establishment before the 
era of the horseless wagon. 

Stutz’ parts department is open 
from 8 am. to. 8 p.m. He has 
learned that many gas station 
owners and even private individ- 
uals just don’t have time during 
the day to make a special trip for 
their parts, but they will stop by 
after 5 or 6 p.m. Saturday also is 


“We deliver parts to people in 
the vicinity and, if they’re too far 
away, we use express or parcel 

The firm gets parts requests from 
as far away as small towns on the 
Canadian border. “When a dealer 
can’t supply a customer,” Stutz 
said, “he often tells him that we 
have the part or can get it.” 

Since taking on Packard and 


Mercedes, Stutz is beginning to 
build his stock of parts for these 
two lines as well. 

“We order all crash parts—like 
tail lights, fenders, bumpers and 
grilles—immediately,” he explained. 

“Then, as we receive orders for 
other items, we buy two at a time 
instead of just one. In this way, we 
can slowly build a good stock. Then 
we have to keep our eyes open to 
see which ones move fast and 
which ones move slowly.” 

There is no elaborate stock 
control or inventory check at the 
Stutz shop. It’s strictly a matter 
of watching how parts are mov- 
ing in their bins. As the quantity 
gets low, a new order is placed, 
the size of which is governed by 
the pace at which the particular 
part moves. 

Stutz said he seldom runs out of 
an item and seldom has an excess 
inventory. “We're working with 
this stuff every day,” he said, “and 
we know what's moving and what 
isn’t. We just don’t need any other 
records.” 





Edsel Amblewagon— 


Simultaneously with the Ford Motor Co.'s introduction of the Edsel, 


plan would eliminate the pack all 
together. 


“Dealers and salesmen can create 
demand, but the average customer 
shops for better prices. After 40 
years in this business, I have come 
to the conclusion that the shopper 
is here to stay. 

“When he finds out all the fat 
has been taken out he will be in- 
clined to buy where he can get 
the best service, and other deal- 
ers can’t cut enough to make it 
worthwhile for him to spend a 
week and $50 looking for a better 
price.” 

Jonas started in the auto business 
in 1912, selling the RCH which was 
named for the late R. C. Hupp. He 
subsequently sold Mitchell and sev- 
eral other defunct cars. 


He was a Ford dealer prior to 
1917, when he took on Chevrolet. 
He added Cadillac and Oldsmobile 
about 30 years ago. 

Jonas said it’s a waste of time to 
hope for the return of the old days. 

“Times have changed and the re- 
tail auto business may eventually 
develop into a cross between a 
supermarket and a department 
store,” Jonas said. 

“I am convinced we'll always have 
the shopper, but we will also always 
have salesmen who can sell and 
who can close the deal with any 
shopper on a proper basis. 

“Too often today the salesman 
creates a buyer and then sees 
him shop a couple of other deal- 
ers, with the deal he has worked 
up with great pains and _ skill 
going eventually to the lowest 
bidder. This discourages good 
salesmen and discourages good 
dealers. 

“But relief must come from the 
factories,” Jonas said, “because in- 
dividual dealers can do nothing to 
stabilize the business. 

“When new models come out 
there is always newspaper publicity 
and statements from factory offici- 
als that prices will be higher. So a 
large segment of potential buyers 
are scared off. 

“I contend the factory either 
should reduce list prices, if they 
won’t reduce invoice prices, or 
leave off enough to make a differ- 
ent price. 

“And publicity about price re- 
duction would do wonders toward 
bringing in the buyers who have 
been waiting for the best time 
to buy.” 

Jonas also said factories could do 
a much better job of advertising 
and promotion to help the dealer 
end the rat race. 

Jonas said volume as well as 
profits had been declining slowly 
for five years, and that the number 

of deals possible subsequent to the 
sale of one new unit had declined 
from five to two. 

He said most prewar cars are 

now out of the trading market, The 
average trade-in is three years old, 
he said, adding that when this 
three-year-old car is sold, a car two 
years older is taken in trade. 

Anything taken on the five-year- 
old car is usually junk. Only a few 
years ago, Jonas said, a dealer 
could figure on five pretty good 
deals for each new unit. 


Automotive 


Conversion Corp., Birmingham, Mich., announced the addition of the Edsel to its line 
of Ford and Mercury Amblewagons. The Edsel Amblewagon is a multi-purpose emer- 
gency vehicle designed for rapid conversion from ambulance to utility service car, 
pall bearers’ limousine or personal station wagon. The rear end modification of the 
Edsel, which includes a specially designed side-opening rear door, adds 34% inches 
of vertical height and more than five inches slant height at the entrance to facilitate 


speed and ease in mortuary use. 
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Seattle Edsel Dealers Meet— 


Newly appointed Edsel dealers from the Seattle district are shown at an organiza- 
tional meeting. R. J. Siewers, standing, third from left, Edsel Seattle district sales 


manager, presided. 





Belts Help in Accidents, 
Safety Probers Report 


WASHINGTON. The House 
traffic safety subcommittee said 
last week the odds of surviving a 
highway accident—and coming out 
with less severe injuries—are en- 
hanced by the use of safety belts. 


The conclusion was based on a 
subcommittee report on belt 
hearings it held in April and 
August. 

The subcommittee, however, 
made no recommendation for legis- 
lation governing belts. 


The report said that while a 
shoulder harness would provide 
more protection than a seat belt, 
“it is unlikely that as many per- 
sons would either purchase this 
equipment or use it. The subcom- 
mittee feels that . . . a seat belt will 
greatly increase the individual pas- 
senger’s safety. It is economical; it 
can be installed easily in all makes 
and models of cars; and it will be 
accepted and used by the public 
much more readily than a more 
cumbersome device.” 

The report applauded the 
unanimous endorsement of belts 

by auto manufacturers who testi- 
fied, but noted that the witnesses 
indicated there was public apathy 
toward the belts. 

The subcommittee said it was 
hopeful the makers “will consider 
ways and means of advising the 
public of the results of their re- 
search and tests concerning the 
safety features of seat belts,” add- 
ing that once people are informed 
of their value they will voluntarily 
use the devices. 

The report said the General 


Auto Provides 
Freedom, Say 


Career Girls 


WASHINGTON. — Owning a car 
gives a career girl a feeling of in- 
dependence, many of such women 
told the Washington Evening Star 
in an article on why unmarried 
women are big investors in autos. 

Here are some of the reasons 
given: 

“A car is actually a part of me 
and gives me confidence and a 
recreational outlet that can be 
pursued daily, even though I work.” 

“Since I got my car my horizons 
have widened considerably. I’ve 
driven all over the U. S. and Can- 
ada and I find driving a most 
pleasant pastime.” 

“Owning a car keeps you alert 
because your ingenuity is constantly 
tested in finding parking places.” 


“Perhaps when a young girl in 
her early 20s first starts on a 
career, it is not necessary, but as 
she grows older, and is still work- 
ing, she should buy a car. I drive 
to work every day and find it pref- 
erable to waiting for buses and 
streetcars.” 

“I feel perfectly safe driving in 
the evening.” 

“A car is a pleasant accessory 
for a career girl. I drive to work 
every morning and park in a ga- 
rage. It saves me time and money.” 





Services Administration, the Gov- 
ernment’s housekeeping agency, is 
drafting Federal specifications on 
minimum standards for belts and 
attachments for use in Govern- 
ment-owned vehicles. The move 
was lauded. 


The subcommittee acknowl- 
edged the possibility that in cer- 
tain freakish accidents a seat 
belt might contribute ‘to injury. 
But it added that in most cases, 
a restrainer increases the chances 
of survival. 


The subcommittee plans October 
hearings in Nashville, Little Rock, 
Ark., and Montgomery, Ala. on 
factors underlying the high acci- 
dent rate in the South. Originally, 
the sessions were slated in Septem- 
ber. 


No action was taken by the sub- 
committee before Congress ad- 
journed on a bill by Rep. Kenneth 
Roberts, Alabama Democrat, pro- 
viding Federal funds to states for 
high school driver education pro- 
grams. Roberts is subcommittee 
chairman. 


Portland Show 
Opens Nov. 23; 


Committees Named 


PORTLAND, Ore. — Committees 
for the Portland Motor Show have 
been appointed by Philip L. Fields 
(Chevrolet), general chairman. The 
show will be held Nov. 23 to Dec. 1 
at the Pacific International Exposi- 
tion. 

Named to the executive commit- 
tee were Clark B. Graham, presi- 
dent of the Automobile Dealers 
Assn. of Portland, show sponsor; 
C. Edwin Francis, S. W. Fraser and 
Lyman Slack. 


Slack also was named chairman 
of the committee which will line up 
entertainment for the show. Assist- 
ing him will be H. H. Dunham, 
John Fitzgibbon and Carl Win- 
dolph. 

Other committee assignments: 
Advertising and publicity—-M. M. 
Meadows, chairman; Knute Quale, 
Marvin Tonkin and James G. Wol- 
fard. Dealer Space—Fred [ling- 
worth, chairman; Frank Litwiller 
and Charles W. Wentworth. Deco- 
rations and Facilities—Fred Bauer, 
chairman; A. H. Alexander and 
Dave Logan. 

Exhibit Space Sellers—George B. 
Wallace, chairman; Alexander and 
Logan. Finance — Francis, chair- 
man; Dave Abram, Warren Braley 
and D. D. Moore. Policy and Regu- 
lation—Fraser, chairman; Harvey 
Banard, Roy O. Burnett jr. and 
R. C. Rule. 


Chevrolet for Geller 


Ben Geller Chevrolet, 3400 W. 
Ogden, Chicago, formerly Lewis 
Chevrolet, has opened. Ben Geller, 
president, formerly was general}, 
manager of Midway Chevrolet and§ 
later managed the car-replacement 
program for M-K Auto Leasing. 
Sales manager of the new firm is 


Robert Voss, formerly sales man , 


ager of Crosstown Ford. 
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Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U, 8, PRODUCTION ONLY) 


Week Week =_ = 1 “— 1 

Ended Same Ended 
Sept. 14, Week, Sept. 7, comen, Sept. 15, Sept. ” 

4 1957 1956* 1957* To Date 

ERICAN MOTORS 1,900 1,782 1175 = 3,075 71,908 on,s0e 
iain avesiidesbinciaelii 135 259 80 215 4,762 1,600 
pilin bdacesicisdiviadostodiie 315 289 183 498 11,513 4,154 
Se le daibomineds 1450 1,234 912 2,362 54,987 62,642 
ee” decades 9,713 10,161 600,263 944,608 
PT a Sy Ss aaneien 1,762 2,210 172,688 93,399 
ion 6,548 30,172 
291 71,190 89,153 
676 136,455 219,878 
6,984 313,382 512,006 
74,011 1,110,671 1,410,892 
odniata 1,153 444 
SS 32,928 
56,014 889,019 1,128,457 
708 33,536 27,533 
‘ganiza- 7,965 186,963 221,530 


ct sales 
























90,006 2,306,499 2,101,185 
6,060 418,917 298,744 
5,992 114,993 117,915 

56,616 1,192,890 1,124,438 

12,002 331,190 296,862 








9,336 248,509 263,226 









3,302 67,305 48,449 









13,277 4,654 
3,302 54,028 43,795 




















ante Total Cars, U. S........... 89,851 63,798 90,704 180,555 4,156,000 4,573,530 
ns on 
overn- COMMERCIAL CARS 
move (U, 8. PRODUCTION ONLY) 
Week Week Output, Jan. 1 Jan. 1 
Ended Same Ended Sep- To To 
nowl- Sept. 14, Week, Sept.7, tember, Sept. 15, Sept. 14 
. cer- 1957 1956* 1957* ToDate  1956* 1957 
seat PHEVROLET ......... ..... 4,600 5,951 5,601 10,201 264,102 256,381 
jury. BIAMOND T ................. 130 117 85 215 3,671 3,885 
aan aaa Co aie 60 60 48 108 «= «-2,787Ss«2, 192 
wibihesb tianlian 43 891 1464 1,507 63,291 57,244 
EE 6000 6302 5,465 11,465 218,091 252,671 
REESE 1115 1943 1,157 2,272 67,841 48,434 
2. On INTERNATIONAL. ..... 2,544 2,567 2,022 4,566 98,168 85,535 
nally, ig 370 352 279 649 13,411 12,810 
- 135 71 107 242 486 -2,764 «= «3,348 
iain age 15 1%5 10,897 «= 7,566 
Sh 215 353 215 490 12,460 10,720 
OD osescncscsccscseccoecsece 1,120 3=s-: 11,375 843 1,963 42,924 42,979 
a EOUS*** 89 48 72 161 2332 2,428 
a Total Trucks, U. S.... 16,641 20,030 17,373 34,014 802,689 786,193 
mittee | Total Cars, Tru 
a ame laeaieahal 106,492 83,828 108,077 214,569 4,958,689 5,359,723 
Total Cars, Trucks, 
Er 3,343 2,311 2,718 6,061 349,046 323,169 


Grand Total, 
Cars and Trucks, 


1ed 


. Misceliancous includes 


U. S. and Canada....109,835 86,139 


110,795 220,630 5,307,735 5,682,892 


Corbitt, Marmon-Herrington, Federal, Four-Wheel- 


Campbell can recover them from 


Oliver dismissed the case against 
Everett-Headrick Motors “because 
the charges were paid to the fi- 


The charges represented $29.50 for 
a life insurance premium, $125 for 
a “repossession reserve fund” and 


“carrying 


Counsel for the defendants, Ben- 
jamin Kizer, said the decision, if 
followed generally, “will affect every 
bank and finance company that 


excessive 


Littees 
- have Drive, ete. 
Fields [B-' All U. S. totals include cars and trucks for military orders. 
The f'Autocar, Freightliner and Sterling are included in White totals; Brockway included 
Dec. 1 Lm Mack totals. 
x posi- A 
-mt- Finance Charges Over 6% 
resi- 
“ Ruled Illegal in T 
sor: ute egat in rennessee 
Tr an 
MARYVILLE, Tenn.—In an 
rman nion which informed sources| Home Finance.” 
eae y could upset prevalent auto- 
iham, cing methods, Circuit Judge 
Win- P2@yne Oliver has ruled that - : 
tharges exceeding 6 percent in-| ™*™°e Company. 
ents: are illegal in Tennessee.” 
{. M.| Oliver handed down the ruling 
— in a case involving the purchase | $151 in 
lling- of an automobile by Mrs. Dorothy | charges,” the judge said. 
willer |& Campbell, who sued Everett- 
Deco- |Headrick Motors, which sold the 
sauer, j¢ar, and Home Finance Co. of 
and [/Tennessee, Inc., which financed 


the purchase. 


- B- |The judge noted that charges 
-hair- Ptalling $306 beyond the legal max- 
raley foum constituted usury and Mrs. 
tegu- ec 
. 
vey Dealers in Mexico 
° + 
Shift Parley Site 
MEXICO CITY.—The Board of 
0 W: Directors of the National Automo- 
a le Dealers Assn. has switched the 
eal e of the 11th annual convention 
- andpert. 28-29 from Vera Cruz to 
mentyHexico City. 
ising.| The program will include enter- 
rm isftainment by top movie, radio and 
man-#elevision stars, a fashion show, 


all and other special events. 





buys conditional contracts.” 

A Home Finance spokesman 
pointed out that its “method of 
operating is closely similar to other 
major finance companies operating 
in Tennessee.” 

“If a new trial is denied,” the 
finance company spokesman add- 
ed, “the case will be appealed.” 
Commented Judge Oliver: “Under 

state law, Mrs. Campbell could have 
been charged no more than $156.12 
interest, under a two-year sales con- 
tract, on the unpaid balance of 
$995 on the car she purchased from 
Everett-Headrick Motors.” 

He noted that the car in question 
was sold to Mrs. Campbell for $1,- 
495, and she was given a tradein 
allowance of $500 on another auto- 
mobile. 
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More °58s Begin to Roll... 


Changeover Lull Cuts 
Output Below 90,000 


(Continued from Page 1) 


Louis plant on Friday (Sept. 20). 
No date has been set for the 
start of changeovers at its Me- 
tuchen (N. J.) plant. 


Last car builder to go down for 
changeovers will be Ford division, 
probably the first week of October. 


as * * 


O DATES have been set for 

start of '58 model output at 
Cadillac, Mercury or Ford, but Cad- 
illac is expected to be down from 
three to four weeks and Mercury 
and Ford for shorter periods. 


Light buildouts at Buick, Olds- 
mobile, Pontiac and Chrysler 
division (excluding Imperial) ; 
below-normal operations at Lin- 
coln, and cessation of all assem- 
bly activities at Imperial, De- 
Soto, Dodge, Plymouth and Pack- 
ard held industrywide car assem- 
blies to an estimated 89,851 units 
last week. 

Last week’s output on a five-day 
schedule was 72.9 percent of AvuTo- 
motive News’ three-year index, com- 
pared with the 73.5 percent com- 
piled on 90,704 assemblies the pre- 
vious week, when the manufactur- 
ers worked a four-day schedule 
due to the Labor Day shutdown. 

= + = 

HE 89,851 cars rolled from the 

lines last week, however, were 
40.8 percent above the same week 
a year ago, when the manufactur- 
ers turned out 63,798 units. 

Light buildouts at Chevrolet 
and Dodge also helped drop truck 
output from 17,373 units a week 


earlier to an estimated 16,641 last 
week. Dodge built its last °57 
model on Monday (Sept. 9), while 

Chevrolet built out on Friday 

(Sept. 13), except in Los Angeles, 

which will continue truck assem- 
blies through tomorrow (Tues- 
day, Sept. 17). 

Last week’s truck operations also 
were 16.9 percent below the same 
week a year ago, when the manu- 
facturers turned out 20,030 units. 


* > * 


pier eeeggecnens is the only truck 
maker currently producing ’58 
models. Dodge is expected to begin 
output of its new models this week 
and Chevrolet will start ’58-model 
assemblies on a graduated scale 
beginning Sept. 30. 

Canadian vehicle operations 
also are in the throes of change- 
overs. With only Ford and Inter- 
national-Harvester currently pro- 
ducing cars and trucks, Canadian 
output last week totalled by 3,343 
vehicles. The previous week saw 
the same two manufacturers turn 
out 2,718 cars and trucks on a 
four-day work schedule. 

GM, Studebaker- Packard and 
Chrysler Corp. all are down for 
changeovers in Canada. American 
Motors has ceased output opera- 
tions and is importing its 1958 
models from the U. S. 

> = . 

ORD MOTOR CO., Studebaker 

and AMC were the only Ameri- 

can manufacturers to show output 
gains over the previous week. 

AMC, with all three of its car- 


Dealers Urged to Work 


For Good Finance Laws 


CHICAGO.—Efforts by the sales 
finance industry and auto dealer 
groups have helped extend regula- 
tory legislation on auto installment 
sales to half of the states, covering 
a type of transaction which now 
accounts for more than two-thirds 
of all car sales in the nation, ac- 
cording to A. J. Blasco, president, 
American Finance Conference. 


Nine states passed new laws on 
auto time-payment plans in 1957, 
Blasco said, and 24 states now 
have such legislation. The 1957 
laws were enacted in Florida, 
Idaho, linois, Iowa, Maine, Min- 
nesota, Oregon, North Dakota 
and South Dakota. 

Blasco urged local dealer organi- 
zations and finance companies to 
take “aggressive and affirmative 

action” at the next legislative ses- 
sions “to achieve statutes suitable 
to the good of the public, dealers 
and the sales finance industry.” 

A pattern for such legislation is 
offered in a basic text prepared by 
the American Finance Conference 
and revised in 1956 in collabora- 
tion with other segments of the 
sales finance industry, Blasco said. 
The original text was drafted in 


Willys Expects 
Seaway Boom 


TOLEDO.—A 500 percent increase 
—to $30 million— in export trade 
carried on by Willys-Overland Ex- 
port Corp. through the Port of 
Toledo will follow opening of the 
St. Lawrence Seaway, company 
officials informed a team of Gov- 
ernment economists conducting a 
survey of potential seaway business. 

Although the survey team, start- 
ing a study of Great Lakes ports 
in Toledo, declined to reveal what 
they gleaned from talks with lead- 
ing Toledo industrialists, data sup- 
plied them by Willys export officials 
‘was made public. 

In a letter to W. W. Knight jr., 
chairman of the Toledo-Lucas 
County Port Authority, Stephen A. 
Girard, president of the export firm, 
emphasized “the tremendous cost 
advantage, even at present and 
before the completion of the Sea- 
way, which lies with Toledo as 
against New York.” 


1939 and has been revised peri- 
odically. 

He advocated that new bills be 
guided by the basic text to include 
provisions for rate ceilings, licens- 
ing, full disclosure of terms at the 
time the contract is written, pre- 
payment refunds and penalties. 

Legislation supported by the sales 
finance industry, he asserted, is in- 
tended to eliminate factors pro- 
ducing misunderstandings. 

“Retail installment credit has 
become an integral and necessary 
part of the American system of 
consumer durable goods distri- 
bution and consumption,” Blasco 
said. 

“Any basic rules, either public 
or private, which strengthen or 
make more effective the use of 

such credit add to the strength of 
our economy and to the welfare of 
consumers, installment sellers and 
financial institutions.” 





Family of Bird Dogs— 


Salesman John N. Garrity of A. D. Pelunis, Inc. (DeSoto-Plymouth), Lakewood, O., 
finds that a large family makes an efficient, family-type bird-dogging organization— 
strictly volunteer and minus remuneration. The elder six of his seven children never 
miss an opportunity to plug dad's product to neighbors or any person who'll listen. 


Garrity, one of DeSoto’s top salesmen nationally, 
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producing divisions picking up 
steam, turned out 1,900 cars last 
week, compared with 1,175 a 
week earlier. 

Rambler led with 1,450 assem- 
blies last week, compared with 912 
the previous week; Nash jumped 
from 183 to 315, and Hudson 
climbed from 80 to 135 units. 


* * * 


TUDEBAKER turned out 2,000 

cars last week, compared with 
1,302 a week earlier. 

Ford Motor, with its Ford divi- 
sion working its Buffalo, Kansas 
City, Dearborn and Chester (Pa.) 
plants six days, jumped its out- 
put from 33,069 a week earlier to 
an estimated 40,942 last week. 

A breakdown of Ford Motor oper- 
ations showed Edsel up from 4,174 
to 5,150 units; Mercury up from 
3,465 to 4,500, and Ford division up 
from 25,064 to 30,950 units. Lincoln, 
which was down Wednesday, 
dropped from 366 units a week ear- 
lier to 342 last week. 

* * + 


HRYSYER CORP., with its 

Chrysler division working two 
days, turned out 448 cars last week, 
compared with 9,713 a week earlier. 

The previous week’s operations 
at Chrysler showed Plymouth 
with 6,984 assemblies; Dodge with 
676; DeSoto with 291, and Chrys- 
ler division (excluding Imperial) 
with 1,762. Imperial has not made 
a car the last two weeks. 

GM buildouts drop that corpora- 
tion’s output from 45,445 units a 
week earlier to 44,561 last week. 

+ = = 


Bue. working only one day, 
was off from 5,323 to 737 units; 
Oldsmobile was down from 6,424 to 
5,574, and Pontiac was off from 
5,586 to 3,750 units. On the positive 
side, Chevrolet was up from 25,416 
to 31,200 units, and Cadillac climbed 
from 2,692 to 3,300 assemblies. 

Chevrolet never quite caught 

Ford in calendar-year output, but 
came within 4,020 units of taking 
over the top spot in car output 
before going down for change- 
overs Friday. 

Calendar-year assemblies, as of 
last Saturday, stood at 1,128,457 
units for Ford and 1,124,438 for 
Chevrolet. Chances of the GM divi- 
sion catching Ford are dimmed, 
however, by the fact that Ford 
will get in another two weeks pro- 
duction before going down for 
changeovers. It also is expected to 
be down for a much shorter period 
than Chevrolet. 


Ford’s Atlanta Assemblies 


Top 1956 Mark by 10,000 


ATLANTA. — Ford division’s 
Atlanta assembly plant built nearly 
10,000 more passenger cars and 
trucks during the first eight months 
of 1957 than in the same period 
last year, according to Henry C. 
Dorsey, plant manager. 

Dorsey said 1957 output through 
August was 61,417 units, compared 
with 51,529 during the January- 
August period of 1956. Production 
last month was 8,228 an increase of 
4,282 vehicles over August, 1956. 


openly shares the credit. With 


Garrity, from left, are his wife, Jean, holding Vincent, 2; Regis, 7; Brian, 6; Neil, 4; 


Dennis, 11; and Lynn, 13. 
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Tell Me 


(Continued from Page 3) 


local men, competent shop super-|Lives of the men and women he 
vision and a full general office staff.| serves depend upon the care, skill 
and dependability of those whom 
he employs and the supervision he 
personally exercises over every 


* * + 

Measure of Responsibility 
oe annual payroll of automo- 

bile dealers in America today 
is more than 2% billion dollars, 
our own contribution locally and to 
our state through payroll taxes 
and other assessments is consider- 
able. 

Whether locally or nationally, 
a greater proportion of our payroll 
is for labor in service departments, 
men primarily employed to keep 
wheels turning that everyone may 
fully enjoy the higher standard of 
living, learning and social contact 
automotive transportation regularly 
brings to the entire community. 

A vast number of owners use 
their cars daily as a means of 
reaching and returning from 
work. To others, driving the car 
is as much a part of the job as 
the service rendered by doctor, 
salesman, or household supply 
man. 

The responsibility to know how 
to manage his business lies squarely 
upon the local automobile dealer. 


Marketing Needs 
New Models, Too, 
N.H. Dealers Told 


(Continued from Page 3) 
that it is now dealing with various 
problems. 

“We are stepping into individ- 
ual problems on a man-to-man 
basis,” Freese declared. 
Referring to the NADA request 

this June for the institution of ter- 
ritorial responsibility, Freese said 
the request was being studied by 
his company from all angles and 
Ford was attempting to answer the 
many questions regarding cross- 
selling. 

He said cross-selling is actually 
being studied from both the deal- 
er’s and the customer's points of 
view and added that NADA had 
been notified to this effect. 

Speakers were introduced by 
Arthur Bergeron, Keene, president 
of the association. 

Among the other speakers was 
Charles D. Jacobson, vice-presi- 
dent in charge of dealer relations 
for Chrysler Corp. 

Frederick J. Bell, executive vice- 
president of NADA, was the main 
speaker at the banquet session. 
Also present for the convention was 
New Hampshire Motor Vehicle 
Commissioner Frederick N. Clarke. 





Assistant 


Manager 


Market Research and 
Sales Analysis 


Must have good background 
and experience in market re- 
search, statistical analysis, and 
consumer research work. Famili- 
arity with automotive sales poli- 
cies, pricing structure, and 
industry practices essential. At- 
tractive salary, liberal insurance 
program, and other benefits. 


Write Willys Motors, Inc., 
Toledo 1, Ohio, Administrative 
Personnel, giving complete 
resume of education, back- 
ground and employment history. 





detail of his service operation. 


Today’s high-speed performance 
integrity in 
every detail of your car, unerring 
reliability in every step of service 
operation. When we suggest you 
have your. car checked frequently 
or urge you to bring it in for serv- 
ice at the first sign of trouble, we 
are not merely “drumming up 
business” nor is any other repu- 
table dealer. “Preventive car con- 
ditioning” is the sure way we meet 
our responsibility to you and to the 


demands mechanical 


community. 
> * * 


Future Invested in You 


E franchised automobile dealer 
generally measures fully up to 
the requirements of his responsi- 
bilities. He is a reliable civic- 
minded citizen who gives freely 
of his time, energy and money to 


the support of his community. 
He has been 


guarded, 


duct and 
dealer. 


Automobile dealers, annually 
donate around $50,000,000 to 
religious, charitable and educa- 
tional organizations in their re- 
spective communities. That is a 
matter of record but much more 
was given though not recorded. 
In many communities sutomobile 
dealers are leaders in clubs and 
community activities. Many serve 
in positions of public trust. For 
ourselves, we aim to be good 
citizens in the community we 
love so much. 


This, therefore, 


integrity of the 


kind we strive to be... 


are anchored deep in this, our 
community. We have _ invested 
money — lots of it — and our 


future, too, in you and the many 


Colorado Reports 
Vehicle Bids Up 
$200 Since May 


DENVER.—A utomobiles and 
pickup trucks are costing the 
State about $200 more than the 
same models did last May and Lacy 
L. Wilkinson, purchasing agent, is 


unhappy. 


Wilkinson first threatened to 
throw out all bids opened last week, 
but relented and accepted the low 
bids when the departments which 
ordered 22 vehicles said they needed 


them at once. 


As an example of the price rise, 
Wilkinson said the low bid on a 
six-cylinder, four-door sedan was 
$1,642.84, while the same car was 
purchased in May for $1,402. An 
eight-cylinder model of the same 
car cost $1,469 in May and $1,713.52 


last week, he said. 


A six-cylinder pickup truck which 
the State purchased for $1,275 in 
May cost $1,507 last week, Wilkin- 
son reported, while eight-cylinder 
pickups of the same make jumped 
from $1,345 in May to $1,578. All the 


cars and trucks are 1957 models. 


Deal Hit by Tornado 
Gets $10,000 SBA Loan 


DALLAS.—Redus Chevrolet Co., 
whose place of business was dam- 
aged in the Dallas tornado, has 
received a “disaster loan” amount- 
ing to $10,000 from the Small 
Business Administration. 








investigated 
thoroughly by his central office. 
Had he failed to pass satisfactorily 
a variety of severe tests he would 
not possess so valuable an asset 
as an automobile franchise. A 
right so precious, it is scrupulously 
for reputation of both 
car and maker depend on the con- 
local 


is the type of 
man who today is putting his 
shoulder to the wheel that moves 
you on to greater enjoyment of 
life in all its aspects. It is the 
sincere 
about our responsibility to you. 
Come to us for counsel, We'll 
furnish friendly cooperation and 
provide your motoring needs. We 





SALESMEN. Choice territories 





other motor car owners whom we 
are privileged to serve. 


Our products and service are not 


things you carelessly buy, quickly 
consume and soon forget. Your 
automobile is a vital part of your 
daily life. It must be a faithful 
partner in your work and play, the 
willing servant of your needs, the 
link between you and all the pleas- 
ures and benefits of modern living. 
* * . 


Speak for Ourselves 
As’ THE automobile dealer, whose 


policies and reputation these 


words have sought to describe, we 
recognize and accept the obligation 
to provide the most modern facili- 


PSs tl-hi t-te) 


TWENTY-TWO CENTS 


Reaching 
RATES 


an 


rates. A 


and address 
Box Number 
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nai 


HELP WANTED 


WANTED—SALESMEN to sell the book 
which features factory| AUTOMOBILE SALESMEN: Would you 


“Auto Costs’’ 
invoice prices of all 1958 cars and equip- 
ment. Huge demand from auto dealers, 
banks, finance companies and leasing 


CLASSIFIED 


29- 
Z 


| 
| 


companies, High commission—No terri- | 


tory restrictions. Write Auto Costs, Box 
224, New York 1, N. Y. 


EXPERIENCED TRUCK SALESMAN to 


take complete charge of truck sales in 
GMC light and heavy duty truck agency. 
Large 30 man service shop in connec- 
tion. Opportunity to earn well into five 
figure bracket. Aronin Motor Sales, 
E. Van Buren St., Joliet, Ill. 
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now avail- 
able for salesmen calling on automotive 
jobbers. Represent our line of trouble- 
lights, booster cables, extension cords, 
spike-lights and other fine Ferry Prod- 
ucts. Complete catalog available for your 
inspection. Write: Ferry Manufacturing 
Company, Inc., 3116 Spring Garden S&t., 
Philadelphia 4, Pa. 





SALES REPRESENTATIVE 
TRUCK & BUS EQUIPMENT 


Mid-West automotive manufacturer has ex- 
cellent position for 
ability to train salesmen, develop territories 
and appoint distributors. AAA-! remunera- 
tion and advancement possibilities. Part-time 
travel required. Write in confidence, giving 
complete details to: Box 7508, </o Automo- 
tive News, Detroit 26. 


experienced man with 


GENERAL 
SALES MANAGER 
For Ford Dealer in Central Connecticut 


located in a city of 100,000 population. 
Potential of 2,000 New and Used Units. 


Mus? be experienced in building a strong 
Sales Force, Training, and Directing men. 
Excellent Salary and Incentive based on 
profits, with possibility of stock purchase 
if proven satisfactory. Send complete 
resume. Write Box 7493, c/o Automotive 
News, Detroit 26. 


OWN YOUR OWN 
BUSINESS 


We will put you in business for your- 
self. No 
company selling 1 year guarantee to 
dealers. Our men earn substantially 
over $10,000 per year: F. Lyons, 
Tampa, Fia., earning $15,000 yearly; 
M, Dallas, Boston, Mass., doing 
$17,000. Approved nationally by deal- 
ers. Repeat sales on the increase. Send 
complete details stating experience. 


Sure-Car of America, Inc. 


Moin Office: 
Dept. E, Sea Cliff, N. Y. 
(See our advertisement on Page 86) 


investment. Second oldest 
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Six GM Dealers Add 
Rambler in Buffalo Area 


BUFFALO.—American Motors’ 
program of granting Rambler 
franchises to Big Three dealers 
is picking up momentum in 
Western New York. 

To date, AMC’s Buffalo zone 
office has signed six General Mo- 
tors dealers in medium-priced 
lines. They will handle Rambler 
in 1958 in addition to their regu- 
lar makes. 





ties for the economical operation 
and maintenance of your car. 


Our investment of capital in 
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HELP WANTED 


like to live in California? The world’s 
most wonderful climate; excellent hunt- 
ing and fishing of all kinds. Two Chev- 
rolet dealerships, long established; one 
hour from San Francisco; offers splendid 
opportunity for earnings ($10,000 to $20,- 
000 annually) and advancement for men 
who qualify and prove their ability. 
20,000 people employed in industry within 
radius of five miles. California’s fastest 
growing county. Only highly experienced, 
qualified salesmen need apply. Send per- 
tinent facts regarding qualifications with 
Photograph to Box 7498, c/o Automotive 
News, Detroit 26. 


NEEDED—DYNAMIC SALES MANAGER. 


Excellent opportunity for sales manager 
who is a terrific closer. Our salesmen 
not allowed to close deals. Qualifications: 
35 to 45 years of age, good personal 
habits, sober, must be powerful closer. 
Our firm has been in same location for 
25 years, very prosperous and finances 
95% of our own deals. Cars handied are 
Nash, Hudson. Rambier, Metropolitan, 
and recently added all five English Ford 
lines. Starting salary $10,400 per year 
plus bonus. Write resume of experience 
to Southern Motors Inc., 301 E. Brough- 
ton Street, Savannah, Ga. Attention: Mr. 
Julius Kaminsky, Pres. Telephone No. 
Adams 4-3478. 


LT 

INSERTION 

llc PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be 
$1 ertion for 

$12 

upplied upon 

PENOBSCOT BUILDING, DETROIT 26 


buildings and equipment, parts, 
materials and labor is for the 
sole purpose of making your car 
safe to enjoy, inexpensive to 
operate, profitable and pleasur- 
able to own. 

Here you will find, always, a 


place where responsible, intelligent, 
courteous motor car service wil] 
be provided at the lowest cost 
intelligent workmanship, 


modern 
methods and equipment make 
possible. 


You are invited to make our 


dealership your car’s home. Drive 
in any time for counsel, informa- 


tion or service. Our interests are 


mutual. Your good will secures the 


future of our business here. 
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POSITION WANTED 





FORD PARTS MANAGER, Ten years ex- 


perience, best of references. Box 7494, 
c/o Automotive News, Detroit 26. 





GENERAL OR SALES MANAGER, 25 con- 


secutive years’ experience. Age 48. Wants 
to locate with an aggressive dealer in 
New England who wants increased vol- 
ume and profit, Have been employed 
successfully as new car, used car and 
general manager. Box 7478, c/o Auto- 
motive News, Detroit 26. 


GENERAL MANAGER, 6 years factory 


and retail experience. BA degree account- 
ing. Age 32, single. Will relocate any- 
where. Prefer GM or Ford franchise, 300 
to 600 units per year. Have funds to in- 
vest if desired. Box 7497, c/o Automo- 
tive News, Detroit 26. 


GENERAL OR SALES MANAGER, Cana- 


dian, 38, married. Five years topflight 
salesman. Three years volume and profit 
management. Familiar with organizing 
and setting up dealership. Strong on new 
and used cars and sales and service 
training. Sound ethical practices, sincere 
hard worker. Successfully completed 
course in dealership management at Gen- 
eral Motors Institute. Will relocate any- 
where in Canada or U. 8. for good prop- 
osition. Available this month. Box 7496, 
c/o Automotive News, Detroit 26. 


HELP WANTED 








USED EQUIPMENT 
MERCHANDISING MANAGER 


National manufacturer of truck trailers requires aggressive 


used equipment merchandising manager for midwest area. 


Proven record in used car, truck or equipment field essen- 


tial. Write in detail, giving qualifications. All replies held 
strictly confidential. Enclose photo. Box 7492, c/o Auto- 


motive News, Detroit 26. 


Export Representatives 
in the 
Aircraft Sales Management Field 


If you are a capable pilot, speak Spanish fivently, 
have sales ability, and are 35 years of age or under, 
you may have an outstanding future in aviation with 
a South American assignment from the nation's lead- 
ing business aircraft manufacturer. You must be free 
to travel or relocate. The salary range is $5,000 to 
$7,000. Please send a brief resume with recent photo 
to Roy A. Kunz, Executive Employment Division. 


BEECHCRAFT 


BEECH AIRCRAFT CORPORATION 
Wichita 1, Kansas 
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POSITION WANTED 

arts, ‘[NUFACTURERS REPRESENTATIVE, 

the Eyemphis, Tenn. area wants automotive 

’ Car s or can give exclusive representa- 

e to Hon. 15 years with Chrysler Corp. Ex- 

J gilent following with all dealers and 

‘sur- erg, Have the know how for estab- 

Mehing and setting up new accounts. 

y' jalist in merchandising. Box 7495, 
oe & io Automotive News, Detroit 26. 

ES 

— y OR USED CAR SALES MANAGER 

20 years’ experience in all phases 

cost automobile merchandising. Will fur- 

odern hh references and resume on request. 

mak, ropolitan Chicago only. Box 7510, ¢/o 

2 omotive News, Detroit 26. 

> our IGN REPRESENTATION—Reliable, 

Dri rienced business executive available 

ve representing U. S. automotive inter- 

orma- : sales, service, parts, equipment. 

S are >» finance and advertising firms are 

's th ited to inquire. Box 7511, c/o Auto- 

5 eC Beotive News, Detroit 26. 

ae DEALERSHIPS AVAILABLE 

JAL OPPORTUNITY to purchase 

rship handling DeSoto in Miami, 

ida, at less than replacement cost. 

ipment and improvements only two 

old, with good organization and 

Hient lease in prime location, Can be 

ased with as little as $15,000 cash 

you can qualify for factory financing. 

health forces quick sale. Deal can be 

y mmated in time for 1958 model 


ing. Box 7470, c/o Automotive News, 
S pit 26. 


bd RSHIP HANDLING MERCURY, 
Ming 100 units yearly. Central Florida 





































AUTOMOTIVE NEWS, SEPTEMBER 16, 1957 


DEALERSHIPS AVAILABLE 


CHEVROLET DEALERSHIP in small 
northeast Texas town has been operat- 
ing profitably for twenty-five years. Good 
farming area and near industrial em- 
ployment towns of 25,000, 10,000 and 
5,000. Parts, fixtures and equipment in- 
cluding modern heavy duty wrecker, all 
at sacrifice price of $13,500. Facilities of 
6,300 sq. ft., main plant; 4,200 sq. ft., 
used car lot adjoining, and 3,500 sq. ft., 
warehouse; total lease for $150 month. 
Employees can be retained. Here is good 
buy for party with limited means to start 
with 1958 model. Buy-out subject to 
Chevrolet approval, Dealer desires to re- 
tire due to age. Address reply to Box 
7501, c/o Automotive News, Detroit 26. 


NOW EXCLUSIVE OLDSMOBILE 
DEALER, 600 cars per year. Located in 
Mid-Atlantic States in heart of multi- 
industrial empire, with bountiful forésts, 
fishing and hunting nearby. Ultra mod- 
ern facilities with latest showroom and 
shop equipment. Excellent service pene- 
tration and absorption, Inquire Box 7505, 
c/o Automotive News, Detroit 26. 


DEALERSHIP NOW HANDLING FORD. 
100 car potential, county seat, Buy only 
the parts and equipment you need. What’s 
left goes with us to larger dealership 
being purchased. Terms can be arranged. 
Buy or lease building. Edwards County 
Motors, Albion, Ill. 


DEALERSHIP NOW HANDLING MER- 
CURY, 25,000 Texas recreational area 
town—trade area 150,000 combined with 
another lucrative franchise. $15,000 buys 
parts (none obsolete), accessories, im- 
movable equipment, air-conditioning, 
heating system. Net including owner's 
salary since April ist, $5,209.00. Build- 

lot lease $260 per month, 3% 

years with option. Reason—opening larger 

Box 7512, c/o Automotive News, 

Detroit 26. 


DEALERSHIP NOW HANDLING FORD 
on fringe of Detroit. Low overhead, good 
for as many cars a year as you want to 

it. Facilities small but modern. 
Excellent opportunity to buy in and pay 
off balance later. Must sell due to illness. 
You must be able to qualify immediately 
for factory approval. Write Box 7509, 
c/o Automotive News, Detroit 26. 

AUTO AGENCY — Handling Dodge-Plym- 
outh in fast growing suburb of Chicago— 
modern used car lot adjoining—low over- 
head— not a red month this year—lease 
modern facilities—show books to factory 
approved buyer—no accounts receivable 

estate to buy—will sell at in- 

ventory, Box 7445, c/o Automotive News, 

Detroit 26. 


VOLVO 


FRANCHISE AVAILABLE 
Sweden's “hot’' new model sports sedan 
with 85 h.p.—the family car with speed, 
comfort and economy. Swedish built-to- 





last precision, sports car handling and 
VOLVO dealerships now 


performance. 
available in our territory: Alabama, Ar- 


Kansas, Louisiana, Mississippi, 
Missouri, Oklahoma, Tennessee and Texas. 
For information write or wire: 


SWEDISH MOTOR IMPORT 
Telephone CA 49456 
Houston, Texas 


Milam 





DEALERSHIP WANTED 


WANTED: WESTERN STATES franchise. 
Any size, any price. Cash. Factory ap- 
proved. Replies held in confidence from 
everyone. Box 7422, c/o Automotive 
News, Detroit 26. 


FORD OR MERCURY, 400 to 1,000 poten- 
tial in central states, Great Lakes area 
preferred. Factory approval assured, 25 
years’ experience and $250,000 cash, Re- 
ply held in strict confidence. Write Box 


7490, c/o Automotive News, Detroit 26. 


You Can Positively Make 


to prosperous farming community. No 
sunts receivable to buy, priced to sell. 
, ms. Modern building on main high-| jing and 
within city limits available for 
or lease. Knight-Flesher Mercury deal, 
, Wauchula, Fla. 
ERSHIP HANDLING BUICK- 
SNTIAC in prosperous Minnesota Iron 
ge city of 8,000. Grosses over $350,- 
9 100 car potential. Completely make 
sipped. Box 7443, c/o Automotive 
"yan s, Detroit 26. 
= LERSHIP HANDLING FORD in 
central Wisconsin city of 3,000, 
nty miles from population of 40,000. 
5 con. me name since 1911. Facilities modern 
Wants adequate—adjacent used car lot. 
os sell. Building for lease ¢ 
) motive News, tro! 
ployed 7415, c/o Automo 
r and 
Auto- SALE — Now handling Chevrolet—/ or real 
mtial 170. Ideal Pennsylvania com- 
unity, no property—sale includes only 
actory _ fixtures and equipment. Box 7479, 
count- » Automotive News, Detroit 26. 
) ony . FISH, GOLF, SKI, fifteen minutes 
e, 300 y from your dealership handling 
to in- ck. Excellent business opportunity 
itomo- man who wants healthy outdoor life 
respected member of New England 
— mmunity. Good profit possibilities, 200 
Cana- yearly new car potential. Small 
pfight pital required. Old, established, re- 
profit ed firm, Immediate sale. Write at 
nizing fece to Box 7483, c/o Automotive News, 
mn new PDdetroit 26. 
service 
sincere ERSHIP NOW HANDLING BUICK 
pleted [125 car deal. Beautiful Shenandoah heneas 
| Gen- ley of Virginia. Offered larger dealer- . 
: any- Bip; must move this one first. Replies 
prop- Mirictly confidential. Box 7500, c/o Auto- 
7496, otive News, Detroit 26. 
SUAL OPPORTUNITY to purchase 
ngle dealership handling Imperial- 190! 
—_.... Mhrysier and Plymouth in Youngstown, 
o, with adjacent used car lot. Popu- 
jon, over 180,000. Location best in 
y. Lease available. Show books to fac- 
approved buyer. Box 7499, c/o Auto- 
otive News, Detroit 26. 
ETHING DIFFERENT: Strictly a 
d car dealership that sells both new 
used cars, near Albany, N. Y. A 
her and son type of operation. Aver- 
ng 20-25 cars per month. Also an- 
ther business in same building plus a 
i bedroom apartment. A place to live, 2 
sinesses with equipment. Real estate. 
for $28,500. Florida interests compel 
to do this. Box 7504, c/o Automotive 
News, Detroit 26. 
BUSINESS OPPORTUNITIES 
TREMENDOUS BUSINESS OPPORTUNITY 
CIALLY FOR AUTOMOBILE MEN 


$50 To $75 A Day 


IN A YEAR-ROUND, DEPRESSION-PROOF BUSINESS, 
REQUIRING AN INVESTMENT OF LESS THAN $1,000 


OVIDE A SERVICE NEEDED 
EVERY AUTOMOBILE DEALER 
almost unlimited field for profit. A 
made market. Regroove tires for 
obile dealers. 
smaller margins, he must cut costs 
ver he can, yet he can't sell his used 
with slick tires. Regrooving is, for 
the low cost answer. 
gives his tires the deep tread and safe 
tion that his prospects demand. 


BUSINESS BUILT AROUND 
N AMAZING PIECE OF 
ISION EQUIPMENT 
the portable, electric AUTOMATIC 
cutt TIRE REGROOVING MACHINE. 
Grooves all standard passenger car and 
tk tires through 11:00x 22. And it 
a uniformly perfect job every time. 


WS FOR ITSELF IN THREE 
YNTHS—Out of Profits 


it will return your entire capital invest- 
ment within three months—and that's over 
and above an excellent income it pays 
you. 
SEVEN OTHER MAJOR 
SOURCES OF INCOME 
The Honeycutt is an open door to profits 
from fleet operators, trucking companies, 
tire wholesalers and service stations, as 
well as automobile dealers. All are lucra- 
tive and stable sources of income. 


HUNDREDS OF OPERATORS IN 

ALL PARTS OF THE U. S. A. AND 

CANADA ARE GETTING RICH 
The Honeycutt machine is not magic, but 
it does give a man with a little push 
and hustle an opportunity to create for 
himself an income that is far above aver- 
age. It's a proven fact, the Honeycutt will 
MAKE YOU MORE NET PROFIT WITH LESS 
CAPITAL OUTLAY THAN ANY OTHER 
EQUIPMENT. 


For Information—Write, Wire or Call 
HERMAN SMITH DISTRIBUTING CO. 


3 Dallas Ave. 


Houston 3, Texas 


Phone CA 7-9545 








DEALERSHIPS WANTED 


FORD—400-500 potential. States border- 
ing Great Lakes preferred, but not es- 
sential. Ample capital. Factory approval. 
a 7447, c/o Automotive News, Detroit 


CHRYSLER AND PLYMOUTH over 600 
car deal wanted in Western states area. 
All replies held in confidence. Box 7503, 
c/o Automotive News, Detroit 26. 


DEALERSHIP WANTED, 200 to 300 an- 
nual volume. Prefer Southwest or South- 
east. G.M. or Ford preferred; may con- 
sider Chrysler Corporation cars. Other 
aggressive areas will be considered. Fac- 
tory approval assured, All replies strictly 
confidential. Box 7502, c/o Automotive 
News, Detroit 26. 














Chev. or Ford 
Dealership Wanted 


New York or surrounding area. Will buy 
all or half interest. Fully qualified, have 
factory approval and ample capital. Re- 
plies held in strict confidence. Write Box 
7506, c/o Automotive News, Detroit 26. 





a 





BUSINESS OPPORTUNITIES 


“EXCEPTIONAL 
OPPORTUNITY" 








investment required, 
WHICH IS GUARANTEED IN WRITING BY 
US, for you to earn up to $260 per month 
part time. You can net up to $28,000 an- 
nually on a full time basis. We are an 
established reputable concern with th 
finest and oldest name brand equipment. 
If you have the cash and are sincerely 
interested please write giving your phone 
number and brief background for a local 
interview at your convenience. 


L & M Distributors, Inc. 


6513 Cedar Ave. South 
Minneapolis 23, Minnesota 








DEALER SERVICES 


MILITARY BUSINESS 
— Got Your Share? — 


Military people will want to: 
Finance for 30 to 36 months. 
Register and Title car out of state. 
Take car overseas without refinancing. 
Get low, money saving, financing rates. 
Take immediate delivery. 
We specialize in such transactions on a sim- 
plified, no trouble, without recourse basis. 
MILITARY FINANCE CO. 
502 Tioga Bidg., 2020 Milvia 
Berkeley 4, Calif. THornwall 5-2275 


“Worldwide Financing for Military 
Personne!" 














Sales Increase IMMEDIATELY 
with the “Dally Check” Pian Book. This sim- 
Plan points out each day the 
necessary move Management must make to 
influence GREATER EFFORT among salesmen. 


head and signature for one copy of the “Daily 

Check” Plan Book and illustrated brochure, to 
MALCO SALES SERVICE 

205 Seventh Ave. Asbury Park, N. J. 








INVENTORY SERVICE 
Parts and Accessories 
or CERTIFIED REPORTS 


@ Obsolescence Disclosed 

@ Shortage or Overage Established 

@ Inventory Investment Evaluated 

@ Analysis of Methods and Procedures 


Full time experts. No pick-up part time help. 
Call or write for service details 


Automotive Inventory Service Co. 
10040 Freeland Detroit 27, Mich. WE 3-6445 





CARS FOR SALE 


Foreign & Sport Cars 


New York's largest foreign car whole- 
saler must dispose of a terrific group 
of one-owner, low-mileage cars taken 
in trade against Mercedes-Benz and 
other expensive cars. Our top-heavy 
inventory brings you a real oppor- 
buys... all 


tunity for some sharp 
makes, years, 


MG © JAGUAR @ 
AUSTIN-HEALY @ 
MERCEDES-BENZ 


Mercedes-Benz Division 


Studebaker-Packerd Salon 


Ee Oeodoen, N.Y. 19 JUdson — 
we ‘s Lergest Fereign 
Wholesaler 





CARS FOR SALE 


USED CAR BUYS 
FOR DEALERS! 


"56 PLYMOUTHS 


with Power-flite 


ONLY *475 


FORDS, too! 


Any Quantity... Large or Small! 


All 4dr, ex-taxis with heater/defroster, 
good tires, clean inside and out, All in 
excellent operating shape; most in service 
only 8-10 months, Many available with 
power steering. : 


Don't wait . .. call, wire or write 


CURRY CHEVROLET 


Broadway and 133rd Street 
NEW YORK * ADirondack 4-6000 


1956 
DODGE-PLYMOUTH-FORD 
EX-TAXIS 


Painted Stock Car Colors 
PRICED RIGHT 


Automatic Transmission, De- 
froster, All Good Rubber, Some With 
Power Steering. 

Quantities from 5 to 500. 


Heater, 


Straight Bodies, Good Grilles 
EASY TO CONVERT 


Write—Wire—or Phone 
Harold Peterfreund or 
Manny Mouber 


FUTURE MOTORS INC. 


37-01 Queens Bivd. 
Long Island City, N. Y. 
ST 4-635! 
N. Y.’s Largest Volume Taxi Dealer 





CARS WANTED 


SEVEN PASSENGER CADILLAC 
sines, ambulances and hearses. 
sharp. Ridgway, Belmont 4-6611, 
N. E. Sandy, Portland 12, Ore. 


2836 





PARTS FOR SALE 








USED-CAR 
LIGHT REFLECTORS 


Stop lighting up the sky and light up your 
cars. $15.00 per 100. These reflectors cre 
all aluminum, non-rusting. 

RALPH TAYLOR AUTO SALES 
4111 Gravois St. Lovis 16, Mo. 





DECAL TRANSFERS 


TRUCK DECALS; no charge for sketch; 
durable, brilliant colors, Write for sam- 
ples. Allied Decals, Inc., 8456 Hough, 
Cleveland 3, Ohio, 





95 


SHOP EQUIPMENT FOR SALE 


tachments. Will sell for $200.00, 


LATE MODEL WASHMOBILE with all at- 
cost 


$1,500. Reply to Wendell Crowe, Coving- 


ton, Georgia. 
MISCELLANEOUS 


BLUE © CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& GUIDE CABLES 


MEETS ALL I.C.C. 
REQUIREMENTS 


DEALERS’ SPECIAL (F.O.B. Factory Net) 
$52.35 Fed. Tax Included 


WITH AUTOMATIC BRAKE 
AND BRAKE CABLE 


Less Guide Cables 
GUIDE CABLES 
DEALERS’ SPECIAL (F.O.B. Factory Net) 
$9.90. Fed. Tax Included 
2 =e 


THE FAMOUS 
MOTO-MATIC 


TOW - GUIDE 


Four Clamp Hook-Up 
DEALERS’ SPECIAL (F.0.8. Factory Net) 


$44.85 Fed. Tax included 
Meets 1.C.C. Strength Requirements 
* * 


Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Cataleg 
Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Depts 


“Leaders in the Industry 
Since 1939” 


BUY IT! SELL IT! 
TRADE IT! HIRE HELP! 


Th 
AUTOMOTIVE NEWS 
Classified Want Ads 


Automatic BraKinG 


WITH BRAKE HOOK-UP 
ONLY.. $5|* oulpe 
Guide Cables and 
BRAKE HOOK-UP.......... 

$21.50 
TRI-KING 3-Point Hook- $35.00 
TowKinG ("cs 
Tow Bar Sales Co. 
Distributors 
DE 2-0700 AN 3-8888 Nites: BA 1-87!7 
Call Collect .3,50%0 nse. 


COMPLETE with 5 61 
QUICK-TOW Bumper- 
nae ee 
AS NEAR AS YOUR PHONE 
40 So. Clinton St.. Chicago 6, Ill. 





New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 


All Other Countries — One Year $12 [] or Two Years $20 [] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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Cotton is growing on the Hollywood Freeway 


LL you can see is steel, stone and concrete. 
But cotton is. growing, right here on the 
fabulous Hollywood Freeway. As the dominant 
fiber in automobile construction, it’s growing in 
volume as automobile production expands. Over 
200,000,000 Ibs. are used each year ... more than 
the combined total of all other fibers.* As seat 
padding, cotton dissipates body heat to give cool 
comfort. In fabrics for headlining, sidewalls and 
upholstery, it has excellent sound absorption 
qualities, is unequaled for dimensional stability, 
and is available in a wide variety of weaves and 
eye-appealing colors. No wonder automobile man- 
ufacturers choose cotton to make riding cooler, 
quieter, more comfortable—in California or wher- 
ever the highway leads. 


NATIONAL COTTON COUNCIL 
Memphis, Tenn. 


*U. S. Department of Agriculture 1957 market research report 


Where COTTON is used to keep automobiles 
cooler, quieter, more comfortable 


HEADLINING 


UPHOLSTERY MATERIAL SIDEWALLS 


FOUNDATION SHEETING 
SEAT PADDING 





